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Lea 


help you sell shoes 


With competition for shoe sales 
really keen these days, one way to 
come out ahead is to standardize on 
Evans Leathers. because they look 
their quality, and give the satisfac- 
tory service that proves it. 


JOHN RB. EVANS & COMPANY 
Camden, New Jersey 
Est. 1857 
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*TRADE MARK 





COLONIAL TANNING COMPANY, INC. ©° Boston 11, Massachusetts 
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THE PATENTED SEAMLESS BACK 
AN IMPORTANT. DETAIL 









The patented seamless back. 
No seams outside to rip or 
tear. No seams inside to hurt 
tender young feet. 


“Se. 


THE PATENTED SEAMLESS BACK, COUPLED WITH OTHER FEATURES, 
MAKES “KALI-STEN-IKS” A CAPITAL ASSET IN ANY STORE. 


See KALI-STEN-IKS in Rooms 813 and 814 Palmer House, National Shoe Fair, Chicago, Ill. 











THE GILBERT SHOE CO., THIENSVILLE, WISCONSIN 
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Do ALL Shoe Buyers Get 








NO -bu:r your 





chances are good, brother! 


TO GET ON THE MILK DIET, but fast, 
a man needs to split himself into pieces . . . 
buying a shoe from this line, three numbers 
from that line; sampling here, THERE AND 
EVERYWHERE ...and winding up with 
chaotic stocks. 


CONCENTRATION, on the other hand, is 
soothing to the buyer and SATISFYING TO 
THE SALES RECORDS. We recommend you 
CONCENTRATE on a few lines and do the 
whole job more efficiently, more comfortably 
and MORE PROFITABLY. 


THE AMERICAN GIRL SHOE, for one, 
gives you a FULL MERCHANDISING SPREAD 
under ONE NATIONALLY ADVERTISED 
NAME. Teens, women and conservatives . . . 
fast selling numbers, complete STYLE AND 


SIZE COVERAGE AND PRICED FOR THE 
VOLUME MARKET. — $5.95, $6.95, $7.95. 


Backing the American Girl line is a sound 
IN-STOCK SERVICE to fill-in fast and reliably. 
YOUR STOCK IS ALWAYS HEALTHY, always 
fresh and always ready for every customer. 


R THE AMERICAN GIRL SHOE 


1. a comprehensive and completely coordinated 
line 


2. prices in the volume selling brackets 
3. an extensive in-stock service 
4. recognized style acceptance 


5. national advertising and promotion with in- 
tensive dealer tie-ups 

























AMERICAN GIRL SHOE CO., 120 Kingston St., Boston, Mass. 
Division: C 1 Shoe Corp. 


TODAY—MORE THAN EVER—AMERBICA’S STANDARD OF VALUE 






224. 4a Neti. 
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WE HOPE YOU GET 
ELECTED 


to the volume and good profits in 
white leather footwear during 1950. 
The histories of so many summers 


give this firm conviction: 
most women want 
dressy white leather shoes 


in warm weather. 


PLAN YOUR 1950 CAMPAIGN 
WITH COURAGE. START AT 
THE NATIONAL SHOE FAIR. 
GET SOME RELIABLE OPINIONS. 


“The White House’’ predicts 


a very optimistic consensus. 





“THE WHITE HOUSE OF AMERICA” 


KID. CABRETTA, CALF 
all finishes 


“The Whitest Whites” 


Reg. Trade Mark 


TAN-ART 
SUEDE KID G. LEVOR & CO., INC. TAN-ART CO., INC. 


WHITE, BLACK, COLORS Tanners Since 1876 Gloversville, N. Y. 
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Hand - moulded 


Air-cushioned shock-proof heel and instep 
One piece Cork Cushion for foot comfort 


on display at 
The National Shoe Fair 
Room 789 — Palmer House 


L. E. “Les” Hills 





The AIR-O-MAGIC Men’s Shoe Division of 


The H. C. Godman Company 
Columbus 16, Ohio 
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NATIONAL SHOE FAIR, CHICAGO, OCT. 31, NOV. 1, 2, 


ROOMS 782-783-784 PALMER HOUSE « ROOM 1001 STEVENS HOTEL 


> 
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@ Now, with October, the most widely heralded 
fashion of the year goes into high gear. Tweeds 
and more tweeds. . . new, different, softer tweeds. 
To tie in importantly with the tweed demand, 
Walk-Over Easi-Gaits give you exactly what it 
takes . . . the softest, most supple of tailored 
shoes, styled with the right, light touch. Here’s 


how to turn soft fashion into solid dollars! 


Illustrated: Lorraine sling, open toe. Also 
stocked closed back and toe. To be advertised 
in Ladies’ Home Journal, October and with 
a color page in Vogue, October 15. Backed 
by a complete promotion package. 


Write for catalog of women’s styles in stock ready to ship. 
Walk-Over prices from $12.95. 

Geo. E. Keith Company, Brockton 63, Mass. 

New York Sales Rooms: Marbridge Bldg., 822 & 906 


75 years of fine crafismanship — 1874-1949 
*® 
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Summerettes 
AND 


Leather Casuals’ 





Your BALL-BAND Salesman is now 
on the way with samples of the 
1950 color-right, color-bright 
Summerettes. 






Watch for the announcement of 
BALL-BAND’S new Leather Casuals 
for profitable Spring selling. 
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MISHAWAKA RUBBER & WOOLEN MFG. CO., MISHAWAKA, INDIANA 










the BALL-BAND 
Combination for 





round-the-calendar 
Selling 


Whatever they wear, wherever they go—all 
day long, all season—your customers keep on 
liking the colorful styles and feather-light 
comfort of their Summerettes. That’s why 
these fabric-topped, rubber-soled shoes have 
made an outstanding selling success for 
BALL-BAND merchants all over the country. 


In leather as in fabric, BALL-BAND offers 
a spring line of shoes for extra sales to cus- 
tomers who insist on value and comfort. The 
new BALL-BAND Leather Casuals give your 
customers all the Summerette advantages of 
long-wearing good looks and comfortable 
fit. Crepe rubber soles are vulcanized to soft 
leather uppers—vulcanized to stay. 


Ask your BALL-BAND Salesman to show 
you how this volume-building combination 
of Summerettes and Leather Casuals will fit 





into your round-the-calendar selling plan. 
*The soles are vulcanized on to stay 
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. Frame Sole, 16/8 Square Buck 





No. 12278—Mellow Black Light 
Weight Calf, White Stitched 


Cubon Heel, 094 Last, Walk- 
O-Bout Flex Welt . . . $7.50 
No. 32278—Same in Hubsch- 
man's Cognac Brown Supple 
light Weight Colf . . $7.60 
No. 62278—Some in Hubsch- 
mon's Green Light Weight 
7.65 
iW 


- 
-** 


The FLOWER 













No. 68253 — Rich Parkway Green Elk 
Kip, Unlined, Cookie, Snug Heel Coun- 
ter, 13/8 Broad Wedge Heel, 196 Last, 
Kushion-Flex Concealed Picatform, $6.50 


IN STOCK, AAAAtoC, _ . . 41 to 11 





NEW YORK OFFICE, 746 MARBRIDGE BLDG. 


© ALSO MAKERS OF DR. HISS’ BALANCED SHOES 


THE IRVING DREW SHOE CORPORATION, LANCASTER, OHIO 
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Dealers everywhere are making 

a good, sound investment with 
American Gentleman Shoes. Hand- 
some styling, detail-perfect quality, 
easy-going comfort — all add up to an 
outstanding value on today’s market. 
And see how American Gentleman 
pays steady dividends in 


repeat sales! 


NATIONAL SHOE FAIR 
CHICAGO, ILLINOIS 


OCT. 31 - NOV. 1,2,3 
PALMER HOUSE 
Rooms 707 - 708 


TO RETAIL PROFITABLY 


SH, 10% 


A FEW STYLES SLIGHTLY HIGHER 


AMERICAN GENTLEMAN DIVISION 
Craddock - Terry Shoe Corp. Lynchburg, Virginia 
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See it at the 

National Shoe Fair 

Hotel Morrison, Chicago 
Room 1146 

October 30 thru November 3 


FLEX STEP SHOE CORPORATION 


Krischer, Rogers & Fischer 
Women’s Dress, Sport and Casual Shoes 


20 NORTH FOURTH ST., PHILADELPHIA 6, PA. 


October 15, 1949 


The Number One Season's Hit! 


TRAPEZE 
Black, in Genuine Kidskin, French Corded, 
Faille Lined, Chrome Split Sole, Leather Heel 


IN STOCK 


*900 


$ & M Widths 


Depend On Flex-Step 








‘Looks like Bostonians might have a couple of 
new tricks up their sleeves this year!” 










YOU KNOW we almost never brag. You know that. . 


But THIS year, we’ve come up with something so exciting 
—something you’ve never before seen in men’s shoes—that 
we just can’t resist a small toot on our horn about something 
you won’t want to miss! 


Visit us in our rooms at the Palmer House during the 
Fair, by all means! See our sparkling new line. Let us show 
you why the Commonwealth-Bostonians franchise will pack 
more value this year than ever before! 


NATIONAL SHOE FAIR 
Palmer House, Chicago, Oct. 30th to Nov. 3rd 


: cJot em downright now! 


Bostonians 


Commonwealth Shoe and Leather Company of Whitman, Mass. 
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HOW LOWN USE CUSHION CORK 
to add extra resilience to their Troylings shoe 





The diagram above shows how the Lown Shoe 

Company of Auburn, Maine, use Armstrong's 
Cushion Cork® to add extra flexibility and comfort 
to their “Troylings” shoe. 

In the “Troylings,” a die-cut pad of %6” Cushion 
Cork is cemented into the forepart of the insole. Only 
a sock lining separates this resilient pad from the 
ball of the foot. In this way, Lown achieves smart 
styling plus exceptional comfort. 

The Cushion Cork used in this Lown shoe is made 
of thousands of cork particles held in a sponged 


CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 


synthetic binder. Each cork particle acts like a tiny 
spring to help absorb the jars and shocks of walking. 
The cork also helps insulate the foot against both 
heat and cold. | 

To build up your steady customers’ list, sell shoes 
with Armstrong’s patented Cushion Cork. Explain its 
comfort features while you try on the shoe. A few 
steps down the aisle usually complete the sale. 
Armstrong Cork Company, Shoe Products 
Department, 9610 Arch Street, Lancaster, ® 
Penna. Cushion Cork is available for export. 


ARMS TRONG’S SHOE PRODUCTS 


rx Ons. 


al dattt-latakate 
RK ( eo). 


" ie 
WY ” Yi 











1950 PREVIEW 


CE TRED-LITES— NEW Cushioning Comfort... 
“SO LIGHT THEY FLOAT” 


... YET long-wearing, shape-retaining, neat-fitting 
SHOE DURABILITY 


. . . plus unique feature-promotion qualities — Foot Insulation — 
Anti-Slip — Action Flexibility — Washability. 













Eye-Appeal in ALL-PURPOSE Relaxation-Comfort Wear 
for Mother and Daughter 
for Dad and Son 


. for street wear 
. for action or spectator sports 
. for beach wear 


. . for smart flexible comfort everywhere 


IN ALL THE NEW GLAMOROUS SPRING COLORS 


Easy-to-Sell Feature Promotion 
and Repeat-Sales TRAFFIC BUILDERS ... in 
Your Best-Selling VOLUME RETAIL PRICE RANGE 




















. .. Misses’ and Women’s — from $2.00 to $3.00 Retail Range 









SEE TRED-LITES ON DISPLAY 


. . Boys’ and Men’s — from $3.00 to $4.00 Retail Range 
At CHICAGO National Shoe Fair 


Mezzanine Floor — Hotel Morrison 


At NEW YORK P.P.S.S.A. 
611-612 Hotel New Yorker 











-Cambridoe ERE 


*T.M. PENDING 
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Another 
Cambridge FIRST! 





















B. THE ESCAPADE 


For Mother 
Sizes 4-9 


For Daughter 
Sizes 11-2 


A. THE GHILLIE TIE For Mother Sizes 4-9 


WATCH the Promotions of the 
Nation's Smartest Volume Retailers 
featuring TRED-LITES 


Styles for every type of ALL-PURPOSE 
Relaxation Wear 


Always SEE CAMBRIDGE 
FIRST for FIRSTS in Profitable Volume 
Selling Foot Fashion. 





C. THE FAIRWAY 





For Mother 
Sizes 4-9 
COMPLETE CAMBRIDGE LINE For Daughter 
ON DISPLAY Sizes 11-2 


at CHICAGO National Shoe Fair 
Mezzanine Floor — Hotel Morrison 


at NEW YORK P.P.S.S.A. 
611-612 Hotel New Yorker 











D. THE DECK 
For Father 
Sizes 6-12 
- For Son 
Sizes 214-6 
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SHOE CREATIONS 


Ee poi jashion 


LO-HEELERS SHOES. FIFTH AVENUE STYLES 


Gs shoes that have everything . Le Design leadership, Dependable high standards of quality, 
‘Price keyed directly to today’s mass markets, Values that are unmatchable. Add to this the Power- 
packed national advertising, the <oérdmnaiedl local promotions by leading stores everywhere . . 


and you have ample reason why these names are recognized as Best-known, Most in-demand! 


SEE OUR DISPLAY AT THE NATIONAL SHOE FAIR 
PALMER HOUSE «+ PARLOR 14 « CLUB FLOOR 


-WOHL SHOE COMPANY 


1601 Washington Avenue « Saint Louis, Missouri 
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...these dlip Lasting 
Cements Apply Easily 
Adhere Beha!” 


Users tell us that they look for dependability 
above all other features in cements for slip last- 


ing . . . and that is what they obtain with these 





job-tested adhesives! When new or special 


cementing problems arise, ask the United man 3 Favorite Latex Type Cements 


to demonstrate the cements available for that for Sock Linings, Platforms, and Covers 


Operation so that you can select the particular e Be Be Tex 860 — Applied three ways. Heavy 
viscosity. Strong bond. Good drying time without 


cement which will best suit your production heat or can be force dried. Overnight tack. 


Be Be Tex 861 — A recent addition. Heavy vis- 
cosity. Strong bond. Good drying time without 
heat — can be force dried and remains extremely 


Be Be Bond tacky overnight. 


Be Be Tex 819 — Medium heavy. Strong bond. 


Be Be Tex Cements Dries fast. Overnight tack except when force dried. 


Products of B B Chemical Co. 


conditions. 

















UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 


Boot and Shee Recorder 



























STYLE NO. 247 
BOYS’ WING TIP 
BAL OXFORD 





COLOR NO. 301 


<5 =, 7 @. KENT BROWN 


Aiecr ) ’ > eS 


RUE P| 


Leather . . . and especially Rueping’s PAWNEE .. . 


sells shoes! Here is a beautiful comfort-textured 





line . . . noted for its deep lustrous finish and 











distinctive character. Ask for Pawnee. . . 


it is available in all the popular spring shades. 





FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 
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THIS FALL... 




















YES ees » the pay-off in your 


Juvenile business depends on quali * BURGUNDY TWO-STRAP MOCCASIN 
a4 y oleday-.: ‘eake aaa meee 

this Fall. No longer will customers accept misses’ sizes, Style 5393. 

“just anything” in children’s shoes. 

They want, and they'll demand, quality 


. . . dollar-for-dollar value. And that’s 
where Fleet-Air excels—unsurpassed 
quality in fine Goodyear Welts for 
children. Why aren’t you an 
Authorized Fleet-Air Dealer? 
















Children's shoes 








* Suggested retail price: $6.00 to $6.50. 


EBY SHOE CORPORATION TH 
our 4 


EPHRATA PENNSYLVANIA . 
















BOSTON OFFICE 83 LINCOLN STREET 
National Shoe Fair Showing . Rooms 904-905 e Paimer House, Chicago 
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ert ‘oon ¢ «All who possess a first-hand 
knowledge of fine calfskin 
agree that TANDRITE gives 


unqualified assurance of high- 





a est quality... uniformity of 


color...certainty of perma- 


i 


neoocoe 


Piaaat nent beauty and service. 






















“OLD LACE” 


Style #3878-6 


DRUTIGH WALKERS 


MADE IN THE USA. 


by J.P. SMITH SHOE CO. Chicago 


A high-riding. side-lace two-eye- 
let tie. Smooth calfskin with 
closed back and square open toe. 
Built on the patented Synchro- 


Flex construction, with rolled : 
edge sole and 14/8 leather heel. 


HUBSCHMAN'S CALF, 
#1071 Brown 
Also in black, red. green 






E. HUBSCHMAN & SONS INC. 
PHILADELPHIA+ PENNSYLVANIA 





= | 
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Here they are, Mr. Shoe Retailer — 
an advance look at fourteen top styles from Godman’s 
exciting new Tarsal-Tred line for 50! 
Glamorous pumps, ties and sandalized types added to 
perennial staples to give you one of the finest, most complete 
shoe lines offered by any manufacturer ! 

"And priced in the volume-proved bracket of $6.95 — $7.95. 
Tarsal-Treds are nationally advertised in 
Ladies’ Home Journal, Good Housekeeping and Vogue. 
Backed, too, by prompt in-stock service. 


See the entire new Tarsal-Tred line at the Shoe Fair ! 





THE H. C. GODMAN COMPANY, Columbus 16, O 
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teen-age wants! 
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In-the-groore 
shoes for growing 
girls and young women... 

priced high enough for quality. 


low enough for colume! 


You don’t need a second look at these ultra-smart Tarsal-Travelers 
and Travelites to know they’re tops for teen-agers! Newest materials, trims 
and soles fashioned into the perkiest, most complete line of casuals 

and sport welts we've ever offered! And priced in the 

popular $5.95 — $6.95 classification to insure top volume ! 
Tarsal-Travelers are pre-sold for you through consistent national 
advertising. And backed by prompt in-stock service. Be sure to see the 


impressive Tarsal-Traveler and Travelite displays at the Shoe Fair ! Me 


THE H. C. GODMAN COMPANY 
Columbus 16, Ohio oe) 


October 15, 1949 23 
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AMERICA 


Fortunate is the retailer who can offer’ his 
customers a selection of seasonable, master- 
fashioned Edwin Clapp oxfords, in these hand- 
some patterns. In design, materials and skilled 
workmanship — and above all, 


in quality 


Llwin lap? 


FoR MEN” 


— there can be no comparison with 


"AMERICA’S FINEST SHOES FOR MEN’! 


2% 


EAST 


WEYMOUTH, 


MASSACHUSETTS 


ny 





approval 
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Everywhere new friends and old friends 


approve Northwestern Leathers for the coming season. 


It is expressed in the unmitigated satisfaction and 
assurance that these leathers give to the manufacturer, 
retailer, and wearer of footwear fashioned by skilled 
craftsmen using Northwestern’s fine tannages. 


Even the casual observer can sense this attribute — 
and to shoemen who fully appreciate all the necessary 
characteristics required of good leather today it is 
obvious that to choose Northwestern 

is to “pick a winner”. 


Sem mmeaWESTERN 
BEATHERS 


MASS. 
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Cushioned Comfort - 


Cm 


G4) D5 FEATURE-FOR ADDED PROFIT 


molded metatarsal pads 








full sponge innersole 










your key 


to greater shoe sales and profits 
Syuproves He tf — Wakes shove baat longer. 


'MHE Davidson Rubber Company, incorporated in 1857, has 
supplied the shoe industry with quality sponge — trade- 
marked Cush-n-Fit — for the past twenty years. 


Cush-n-Fit is a great sales-stimulator because it enables you to 
give your customers two outstanding plus values — ertra com- 
fort and extra durability. You'll discover that it pays — both 
in prestige and customer satisfaction — to link Davidson's 
respected name (the oldest in the rubber sundries field) to your 
shoe line. Here are four outstanding features of this superior 
sponge rubber. 


Sell Wore Shoes - Budd, 


REPRESENTATIVES 


EDWARD D. BAKER & SON 
1602 Locust St. 
St. Louis 3, Missouri 


SALES 


J.S. LAING AGENCIES, LTD. 
22 Ripley Ave. 
Toronto 3, Ont., Canada 





HARRY A. BATCHELDER 
918 North Fourth St. 
Milwaukee 3, Wisconsin 


H. H. KEMPER CO 
1019 Temple Bar Building 
Cincinnati, Ohio 
STEPHENS LEATHER CoO. 
San Fernando Building 
Room 808—406 S. Main St. 
Los Angeles 13, California 





GREATER RESILIENCY — It contracts and expands and 
breathes air into every step. 

LIGHTER WEIGHT — Feather-light and foam-soft, yet firm 
and bouncy. 

UNIFORMITY — Uniform in thickness, weight and texture. 
It gives balanced support and helps prevent foot trouble. 
DURABILITY — Its cell structure won’t mat or break down. 
Makes your shoes last longer. 

Build Cush-n-Fit into your shoe line, and see how soon your 
profits clirab! We'll gladly send samples and a catalogue of the 
complete Cush-n-Fit line. Just write us. 


na ae fibs 





























































as different from all ether rubber footwear 


as SHE is from other women 


Smart merchandisers were quick to 
recognize the huge immediate sales potential 
of the totally new, vastly different 
“FRENCH BOOTEE” by Cambridge. 
Timely styling following the latest hemline 
gyrations (that mean so much to your rubber 
footwear sales) and four unique new bootee 
lasts, offer — for the first time — 

fitting for all types of shoes ranging from 
casual footwear to spike heels . . . and 
giving room for platforms, buckles and 
bows. The “FRENCH BOOTEE” gives you 
the 4 big-selling heel heights: 1) Casual 
(walker) 2) Promenade (cuban) 3) Avenue 
(hi-cuban) 4) Finesse (spike). 

Priced to sell profitably in the volume field 
. .. an item that will reap sales volume and 
profits ... because it is different ... 
because it meets an urgent need. 

The “FRENCH BOOTEE” has broken all 
previous pre-season sales records, yet it is 
entirely new. 

NO RESISTANCE at the Fitting Stool — 
EASILY SOLD BECAUSE EASILY 
FITTED! 





Ask to see it! Buy it! Then, 
WATCH IT MOVE! 


SL 














2, Pst pers psn ae 
. THE 
THE FRENCH BOOTEE ON DISPLAY ° 
saan ees Sr eR Pea Cambrida, RUBBER COMPANY 
'S. , Rooms 611- Yorker j 
P.P.S.S.A. New York City, Rooms 611-612 Hotel New FIRST in Fost Fa. f 


CAMBRIDGE 39, MASSACHUSETTS 
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NEOLITE gives added style and beauty to your YOU CAN GIVE your men customers the 
line of women’s shoes. It helps retain the shape springy -to-walk-on comfort they want . . . the 
of the shoe . . . brings out the smart, flattering casual ease they expect. For NEOLITE is light 
lines . . . provides extra daintiness at the instep. in weight and thin as leather. It’s so flexible 
No other sole takes a more beautiful finish. it needs no breaking-in. 


NEOLITE MAKES ANY SHOE 
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SO | ‘. S$ Saale 


Sales-wise... 





Economy-wise ... 











ARK 
THIS MARK! 
Without this name 
it’s not the same! Insist 
on genuine NEOLITF! 













BIG, FULL-COLOR, full-page ads reach the 
26,000,000 readers of Life Magazine! And 











NEOLI!TEoutwears leather over 2 tol . . . saves 
money on family shoe bills. Your customers 
needn’t worry about their active youngsters 
wearing out their shoe soles too fast. NEOLITE 
can take it...it wears and wears and WEARS! 
And it won’t mark floors! 


October 15, 1949 





50,000,000 powerful, hard-to-forget radio 
messages are delivered every week! With 
this giant-advertising campaign behind you, 
your store becomes headquarters for the 
many who are sold on NEOLITE. So step on 
it! Always specify NEOLITE Soles. 



















REOLITE 4M ELASTOMER-RESIN BLEND T M—THE GOODYEAR TIRE & RUBBER COmPAnY 


A B E TT - R - b We think you'll like ‘The Greatest Story Ever Told.” 
* Every Sunday — ABC Network. 
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WE BELIEVE THE FUTURE BELONGS 
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TO THOSE WHO BUILD FOR IT 





rune PY LORSHEIM 


invites our customers, our suppliers, our many, many 
friends in the footwear world to share in the opening of 


America’s newest and finest shoe manufacturing plant. 


MONDAY, OCTOBER 31, 1949 
2:30 P. M. 


CANAL, ADAMS, AND CLINTON STREETS 
CHICAGO, ILLINOIS 


Shoe Convention Headquarters Parmer House 

Florsheim Shoes for Men Room 754 

° Florsheim Shoes for Women Room 752 
October 15, 1949 33 






































can do miracles for you! 


JUST AS THEY ARE DOING FOR AMERICA’S LEADING SHOE RETAILERS! 


here’s how they did... 


ADLER SHOES FOR MEN, N. Y. C. 

“The week following this ‘ELEVATORS’ 
ad our sales of ‘ELEVATORS’ ifcreased 
close to 50%, and since the first week 
our sales have been steadily climbing. In 
most every case where a customer came 
into a store to look at these new, miracle, 
one-inch ‘ELEVATORS,’ they were ap- 
proved and a sale resulted. In my opin- 
ion, most every customer who buys this 
one-inch ‘ELEVATORS,’ will be a 
repeat customer.” 


O’CONNOR & GOLDBERG, Chicago, Ill. 
“We are enclosing a proof of the adver- 
tisement that ran in the Chicago Tribune 
on April 4th. We are very pleased with 
the results of this advertisement.” 











SIBLEY’S MEN’S SHOES, Detroit, Mich. 
“The response we received on these ads 
is very encouraging. And we have cre- 
ated a lot of interest which I am sure will 
produce sales for a long time to come.” 


NAT CASSERD, San Francisco, Cal. 
“We got a good response and sold quite 






Some of the biggest and most progressive 


shoe retailers in the country are promoting a few regular ‘ELEVATORS’. We stim- 

the NEW MIRACLE “ELEVATORS” to the hilt. With ulated a lot of interest in Elevators 
: : —and we feel they did us a lot of good. 

large space ads like these, made possible We are going ahead and promoting 


‘ELEVATORS’ in every way we can... 


the Stone-Tarlo rative Promotio 
by e Stone-Tarlow Co-Ope er 4 both the one-inch and the regular shoe.” 


Plan, they're cashing in on the tremendous market 
of men who want height-increasing shoes that 
look exactly like their regular shoes! Yes, you're 
missing plenty . . . if you are not 
featuring the NEW MIRACLE “ELEVATORS”! 





The Origine! end Genuine “ELEVATORS” Manvfectured in U.S. exclusively by Stene-Tariew Ce., inc., Breckten, Mass., 
end, under its evtherity, im Cenoda by Mecfariene-Lefeivre, Ltd, Mentreci 
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Your QUALITY Work Shoes are Easier-to-Sell with these 


Vul - 
































Cambridge 
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ir 


unique ““AIR-CELL PROCESSED’’ QUALITY Work Shoe Soles! 
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ON DISPLAY 
AT NEW YORK 
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At CHICAGO October 31 to November 3 


be sure to see 


TYER at the 


HOTEL LASALLE 


corner LaSalle and Madison Streets 
& 
JACK LOFTUS GENE OLSON 



















JEFF MUMFORD EMMETT LAMB 
TED HOLMES C. C. ALEXANDER | 
JOHN KELLY HUGH BULLOCK 


will be there to welcome you and show you 


TYER‘S = 
1949-50 line of 


Waterproof and Canvas 
Footwear 


TYER 


RUBBER COM PAN Y 
Andover, Massachusells 


YW. §. 4A. 


Branch: 159 Duane St., N. Y. C. 
Sales Offices: 189 W. Madison St., Chicago + J. L. Loftus, 620 S. Manhattan St., Los Angeles 
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shoes sell _‘ 
easier with 


\S 5 
te 
— 


Visit us at Booth 83-84A 
Exposition Hall - Palmer House 
Chicago, II. 


ae | 
Kajah S O L E S Fine Soles for Fine Shoes 





PAT. OFF, 





No more Tiresome 
RAINY DAY CHANGES! 





IN ALL THE WORLD LEATHER LINED 
no shoes like these! WEATHER SEALED 








Full Leather-Lined 


. here’s the perfect shoe for 
doctors, salesmen, men who make 
many calls a day, visiting offices 


or homes, getting in and out of ETONICS PUT YOUR MEN'S SHOE DEPARTMENT = FV 


cars. The tiresome, messy chore of "D, 


putting on and taking off rubbers IN A at RY By PPPY IS cee 


all day long is gone. ETONIC ; 7 'H 
All-Weather Shoes keep feet dry Etonic All-Weather Shoes are without any question the biggest shoe new 7 
without rubbers—it’s simple as in America today! With Etonics, at last you have something to sell beside deca 
that! And as health anchors “just shoes’... you put your men’s shoe department absolutely in a clas and 
recognize, dry feet mean maximum by itself! _. prev 
protection against colds! y itself! And Etonics are backed by our exclusive Automatic Re-Sizing 

IN ALL THE: WORLD NO System . . . the Etonics you sell are automatically replaced from America’ evue 
SHOES LIKE THESE .. . Better largest In-Stock range of sizes and widths . .. AAA-EEE, 5-18! thes¢ 


get started now with revolution- 
ary All-Weather ETONICS for 


cata co oon EE you AT THE 
[i] ONAL SHOE FAIR In case you’re not going to 





CHARLES A. EATON COMPANY AT “ 

Brockton 64, Massachusetts OMS 739-735 The National Shoe Fair .. . 
: Please send me details on Etonic Al/- : ’ ; ‘ . 
| Weather Shoes, “Big 4” Dealer Profit House i We will send to you, for your inspection, 
: Plan and Automatic Re-Sizing. MERI CO at no cost to you, a sample of any style 
= Store PA shown on these pages. Just wire us collect, 
ine daeecaneneneeeusnaniinaniaiaiiial — aa and we'll ship same day Air Express. 

te == ww 


—_—= 


—— —_— 
2 MADE IM 





ALL IN-STOCK! 


In America’s largest ~ 
range of sizes 


and widths! 





VITA LILI ALL LE 





D” 








THIS METAL 
- WARRANTY SEAL. 
a SS 

. y 
Mi Come vicaisonly Q 


\ 
7 toche 





EVERY SHOE IN THE ENTIRE ETONIC LINE IS NOW 
“DOUBLE WEATHER-SEALED”* ... 


“Double Weather-Sealing’’,* the first basic change in men’s shoes in two 


new 
eside decades, is yours in every pair of Etonic All-Weather Shoes. Leather soles 
as and sole seams are waterproof-vulcanized by an exclusive process, which 
Sizing Prevents water from soaking through to inner sole. On. wet pavements, in 
ee country mud, water stays out, feet stay dry without rubbers! Yet you get 


these exclusive Etonic features at no extra cost! ; : © Pot. Pend 


ETONIC 
(bt, Woalor | 


Netionally- Advertised 





$77.95 


and ‘ine 


ETONICS ARE 


America’s Only 


Retail, Most Styles 


3 
here’s how... 
Etonic ‘““Double Weather-Seals”’ 
Etonic All-Weather Shoes. No won- 


“DOUBLE 
WEATHER-SEALED“’* 
“ LEATHER SHOES 





der water stays out—it can’t get 


| eon in! Feet stay dry as duck’s down! 
MADE IN THE BOOTSHOP OF CHARLES A. EALON. BROCKTON. MASS. + FINE BOOTMAKERS SINCF 1876 








im COMFORTABLY 
MASCULINE cmc’ 


The Clecerits on Como” 


That’s why Gallun’s Cretan Calf 
is the leather that sells your shoes 


Handsomely rich Cretan Calf puts a warm gleam 

@ into the eye of every discerning man. For shoes 
fashioned from this distinctive vegetable 
tannage reflect virile good taste. 

But the finest thing about Cretan Calf is comfoet. 
Like all Gallun vegetable tannages, it is glove- 
soft at the first wearing. It stays that way, too, 
despite repeated wettings and dryings. 

And the outstanding comfort and appearance of 
Gallun vegetable tannages weaken buyer resistance. 
Be sure to check the Gallun numbers, when ordering 
your stock. A. F. Gallun & Sons Corporation, 
Tanners, Milwaukee, Wisconsin 


Cccian Cal 


ONE OF THE FAMOUS GALLUN VEGETABLE TANNACES 
—— 
hend-boordes gram 


T-6S 
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AND EXPERIENCE PAYS! 


Through experience, Natural Bridge dealers 
know that it pays to provide footwear that meets 
_the consumer demand for up-to-the-minute 
styling ... finely crafted details... built in 
comfort features. “Smarter Shoes for 
Natural Walking” are truly the 
“buy” words of today! 













Love fT! 


NATIONAL SHOE FAIR 
CHICAGO, ILLINOIS 


OCT. 31 - NOV. 1,2,3 
PALMER HOUSE 
Rooms 911-912-918 


TO RETAIL 


J w 95 


A FEW STYLES SUGHTLY HIGHER 





NATURAL BRIDGE 
CASUALS 


62 


NATURAL BRIDGE SHOEMAKERS : Division of Craddock-Terry Shoe Corp., Lynchburg, Va. 
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UNITED STATES RUBBER COMPANY 1x0 Avenue of the Americes, New York 20, N. Y. © 


* 


Dy sis Shoe Patents U. S. Nos. 


2,184,261; 2,184,772; 2,269,923, 
— acquired by the United States 

ubber Company to supplement its 
patents doiied ts ing this 
use of —— Since 1937, this 
Compi made these patents 
availabl to the entire shoe industry. 





Acam, as in pre-war years, elasticized shoes are rapidly 
growing in popularity—with manufacturers, retailers, and 
consumers alike. 

Again, too, a vital contribution to the success of “‘elasti- 
cizing” is the consultation service of ALFRED VAMOS, 
which has been made available by this Company to all who 
make, distribute, or use shoe materials made with Lastex 
yarn. This famous shoe designer, soon after the invention of 
“LASTEX,” perfected the first practical application of 
backing elastic material to shoe leathers and patented* this 
valuable feature of shoe construction. 

This service is important because effective elasticizing 
requires proper design, right materials, and new techniques 
in shoe making. On all of these essentials, we urge the shoe 
trade to obtain and use the valuable experience of the man 
who developed this revolutionary method of building 
comfort into shoes. 

For this consultation service write to ALFRED VAMOS, 
INC., 47 West 34th Street, New York 1, N. Y. Better yet, 
plan to visit the ““LASTEX” BOOTH in the Palmer House 
during the NATIONAL SHOE FAIR. Mr. Vamos and 
representatives of ““LASTEX”’ will be present to help you 
on either the making or marketing of stretchable shoes. 


... the miracle yarn that makes things fit 


>. 


an elastic yarn manufactured exclusively by 
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Imported Scotch Grain Storm-proofed Bellows Tongue Imported Scotch Grain. Seamless 
STYLE 824 11. avy Duty Burly-Flex Soles STYLE 627 Flats Ptner Lined, Poon Heavy Seles STYLE 826 cicim-proofed Burly-Fiex Soles 


On Display: Room 760 Palmer House, National Shoe Fair, Chicago 


4 BROGUES... 


Young men of action just naturally go for 
STORMY WEATHER BROGUES by CURTIS. They go for the 
superlative styling, the imported, selected Scotch Grain leathers, 


their rugged masculinity. And they go for CURTIS’ 
exclusive Burly-Flex construction ...foot-cradling comfort, 
permanent flexibility, with straight-line bottoms for extra long life. 
Here’s a man’s footwear built to keep the weather out, his 
comfort sealed in. At your CURTIS dealer where you 


get America’s finest shoe values. 
IN-STOCK —IMMEDIATE DELIVERY Nationally Advertised in 
CURTIS SHOE COMPANY, INC., MARLBORO, MASS. 


Four Generations of Fine Shoemaking 








Give your shoes a good break with UNITED FINISHES 








I, takes flexible upper leather finishes to keep shoes 

looking salable after “try-ons” at the fitting stool. \] N | fal 
Finishes that break well and are durable can be blended by United } 

Finishing Specialists ... experienced men who can first -_ 

analyze leathers, then assist your finishing department in | NIS f | re 

PINIWNLY 


producing the desired results. 


As many manufacturers have discovered, it pays to call upon 





such a specialist because you can have confidence in his eee 
recommendations. It pays in other ways, too, for often the nai 
United Finishing Specialist can show you a method or a material BB CHEMICAL CO. 
that will make possible substantial savings in finishing. To FINISHES FOR UPPERS 
find out in your case, just call the nearest United branch office. BOTTOMS * HEELS © EDGES 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
























L's beautiful up here in 
New Hampshire but we're 
leaving for Chicago! Yes, 
we're on our way to meet 
you at the National Shoe 
Fair to show you the most 
complete line of Little 
Yankee Shoes in our history. 


Don't miss Little Yankees 






































1 
shot 


THE YANKEE SHOEMAKERS 
Division of Sam Smith Shoe Corp., Newmarket, N. H. 


October 15, 1949 





ot he NATIONAL 


SHOE FAIR 


Palmer House 
~ October 31 to Hevermter 3 


- designed 
to keep 
| little (a 


— and aa 
to keep 
your business 
above 
normal 
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MW, CEL US at 
the Mf orrison! 


A cordial inv 


lation to all you dealers 
National Shoe Fair, to 


visit our exhibit on the fifth floor of the 


attending the 


HOTEL MORRISON 


CHICAGO, ILLINOIS 
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" » | STACY- 
NEW Barefoot COMFORT 2 us| "_) FASHIONS IN QUALITY 











STOCK STYLE 226 
SAVOY LAST 

Rich Mellow Tan 
Stacy-Flex 
Medallion Oxford 





STOCK STYLE 267 
ENVOY LAST 
Manhattan Brown 
Stacy-Flex Plain Toe 
Seamless Oxford 













STOCK STYLE 265 
ENVOY LAST 
Indian-Tone Calf 
Stacy-Flex Wing Tip Brogue 










STOCK STYLE 266 
ENVOY LAST 
Medium ‘Tan Imported 
Albion Grain Stacy-Flex 
Bal Oxford 





PLUS TWO OF THE LATEST STACY-ADAMS 
CREATIONS IN TODAY’S POPULAR MOCASSIN 
VAMP STYLING — IN-STOCK 


STOCK STYLE 225 
SAVOY LAST 
Indian-Tone Calf 
Stacy-Flex Medallion 
Blucher 










STOCK STYLE 215 
NOMAD LAST 

Rich Mellow Tan 
Hand-Sewed Moc Front 


For NEW Pairage ... NEW Profits ... NEW Repeat Sales 
Feature the 35 fast-selling Quality Styles in today’s Fast-Expanding 
Stacy-Adams IN-STOCK Department... backed by immediate ship- 
ment of all of your required sizes and widths — including a wide selec- 
tion of AAA widths and sizes up to 13. 











ON DISPLAY 
NATIONAL SHOE FAIR 
CHICAGO 
855-856 Palmer House ° STOCK STYLE 216 
NOMAD LAST 





Cordovan Shade Calf 
Hand-Sewed Vagabond Pattern 


STACY-ADAMS COMPANY, Brockton 62, Massachusetts 
Send for Complete Catalog of 35 In-Stock Styles 


October 15, 1949 ae 











CS: , 


YEARS r’ = 


Bring You a New Plastic Display Form 


$1.25, 


ONLY Dionce offers 


these essential features 












. Flexibility in Forepart 






. Distinctive Styling 
. Higher Top For Ankle Straps 
. No Split Seams 














Immediate 
Deliveries on 
Low Heel Model 
(Other Models Later) 





Visit Us at National Shoe Fair 


BOOTH 62, EXHIBITOR’S HALL 
PALMER HOUSE 










PIERCE’S 77 years of experience and research in the shoe form industry 
brings you this new Plastic Molded Form combining the above exclusive 
features with .. . 
Warm Flesh Color . . . Fade Resistance . . . Improved Contour 
Modeling . . . No Seam Top... Closed Top . . . Toe Peep 
Ay - 5 At No Extra Cost . . . Material Approved by Fire Underwriters Styp 





CS. PRERCE COMPANY scsssaciresers 
ie We ib UYU! AIV iE MASSACHUSETTS 


Specialties for THE ENTIRE SHOE INDUSTRY Since 1872 





50 Boot and Shoe Recorder Suey 








SANDLER 


OF BOSTON 






AS ABVERTISED IN FULL COLOR IN NATIONAL MAGAZINES 


the spotlights 


Ml and, Dale 


fashion’s favorite walking shoe 


Page after page in the leading fashion 
magazines feature HILL AND DALES 
as fashion =right. Women everywhere 


thrill to their Luxurious Feel of Quality Fit. 


See the Spring 1950 line during the 


NATIONAL SHOE FAIR 
Rooms 712-713 
Palmer House, Chicago 


DINON-BARTLETT 
COMPANY 


Baltimore 24, Marvland 
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Remember it's / 
“PATENT PENDING FOR 1950” 
nid tes shoes the touch of elegance so chara¢teristi¢ 


Cobunial per 





. C@L@ONIAL TANNING COMPANY, Inc. 
i f Boston il, Massachusetts 


_ s~-y 
~ a ~ Na 
me 
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THE NATIONAL SHOE FAIR 


Traditional English Craftsmanship 


in 


Ladies Footwear 


by 


Hutchings 


BRISTOL ENGLAND 


“A Shoe of Beauty and A Foy to Wear” 


ROOM 612 
STEVENS HOTEL, CHICAGO 


OCT. 31 to NOV. 3 


ALSO 


NOV. 7-10 -:- AMBASSADOR HOTEL -:- LOS ANGELES 
NOV. 11-14 -- ST. FRANCIS HOTEL -:- SAN FRANCISCO 
NOV. 16-25 -- SAVOY PLAZA HOTEL -- NEW YORK 
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Step right up and make acquaintance 
with one of the most aggressive “sellers” 
you’ve met yet... BOB SMART! Volume? 
Never has a line been so completely right 
for it. Fast moving styles... finest of 
leathers...comfort-precision construc- 
tion. And price? — right down the 
mass-market groove. For a well- 
balanced “salesman for *fifty” 
meet thrifty, BOB SMART! 


TO RETAIL 
09 te 7% 


A FEW STYLES SLIGHTLY HIGHER 


cook 
Camed With the “junior” 


- selling ©Ompanion _ 






Toug het Bble-styled to strike 
a young man’s fancy. That’s AMERICAN BOY! 


Gx Dipley / Like Bob Smart, here’s a line with mass appeal 
... your chance to build real volume 


NATIONAL SHOE FAIR with a minimum of investment. 






CHICAGO, ILLINOIS TO RETA 
Room 711 aso makers oF [LION RAND snoes 


NATIONAL SHOE COMPANY Division of Craddock - Terry Shoe Corporation, Lynchburg, Virginia 


October 15, 1949 
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SHOES FOR w OVEN 
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SHOES FOR W OMEN 
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BANISTER 


s FOR MEN 
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h 
National Shoe Fair wl 
PALMER HOUSE - CHICAGO 4) 
October 31 - November 3 R \ 


THE STETSON SHOE CO., INC., M. N. ARNOLD SHOE CO. 
JAMES A. BANISTER, SOUTH WEYMOUTH 90, MASS. 


Shoes for Men and Women 
ROOMS 731-732-733-PALMER HOUSE 
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MORE SALES APPEAL-- 











el foes 
WITH wer HEEL! 


The answer to the Buyer's Market is a shoe with a Spectro ® 
Brand Built-Up Heel. The permanent beauty and natural com- 

fort of these well-secured heels, is plenty of reason for a 

fast shoe sale. All trade indications prove . . shoes with 

Built-Up Heels are gaining in demand. 


MORE PROFIT T00-- 


. 


THE GEORGE 0. JENKINS CO. Monufactunans-of Lauter Gilnre 


BRIDGEWATER MASSACHUSETT S 
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SELL FOR A 
Sere, RAINY DAY 


Bene py 





Dear Mr. Rishell: 












Thank you so such for your 1 
of August 24th. According to the illustra- 
tions you sent, the boots look darling; and 

my son and I are thrilled with your kind offer 
to send hia a pair. 






RUBBER 
and 


CANVAS 
COWBOY 
BOOTS 


Mothers and Dads will have no trouble 
getting children to wear their rubbers 
when they give them Gene Autry Rubber 
Boots. 

Brilliant Boots, with a colorful western 
picture of Gene Autry and Champion on 
the side, will captivate Parents and Chil- 
dren alike for they're extra fine quality 
and exceptionally good looking. 












His present shoes are 12C so I ima- 
gine his next size will be 12 4+ or 13. I don't 
like to take advantage of your generosity by 

voce Brag! the more expensive type, but young 
Mike s his heart set on the 3 buckle style. 
"Like Daddy's Army boots AND cowboy boots.” 

Black with red, if possible. 
















Sincerely, 


oun oS tLimyant 


Mrs. Warren E. Stimpert 
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Exhibiting at the 
NATIONAL SHOE FAIR 
Chicago 
1949 
October 31 to November 1, 2, 3 
The Blackstone Hotel 
Chicago, Illinois 


S- THE SERVUS RUBBER CO. £2 


TORY AND GENERAL OFFICES ys 
ROCK ISLAND ILLINOIS, U.S.A. ZO 
? NEW YORK OFFICE AND WAREHOUSE 330 BROADWAY. 7. NEW YORK. N.Y 


- , >_< 
SDD DDD DD DD DOS SLR NAS DODO SSS SS SSS SSS eee 
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It’s no trick to win when you back a winner; and Gene 
Autry Cowboy Boots are winning new friends daily 
among his admirers from hobby horse cowboys to 


old timers. 


Stock the boots bearing popular Gene Autry’s brand 
and corral more sales in your Boys’ and Western 


Departments. 
New Patterns... 


New Color Combinations ana 
New Construction Features 


make these Boots outstanding 





DY in sales appeal. 
‘ 
( 
t, Gene Autry Cowboy Boots from Infants’ size 4 to Men’s size 12. Girls’ 
Z and Women’s included. 
y Write for Descriptive Folder and Prices 
CA 


X 
RARRRE UR 6282 ew ee hw RRR a8 BLESS SARAVB SVB ARVs ea QPRVAVAPARSBVPW VRLVBRRAARVABVSANAS 


i AGRAHAM-BROWN SHOE CO. 
Reoms 903A, 909A JF Gene Autry Cowboy Boot Diuistou 


. MAIN AND AUSTIN STS., DALLAS 2, TEXAS v—, 
RANA Ae aren RRA RRS RRRRRRREERLRELSESRERERLES™ OO 


( 
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ra WL. KREIDER' 
HIT PARAV 


at the 


NATIONAL 
SHOE SHOW 

























PALMER 
HOUSE 
SUITE 
840-841 
OCT. 31st 
NOV. 1-2-3 

















































mighty pleased with the product his descendants are 
turning out). All Goodyear Welts. All pretested by actual 
wear. ALL SURE FITS. A very wide assortment of styles 
Even during these days of readjustment, W. L. Kreider's and widths. Delivery from stock. So reasonably priced 
shoes are marching on to GREATER profits. Come and that sales resistance evaporates when these shoes are 
see for yourself why dealers are so enthusiastic about shown. 
this outstanding line. The country's outstanding line of quality juvenile shoes 
Basically, the reason for the splendid consumer ac- is at your service. For infants, children, misses and grow- 
ceptance of these products is their EXCEPTIONAL ing girls. Also, orthopedic shoes that have an established 
VALUE—and that's what you need to sell shoes today. reputation. 
Here in a nutshell—are the reasons. Over sixty years Come up 'n see ‘em. Then you'll KNOW why it is so 
of honest manufacture (great grandpappy would be easy to sell ‘em. 


Room 1059 Marbridge Bldg. KREIDER CREVELING SHOE COMPANY 


NEW YORK OFFICE 17 Ww sath St, NY.C. NEW ENGLAND DISTRIBUTOR: (0) atlantic Avenue, BOSTON 10, MASS. 


"4-14 )>) 4 See). 





ua es MANUFACTURING COMPANY Palmyra, Penna. 
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have you had trouble with 








...if so- here is your answer in 


io. newSha-Set golf spikes 


Every possible point of trouble-free service has been incorporated in the new Turf Hugger 
Sta-Set golf spikes —and here they are. 

Wide flange that grips the sole; flange has spring tension— Willi not loosen or fall out— 
Cannot come apart in use— Ratchet control of spike — Spike, case-hardened, designed with 
large notches for easy changing — Tightens three ways simultaneously — ratchet, prongs and 
spring tension —Fits in brass socket, proved best in millions of pairs. 

An example of quality—Turf Hugger Sta-Set and Regular spikes are used on Avon Sole 
Company’s Tru-Stance Golf Soles. You, too, will be safest with Turf Hugger Sta-Set 
Golf Spikes. 


INCORPORATED 


111 LINCOLN ST. BOSTON 11, MASS. 
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of your store 





reflect its persona lity ¢ 


@ A pretty face stops people—whether it’s a girl’s 
face or a store’s face. The store that has a pleasing 
personality—whose face is modern and inviting— 
is the store that attracts the eye of the passer-by 
... that brings in the most customers. 

Many merchants have given their stores a new, 
more attractive sales personality with Pittsburgh 
Products. They have found that a complete mod- 
ernization job (not a half-way measure! ) immedi- 
ately increases sales—and profits. And they have 
found modernization to be a sound investment in 
the future of their businesses—not an expense! 

Add new sales personality to your store by mod- 
ernizing with Pittsburgh Glass and Pittco Store 
Front Metal. Your architect knows all about these 
recognized products and will see that you get a 
well-planned, economical design. Both of you can 
count on our fullest cooperation. If you wish, you 





Store fronts 
and Interiors 
by Pittsburgh 


y, 











can arrange for convenient terms through the 
Pittsburgh Time Payment Plan. 

Meanwhile, why not return the convenient cou- 
pon for a free copy of our booklet, “Modern Ways 
for Modern Days”? It is full of illustrations and 
descriptions of remodeled stores, and projected 
designs by some of the world’s foremost architects. 


Pittsburgh Plate Glass Company 
2316-9 Grant Building, Pittsburgh 19, Pa. 


Without obligation on my part. please send me a FREE copy 
of your book on store modernization, “Modern Ways for 
Modern Days.” 


PAINTS + GLASS - CHEMICALS - BRUSHES - PLASTICS 


PITTSBURGH PLATE 


GLASS COMPANY 


Boot and Shoe Recorder 








a 
Y ao 

t\ L7* |\ Vv, 

me a\\ 

\V 3 


7, 


line 


PINE TREE MOCCASINS 
we in Your pucture 


Right now, picture the effortless merchandising of these 


Pine Tree styled, hand-crafted moccasins . 
picture the profits . . . the repeat sales . . . they’re all 
in the season’s picture, and you might as well be, too! 


HAMMOND MOCCASINS, INC., BANGOR, MAINE 
Established 1928 


At the 
Write for catalog. NATIONAL SHOE FAIR 
Room 532A 
Hotel Stevens, Chicago 
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INTO SPRING SALES 


with 


\ 
\ 
\ 


Add that EXTRA QUALITY that ms your Sales- 
~ USE BEARFOOT 





\ BEARFOOT 
| Soles 


HL fSIS LL SS 























Archlock Arch-Relief 
Shoes Shoes 


oy 
DICKERSON 





OCTOBER 3lst NOVEMBER 3rd 


Whorrison Hotel 


ROOM 647 ROOM 651 ROOM 649 
Kenneth Ransom W. T. Dickerson W. T. Spangler 
Paul J. Lee O. H. Dickerson R. H. Lewis 

O. H. Kirkpatrick 
Wm. P. Lanigan 


ROOM 653 
E. H. Minor 





THE WALKER T. DICKERSON CO. 


COLUMBUS -- == OHIO 
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BREZNER’S LEATHERS FIRST 


BOSTON 11, MASS. Tannery: Brezner Tanning Corp., Penacook, N. H. 


REPRESENTATIVES. ST. LOUIS, MO. - H.B. Avery Co. + NEW YORK, N.Y. - Homer Beor + MONTREAL, CANADA - D. Chovinord + TORONTO, CANADA - Ed. R. Lewis Leather Co., Lid. 
LOS ANGBES, CAL - Russ White Co. - SAN FRANCISCO, CAL - Russ White Co. + ROCHESTER, N.Y. - John E Grohom * OWEGO, N. Y. - John E Grohom 
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HOW TO BRING 


ly PROFITS 


. y | AND HUNDREDS OF NEW CUSTOMERS 
crane menewtt af 0 Y 0 U R S T 0 RE 


/2 
This Mat Free on Request for Your Newspaper 1 
Order Mat No. 4-791 TOE RUBBERS! 


/ One of the most neglected items in the 








shoe trade can mean 


EXTRA SALES 


with ADS LIKE THIS 
FEATURE TOE-“totes” 


for women on rainy days 


A REAL VALUE... 


with handy waterproof totin’ pouch 


¢ ATTRACTIVE PACKAGE 


in five beautiful colors 
Made of Pure Latex. 


SELL THEMSELVES... 


s-t-1-0-t-c-h! with Customers pick size and color desired 
Small — medium — large! “totin’ ” pouch 
Colors to metch your umbrella 

or raincoat! =< 


EE ee mem enanmaig REVOLVING DISPLAY 


















LIGHTWEIGHT 
and STURDY! 





Your Store Nome, Your Address 


IT SELLS ‘‘totes’’ AND SAVES 
SALES PERSON’S TIME! Hand- 


Please send me____ pairs TOE-“totes” complete with waterproof 
“totin’ pouch . . . at 98¢ pair. = 
























































' 

I | 

| l 

! | 

1} Quen. Size Red Black White Green Brown some hardwood fixture; en- 

hances appearance of finest 

store. Displays 36 pairs of all 

| NAME OC Cherse | | 5 colors and 3 sizes Women's 

| apoeess One! “totes’’. Customers serve them- 

| city = Ocoo.!| selves. Merchandise replaced 

i ! a Use this 
on fixture as sold. Requires pj..1, on 





Ss T Oo R E N A M E H t a . only 24 sq. in. counter space. Rainy Days. 


ORDER TODAY -IMMEDIATE DELIVERY 

















' $o-Lo MARX RUBBER COMPANY DATE 


























: Loveland, Ohio. 
: Gentlemen: Please send us free Mat No. A-791, counter and window displays. Also 
' gend us__________cases (72 pr. to case) Women’s TOE-‘‘totes’’. (Standard case 
: @s below:) 
Stock Solid Small Med. Large 
‘ No. Colors 61/,-under 7-81, 81, -Over 
; BLK 79R-D Black 7 28 7 
' BR 79R-D Brown 2 8 2 
; GR 79R-D Green 1 a 1 
sakes ac - : R  79R-D Red 1 4 1 
cCALL'S = §$§j§(AMERICAN _ | WH 79R-D — White 1 4 1 
IDEAL GROUP | WEEKLY 12 48 12 = 72 
and many others [1] REVOLVING DISPLAY ($2.50 each) 
So-Lo MARX RUBBER COMPANY, ~o— 
Loveland, Ohio : city STATE 
“World's Leading Makers of Pure Latex Footwea-"’ BY. DEPT. No 
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DELIVERY: AT ONCE 


i ribbon vamp... 
j #0214 — Pink 
4 #0218 — Royal 


1 
i! Satin scuff... 
\j fur collar $1 50 
\ #0224 — Pink a 
\ #0222 — Whi'e 
— #0228 — Royal 
——~ \ $0229 — Light Blue 
Ch, am, 
Sal, 


) 
WN THE CURRENT SEASON As 


\\ oe 
4/¥ 
Qh, 
. Ya 





WS 
Ne 








| #0219 — Light Blue 
f | #0211 — Black 
f 







#0212 — White 


1. 









Embroidered satin . . . 
closed back 

#0251 — Black $ 60 
#0256 — Wine 

#0258 — Royal ’ 
#0259 — Light Blue 


Embroidered satin . . . 
closed back 


fot — wet 1 60 
#0266 — Wine e 








a ) 


SIZE RUNS: 4/8, 4/9, 4124/9, 5/9 18-36 pair units TERMS: Net 30 FOB Boston 
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Plush scuff Felt slipper ... 
joie... $ 50 padded sole 

elastic gore m #0288 — Royal with Wine trim 
$0244 — Pink $0287 — Wine with Royal trim 


#0245 — Red $1 25 Ss 












$0248 — Royal 
$0249 — Light Blue 









~ © ed ee 


Felt slipper . 
padded sole 
#0277 — Wine with Royal trim 
#0278 — Royal with Wine trim 















Buy what they are buying 
It makes sense . . . 
It makes profits . . . 


And profits on a smaller investment 


WAYNE SHOE presents nine 
patterns that are the 


current best sellers . 
in their field SS nadia 
#0209 — Light Blue 
#0208 — Royal Blue 
Embroidered satin scuff... #0201 — Black 
elastic gore #0205 — Red 


#0231 — Black $7 50 


#0234 — Pink 
#0235 — Red 
#0238 — Royal 


#0239 — Light Blue > 
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\ow... these shoe brands 

ive vou the added sales power 

Of the GOOD HOUSEKEEPING 
Guaranty Seal 







Kee oR , REFUND or 


$" Guaranteed by © 
Good Housekeeping 


a 





N os 
C7 AS apvertiseo TE 


| 


LAZY-BUNES 
Yr ThomWAn COBBLERS 


Cluali( ruff Naruvbhl\) Bridg ee 
Poll $ Parrot Gehoneer Ytise Foot Kes 


Beginning with a four-page section (including a two-page color spread in the 


LIFE GUARD November issue) GOOD HOUSEKEEPING will carry a regular monthly 


editorial feature on shoes. It will give GOOD HOUSEKEEPING’S 


"SOCKE SMNES 9,971,000 women readers up-to-date guidance in buying footwear as well 


as other fashions. 


Enna Vellicles GOOD HOUSEKEEPING has satisiied itself that the brands represented 


here — and all brands currently advertised in GOOD HOUSEKEEPING — 


are good shoes. If the footwear you make meets the required standards, 


(- plan now to give it the advantage of the added selling power of the Guaranty 
Seal, tested and proved in dozens of retail promotions. 


fom AMERICA'S MASS PASHION MAGAZINE 


57th STREET AT 8th AVENUE, NEW YORK 19, N. 


fswoet, ll] sed Bid 
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sure you’ve got 
stock, now... 


BUT WHAT ABOUT NEXT WEEK? 


Let’s say it’s the first week of cold, rainy weather. 


Before you realize it, sizes are broken in your stock 






of rubber footwear. ( 


Then you need reinforcements. And you need ’em fast. ye 8 465 67 

§ 10 li l2 13 4 6 
16 17 18 19 20 21 22 
their home plant in the heart of the country (or you phone A % 25 26 27 268 28 


So you write or wire LaCrosse Rubber Mills, right at 


one of the many LaCrosse distributors strategically set 


up all over the country). 


You'll get replacements for your fill-in needs, and you'll 


get them when you need them: QUICK. 


P.S. Remember, when you 
handle LaCrosse, you offer 
your customers a complete line 
of quality merchandise, which 
you can sell profitably at 

prices people will pay today. 








aout? My, 
LA CROSSE RUBBER MILLS COMPANY 


aN WCROs, 


- 


A 
“4. ayyae® 
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Whether you make 
or sell shoes 
consider these 


5 Steps 
Getter Edge 
Ma king i 


Well-made edges are one of the im- 


portant details that improve shoe ap- 








AINE OAL CS IIE AEE RUE a 








pearance. Edges with a well-defined 
profile . . . edges that are smooth, G/C Edge Trimming Machine — Model L ; 
solid and rich in tone, complement the 


color and style of the upper. Smoother, highly accurate edge trimming at con- 


siderable time-savings over earlier equipment is 
The three machines shown each con- assured by this high-speed machine. It makes pos- 
tribute to better edge’making. Each sible great accuracy while requiring less skill, as 
assures a higher level of machine proved in hundreds of installations. Freedom from 


vibration is attained by improved design of the 


performance.’ Each requires far less 
effort by the operator. Together they 
become a highly effective unit for the 
steady production of attractive edges. 
For complete details, contact fhe near- 


est United branch office. 


entire shaft assembly with superior bearings . . . 
better lubrication . . . frequency-changer motors 


and no reciprocating parts. 
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This machine offers for the first time superior 
mechanical inking of attached sole edges. The 
controlled ink flow results in more uniform inking 
and better finished edges. Results in greater clean- 
liness, too, with savings in the Bottoming, Treeing 
and Packing Rooms. Look for these advantages 
over hand work, particularly on women’s close edge 
styles where the machine makes possible substan- 


tially more volume. 
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This new machine is smoother 3 WAYS— in op- 
eration, in appearance and in the edge it produces. 
The iron makes 5600 strokes per minute—2200 
more than preceding models and the shorter stroke 
greatly reduces vibration. Sets better edges more 
rapidly and with minimum operator effort and fatigue. 
Has balancing system for quiet operation. Either side 
of the machine can be shut off when not in use, thus 


reducing wear, maintenance and power consumption. 





G/CE Sole Edge Inking Machine—Model A (6/C Twin Edge Setting Machine — Model F 








_ 
SANDALS AND SCUFFS 


FOR MEN AND WOMEN 


Horlhose whe pudge value tn levwne of qaaltly 


SOLD BY MORE THAN 2000 OF 
AMERICA’S LEADING SHOE RETAILERS 


Showing aie 
The National Shoe Farr 
Oct, yd bo Nov. 3; A949 
Room 787° Palmer 


Chicago, Id: 


FOOTWEAR DIVISION : 


Sulton Learwer GOODS CO. 


138 WEST 25th STREET 
NEW YORK 1, .N. Y. 
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U CAN'T MISS 
WITH ° 9 


, re Hit Ano 








Soft, All-Leather Bai- 
let. Advance Pleated 


Toe. Leather Sock 
Lining. Faille Lined. 


_Non-Skid Sueded Sole. 










































V>-12 Black Colt Strap Ba a. 
©5100 Black Leather Flexible Leathe ole. 
©5200 White Leather Leather Sog 
¢ 5500 White Satin- Cushio 
Dyeable Fajj 
12'/-3 — 
©5101 Black Leather 
¢5201 White Leathe 
e550! White Sage 2'/2-3 $2.35 
Dyeable Fagucde 
34-9 Blac eather 
¢5102 Black Leg B704 Bros Leather : 
©5202 White ©5804 Raf Leather Soft, All-Leather Ballerinas for 
©5502 White J GrowinfGirls' 32-9 $2.45 street or Indoor Wear. Faille 
idle: alll Medill and Slims Lined. Non-Skid Sueded Sole. 
Cushion Heel Seat. Leather Sock 
Lining. 


3'/2-9 ©5302 White Colt 
5405 Black Suede 
©5605 Cherry Red Leather 
ee ©5503 White Satin 
©5402 Black Colt 
as Above 
Colt with 


THERE'S A WWhirlor FOR EVERY DANCINGNEED 
EOD ELIE 
HAND MADE AND HAND LASTED 





EMMERICA is on ag 
Bu can capi 
ales ay 






Genuine Patent Leather 


Cleated Heel Genuine Patent 
©5603 11-3 Youths $3.00 . Leather or 
©5604 31/>-6 Boys $3.75 Tau cae be 
Medium Widths ©5206 Child's White Elk $2.55 
Lip Taps included with order. °5204 Misses’ Patent 12!/5-3 
¢5207 Misses’ White Elk $2.65 
VERY °5205 Growing Girls’ Patent 3'/>-9 


See Us — 
NATIONAL SHOE FAIR 
Hotel Morrison, Room 1115 


a j - 5208 Growing Girls’ White Elk $3.00 
diog 2howing Vomp efe Medium and Slims 


ine of Slippers and Casuals Lip Taps included with order. 
NATIONALLY ADVERTISED 
DISPLAY MATERIAL AND MATS ON REQUEST 


Footwear COMPANY, INC. 
158 DUANE STREET, NEW YORK 13,N. Y. 


GERDAGRAM FOR EXPORT 
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’ Gro-Cord’s Family of BRAND NAME SOLES 


Broadens Your Market and 
Increases Your Sales 


You can have this tremendous market coming through your 
doors if you sell shoes having the famous brand name soles 
made by Gro-Cord Rubber Co. 

The complete satisfaction in wear and comfort, that th 
brand name soles give, will bring this mass market back 
through your doors to re-buy. 
For MORE sales, MORE customer satisfaction, and MORE 
profits, sell shoes soled with Gro-Cord products. Your favorite 
manufacturer can stock you. 














NEO The finest industrial sole made 

CORD today. Stout cord and DuPont 

— Neoprene are combined to 

produce a sole that resists oil, grease, gasoline, 
caustics, acids, heat, and resists slipping. 















GRO Tough natural rubber impreg- 
CORK nated with genuine cork. Cush- | 
sous ions the foot; light weight; 


> % 
+> 
5% 


Ss 


om 


waterproof; non-slipping; won’t pick up metal chips; 
long wearing. Ideal for children’s shoes and for 
men who work out-of-doors. 


& 
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RAW The best known name, and the 
CORD finest competitively priced 
sous cord construction sole. 
Shown is style 3002, brown, (non-marking) or 
3001, black. A real profit maker! 


S 
SJ 
4 





: & 


. 
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NEO IT’S SENSATIONAL! 

CORK At last cork and neo- 

prene have been com- 

bined successfully in this new Neo-Cork sole. 

Cork makes the sole shock absorbing, slip 

resistant and insulates the foot against heat 

or cold. The neoprene resists oil, grease, acids, 

caustics and gasoline. Dealers and manufac- 

turers can really sell NEO-CORK soled shoes 
with confidence. 





TIMES 
BEST | 
BY ACTUAL i : ex 
TEST “_ 2 i j > ee This sole can 


“‘take it’’—it’s 
j the answer to 
(Oviweor ot least ! the problem of what to do about those 
two leather soles) 7 
hard-on-shoes youngsters. The orig- 
/ inal cord-on-end construction makes 
KING ''B”’ Sports- ‘ this sole extremely long wearing and 
Ss SPORT SOLES men of slip resistant. And it’s waterproof! 
all kinds Shown is style 1002, brown (non- 
mon go for shoes with marking) or 1001, black. 
; soles. Center section 
of cole Boa heal has genuine 
cord-on-end- construction, 
is non-marking, won't slip, 
and really wears. The sole 


edge is smooth. Exclusive manutacturers of official Boy Scout soles in the 
= United States and Canada 


GRO-CORD RUBBER CO. 


LIMA; OHIO 


Conadian Piont: 
GRO-CORD RUBBER CO. of CANADA, LTD. 
Tillsonburg, Ontario 


We'll see you at the National Shoe Fair, Booths 90 


& 91, in the Palmer House, Chicago, Oct. 31, Nov. 1,2,3. 








at 


HER 


fact 
i 


For the’Shoe in demand which requires a full-bodied combination 
tannage, suited for both lined and unlined shoes, Greenebaum offers 
VEGELEEN. Its translucent, aniline finish brings out the leather’s natural 
beauty and keeps shoes looking new and attractive. It antiques well. 


+ f ~ 
f- 


J. GREENEBAUM TANNING COMPANY 


3 
+ ‘ yf %. 
>. $ . FOUR TANNERIES IN CHICAGO AND MILWAUKEE 
0 Main Office: 3057 N. Rockwell St., Chicage. Eastern Office: 129 South St., Reston. Cable Address “‘Greentree” 
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WHAT YOU WILL SEE AND HEAR AT 
DR. SCHOLL'S EXHIBIT AT THE 
SHOE FAIR MAY OPEN YOUR EVES! 
! URGE YOU NOT TO MISS IT! 








New Avenues Of Profit! 


Nac f 

By all means visit Booth No. 94 MY DR. SCHOLL FOOT COMFORT DEPT.: 
eee ell eed Calihs XY / Compact method of attractively displaying 
in Exhibition Hall an xhibit ~~ nationally advertised Dr. Scholl’s Aids for the 
Room No. 642, Palmer House, Mig Feet; supplemented by promotional literature, 
when you attend the National Shoe ™~ modern display material and pre-tested news- 
ae d let " h paper ads. Includes free training of one of your 

alr an et us show you how.. c 

rf DR. SCHOLL FOOT COMFORT SHOP 
—_ FRANCHISE: A business all its own, dealing 
_ exclusively in foot relief —Dr. Scholl’s Shoes for 
for this service and being the only shop of its 
Give You These Unique kind ina city, you can depend upon exceptionally 
A dvantages: successful operation right from the start. Full 


staff. Investment required is small. Turn-over 
Pre- Tested, Fool-Proof add : men and women, Remedies, Appliances and Arch 
details on request. 






and profits will amaze you. 
° “lJ: S ts. B of the almost uni | need 
Business-Building Plans er 


1. A distinct and decided advantage over 
competition .. . 
2. Handsome profits, big dividends in good- 
will and steadily rising volume sales . . . 
3. A type of business that is the last and the a 
least to be affected by adverse trade 
“1 


influences. 


If you are not planning to attend the 
Shoe Fair, write us for complete in- 
formation concerning these plans. 


THE SCHOLL MFG. CO., INC. 


213 West Schiller Street, Chicago 10, Ill. 
62 West 14th Street, New York 11, N. Y. 
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Quality-Wise 


SHOE MANUFACTURERS 





OZITE 


@ PLATFORM FELT 
ee @ SOLE PADDING 
Resilient @ HEEL PADDING 











From a manufacturing standpoint, OZITE shoe 
Larsral and slipper felt offers these distinct advantages — 
lower cost... ease of cementing and sewing...clean 
edge cutting, including die cutting on a clicker 
or dinker, or rounding on a planet sole rounder. 


From a selling standpoint, the use of OZITE 

berptetar:? ( | felt results in real sales volume for the dealer 
because of satisfied customers — they like the 

added resiliency of OZITE, as well as the positive 

ventilation and effective insulation against heat 


and cold. 


Yes, quality-wise manufacturers specify OZITE 
because of lower costs, faster production and 
satisfied customers who buy again and again. 


— COMPLETE RANGE OF TYPES TO FIT 
“East YOUR COST REQUIREMENTS: 


@ OZITE — 100% Hair Felt 
e@ Blend of Hair and Jute 
e All Jute 


Costs Less All three types listed above are available 
in various weights and thicknesses for 
platforms, sole padding and heel padding. 


* OZITE — the name that is advertised in national consumer 
magazines —a constant reminder of quality to the buying public. 


AMERICAN HAIR & FELT COMPANY 


Dept. F910, Merchandise Mart, Chicago 54, Il. 
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and oh! so cas 


Your customers’ resistance will melt... They can’t say “no” 
to Pfeiffer’s alluring range of carefree, colorful casuals ... 
Trim, pert Peddle Pushers by Pfeiffer ... California 
Ropers (an original by Pfeiffer). Yes,—there’s a host of 
customer-captivating Pfeiffer styles coming your way for 1950! 


PFEIFFER’S, Inc. 


WORCESTER 8&8, MASS. 


See them at the National Shoe Fair 
Rooms 620-622, HOTEL MORRISON 
Chicago, Illinois 





THE AIR-CUSHIONED SHOE 


Over 5,000,000 satisfied customers 
. . - over 2,500 retailers coast-to-coast 


/, Ve \ 48 Styles In-Stock | WRITE FOR CATALOG 
~ GATR-TRED }) = 
\ We yj AIR-TRED SHOE CORP. = 


Se AUBURN 


© 


MAINE 











MANUFACTURERS: Noo other show packs the con- 
centrated buying power of the PPSSA. Join the 
hundreds of top lines who count on the PPSSA 
for buying action. For exhibit space write immedi- 
ately to PPSSA, 210 Lincoln St., Boston 11, Mass. 


RETAILERS: This is the one show you cannot afford 
to miss. For extra pair sales ideas and sound 
spring planning, attend the PPSSA Fashion Mer- 
chandising Show the morning of November 28th. 


Nov. 27th to Dec. Ist 


The Big BUYING Show 


Popular Price Shoe Show 
of America 





Hotels New Yorker, McAlpin, N. Y. C.—Nov. 27 to Dec. 1 


Sponsored Jointly by: National Association of Shoe Chain Stores ... New England Shoe and Leather Association 
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ae 
winc-riex MMocassin 
aw, Style Casual 

Pat. No. 2,177,156 

Made in the popular, 2 eyelet, mocassin style, 

this new and smart casual shoe is built with 

the exclusive, patented ATHCO WING-FLEX 
construction, combining the light weight and 


flexibility of a hand turned shoe with the 
durability of welt construction. 


The special WING-FLEX insole provides 
an unusually smooth and comfortable foun- 
dation for the foot. 


This new ATHCO casual has everything 
needed to make it a volume seller—style, 
comfort, durability—and above all VALUE! 





NEW! @teco Leather-Lined Opera! 


Here’s the ever-popular opera slipper, com- 


pletely leather-lined, in luxurious brown kid 
—the slipper every man wants. Extremely flex- 
ible, it is the epitome of comfort, and, what a 
value! Here’s a slipper that will sell in volume 
the year round! 


See the complete Rest-Rite Line of 
quality-built, smartly 


styled Shearling Slippers ! 
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you can’t afford to miss 
these new ATHCO numbers 


Once again Athco offers you outstanding new values in 
popular styles that will make your cash register jingle. 
Here they are, each one an example of Athco’s outstanding 
| quality and design, each one a popular, fast-selling style, and 
each one an outstanding value. Be sure to see them, with the 
complete Athco Line of quality-built Shearling Slippers and 
Athletic Shoes, at the Popular Priced Shoe Show in Chicago. 





NEW! GLYCO Gols shoes! 


FOR MEN AND WOMEN 


The new ATHCO 
Woman's Golf Shoe 
takes its place along- 
side the popular, fast- 
selling ATHCO Men's 
Golf Shoe. Superlatively built in every way, on 
an athletic last, with a flexible steel plate in the 
sole to prevent spikes from “humping” the in- 
sole. These new shoes have the smart, “sporty”’ 
appearance for eye appeal, plus the athletic de- 
sign that brings the spikes under the natural 
pressure points and improves foot work. 


Athco Golf Shoes for men and women will be 
your best sellers! 







€ATHCO 


amuse Women’s Storm Boot 


The finest, most practical and best selling Storm 
Boot to date. Quality leather top, with a 242" rubber 
shell, completely lined with shearling. It’s the first 
truly water-tight, leather-topped boot, 
—practical, good looking, with its 
luxurious, electrified shearling cuff, 
comfortable and reasonably priced. 
You'll find the Athco Storm Boot a 
best seller this winter. 


ATHLETIC 
: Mm ATHCO) 
oe a FF « ~ Gael 
oe ti | ee 


924 NO. MARSHFIELD 


FOR eeek 50 YEA 
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ACCEPT THIS 
INVITATION... 





yOu | a 

are wopially invited 
Za inspect lhe : 
tlele, jin -sbock line of 


REED 


HOES 


COW 











October 31 to November 3 
in Room 702 at the Palmer House, Chicago 


Throughout the year, give your 
customers Dr. A. Reed cushion shoe 
satisfaction and comfort... which 


means more sales and profits to you. 


Number 94 (block) 
Number 96 (brown) 


Number 75 (brown) 
Number 77 (block) 


Walker Comfort enjoys real 
shoe and foot comfort, the kind 
he gets when he wears 

Dr A. Reed cushion shoes. 


couse, Def Reed 


THE SHOE WITH THE SOLE OF COMFORT 
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smart style 


that will 


yj travel 


the town! 
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4 VIBRANT .. . the latest in a long line of fine quality, solid-selling FLITE-STEP creations . . . medium heel 

4 oxford with spaded extension, cross-cut welted sole. Available in brown Suede with brown Alligator plug, 
foxing and heel . . . black Suede with black Calfskin plug and foxing . . . all-over black or brown full-grained 
Calfskin, pine green, wine or blue. Also all-over brown Alligator Calfskin. Delivery in November. N 5% to 9, 
M4to9...4.25 Net... Write today for literature on other FLITE-STEP styles. 


IDEAL SHOE COMPANY « COR. 4TH & ARCH STREETS e PHILADELPHIA 6, PA. 


Fr 
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CHICAGO 
STEVENS HOTEL 


Rooms 


1100 
1101 
1101A 
1102 





”& NEWMAN C0. INC. 


Associ jated wi ith 


SHOE CORPORATION 


WEST 34th SIREET NEW YORK I, N. ¥. 
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' CAT-TEX SOLES ' 





The finishing touch 
that SELLS! 


The high quality of the shoes you produce 
deserves nothing less than the fastest selling, 
finest soling material! 

Famous CAT-TEX Soles register instantly with 
doliar-wise consumers. They know CAT-TEX 
delivers longer wear, “slipper” comfort and non- 
slip, water-proof protection. 

Retailers everywhere agree that this ‘finishing 
touch” SELLS . . . because, when you give the 
consumer CAT-TEX you're giving him the sole 


he prefers! 





= = 


not rubber! not leather! not plastic! 





Backed by super-charged 
advertising in LIFE! 


In addition to its continuous campaign in top 
national magazines, CAT-TEX unleashes a 
special series of large color ads in LIFE Magazine 
for Fall 49! 


Each of these striking ads will be seen by the 
tremendous LIFE audience of over 26 million . . . 
further evidence of the mass-market promotion 
that has made CAT-TEX the sole that all America 
is talking about and asking for! 


WRITE FOR SAMPLES & DETAILS NOW! 


Made by the makers of famous Cat's Paw products 
CAT'S PAW RUBBER COMPANY, INC, BALTIMORE 30, MARYLAND 
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1850 A Century of « 
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/ 00th Anniversary 


1830 =19.30 
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A century ago the founders of this 
company dedicated themselves to the 
making of footwear of only the high- 
est quality and character. Today, as 
always in the past, the “J&M” symbol 
continues to represent shoemaking at 
its best — the standard by which 
everything good in men’s footwear is 


judged. 


We cordially invite you to visit us 
at the Fair. 
Suite 644-645 


Palmer House * 


JOHNSTON & MURPHY 
NEWARK, N. J. 


Finer Shoemaking 1950 


















Come to the 


NATIONAL SHOE FAIR 


Chicago — 
OCT. 31— NOV. 1, 2, 3 


And be sure 
to see 


EVERLITE 


ie 
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The New Miracle Soles — that give 
SEE not extravagantly advertised. 
; SEE The soles that have 10% - 20% 
| better abrasion resistance. 
ee The soles that have 9% better 
flexing qualities. 


Visit the Panthes-Pance Baléliit... 


Booths 58, 59, 60 
Exhibition Hall — Palmer House 


JEVERLITE SOLES 


NOT RUBBER! NOT LEATHER! NOT PLASTIC! 


Extra Quality because they’re 











Made Exclusively by PANTHER-PANCO RUBBER CO., Chelsea 50, Massachusetts 
October 15, 1949 ” 





STYLE 3206 © STYLE 3205 


EVERYONE 
iS TALKING 


filliring THE SENSATIONAL NEW KIDDY-FITTER 


Whether it be for family store or luxurious 
salon, CHAIRMASTERS is the first choice 
for store furniture. Fine product of a shoe 
store furniture specialist, it is designed right, 
built right and priced right. There is a 
CHAIRMASTERS style for every store seat- 
ing and fitting need. 

Have you seen the new Kiddy-Fitter, sensa- 
tional new chair for fitting tiny tots? It is a 
complete juvenile department in itself. 


waTionat shoe raim PALMER HOUSE BOOTH DD EXHIBITION FLOOR 


_ STYLE 3207 


STYLE 2251S 


THIRD AYENUE * NEW YORK 57 
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RAL BLUE 


#578 


EX, ‘pet ses Soi a a Ree 


5 
oY 


#3 
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THE UNITED STATES SHOE CORP. 
CINCINNATI, OHIO 
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I'M NOT COMPLAININ’ 
SINCE | TOOK ON 

THE SUNDIAL LINE. 
EVERYTHING'S HUNKYDORY. 


ONE NAME 


a famous product of the world’s largest shoe manufacturer 


Yes, from the cradle i — retail from $6.95 to $14.95 


through college... for men 


— retail from $6.95 t : 
and women... for dress, —_ $6.95 to $ 9.95 


work, or play... the com- = 
Daf Sundials for Boys  — retail from $5.95 to $ 6.95 
plete SUNDIAL line is a > 


= 


BIG advantage. Buy one Sq Sundials for Girls 


— retail from $3.95 to $ 7.95 
name—one line—and sell 


all the family. Key ‘ Sundials for Juveniles — retail from $2.95 to $ 6.95 
yi @¢ 


\s/). 


SUNDIAL, DIVISION OF INTERNATIONAL SHOE COMPANY e MANCHESTER, NEW HAMPSHIRE 
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The X-Ray plan of identification is the 
first step in our program to stamp out 
unfair and misleading substitution of 
other materials for NORZON fabric. 
We intend to give full protection to the 
manufacturers and retailers who are 
making and selling shoes of genuine 
NORZON by vigorously seeking out 
and prosecuting those parties who 
wilfully misrepresent other fabrics as 


NORZON. The NORZON reputation is 


up- ing 
ost nold e Behr-Manve 4 


is wee eqceforth, built on QUALITY. We intend to main- 


tain that reputation and give it full 
protection. 


FRED N. PHILLIPS, Jr. 


*Norzon is the registered trade mark of Behr-Manning 
Corporation for its electrocoated pile fabric 


NORZON fobric is 
distributed solely by 
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1950'S smMARTES 
STREET, DRESSY AND CASUAL 


FOOTWEAR 


SEE THEM AT TH 

HOTEL MORRISON 
i.) . ROOMS 922-3 
p44 > OCT. 31 — NOV. 3 


\ 
~~ b i 
\ a 


ADE OVER AMERICAN LASTS 


cenuins A~ oy 


teeltl 
CONSTRUCTION 


In 1950 you'll sell this world’s most colorful footwear in even greater volume 
... NOW “Beauty of Haiti” Footwear is smart and practical for Dress and 
Street as well as Casual wear. These gorgeously colored, hand embroidered 
native Sisal shoes are now made in true California process over American 
lasts in half and full sizes. Their workmanship and detail are unusual and 
they now feature plastic soles. Beauty of Haiti Sandals are the Value shoes 
for which mother and daughter customers have been waiting. 


TROPICAL CRAFT. CORPORATION 


GENERAL OFFICES: 81 COURT ST., BROOKLYN, WN, Y¥y .- 





PERBERICHS 
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NATIONAL SHOE FAIR 
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Sales will Soar...with these great four! 


You'll be ’way out in front in the Spring foot 
race... with these four great new Freeman pat- 
terns...combining brilliant innovation with 
the finest of traditional appeal! You can’t beat 
this combination of market judgment and manu- 


facturing skill! You can’t do better than to fit 
this fast-moving foursome right into your most 
successful selling seasons . . . pre-Spring, Spring 
and Summer. See for yourself... at the National 
Shoe Fair... Palmer House, Chicago, Room 759. 


Nationally advertised in Saturday Evening Post, Time, Esquire, The New Yorker 
FREEMAN SHOE CORPORATION, BELOIT, WISCONSIN 


SLIP-ON: Brushed 
Buck; hidden side 
gore. 





WING-TIP: 
Browa Calf- 
skin; natural 
nylon mesh. 
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Ls a FREEMAN Shoe 


THE FOOTWEAR OF SUCCESSFUL MEN 





MOCCASIN: 
Two-eyeletlac- 


ing; Natural 
Calfskin. 





BROWN-AND- 
WHITE: Calf- 
skin with re- 
served use of 





WITH THE DR. POSNER LINE — 
YOU'VE GOT EVERYTHING! 


See us at the 
NATIONAL SHOE 
FAIR 
CHICAGO 
Oct. 31—Nev.1,2,3. 


Patmer Meuse 
Rooms 897—838 





gt VP USNER 
SHOES 





Dr. A. POSNER SHOES, Inc. 


Executive Offices: 10] West 31st Street, New York 1] 
Factories: Allentown and New Oxford, Pennsylvania 
Warehouse and In-Stock Dept.: New Oxford, Pennsylvania 
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the success of 


the house that Be | iller built 


is predicated on the success of its dealers 





= 
Ss fe | 
Reciprocity! The story about one hand washing the other is especially 
true of I. MILLER! 


Because each dealer owns the quality brand recognized and respected by 
most women, he dominates in the sales of fine shoes in his city. 


He is proud of his franchise because I. MILLER represents pace-setting 
fashion backed by the tradition of fifty years of superb shoemaking. 


And because the display and advertising of I. MILLER shoes always 
brings best results in traffic, business and prestige . . . DEALERS 
CONSISTENTLY GIVE US MORE NEWSPAPER LINEAGE THAN 
ANY OTHER QUALITY BRAND NAME IN AMERICA! 


member of the guild of better shoe manufacturers 
I. MILLER AND SONS, INC. ¢ LONG ISLAND CITY, NEW YORK 


October 15, 1949 





The item that busted an industry 
WIDE OPEN! 


Remember when you had to pay a fancy price for shoe display forms? When only 
the big retailers could afford to use ‘em in quantity? 


FRANKEL changed all that . . . brought the price of fine shoe display forms way down. 


Remember the sensation we stirred up when we introduced our beautiful plastic forms 
at a buck-and-a-quarter a pair? They said “it can’t be done.’’ But we did it! How 
the stores raved about ‘em! And they backed up their raves with ORDERS. Yes, 
Frankel Plastic Shoe Forms were bought, and are in use today, in more than 7000 


shoe stores . . . within only 18 months. 


Aggressive merchants know that better-formed shoes help turn window shoppers 


into customers. Are your windows competitive? Why not take a look, right now! 


FRANKEL SHOE FORMS REALLY FIT. They hug the heel seat, mould 
the shoe to its correct last, hold ankle straps in position. Won't fade. 


Flame-resistant. WOMEN’S SIZES in high, medium and low heels, 


with closed tops and with or without painted toes . | ? 5 
® pr. € 


CHILDREN’S-SIZE Plastic Shoe Display Forms. 
infos 95C pr. cds VOSpr. iia 1.15 pr. 


Are you missing out on this RE-SALE ITEM? 


FRANKEL'S NEW FIT-EAS! PLASTIC SHOE TREES ARE REALLY SELLING! 
One of our chain store accounts has placed large re-orders 5 times in 
60 days. They're not eating them! YOU can cash in on extra sales and 
extra profits: The only shoe tree that holds ankle straps in position, keeps 
shoes in perfect shape. Simple patented screw 

adjustment and size rule makes it easy to adjust 25¢ pr. 

to any size, fit any style shoe. 6 beautiful colors. . peorecr sy ann bere 


NEW YORKER SHOE 


World’s Largest Makers of Plastic Shoe Forms SHOW—Oct?. 16th to 
493 Seventh Ave., New York 18, N. Y. deems 
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_.. that are fresh, neW> dif- 
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SEBAGO-MOto 


Vhe Year-Round Favorites 


THESE “Made-in-Maine” moccasins will 
put a lilt in your sales and a glow of appre- Style 700—$6.00 


ciation in your customers’ hearts. Unique-Patented 
All welt construction 


THEY'RE handsome, they’re sturdy, and —_ Genuine hand sewn 
they’re always in style. Always in stock, 
too, at Sebago-Moc. Two sure-selling styles 
for men, and two for women. 


LOOK at the features, compare with any 
other moccasins, and you'll see why Sebago- 
Mocs are your one best for profits. 


Style 902—$4.85 
Neolite Sole 
Skillfully machine sewn 





See Them 


at thé 
SHOE FAIR 


Hotel Stevens 


ROOM 809 


In attendance: 
E. V. Banta P. B. Rehfeld 








Style 500—$4.85 
Amazingly flexible 
Fine leather sole 
Genuine hand sewn 













Tom Webster E. Teker 


R. L. Scott John Marshall 


Style 652—$3.60 

Quality Construction 
Hand burnished brown 
or antique red 


Theyne Always in Stock at SEBAGO-MOE CO. 


WESTBROOK, MAINE 
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SPEAKING 
OF 


UNIFORMITy 





makes you 
think of 


onco 
insoles 





“Like peas in a pod” only begins to describe the uniformity of shoe-making 

characteristics offered you by Onco—and assured by strict laboratory controls. 

Other advantages include economy . . . stronger internal ply strength . . . marked 

resistance to wear —not to overlook the comfort and flexibility that turns customers into friends. 


For the manufacture of top quality, high grade or popular priced shoes, 
Onco is the smart choice in today’s market. Once you specify Onco— you'll specify it again. 


ONCO S BASE 
for sock Linings and Heel Pads — 


ONCO PLUMPER STOCK for backing 
and reinforcement purposes—all are 
products of 


BROWN COMPANY 
500 FIFTH AVENUE 
NEW YORK 18, N.Y. 





*® 


ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 
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This miniature post- 
office has on file the 
names of TIME’s sub- 
scribers in every town, 
city and state of the 
union... 







bud 







a - 
“y 







...@ big group of the 
country’s top cus- 


tomers—including 






Bo hd 


> 
du wubab 






A 


A 


Jim Downward, Charles Holt, Bill McDonald, and Art Whitcomb of TIME 
cordially tnuile you lo 


MEET THEM AT THE PALMER HOUSE 


and see for yourself ‘how 


Shoe Advertising in TIME 
Reaches Your Best Customers 










When you visit TIME’s booth at the National Shoe Fair on October 31- 
November 3, we will be happy to show you the names of all our subscribers in 
your community. And then we'd like you to show us how they check with 









your own list of most desirable customers—the men and women you know 
can and do buy top-line shoes. 











TIME talks every week to 1,500,000 news-wise, style-conscious 
families who have the incomes and the inclinations to be well-dressed every 
day, head to toe. F..r instance, TIME-reading women recently told us they 
own an average of 9.5 pairs of shoes; TIME-reading men, 6.4 pairs. So come 
in and see for yourself how shoe advertising in TIME hand-picks, right in 
your own territory, the same kind of people you would pick yourself! 










TIME 





Meet your own best customers...... through 


(Booth 28 in the Exhibition Hall at the Palmer House) 
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Also complete 


size runs of 
om ve 


Asal 


see these "Cichtweichts" at the national shoe fair . . . 


OCT. 31 — NOV. 1-2-3 © THE PALMER HOUSE, CHICAGO, ILL. e ROOMS 728-729 


Also at the following shows: Dallas - St. Paul - Augusta 
Pittsburgh - Philadelphia - Los Angeles 


Samples in: Room 411 Marbridge Bldg., 47 W. 34th St., New York City 
Room 919 Haas Bidg., 219 W. 7th St., Los Angeles 


¢ rtis Stephens - Embry Co.. Inc. 


Manufacturers of Footwear Since 1882 
READING, PENNSYLVANIA 












wy WN 
ay but few of them 
) , say anything 






Shoes that merely say “Good Quality and smart styling” are 
really saying nothing new! 







The call today is for merchandise that’s new — dramatic — 
promotable — that shouts “NEWS”! 







KINETICS talk 






NEWS with their unique, energized bottom filler that brings the shoe back 
to original shape after every step — 







NEWS with their remarkable anti-curl, anti-wrinkle features — 


NEWS with their phenomenal “non-chafe, no bite” comfort! 










Men have waited years for a new development like KINETICS. They're 
waiting no more. Consumers are buying KINETICS because this shoe meets 
their demand for new, sound, dramatic shoe thinking. 











Silence is golden — but not when it comes to shoes. KINETICS speak in a 
dramatic new language your customers understand — Let them start talking 
for YOU! 









TALK 
sHOE crise 
See the ew KINETICS © 


. n 
revolutionary e Show 
ai National ioe 31-Nov- 


Chiceg° 


e é 
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palmer House, 










OLD COLONY SHOE COMPANY 





Brockton, Massachusetts 
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Morrison Hotel 


SUITE 440 and adjacent rooms 
Oct..31, Nov, 1.283 


AS NATIONALLY ADVERTISED IN 


one JOURNAL - “sour COMPANION 
GOOD HOUSEKEEPING + COSMOPOLITAN 


























Tey 01S THE SHOE FORM BUY 


3HEEL HEIGHTS 


COLORS 


NEUTRAL FLESH 


HEEL 
HEIGHTS 


MEDIUM 


.... AT THE Agh2 PRICE 


Universal Forms are the talk of the trade. Everyone in shoes is marvel- 
ing at the sensational sales record that Universal has built in three 
years. The reason is simple, Universal is the right form for displaying 
shoes; right Heel Heights, right Colors and it's yours at $1.25, a price 
so low that now you can afford to form every pair of shoes you display 
with Universal Forms, emphasizing their true quality, beauty and fit. 


--AND THIS FORM FOR MISSES SHOES 


*4.00 


Same features that have made Universal PER PAIR 
America’s number one Shoe Form, make 
new Universal Children's Form your first 
choice for displaying juvenile shoes. FLESH OILY. when order: 
Size 1 
Despite Their Tremendous Popularity, IMMEDIATE 
DELIVERY Is Guaranteed 


|@SUNIVERSAL®™ conrerstion 
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Our business is fine... knock on wood! How’s yours? 


Heaven forbid we should brag. But when our business is good it means somebody is 
selling shoes. And if they can do it, you can do it. Or would you rather keep on 


counting “floats” while somebody else fits them? 


So what’s so special about M. J. Saks shoes? 


Nothing. EXCEPT . . . with a buying power of over a million 
pairs a year M.J. can “hondle” a better deal in five minutes 
than any one store can make with a gun. So you cut yourself 





in for a piece. 


EXCEPT . . . instead of eating your nails while you 
wait for 5 to 7 week makeup (you hope), you can eat steak 
while you watch your weekly size ups turning over. Because 
Saks keeps you loaded on what you need MOST when it’s sell- 
ing BEST. So you never miss the bus. 


EXCEPT . . . instead of your hunting for the gravy 
in half a dozen lines, Saks hands it to you on a silver platter 
.--in casuals...in sports shoes...in dress shoes...the con- 
sensus of ever 2000 retailers who’d rather sing in the shower 
than take a bath in markdowns. Wouldn’t you? 





If you'd like to see 

what a cinch it can be to 

make a profit on volume shoes, 
visit us at Chicago: 





I, 1 
1 HOTEL MORRISON 


VieZZ oie 


M. J. SAMS sic: corr. 


152 DUANE STREET, NEW YORK 13, N.Y. 


CHICAGO—189 West Medison St. 
Use these regional offices} 105 ANGELES—219 West 7th St. 
for local service: — ) prrrssuacH—ass Fitth Ave. 


Wholesale Distributors of Women’s Fashion Shoes ‘PHILADELPHIA—46 No. 4th St. 
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MEN’S ROMEOS 
by 
MEDWAY SHOE CO. 
MEDWAY, MASS. 


... Acclassic in foot comfort, this universally popular Romeo 
style is SHUGOR fitted . . . a favorite around the home 


' . 
. correct for casual wear anywhere, any time. 


+= SHUGOR => 


makes shoe comfort ‘the easiest thing in the world” to include 


in all footwear ... and to sell toa comfort-loving public. 


Cope. 1939 T 


THOMAS TAYLOR & SONS, INC. *e HUDSON, MASS. 


eer sae eee ee eteans 3 : fer - : OF Pree ca TAYLORED-TO-F1T 
pn nn an 


Boot and Shoe Recorder 





Advertised in 
SEVENTEEN 


TO RETAIL PROFITABLY 


$1495 to $695 


ee ther! 


NATIONAL SHOE FAIR 
Chicago, Illinois 
OCT. 31 - NOV. I, 2, 3, 1949 
THE PALMER HOUSE 
Room 860 


FASHION CRAFT « Division Craddock-Te 


October 15, 1949 


Fashion Craft is the line that has everything. A Compre- 
hensive line of Style Shoes, Casuals and Sports, that 
completely covers the needs and wants of women 

in all age groups. Styled right — Built right 

— Priced right. A sure-fire sales- 

winning combination for VOLUME. 

Plus an efficient in-stock service 

that provides for a maximum 

TURNOVER. Concentrate your 

purchases on the line that has 
everything—It'll produce 


os real PROFITS. 


pf 


sausaw - Lynchburg, Virginia 
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FLEXIBLE =08 FO 
LEADERSHIP... 


36,521,600 


READERS THIS FALL IN... 
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DIRECT MAIL PLASTIC SHOE BANK DEVELOPMENT GUIDE 
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KNOWN and TRUSTED by millions of American mothers!! 
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COMMENDED 


PARENTS 
MAGAIINE | 


BUILDS CONFIDE 2 

Patented Jumping-Jacks help prevent 

assure more healthful walking from the start. Extra satis- 
faction assured by superior craftsmanship and materials. 
As Jumping-Jack sizes increase, Jumping-Jack soles grow 
heavier for added wear. 


FOR ALL CHILDREN G6 MONTHS TO 4 YEARS 
VAISEY-BRISTOL SHOE COMPANY, INC., ROCHESTER 3, NEW YORK 
MONETT, MO. SKOWHEGAN, ME. 
MADE IN CANADA BY SAVAGE SHOE CO. LTD. 


“FROM CRADLE TO SIX MONTHS 
SEE BACK OF THIS PAGE 





COMMENDED 
PARENTS aowte 
MAGAIINE 4, 


FOR NEW-BORN FELLERS AND GALS 


Beginner's luck indeed—being born in an age that produces such wonderful 
shoes as BABY JUMPING-JACKS. BABY JUMPING-JACKS are made 
of the finest, soft and flexible leathers to cuddle and protect young, 
tender feet. In true JUMPING-JACK tradition these new “first 
shoes” are quality made and painstakingly finished. 


BABY JUMPING-JACKS WILL BE NATIONALLY ADVERTISED 
AND PROMOTED...TO HELP SELL MORE IN YOUR STORE. 


VAISEY-BRISTOL SHOE COMPANY 


JUMPING-JACKS ROCHESTER, NEW YORK 


PALMER HOUSE, ROOM 635 









PROMISES 





—My good ex-shoeman friend, Dick Prather, now liv- 
ing in happy retirement on the West Coast, sends 


me this one: 







—"“Old Bill Ensley bred some mighty fine coon dogs. 
One day his best bitch had seven nice pups. Next 
day a neighbor came over and said: ‘Bill, will ye 

gimme one of them pups?’ 





— ‘Shore, shore,’ said Bill. ‘Ever when them pups is 


weaned cum en take yer pick.’ 


—Soon another neighbor came and asked for a pup. 
Said Bill: ‘Sartin, shore, ye kin have a pup. Pick 
out one when they’re weaned.” 





—“All day this went on and every applicant for-a pup 
went away happy. That night Bill’s wife remarked: 





a Bg 


ve done heered you promise 17 pups today, en 
you know good en well thar ain’t but seven.’ 






—“*Well, old womern,’ said Bill, ‘I ’low hits a dam 
pore neighbor that won’t promise a feller a pup.’ ” 


-——And this goes for campaign promises or any other 
kind of promises that lack in fulfillment. 


—The anticipating recipient may feel good for a short 
time during the weaning process—but you can’t sat- 
isfy 17 good neighbors with only 7 pups. 


—Watch your promises! 


Fh es... | 


President 


Boor ano SHog Recorper 






















THE ORIGINAL 


























wm CRADLE To 4 yEARS 









recommendations. 
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VAISEY-BRISTOL SHOE COMPANY, INC. 
ROCHESTER 3, NEW YORK 


MADE IN CANADA BY THE 
SAVAGE SHOE COMPANY, LIMITED « PRESTON, ONTARIO 


Mathers know and demand original 
Jumping-Jacks—National advertising 
in Life — Good Housekeeping — 
Parents’, and in important medical 
periodicals assure ever increasing 
consumer sales and doctor 
























































They ve seen 
them in... 


Since the news of comfortable smart shoes has broken 
in Saturday Evening Post, Collier's, Esquire, 
Carter's Kangaroos are being talked about, written 
about, bought all over America. And the Carter 
Kangaroo Campaign is just getting under way. . 
So—now is the time to climb aboard the 
Carter Kangaroo bandwagon. If you are 
one of the 20,000 Carter dealers, news- 
paper mats are available. Get them 
and get your name established 
as Carter Kangaroo headquar- 
\ ters in your town... if you 
garen't a Carter dealer, 


better write 


J. W. CARTER COMPANY 
NASHVILLE, TENN. 
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Definite information on the possible effects of foreign currency 
devaluation, notably the British pound, on the shoe and leather industries is 
lacking at this time. 

There are some assurances, however, that any effect will not be great 
or create any threat to American producers of leather products. Most of this 
reasoning is fased on past and present American preferences for footwear. 

For example, British footwear as well as that from other European 
countries will be somewhat lower in price and since the primary objective of the 
devaluation was to ease the dollar shortage, there will be an attempt to expand 
U. S. markets. But, officials here point cut, it is not likely that prices will 
be so low as to have any substantial effect on imports of foreign footwear. 
Then, too, foreign footwear has never been very acceptable from the style angle. 
In women's shoes this is particularly true. 

Some American consumers have a preference for British men's shoes, but 
imports have never been more than the proverbial drop—in—the—bucket. Last year, 
slightly more than 150,000 pairs of men's shoes were imported from Britain. 

If there is to be any important long-range effect, it is generally 
conceded to be in raw materials rather than footwear. In goat and kid skins, 
for which the United States is almost entirely dependent on foreign sources, an 



































eventual price drop might be forthcoming, but a slight one. It is not likely to 
be immediate, however, for with a good market for these skins at the present 
time a price drop would defeat the British objective of increasing her dollar 


reserves. 

















Argentina is also expected to devalue her currency, but had not done 
so at the time of this writing. If devaluation is carried out without increas-— 
ing prices, American buyers might be interested in purchasing lightweight hides 
from Argentina. 

Should prices drop in raw materials, the decreases would be nominal 
and would not result in any marked change in shoe prices. 

Therefore, it would appear that the major effect of the currency 
devaluation might be the restoration of some semblance of normality in inter— 
national trading. Practices such as buying hides and skins with foreign 
currencies at unofficial rates and then reselling them in hard currency areas 
are likely to end, since the currency devaluation has reduced the profit in such 
transactions. 

Considered more important is the American promise to attempt to 
further reduce tariffs, which, in the future, could mean the dumping of large 
quantities of low-quality, low-price footwear on American shores. Should the 
U. S. Government carry out this policy in an attempt to aid Britain further, it 
= “te unlikely that Congress will be flooded with demands for tariff pro- 

ection. 
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Another action taken by the U. S. to ease Britain's financial diffi- 
culties involves the purchase of increased natural rubber. The Commerce 
Department has already eased its regulations so as to permit manufacturers to 
use an additional 50,000 tons of natural rubber annually. This will not have 
any appreciable effect on rubber footwear, because manufacturers have been able 
to use any type of rubber they desire in rubber footwear since Sept. 9, 1947. 

€.@4 2 &@ @ 

Work injuries in the shoe industry declined slightly during the second 
quarter of 1949. The injury-—frequency rate was 8.3 per million-man hours 
worked, as compared with 8.5 in the first quarter of this year. One of the 
most significant decreases was in the leather tanning industry, which dropped 
from 21.1 to 15.5. The rubber footwear industry continued its outstandingly. low 
rate at 4.3, a very slight increase from the 4.2 recorded in the first quarter. 
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re welcome to visit us and see 


You a 
outstanding 


the new Edwards line — 
in style and value for spring: 


ROOMS 743-744 
PALMER HOUSE 


SHOES FOR CHILDREN 





Mode Art dealers expect high quality shoes 
of fashion every season . . . they expect 
and prefer all their shoe dollars 


being spent for shoes and not “extras”... 
they expect better than average profit. 


The Mode Art lines are complete . . . 
with these features . . . every season. 


A note to this office will outline what you 
can expect ...and get... from the 


Mode Art program. 


Displaying at the National Shoe Fair—Stevens Hotel, 


Rooms 738a-751a-752a-753a-754a 


MOULTON-BARTLEY, INC. 


710 North 12th street St. Lovis 1, Mo. 
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THE VIRGINIA RETAIL MER- 
CHANTS ASSOCIATION held 
their 43rd annual convention re- 
cently and were given some very 
pertinent, helpful and informative 
advice by J. Gordon Dakins of the 
N.R.D.G.A. He ended his remarks 
with: 

“Perhaps some of you will re- 
member that old story about Mark 
Twain when he was the editor of a 





small-town newspaper. A reader 
wrote and told him he had found a 
spider in his newspaper. He wanted 
to know if that was an omen of good 
or bad luck. Mark Twain replied: 
‘Finding a spider in your newspaper 
is neither good nor bad luck. The 
spider was merely looking over our 
paper to see which merchant was 
not advertising so he could go to 
that store, spin his web across the 
door and lead a life of undisturbed 
peace ever afterward.’ 

“Retail business is tougher to get 
these days. If you let down on your 
community and individual promo- 
tions, you will give Mark Twain’s 
spiders a Roman holiday. But if 
you continue with alert, efficient 
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ol the 


trade promotions, you will de a real 
job in the competitive era ahead. In 
doing this, you will not only con- 
tinue the prosperity of your own 
store and of your own community 
but the prosperity of the nation as 


well!” : 


B. HAROLD FRANKEL of Har- 
old”s Shoe Store, Los Angeles, 
Calif., says: 

“The California casual has no 
season. Eastern and mid-Western 
retailers could sell them on a 
twelve-month-a-year basis with 
proper promotion. After all, it is 
the retailer who creates a trend by 
featuring a shoe. But one or two 
styles won’t turn the trick. You 
must have a shoe before you can 
sell it. Stock it in enough colors 
and enough styles and enough sizes. 
Let your customers visualize it for 
leisure, for campus, for daytime 
wear and the California casual be- 
comes that ‘extra sale’ that so often 
means the difference between profit 
and loss in a retail operation. Don’t 
think of casuals as a Summer item 
only, to be worn with playsuits or 
slacks. The experience of West 
Coast retailers convinces us that it 
is always a good time for casuals.” 

* * # 
(CARL BURGSTAHLER of F. E. 
Foster & Co., Chicago, Ill, says: 
“All factors point to a normal 
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retail shoe business, about equal 
to 1948 for this Fall and Winter. 
Shoe retailers have been going 
through a transition period, meet- 
ing price resistance on the part of 
the public as best they can. Re- 
tailers that have continued on an 
even keel and kept their operations 
normal are those who will fare best 





in the days ahead. There has been 
too much change of policy in order 
to meet price resistance in some 
quarters. Manufacturers and re- 
tailers are apt to sacrifice quality 
for price. It is well to remember 
that quality shoes will always con- 
tinue in good demand. There is a 
certain segment of the shoe buying 
public that has always purchased 
quality shoes who are not seriously 
affected by prices, and they will 
continue to do so.” 


ae ee 


HERBERT SONDHEIM, one of the 
leading manufacturers of women’s 
high fashion apparel, in New York, 
says: 

“For Spring 1950, skirts will be 
approximately 13 in. from the 
ground and perhaps a little higher, 
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depending upon the style of the 
particular dress or suit. As an im- 
portant style note, the short evening 
dress is coming back to the degrec 
where it will enjoy a very wide ac- 
ceptance. The short evening dress 
also helps shoes. 

“Silhouette-wise, I think we are 
facing two wide variances—both of 
which will keep at 13 in. from the 
ground. There is the slim sil- 


houette, based on what you have 
already read and heard—the asym- 
metric line. There are jutting an- 
gles; the skirt is slim and there will 
be fullness and stiffening around the 
collar. That is one angle of the 
silhouette that lends itself to a 
variety of fabrics such as bengaline, 
alpaca, even certain woolens. 

“The other half of the picture is 
—there are prospects of a tremen- 
dous vogue for all sheer fabrics, 
gauzy chiffons, voiles, sheer nylons. 
This type of fabric will, of course, 
call for the full silhouette. There 
you have the two extremes of sil- 
houette, both of which are going 
to be accepted and will influence 
the consumer’s selection of shoes. 

“As to color, I think there is a 
better chance for brown this com- 
ing Spring than we have seen in 
the last few years. I think black 
will be almost as important as navy. 
Navy has enjoyed a very fine ac- 
ceptance this Fall and of course, a 
goodly amount of navy apparel has 
been bought and will influence the 
consumer's choice the following sea- 


” 


son. 
HARRY SILVER of O'Connor and 
Goldberg, Chicago, Ill., says: 
“Men are proving that they want 
a more refined look in their shoes. 
Recent buying trends show a definite 
preference for shoes that are a little 
lighter in appearance. The uppers 
of men’s shoes have lightened up 


126 


considerably from a year ago (and 
may become even more so). Heavy 
soles, however, remain in strong 
demand. Men have also taken to 
and will probably continue to favor 
the new and distinctive welt treat- 
ments.” 
* * * 

WE HAVE just received a letter 
from a collector of “unusual mer- 
chandise” on the West Coast, who 
has a “rare collection of shoes on 
which I can quote a very attractive 
price,” says she. “The collection 
consists of 4000 pairs of ladies 
shoes, all new merchandise, made in 
1918. They are exceptionally high- 
topped, in the of black. 
brown and gray leather—very high 
heels, pointed toes, some button. 
some lace. This collection could 
very well sell to some major manu- 
facturer for eccentric advertising. 
Any firm interested in this collec- 
tion, can reach me through your 
publication.” 


(Editor's note: Bet there are 
some shoe retailers, who can aug- 
ment this collection from their base- 
ment or attic stocks, which they re- 
gretfully marked “Follies of 1918” 
way back in those enterprising days.) 

* #* 


finest 


LES R. HOVDA, buyer-manager of 
women’s shoes at Maurice L. Roth- 
schild Co., St. Paul, Minn., says: 
“In the present challenging busi- 
ness conditions, it is necessary to do 


a better job of selling and merchan- 
dising. Selling will require smarter 
service and greater effort. I am 
sold on the idea that people on the 
floor should know as much about 
the merchandise as the buyer, to do 
b of selling. With- 
edge, selling is hap- 
= not get results. For 

have experienced 
uous training in all 


an intelligent 
out that know 
hazard and d 
this 


men, and cont 


reason, 


ind selling. 


angles of stoch 


sing it is important 
early, spacing buy- 
best selling season 
the merchandise is 
In buying early, 
on the best selling 
mportant to have 
so that customers 
hey want when they 


“In mercha 
to buy extreny 
ing to get | 
out of it—w! 
fresh and 1 
reorders can 
numbers. Ii 
a wide select 
may find wh 
want it. 

“By follow 


buying, wid 


. the policy of early 
-election and plenty 
eel that business in 
= going to hold up 
better than *49. But 

» loafing on the job. 


of effort, we 
the next yea! 
and perhaps 
there can be 


Service is the key note.” 


“It has been a most pleasant two hours, Mr. Ott, which | hope we can resume when 


your new stock arrives.” 
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AMERICAN SHOES FOR EUROPE'S 
CHILDREN 


Christina, the child in the center, is 
wearing her older brother's shoes because 
it was her turn for the footwear in the 
family shoe pool. Her playmate was not 
so lucky. Perhaps at the distribution cen- 
ter she can get a pair of the shoes con- 
tributed by American manufacturers 
through the American Friends Service 
Committee. 























19 5 0 WILL REWARD 


Ar the coming National Shoe 
Fair in Chicago, shoe manufacturers 
of United States will unveil to an 
eager audience of retailers and retail 
buyers as interesting a group of new 
Spring styles as the industry’s de- 
signers have ever been able to create. 
Smart patterns, new colors, clever de- 
tailing and sound construction will 
impart fresh sales appeal to the pro- 
ducers’ offerings for early 1950 sell- 
ing. 

It will require more than the ap- 
peal of fashion, however, to create 
the kind of effective market for next 
season’s shoes that will keep factories 
and workers continuously employed, 
increase sales over 1949 and enable 
the industry to approach in 1950 the 
500 million pairs which informed in- 
dustry spokesmen have cited as a rea- 
sonable goal. It will call for co-opera- 
tion and co-ordinated effort all along 
the line, and, in the judgment of ex- 
perienced shoe men, it will also need 
a closer integration of the activities of 
retailers and manufacturers. 

To increase substantially the sales 
of shoes to the American public, in 
the face of competition from other in- 
dustries which can be expected to 
grow rather than diminish, promo- 
tion of a high order will be called for 
and it will need to be backed by the 
keenest and most intelligent kind of 
merchandising all along the line. Rec- 
ognizing these facts it can be antici- 
pated that emphasis at the Shoe Fair 
in Chicago will be laid on types of 
shoes that will fit into effective retail 
promotions and likewise on the mer- 
chandising possibilities of Spring 
styles and Spring lines. 

Many people in the industry are 
conscious of shortcomings in the pro- 
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cedures commonly followed in mer- 
chandising shoes, both at the factory 
level and in the retail store. Some of 
them are strongly convinced that these 
procedures call for changes if the shoe 
business is to attain its maximum po- 
tentials in production, sales and 
profits. As James S. Legg, of St. 
Louis, recently observed in discuss- 
ing shoe trade conditions, this is not 
a complicated industry, even if one 
includes all of the related operations 
from the tanner to the fitting stool. 
The job is primarily to please the 


customer with the right shoe at the 
right time. 

“Today,” said Mr. Legg. “the man- 
ufacturer is expected to guess the 
trends. The retailer is expected to 
buy far in advance of the selling sea- 
son so the manufacturer can get the 
leather on time. The tanner prefers 
not to make up stock until he has 
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orders. And so the cycle continues, 
with no beginning and no end. It is 
just as important for the industry to 
correct some of these disjointed and 
non-productive procedures as it is to 
venture forth on new and untried 
paths in our efforts to sell more pairs. 

“Why should the manufacturer 
style two large and two short lines of 


women’s fashion shoes each year? 
The retailer does not buy that way. 
When changing from the Winter sea- 
son to Spring, why not a few new 
trends at first with quick and regular 
follow-ups as season and demand sug- 
gest? Why do we not endeavor to 
adjust our merchandising and pro- 
motion policies a little more closely to 
retail buying habits and the known 
facts of consumer demand? 

“Our Spring opening in Chicago 
used to be held in January until the 
middle °30’s. Merchants came to these 


Closer Integration of Styling, Buying, Production 
and Promotion Should Result in More Efficient 
Operation and in Substantial Progress Toward 
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Industry's Goal of 500,000 Million Pairs. 





openings and bought Spring shoes 
because that was the time when they 
needed to buy them for pre-Easter 
selling. Now the opening of the 
Spring lines is in October, two and 
a half months earlier than formerly. 
If we have four seasons a year in 
which consumers are inclined to buy 
certain definite styles and types of 
shoes, one would assume that each 
season is three months long or there- 
abouts. In recent years we have over- 
lapped a season in the hope of getting 
a jump on Spring production. Owing 
to the reluctance of many retailers to 
[TURN TO PAGE 260, PLEASE] 











PLANS AND PROGRAMF 


National Association of Shoe Manufacturers and Merchants 
Join Efforts in Sponsoring Another Great Exhibition of 


American Footwear, Featuring Fashions for Spring, 1950 
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GEORGE B. HESS 
President, National S 


Retailers Associatia 


L. E. LANGSTON 


Executive Vice-President 


N.S.R.A. 


OWEN W. METZGER 
Shoe Fair Committeeman 
HAROLD F. VOLK M. A. MITTELMAN 


Shoe Fair Committeeman Shoe Fair Committeeman 
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FOR SHOE FAIR WEEK 


LAWRENCE B. SHEPPARD 
President, National Shoe 


Manufacturers Association 


WILLIAM W. STEPHENSON 
EVENTS 


Executive Vice-President 


ROGER A. SELBY N.S.M.A. 


Shoe Fair Committeeman 7 
OF INTERES 
ATT 


CHICAGO 


| OCTOBER 31—NOVEMBER 3 
GUY E. MANLEY 


Shoe Fair Committeeman 
WHEN representatives of all branches of the shoe trade gather in 


Chicago at the end of this month for the 16th National Shoe Fair, 
under joint sponsorship of the National Shoe Manufacturers Associa- 
tion and the National Shoe Retailers Association, they will find, 
according to all indications, the biggest assemblage of this industry’s 
buyers and sellers that has ever gathered together in any country at 
any time. In view of recent trends it is well within the bounds of 
possibility that this 1949 event may prove to be the biggest buying 
show in Shoe Fair history. 
As early as last July, Shoe Fair Manager George E. Gayou an- 
nounced that the largest number of member manufacturers in the 
history of the 16 fairs had applied for space. There were then 309 
member manufacturers who had been assigned 796 exhibit rooms, 
the latter number also exceeding previous records. Since then the 
number has grown week by week, and non-member exhibitors have 
BYRON A. GRAY brought the total close to seven hundred individual exhibitors. 
Shoe Fair Committeemgn [TURN TO PAGE 254, PLEASE] 
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List as received from 

Shoe Fair headquarters 

up to and including 
October 10, 1949. 


(Div. International Shoe Co.) 
St. Louis, Mo. 

Accurate Shoe Corp......... 
New York, N. Y. 


......Morrison 


Palmer Booth Ex. Hall 


Clarksville, Tenn. 

Acrobat Shoe Company 
(Div. General Shoe Corp.) 
Nashville, Tenn. 

Adams Bros... . 
Pittsfield, N. H. 

Adams Shoe Company 
Adamsdale, Pa. 

Adrian, M. B., & Sons X-Ray Co., 

Palmer Booth Ex. Hall 


Morrison 


Morrison 


Milwaukee, Wis. 

Advance Wool Skin Shoe Co........ . Stevens 
Manistee, Mich. 

Airborne Shoes, Ltd................ 
Leicester, England 

Air-O-Magic Men's Shoe.......... 
(Div. H. C. Godman Co.) 
Columbus, Ohio 

Air Step Division............... 
(Brown Shoe Company) 

St. Louis, Mo. 

Alberts Shoe Company 
Middleboro, Mass. 

Alden, C. H., Shoe Co............. .Palmer 
Brockton, Mass. 

Allen Edmonds Shoe Corp 
Belgium, Wis. 

Allen Shoe Co., 

Haverhill, Mass. 

Alrose Shoe Co., Inc 
Exeter, N. H. 

Altman Bre:. Shoe Mfg. Co 
Cincinnati, Ohio 

Altschul, Julius, Inc 
Brooklyn, N. Y. 

American Gentleman Division. ...... . Palmer 
(Craddock-Terry Shoe Corp.) 
Lynchburg, Va. 

American Girl Shoe Co........ 
Boston, Mass. 

American Junior Shoes......... 

‘on, Mass. 

American Maid Footwear, Inc 
Easthampton, Mass. 

American Shoemaking. .Palmer Booth Ex. Hall 
Boston, Mass. 

Annabelle Corporation 


. Stevens 


Palmer 


Stevens 


Palmer 
Morrison 
Morrison 

Palmer 


Palmer 


.....Palmer 
.....Palmer 


Morrison 


Stevens 


i Stevens 
New York, N. Y. 
Arch Preserver Shoes............. 
Portsmouth, Ohio 
Armstrong Cork Company 
Palmer Booth Ex. Hall 


.. Palmer 


Lancaster, Pa. 

Armstrong, D. & Company, Inc. 
Rochester, N. Y. 

Arnold, M. N., Shoe Co........ 
South Weymouth, Mass. 

Aronoy Shoe Company 
Pasadena, Calif. 

Art-Maid Footwear Corp 
Brooklyn, N. Y. 

Arundel Shoe Company 
Kennebunk, Maine 

Ascutney Shoe Corp 
Hudson, Mass. 

Astor Shoe Co., 
New York, N. Y. 

Athletic Shoe Compeny 
Chicago, Ill. 


_... Palmer 


......-Palmer 


Cookeville, Tenn. 
Auerbach Shoe Company 
Norway, Maine 


Brookiyn, N. Y. 

Avon Sole Company. ..Palmer Booth Ex. Hall 
Avon, Mass. 

B & B Shoe Company 
Chicago, Ill. 

B & C Shoe Company.......... 
Manchester, N. H. 

B-G Shoe Company.............. 
Lititz, Pa. 

B & W Footwear Co., Inc........ 
Webster, Mass. 


Palmer 
.Morrison 
. Morrison 
. Stevens 


Stevens 
Middletown, Pa. 
Badger Glove & Slipper Co... .. .. . .Morrison 


Morrison 
Stevens 


Morrison 
Milwaukee, Wis. 
Banner Slipper Co., Inc. 
Honesdale, Pa. 
Baris Shoe Co., 
New York, N. Y. 
Barr Shoe Co., 
Auburn, N. Y. 
Barr & Bloomfield Shoe Co 
Seabrook, N. H. 
ee ae ee 
Wilkes-Barre, Pa. 
Barrett Shoe Company 
(Div. General Shoe Corp.) 
Nashville, Tenn. 


Morrison 
Morrison 


Palmer 


Palmer 
Wilton, Maine 
Bata Shoe Co., Inc. 
Belcamp, Md. 
Bates Shoe Company 
Webster, Mass. 
Bay-Bee Shoe Co................. Morrison 
Dresden, Tenn. 
Beacon Shoe Mfg. Corp 
Columbia, Pa. 
Beau Footwear Co 
Lewiston,eMaine 
Beaudin, L. E., Shoe Co 
Hanover, Pa. 
Beckerman, M., & Sons, Inc......... Morrison 
Boyertown, Pa. 
Bedford Shoe Company 
Carlisle, Pa. 
Beford, A. J., Shoe, Inc 
Lititz, Pa. 
Belcher, George E., Company 
Palmer Booth Ex. Hall 


Palmer 


Morrison 


Morrison 


Palmer 


Stoughton, Mass. 

Belco Shoe Company 
Lynn, Mass. 

Belfast Shoe Co., Inc. 
Belfast, Maine 

Belgrade Shoe Company 
Auburn, Maine 

Bellaire Shoe Company 
Portland, Maine 

Belle Craft Slipper Corp 
Brooklyn, N. Y. 

Belleville Shoe Mfg. Co 
Belleville, Ill. 


(Div. General Shoe Corp.} 
Nashville, Tenn. 

Bench Footwear, Inc. 
Brooklyn, N. Y. 


Stevens 
Stevens 
Stevens 


Stevens 
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Bender Shoe Company . .Morrison 
Somerset, Pa. 
Benton, Jane, Originals, Inc. 
Palmer Booth Ex. Hall 
Chicago, Ill. 
Berco Shoe, Inc... 
Brockton, Mass. 
Bergren, A. J., Company 
Palmer Booth Ex. Hall 


Stevens 


Chicago, Ill. 
Bernie Shoe Company 
Haverhill, Mass. 
Best Shoe Co., Inc. 
Boston, Mass. 
Bickford Shoes, Inc. 
Jamaica Plain, Mass. 
Billig Shoe Co., Inc. 
Peckville, Pa. 
Bing Bow Co., Inc... 
New York, N. Y. 
Bing-Cooper, Inc. 
Altoona, Pa. 
Bisso, Nino, Inc. 
New York, N. Y. 
Bloom Ease Company 
Minneapolis, Minn. 
Blue Bonnet Shoe 
Lawrence, Mass. 
Blum Shoe Mfg. Co. 
Dansville, N. Y. 
Boot & Shoe Recorder Palmer Booth Ex. Hall 
New York, N. Y. 
Boot-ster Manufacturing Co. 
Palmer Booth Ex. Hall 


Morrison 

Morrison 

Morrison 

..Morrison 

Palmer Booth Ex. Hall 
.. Stevens 

... Palmer 

Morrison 

- Morrison 


. .Morrison 


Clarksville, Tenn. 
Boston Novelty Shoe Corp. 
Boston, Mass. 
Bostonian Juniors 
Whitman, Mass. 
Bostonian Shoes 
Whitman, Mass. 
Bourbeuse Shoe Company 
Union, Mo. 
Borque Shoe Co., Inc. 
Raymond, N. H. 
Boyd-Welsh, Inc. .... 
St. Louis, Mo. 
Boyertown Shoe Corp. 
Boyertown, Pa. 
Braga Shoe Co., Inc. 
Hudson, Mass. 
Brand Shce Company. . 
New York, N. Y. 
Brauer Bros. Shoe Co. 
St. Louis, Mo. 
Brevitt Shoes, Ltd. 
London, England 
Bridgewater Workers Co-op. Assn. Inc. 
Morrison 


Morrison 
. Palmer 
...Palmer 
Stevens 
.Morrison 
.. . Stevens 
..Morrison 
* Stevens 
. Morrison 
Morrison 


. . Stevens 


Bridgewater, Mass. 
Brief Shoe Company 
Los Angeles, Calif. 
Brilliant Brothers Company 
Boston, Mass. 
Bristol Manufacturing Corp. 
Palmer Booth Ex. Hall 


. Stevens 


Morrison 


Bristol, Rhode Island 

British Shoecraft, Ltd.. .Palmer Booth Ex. Hall 
New York, N. Y. 

Site eres: 0. 22 SSS: 
Chicago, Ill. 

British West Indies Corp... .. 
Port-Au-Prince, Haiti 

Broitman-Gaffin Shoes, Inc. 
New York, N. Y. 

Brooks Shoe Company 
Boston, Mass. 

Brown Shoe Company..... Stevens & Palmer 
St. Louis, Mo. 

Brown, David, Shoe Co., Inc. 
Baltimore, Md. 

Brown, H. H., Shoe Co., Inc. 
Worcester, Mass. 

Browne, Bernie, Shoe Company... 
St. Louis, Mo. 


_....Palmer 
_...Morrison 


Bat Oe Morrison 


.. .. Morrison 
.....Morrison 


. .Morrison 
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Burg, A. S., Company Palmer Booth Ex. Hall 
Boston, Mass. 

Burkart Shoe Company. ... 
Steele, Mo. 

Burlington County Shoe Corp. 
Mount Holly, N. J. 

Burns Cuboid Company Palmer Booth Ex. Hall 
Santa Ana, Calif. 

IR i aces oa 
Manchester, N. H. 

Buster Brown Division. . . 
{Brown Shoe Company) 
St. Louis, Mo. 

Cali Footwear Co., Inc... . 
East Rutherford, N. J. 

Cambridge Rubber Company 
Taneytown, Maryland 

Cameron Original Displays 

Palmer Booth Ex. Hall 


Stevens 


Palmer 


Stevens 


Stevens 


Morrison 


Morrison 


Glenview, Ill. 

Canadian Footwear Corp. 
New York, N. Y. 

Cantilever Shoes 
Portsmouth, Ohio 

Capezio, Inc. .. 
New York, N. Y. 

Capitol Shoemakers 
(Div. Brown Shoe Company) 
St. Louis, Mo. 

Capitol Shoe Mfg. Corp. 
Brooklyn, N. Y. 

Capri Handbags 
New York, N. Y. 

Cardone & Baker, inc. 
Brooklyn, N. Y. 

Carlisle Shoe Company 
Carlisle, Pa. 

Carmo Shoe Mfg. Company 
Union, Mo. 

Carpenter Shoe Co., Inc., The 
Rochester, N. Y. 

Carry-Pack Co., Ltd... . Palmer Booth Ex. Hall 
Chicago, Ill. 

Casino Shoe Company 
Brooklyn, N. Y. 

Casten Shoe Co. 
Haverhill, Mass. 

Casuals, Inc. .... 
Los Angeles, Calif. 

Cathy Originals 
Hallowell, Maine 

Cat's Paw Rubber Co., Inc. 

Palmer Booth Ex. Hall 


Morrison 
Palmer 
Stevens 


Stevens 


Morrison 
Stevens 
Palmer 
Palmer 
. Stevens 


Palmer 


Palmer 
. .Morrison 
_Palmer 


Palmer 


Baltimore, Md. 
Cedar-Crest Shoe Co... ... 
(Div. General Shoe Corp.) 
Nashville, Tenn. 
Cellini Shoes, Inc. .... 
Philadelphia, Pa. 

Central Slipper Co., Inc. 
New York, N. Y. 
Chairmasters, Inc. .. . 
New York, N. Y. 

Charlsam Footwear Co. 
Brooklyn, N. Y. 

Charm Footwear Co., The 
So. Norwalk, Conn. 

Chelmsford Shoe Co.... 
Derry, N. H. 

Chic Footwear Mfg. Corp. 
New York, N. Y. 

Chilton Co., Inc. 
New York, N. Y. 

Church & Co., Ltd.. .. Palmer Booth Ex. Hall 
Northampton, England 

Church, Bruce, Ltd......... 
Leicester, England 

Clapp, Edwin, & Son, Inc..*..... 
East Weymouth, Mass. 

Clark Shoe Company. ......... 
Auburn, Maine ; 

Clayton, A. C., Printing Co. 

Palmer Booth Ex. Hall 


Palmer 


Palmer 
.Morrison 
Palmer Booth Ex. Hall 

Congress 

Morrison 
..Morrison 

Morrison 


..Palmer Booth Ex. Hall 


Stevens 
_. .Palmer 


Morrison 


St. Louis, Mo. 
Clement & Ball Shoe Mfg. Co., Inc... Stevens 
Baltimore, Md. 


Clickies, Inc. Morrison 
Boston, Mass. 

Clover Leaf Novelty Co. 

Palmer Booth Ex. Hall 

New York, N. Y. 

Clover Shoe Mfg. Co., Inc. 
Burlington, N. J. 

Cobblers, Inc. 
Los Angeles, Calif. 

Cohen, |., & Sons, Inc. 
Boston, Mass. 

Cohen, L. R., Shoe Co. 
New York, N. Y. 

Cohen, M., & Sons Shoe Co., Inc. 
Long Island City, N. Y. 

Cole, B. E., Company 
Norway, Maine 

Cole-Haan Co., . 
Chicago, Ill. 

Colton,"Vic", Shoe Mfg........ 
Los Angeles, Calif. 

Comfort Sandal Mfg. Co., Inc., The. Morrison 
Long Island City, N. Y. 

Comfort Slipper Corp. 
Fitchburg, Mass. 

Commonwealth Shoe & Leather Co... 
Whitman, Mass. 

Compo Shoe Machinery Corp. 

Palmer Booth Ex. Hall 


Stevens 
Palmer 

. Morrison 

. .Morrison 
Palmer 

. Stevens 
Palmer 


...Palmer 


... Morrison 


Palmer 


Boston, Mass. 

Conformal Shoe Company......... 
(Div. International Shoe Co.) 
St. Louis, Mo. 

Connell, J. M., Shoe Company 
South Braintree, Mass. 

Connolly Shoe Company 
Stillwater, Minn. 

Coon, W. B., Company. 
Rochester, N. Y. 

Corbin, B. A., & Son Co.......... 
Marlboro, Mass. 

Corcoran, Joseph F., Shoe Co., Inc.. 
Stoughton, Mass. 

Coronet Handbags, Inc... . 
New York, N. Y. 

Coronet Shoe Corporation 
Haverhill, Mass. 

Cort, Thos., Ltd... 
New York, N. Y. 

Cortell Shoe Company, Inc. 
Manchester, N. H. 

Cosmos Footwear Corporation. . 
Brooklyn, N. Y. 

Craddock-Terry Shoe Corp... .Palmer-Stevens 
Lynchburg, Va. 

Creative Footwear, Inc.. Palmer Booth Ex. Hall 
Boston, Mass. 

Crescent Shoe Company 
New York, N. Y. 

Crest Shoe Company 
Lewiston, Maine 

Crosby Square Division 
(Mid-States Shoe Company) 
Milwaukee, Wis. 

Crossett Shoe Company, The 
Stoughton, Mass. 

Crystal Fixture Company 

Palmer Booth Ex. Hall 


. Stevens 


Palmer 
..Palmer 
. .Palmer 
. Stevens 
. Stevens 

Stevens 
. .. Morrison 

Stevens 
.... Stevens 


. .Morrison 


...Morrison 
Palmer 


Palmer 


...... Stevens 


Chicago, Ill. 
Suboid Salons, Inc. 
Santa Ana, Calif. 
Culver Mfg. Co., Inc. 
Poneto, Ind. 
Curtis Shoe Co., Inc. 
Marlboro, Mass. 
Curtis-Stephens-Embry Co., Inc...... .Palmer 
Reading. Pa. 

Cushman, Charles, Company . Palmer-Morrison 
Auburn, Maine 

Dainty Maid Shoe Co.. .. 
Haverhill, Mass. 

Dale Footwear, Inc...... 
Coopersburg, Pa. 

Dalsan, Inc. 


Dolgeville, N. Y. 


Palmer Booth Ex. Hall 
_....Morrison 


Palmer 


ss psioniaioncn 
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Daly Pros. Shoe Co., Inc... .. ..Morrison 
Boston, Mass. 

Danahy, Dan, Shoe Company. ...... .Palmer 
Marlboro, Mass. 


Danbury Rubber Co., Inc., The 
Palmer Booth Ex. Hall 


Danbury, Conn. 

Dartmouth Shoe Company..... ... . Morrison 
Brockton, Mass. 

David Shoe Co., Inc... ... .. .Morrison 
Lynn, Mass. 

Davis, H. E., Shoe Co....... . .Morrison 
Freeport, Maine 

Daytimer Shoe Company Palmer 
Worcester, Mass. 

Deb Shoe Co., Inc......... _. Stevens 
St. Louis, Mo. 

Deevers Shoe Company. .. _. Stevens 
(Div. Vocational Footwear, Inc.) 
Lutesville, Mo. 

De Liso Debs ........ . . Stevens 
St. Louis, Mo. 

Deloy Division ........ . Stevens 
(Brown Shoe Company) 

St. Louis, Mo. 

Delta Shoe Mfg. Corp. Morrison 

Brooklyn, N. Y. 


Department Store Economist 
Palmer Booth Ex. Hall 
New York, N. Y. 
Derman Shoe Company. .. 
Milford, Mass. 
Desco Shoe Corporation. Morrison & Stevens 
Long Island City, N. Y. 
Dewey & Almy Chemical Co. 
Palmer Booth Ex. Hall 
Cambridge, Mass. 


Morrison 


Dianafix Corporation Palmer 
New York, N. Y. 

Diane Footwear, Inc. . .Morrison 
Wilkes-Barre, Po. 

Dickerson, Walker T., Co., The Morrison 
Columbus, Ohio 

Dine Shoe Corporation Morrison 
Wakefield, Mass. 

Dixon-Bartlett Company . Palmer 
Baltimore, Md. 

Doerman Shoe Mfg. Co. Stevens 
South Milwaukee, Wis. 

Dolly Novelty Shoe Co. Morrison 
Hackensack, N. J. 

Dorina Shoes, Inc. _ Stevens 
Bronx, N. Y. 

Dorcthy Dodd Shoe Co. _. Stevens 
St. Louis, Mo. 

Douglas, W. L., Shoe Company. .... Palmer 
Brockton, Mass. 

Dover Shoe Mfa. Co. . .Morrison 
Somersworth, N. H. 

Drew, Irving, Corporation, The Palmer 
Lancaster, Ohio 

Drury Lanes _Paimer 
Chicago, Ill. 

Dunn & McCarthy, Inc. ..Morrison 
Auburn, N. Y. 

E-Z Footwear Corp. .. Morrison 
New York, N. Y. 

Eagle Shoe Mfg. Co., Inc. ..Morrison 
Everett, Mass. 

Eagle Shoe & Slipper Mfg. Corp... Morrison 
Brooklyn, N. Y. 

Eastern Footwear Corp... . .Congress 
Dolgeville, N. Y. 

Eostiond Shoes, tne... .... 2... 20d2.- Palmer 
Freeport, Maine 

Eaton, Chas. A.. Company...... Palmer 
Brockton, Mass. 

Eby Shoe Corporation Palmer 
Ephrata, Pa. 

Edgerton Division .... Palmer 
(Nunn-Bush Shoe Co.) 
Milwaukee, Wis. 

Edgewood Shoe Company. .... Palmer 


(Div. General Shoe Corp.) 
Nashville, Tenn. 
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Edmar Footwear Company Morrison 
Freeport, Maine 

Edwards, J., & Company 
Philadelphia, Pa. 

Embo Casual Footwear Corp. 
Boston, Mass. 

Empire Specialty Footwear Co. 
(Div. Endicott-Johnson Corp.) 
Endicott, N. Y. 

Empire Specialty Footwear Co. 
(Rubber Footwear Div.) 
Johnson City, N. Y. 

Endicott Johnson Corporation 
Endicott, N. Y. 

Enna Jettick Shoes...... 
Auburn, N. Y. 

Ephrata Shoe Company. . 
Ephrata, Pa. 

Equitable Paper Bag Co., Inc. 

Palmer Booth Ex. Hall 
Long Island City, N. Y. 

Esquire, Inc. Palmer Booth Ex. Hall 

Chicago, Ill. 


.. .Palmer 
.. Morrison 


. .Morrison 


..Morrison 


_.. Palmer 
. Morrison 


..Morrison 





REGISTER EARLY 


Exhibitors listed here are arranged in 
alphabetical order with the name of the 
hotel opposite each exhibitor. An offi- 
ciel directory will be distributed at the 
National Shoe Fair in which the room 
number or booth number of each exhibi- 
tor will appear—thus making it easy for 
buyers to find the exhibitors whom they 
wish to contact. Since these directories 
will be available only at the registration 
desks in all exhibiting hotels, it is impor- 
tant that buyers register immediately 
on their arrival and secure their copy. 





Evans’, L. B., Son Company ....... Palmer 
Wakefield, Mass. 


Evy Footwear Co., Inc. ..Morrison 
New York, N. Y. 

Exclusive Footwear Corp. Morrison 
Newark, N. J. 

Fairbend, Richard, & Sons, Inc..... . Stevens 
Lynn, Mass. 


Fairchild Publications, Inc. 
é Palmer Booth Ex. Hall 
New York, N. Y. 


Fant: See Gee Oe le Morrison: 


Wilkes Barre, Pa. 


Famer tr sc. Se cae Stevens 
New York, N. Y. 

Fashion Bilt Shoe Co. Palmer 
Pontiac, Ill. 

Fashion Craft Division .....-Palmer 
(Craddock-Terry Shoe Corp.} 
Lynchburg, Vo. 

Fashion-Sports Shoe Co., Inc... ....Morrison 
Paterson, N. J. 

Fein & Glass, Inc... . ..Morrison 
Reading, Pa. 

Fern Shoe Company, The Palmer 


Los Angeles, Calif. 
Feuchtwanger, Sig. 
Poughkeepsie, N. Y. 


Palmer Booth Ex. Hall 


Field & Flint Company............ Palmer 
Brockton, Mass. . 

Fisher Shoe Company ..Morrison 
Hudson, Mass. 

Five Star Footwear Co. ..Morrison 
Long Island City, N. Y. 

Five Star Shoe Co., Inc. Stevens-Morrison 
Long Island City, N. Y. 

Flatow, Henry, Shoe Co. . . Stevens 
New York, N. Y. 

Flautt, John, Shoe Co., Inc. Congress 
Lynn, Mass. 

Fleisher Shoe Company _Morrison 
Manchester, N. H. 

Flex Steno Shoe Corp. ..Morrison 


Philadelphia, Pa. 


Flexmor Shoe Company Morrison 
Rochester, N. H. 

Florsheim Shoe Co., The Polmer 
Chicago, Ill. 

Fobern Shoes, Inc.. .. Morrison 
Haverhill, Mass. 

Foot Delight Shoe Co., Inc. .. Palmer 
Beverly, Mass. 

Foot Flairs ... Stevens 
(Div. Mutual Shoe Co.) 
Marlboro, Mass. 

Foot Pleasure Shoe Co. Stevens 
St. Louis, Mo. 

Foote, John, Shoe Co., The Palmer 
Brockton, Mass. 

Footwear News Palmer Booth Ex. Hall 


New York, N. Y. 


Foremost Shoes, Inc. . Stevens 
Brooklyn, N. Y. 

Formfitting Slipper Co. Morrison 
New York, N. Y. 

Fortunet Shoe Company. . Palmer 
(Div. General Shoe Corp.) 
Nashville, Tenn. 

Foster, W. A., Slipper Co., Inc . . Stevens 
Haverhill, Mass. 

Framingham Shoe Company Morrison 





Framingham, Mass. 
Frankel Plastic Corp.. Palmer Booth Ex. Hall 
New York, N. Y. 


Fraser Shoe Company . Stevens 
Union, Mo. 

Frederick-Speier Footwear, Inc....... Palmer 
Norwalk, Conn. 

Freedman, A., & Sons, Inc. . .Palmer 
New Bedford, Mass. 

Freeman Shoe Corporation ... Palmer 
Beloit, Wis. 

Freeport Shoe Company Morrison 


Freeport, Maine 
French, Shriner & Urner Mfg. Co. .. Palmer 
Boston, Mass. 


Friedman Shelby Division . . Stevens 
(International Shoe Co.) 
St. Louis, Mo. 

Frosh Shoe Co., Inc. Palmer 
Lynn, Mass. 

Frye, John A., Shoe Co. Morrison 
Marlborough, Mass. 

Fuchs Shoe Corporation Morrison 
New York, N. Y. 

Se er rere: Palmer 
New York, N. Y. 

Galray Shoe Company . .Morrison 
Lawrence, Mass. 

Garden State Shoe Co. . Morrison 


Paterson, N. J. 
Gardiner Shoe Co., Inc. 


Gardiner, Maine 


Morrison & Palmer 


Garfield & Rosen, inc. ..Morrison 
Boston, Mass. 

Geller, Andrew, Inc... Palmer 
Brooklyn, N. Y. 

Gene Autry Cowboy Boots Stevens 


Dallas, Texas 
General Shoe Corporation........... Palmer 
Nashville, Tenn. 


Georgia Shoe Mfg. Co. . Morrison 
Buford, Georgia 

Gerberich-Payne Shoe Co. .. -Palmer 
Mount Joy, Pa. 

Gerda Footwear Co., Inc. . .Morrison 
New York, N. Y. 

Gilbert Shoe Company . .Morrison 
Haverhill, Mass. 

Gilbert Shoe Co., The ..Pelmer 
Thiensville, Wis. 

Givren, E. J., Shoe Co., Inc. ...Paimer 
Rockland, Mass. 

Godman, H. C., Company..... Palmer 
Columbus, Ohio 

Gold Seal Rubber Company. . Morrison 
Boston, Mass. 

Goldberg Bros., Inc...............Morrison 
Haverhill, Mass. 


[TURN TO PAGE 155, PLEASE] 
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Made for softness, comfort and Tailored pump with open toe and 

smart appearance, a tie with back and asymmetric throat line, 

1314/8 wedge type heel. From Grayflex by Gray Bros. 
Fashion-Bilt. 


High-riding but opened- 
up for coolness, with plat- 
form sole, a many purpose 
shoe. Styl-Eez by Selby. 


EVERY well-dressed woman needs a 
suit shoe just as much as she needs a 
suit. To some women a suit means 
the classic type, smart with mannish 
tailoring. For others, a suit must be 
softer, more feminine, more adapted 
to general daylong wear. And these 
“dressmaker suits” will be important 
for Spring 1950. Several other types 
of suits will also be worn this Spring; 
most distinctive is the “little boy” 
suit which immediately suggests Town suit in navy blue 
youthful flats in shoes. The woman Hockanum wool, with the 
who likes to “live in a suit” will want slim skirt, important for 


all kinds since all will oe smart and tenet eal gon ay 
each fills a different need. Suit by Blumenstein, R wees 


& Lentz. Hat by John 
Frederics. 


Classic Suit Shoes or More Softly or Youthfully Tailored 
Styles—You Will Need Them All this Spring for the Wide 


Variety in Spring Suits. 








"Lyrrs 


Just as diverse as the suits are the 
suit shoes of today. Last Spring saw 
a revived interest in the more strictly 
tailored shoe and an increased de- 
mand for welts or welt effects. This 
trend was especially noticeable in the 
increased use of built-up leather heels, 
extension soles, wall lasts, saddle 
stitching and other swagger touches. 
Fall lines have included many of these 
shoes. At the same time, however, 
manufacturers have paid special at- 


MAN Y 


mooonds 


tention to giving them increased soft- 
ness, lightness and flexibility for 
Spring. The popularity of casual 
shoes—due to a great extent to these 
same qualities—has obliged manufac- 
turers to study ways to include these 
comfort-giving features in their tai- 
lored shoes. 

As for the more feminine shoes to 
go with the softer suits, these are 
naturally lighter looking and feeling 
with more graceful lines and softer 


Vamp detailing very feminine 
note in asymmetric vuelt 


pump on 18/8 built-up 

leather heel, extension 
Hill and Dale 
by Dixon-Bartlett. 


sole. 


ee 


Attractive side lace tie in 
Shenanigans by 
M. Cohen. 


lizard. 
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in SUITS 


treatments. At the same time, they, 
too, are built for comfort with good 
treads, often low platform soles and 
comfortable walking heels, 16/8 and 
lower many of them. The retailer 
who is looking for additional pairage 
—and who is not?—will study these 
two kinds of tailored shoes and will 
promote them for wear with correct 
suit types. In addition, there are 
youthful flats for young tailored suits. 

[TURN TO PAGE 272, PLEASE] 


Popular instep strap; welt 

construction on spade sole 

and 16/8 heel. Contrast 
stitching. Florsheim. 


Swagger tailored pump with 
wall toe and square extension 


edge. Note unusual perforation 
treatment at back of heel. Walk- 
Over by Geo. E. Keith. 





To round out your stock and to assure your customer 
of a complete shoe wardrobe, you must, of course, have 
a good assortment of low heel and casual shoes. The 
quality of casuals has never been better than now. With 
the consumer more value and comfort-conscious and 
competition keener, manufacturers realize that good 
styling, workmanship and materials are just as essential 
in these as in any other shoes. 

Because of the softness and flexibility of sliplasted 
shoes, some manufacturers are using this construction 
in style shoes with outside heels. Although wedges con- 
tinue very strong in casual shoes, outside heels are being 
used more often than in recent years. The trend to 
higher wedges—16/8 and 17/8—aiso seems to be in- 
creasing slightly, some manufacturers pointing out that 
they fill a need for women who cannot wear the very 
low heels. 

In general, however, flats are becoming increasingly 
popular. One possible explanation of this growing 
market may be that more women are discovering that 


Cross strap on new out- 
side heel construction, 
suggested as a square 
dance type. Prima Dora 
Softee by Prima. 


they can wear these very low heels, 10/8 and lower, with 
as much comfort as they previously found in the 14/8 
heel. This height, by the way, and on up to 17/8, is 
where volume business is going today, according to one 
well-known authority on lasts. 

In leathers and colors there is a good choice to go 
with the textures and colors in Spring casual clothes. 
In these there have never been so many fabrics to choose 
from; fleeces, jerseys, corduroy, chinchilla and new 
Leathers for casual shoes also cover a 

[TURN TO PAGE 267, PLEASE] 


tissue tweeds. 


Sturdy plain toe oxford on 
crepe rubber sole. Golo of 


Dunmore. 


Casual but smartly tailored costume in 

men’s wear flannel by Hockanum, consist- 

ing of cuffed short slacks and waistcoat by 
Frances Sider in photo at right. 
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“The Gladiator,” inspired by 
sandals worn by these Roman 
combatants, designed to sup- 
port and cover the ankle. 


From Kickerinos. 


Soft closed 


casual in 


all-over kid suede, with 
scalloped topline, on 


11/8 wedge. 


Jogginette 


by Joggin’s. 


Natural hand-tooled 
leather combined with 
black suede on 20/8 
wedge heel. Cathy Orig- 


Two-tone instep strap 

with popular low throat 

line. Fortunet by Gen 
eral Shoe Corp. 


Sturdy sandal an 
adaptation of pcpu- 
lar barefoot pattern. 
Swank-Eaze by Fred- 
erick-S peier. 


Interesting asymmetric treat- 
ment in off-side strap pattern, 
to be made on 12/8 or 14/8 
heel: Desco.” 


~ 








Ankle strap, very open 
and airy in spite of its 
closed toe. Twenty-One 
by General Shoe Corp. 








White piping highlighting 
detailing of open-up ankle 
strap. Dolmode by Jov 



















Two-piece costume, dress 
with jacket for late ajter- 
noon and dining by Fat- 
tullo in Crepe Launcelot. 







Striking and new, the lat- 
tice treatment of high- 
riding sling with closed 
toe. I. Miller. 












Rising criss-cross 
straps in flattering, 
well-fitting platform 
shoe. Valentine by 
General Shoe Corp. 













Opened-up pretty 
vamp with medium 
heel and closed back 
im a@_ conservative, 
dressy shoe. Tru- 
poise by Selby. 









More and Prettier Daytime Dress-Up Clothes Will Be Sold 
This Coming Spring. With Skirts Shorter by One-Half 
to a Whole inch, Shoes Will Be Increasingly Im- 
portant. For These New Clothes Plan to 
Stock and Promote a Special Kind of 


Shoe, Graceful, Delicate, Very 


Opened-U p. 


Dressy flat with new off-side 


throat line. Sandler of Boston. 


Popular, flattering pump sil- 
houette with open shanks, in 
black calf piped with gunmetal. 
Barbara Gay by Merrimack. 


‘OOTWEAR 


cient 


FROM an era of suits, suits and more suits, dresses have 
been coming back in style the last two or three years, 
and especially formal dresses for afternoon wear. For 
the coming Spring these will follow the trend to slightly 
shorter hemlines, thirteen inches from the floor for the 
woman of average height, and slimmer skirts. There 
will be nothing too plain or skimpy about these skirts, 
however; high, pointed collars and trimmings giving a 
jutting silhouette, asymmetric in line, will be very im- 
portant. With these, there is no reason why a shoe with 
something of the same feeling should not be worn, but 
there is every reason for a careful selection of shoes for 
your dressy stock so that there will not be any shoes 
that are over-fussy or dramatic in their trimming. Shoes 
rust be comparatively simple or restrained in treatment 
when clothes are somewhat dramatic. 

Probably the outstanding characteristics of these 
formal daytime dresses, however, will be their new sil- 
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houette and interesting textured materials. These clothes 
offer a wonderful promotion background for you to sell 
all the attractive, opened-up pumps and sandais that 
will be available in Spring lines, many on high heels, 
some on medium and some on flat. Never has there been 
more talk of wide open shoes, the vamps consisting en- 
tirely of strippings. They will be smart, of course, in 
suede, but even newer looking in smooth and glossy 
leathers. 

A wonderful range of colors, neutrals, pastels and bril- 
liant tones for sharp accent, have been dyed in smooth 
kidskins and patent leather and snakeskins for use in 
these delicate, very feminine shoes in al all-over color 
or in multi-color combinations up to five in one shoe. 
These colors will, of course, become more important as 
we get into the real Summer months. For formal day- 
time dresses for wear during part of March, April and 
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Crepe sole sport model with 
interesting strap fastening; A. 
H. van Schijndel, Holland. 


Black suede stepin, all closed, 
with interesting piped detail; 
M. Bergmans & Zn, Hollund. 


Model on the runway at the recent meet- 

ing in the Netherlands at which cocrdi- 

nation of shoes with the rest of the 
costume was stressed. 


Netherlands Shoe Industry 
Puts Stress on Style... 


AN indication of the recognition of 


the importance of style and of co- 
ordination of shoes and accessories 
in the Netherlands is to be found 
in the new Fashion Centre which has 
been opened in Holland to supply 
information on style trends in ready- 
to-wear and shoes. Realizing that 
Dutch shoe styles should be coor- 
dinated with Dutch ready-to-wear 
rather than with that of other coun- 
tries, leaders of the shoe and leather 
industry gathered in large numbers 
at Scheveningen recently to show 


Left: Black suede polka-dot 

pump with platform sole; J. 

Blok van Heyst, Holland. Left, 

below: Brown suede moccasin 

front pattern with low heel, 

contrasting collar; G. L. Smits 
& Cie, Holland. 


shoes and to discuss future develop- 
ments. We show some of the shoe 

models on this page. 
A conference held for the pictorial 
press was addressed by W. L. Bons. 
[TURN TO PAGE 256, PLEASE] 


Beige suede side 
lace tie with 
crepe sole; Van 
den Berghe 


Fréres. Bel- 
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MAKES 


EVER since man first learned that a rough hide sandal 
protected his feet from cold, heat and dampness, weather 
and changing seasons have been a prime consideration 
in the design and making of shoes, and until quite re- 
cently, perhaps the greatest source of stimulus to their 
sales. 

The Eskimo, crouching over a whale oil lamp in an 
Arctic igloo is comfortable in his reindeer hide mukluks. 
The Mexican peon, lounging in the shade of a giant 
cactus, admires a cool, if calloused great toe joyfully 
protruding through the single strap of his air-condi- 
tioned sandal. 

But the American male, far more civilized, better 
educated and enjoying a vastly superior standard of 
living, sweats it out through hot Summer and freeezes 
through long Winter too, in shoes that ignore com- 
pletely any change in thermometer or barometer. To 
him the foot has become a “blind spot.” He can be sold 
nylon underwear, a straw hat, a tropical worsted suit, 
but don’t try to sell him footgear designed to give him 
even a modicum of comfort in extremes of either heat 
or cold. 

As we have stated in these pages so often in the past, 
the men’s shoe business is a basic business and because 
its volume year after year remains about the same, or 
declines slightly, we have degenerated promotionally at 
least into what can be only described as a rut! 

We are culpable because we have failed to capitalize 
to any appreciable degree on “Seasonality” in our pro- 
motion. And we are doubly to blame because through 
“wrong way” promotions we have managed to encour- 
age men to ignore changes of season as a reason for 
buying shoes to suit the weather. 

Last year, about this time, we risked the ire of some 
of our readers by reporting that certainly the time 
had come to check our thinking as well as our inven- 
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by JOHN REILLY 


tories when we reached the situation wherein we were 
promoting extremely heavy shoes for Spring and Sum- 
mer wear. We were told subsequently on more than one 
occasion that the customer should be given what he 
wanted and that what he wanted was bold looking, heavy 
soled shoes. The truth was that certain segments of our 
industry had misinterpreted “bold styling” entirely to 
mean heavy and heavier soled shoes. As a result many 
retailers have been on a diet of heavy shoes since early 
Spring, practically eating all the brute types their cus- 
tomers suddenly found they didn’t want. At that, per- 
haps the retailer is better off than the consumer who 
bought these shoes in April and “hot-footed” them 
throughout our long, sweltering Summer. 

On occasion we have promoted all-season shoes, all- 
purpose shoes and all-occasion shoes. We made it prac- 
tically impossible for men customers to think in terms 
of more than one or possibly two pairs of shoes a year. 
We've done all this in the emulation of the men’s ap- 
parel, the women’s apparel and shoe businesses. For 
some unknown reason we seem to consider both as being 
smarter than we are. We encourage their leaders and 
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Casual And Sports” 


Cover a Multitude of Styles ... 


They Are Basically Spring and Summer Shoes and Are Deserving of Intelligent, 


Consistent, “In Their Place’ Promotion. 


Once again we say, “Don’t sell 
whites and combinations short.” 
They were profitable promo- 
tions last Summer for retailers 
who had them on time in ade- 
quate sizes and detailed cor- 
rectly. Patterns above, left to 
right: Freeman Shoe Corp.; 
Bostonian, Commonwealth Shoe 
& Leather Co.; French Shriner 
& Urner; Johnston & Murphy. 


Patterns illustrated left, left to 
right: E. E. Taylor Corp.; Flor- 
sheim Shoe Co.; Nunn-Bush. 





Moccasin types, in slip- 
on and blucher patterns 
are effective seasonable 
promotions, Three pat- 
terns left to right: Tay- 
lored, E. E. Taylor: C. 
H. Alden, Old Colony 
Shoe Co.; Sebago Moc. 











Laced and woven effects are 
strong in sports and casual 
shoes as well as in street ty pes 
and make an excellent con- 
structive Spring and Summer 
promotion. Two patterns, left 
to right, from Plymouth Shoe 
Co. The shoe at the extreme 


right is a City Club, Peters 
Division, International. 


Laced effects in more 
conventional types il- 
lustrated at right, left 
to right: Jarman, Gen- 
eral Shoe Corp.; York- 
town, Gardiner Shoe 
Corp.; Florsheim; a 
Rand Shoe with con- 
cealed wedge, Roberts, 
Johnson & Rand. 








All over white buck in plain 
toe models with lighter 
weight crepe and red rubber 
soles merit attention in the 
“sports” and “casual” cate- 
gories. Whites and palomino 
brushed leathers, used in 
combination with tan calf- 
skin, in plug and strap moc- 
casin patterns suggest rew 
possibilities for promotion. 
Left to right: Bostonian; 
Stetson Shoe Co., Inc.; Plym- 
outh; Curtis Shoe Co., Inc. 








In the true California cas- 
uals below, you will notice 
the refinement that hand 
work brings to laced fore- 
parts. Two outstanding 
models from Casuals, !nc. 


Accordion slashed throat patterns are 
here to stay. Clean cut, attractive for 
sports and casual wear, they give a much 
needed “freshener” to slip-on patterns. 
Stress glove fit, comfort and trim ap- 
pearance in promoting«them Left to 
right: Bondshire—A. H. Weinbrenner; 
Leisuals—J arman; American Gentleman 
—Craddock-Terry Shoe Corp. 











There is always a place for the un- 
uual in design, material or construc- 
tion. It gives an additional punch to 
timely promotions. Winthrop Shoe 
Co. will feature the raglan blucher, 
left, with continental strap iacing and 
the three-eyelet In’n Outer in palo- 
mino brushed leather with tan calf 
lace stay, platform and heel. Yhe 
wide lace ghillie tie oxford is from 
Belleville Shoe Mfg. Co. 


Below: Nylon mesh, woven effects. 

brushed calf, high riding and gored 

throats are identifying features of 

1950 casual styling. Patterns left to 

right; Freeman; Winthrop; City Ciub 
—Peters Shoe Co. 











et 
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Brushed calf is growing in 
favor, particularly for sports 
and leisure wear. It makes a 
rich looking casual shoe, used 
alone or in combination with 
ealf, reptiles and reptile prints. 
Patterns left to right: tassel 
moccasin from Johnston & Mur- 
phy; an ostrich and brushed 
calf combination from Edwin 
Clapp & Son, Inc.; a Bree-z-La- 


cer from Stone-Tarlow Co.. Inc. 











Patterns illustrated 
right, left to right: 
A full brogue over a 
rounder toed last by 
Stacey - Adams; a 
combination of 

calf and _ alligator, 
Johnston & Murphy; 
an English custom 
brogue, Lotus Shoe 
Co.; a full brogue, 
Kinetic—Old Colony. 


Early Spring with its incleme 
weather calls for a water-repel- 
lent shoe. Illustrated above™ 
Etonic all weather pattern by 
Charles A. Eton Co. : 





Reversed calf has its cham- 
pions for street wear too. 
Patterns illustrated above, 
left to right: Stacy-Adams; 
Johnston & Murphy; = 
nature — Stone - T 
Florsheim. 


Patterns illustrated right, 
left to right: Walkover— 
Geo. E. Keith Co.: C. H. 
Alden—Old Colony ; York- 
town—Gardiner Shoe Co., 
Inc.; John C. Roberts -— 
International. 








Neasonality 


Need Not Limit 


Variety «. 








Patterns illustrated above, left 
to right: A raglan and a stitched 
tip blucher, both from the 
House of Heywood; an interest- 
ing custom treatment of the 
blucher from Belleville; a pat- 
tern featuring a blind welt, 
Ward Hill— Knipe Bros., inc. 


Illustrated, left to right: A 
Scotch tip applied to a raglan 
blucher, Stacy-Adams; a moc- 
casin front in a two-eyelet model, 
Jarman Deluxe; a beautifully 
executed Norwegian moccasin 
seam street shoe, British Walker 
—J. P. Smith Shoe Co. 


THE design and making of street 
shoes suitable in weight and con- 
struction for Summer selling does 
not preclude ample versatility in 
these styles. Most classic street 
shoes, most materials which enjoy 
public favor have their correct ap- 
plication in lighter weight shoes. 


Patterns illustrated left to 
right: A V-throat blucher 
featuring lacing on vamp, 
Jarman; reptile print and 
brushed calf, Bostonian; 
brushed leather combined 
with calf, Walk-Over; an- 
other laced vamp model from 
Ward Hill. 








Patterns shown left to 
right: a wing tip model 
combining tan calf and 
nylon mesh from Bos. 
tonian-Commonwealth; 
black mesh combined 
with black calfskin in 
an interesting wing tip 
with continuing lace 
stay from Curtis Shoe 
Co., Inc.; another wing 
tip model with bal, lace 
stay and quarter foxing 
from Edwin Clapp. nn 


NYLON 


IS A COOL PROFITABLE PROPOSITION 


A REAL sleeper last Spring and Summer and very much practically all the headaches of fraying and cracking 
the answer to a practical seasonable shoe to wear with previously associated with mesh fabric. 
tropical and linen suits, the nylon mesh shoe will hit Clothing manufacturers predict the greatest tropical 
volume proportions come warm weather. Mesh is cool, season ever and have developed new weaves to take 
easy on the foot and easily cared for. Modern materials, advantage of it. You'll be ready to keep abreast of 
weaving and shoemaking techniques have eliminated them with mesh shoes like these. 


Patterns illustrated 
left to right: Reptile 
print on nylon mesh 
from Bostonian; a 
custom brogue in- 
terpretation of mesh 
and calf combina- 
tion from French, 
Shriner & Urner 
Mfg. Co.; tan calf 
and wheat nylon 
mesh in a John C. 
Roberts Shoe, Inter- 
national; a Run- 
Around pattern from 
Nunn-Bush. 








TEEN-AGE SHOES: 
a sounce or PROEL 


The Teen-Age Customer Wants Smartly Styled 

Youthful Shoes to Accompany Her Pretty Clothes 

—The Merchant Who Caters to This Girl Can 
Build Up a Profitable Business. 


THE teen-age girl, with her con- 
sciousness of fashion, represents a 
potentiality which cannot be over- 
lcoked by the alert shoe retailer. 
Now that recognition of her impor- 


tance as a buying factor has become 
widespread, most merchants who 
cater to her age group have found 
that a constant source of extra sales 
stems from meeting her particular 


and definite requirements. 

What she wants in shoes is fairly 
obvious to anyone who has ever had 
any contact with a teen-ager. She 
wants something new almost all the 


time, and she wants it to be as 
smartly styled as the clothing which 
she wears. She also wants her foot- 
wear to offer her the maximum in 
comfort and _ suitability — which 
means youthful shoes, for this is a 
youthful customer. 

Manufacturers of shoes for this 
age group (11 to 17) have concen- 
trated on offering dressy-looking 
casual types for Spring, 1950. These 
combine the features which appeal 
most to this customer. Novel vamp 
treatments—cut-out, swirled, asym- 
metric, off-side straps, etc.—light- 
ened with delicate touches, and, 
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Above: Straps are of great importance. Clockwise, 
starting lower left: Double-strap treatment on a 
pump; Modern Age from Curtis-Stephens-Embry. 

popular crepe sole in a two-strap model; 
Sportster from Sandler. Broad instep strap on a 
perforated model; Play Poise from Virginia. 
Double-strap loafer pattern in tan and white; 

Ruggies from W. L. Kreider. 


Right: Clockwise, starting lower left: Blucher 
oxford, laced and perforated; Teen-Type from 
Posner. Ghillie loop lacing on a perforated oxford; 
Kali-sten-iks from Gilbert. Green electrified suede 
pump with plastic snake trim; Skippy. 





STYLE: 


THE KEY T0 


by ANNE R. DAVID 


IT is a recognized fact that a little 
style will go a long way in stimulat- 
ing sales of shoes for the juvenile 
customer. Not only do the style 
items sell themselves; they act as a 
spur in increasing sales of the staple 
types which make up the bulk of 
this business. 

In view of this fact, it is interest- 
ing to examine the children’s shoe 
picture for Spring, 1950. to see what 
trends are developing which will 
make for better business on these 
shoes. First, there is a growing 
tendency toward more mature treat- 
ments in shoes for the younger cus- 


Left: Three types for everyday wear. 
Left to right: Brown elk moccasin 
front oxford with fringed tongue: 
Peter Pumpkin from F.S. Elam. Brown 
and white blucher oxford with per- 
foration; Cosyfoot from Chesbrough. 
Tan and white moccasin front 
blucher; Fleet-Air Health Shoe, Eby. 





Right: Straps lead for dress. 
Left to right: Two-strap V- 
throat stepin; Willits. Black 
patent criss-cross strap pat- 
tern; Edwards. Two-strap U- 
throat pump with criss-cross 
vamp treatment; Bauer’s 
Foot Trainer from Superior. 




















CHILDREN'S SPRING SHOE SALES 


Growing Tendency Toward More Mature Treatments in 
Juvenile Lines for Spring 1950—Emphasis on Cut-outs and 
Opened-U p Patterns, as Well as Straps of Many Descriptiens. 


tomer. Lighter weight and lighter 
looking shoes are the result, with 
emphasis on cut-outs and opened-up 
patterns of many descriptions. 
Straps are present in all lines, in 
every conceivable variation—cross- 
straps, asymmetric strap treatments, 
single and double ankle and instep 
straps, strapped versions of the 
popular loafer, narrow straps, broad 
straps; in short, it’s generally con- 
ceded that almost any shoe will sell 
so long as it has a strap. : 
Loop tie versions of the ghillie 
oxford and fringed tongues remi- 
niscent of the kiltie are both making 
their appearance beside the classic 


blucher, moccasin oxford, saddle 


oxford, loafer patterns. In some 
cases treatments are combined to 
offer a new look to basic patterns. 

So far as colors and materials are 
concerned, the leader in dress styles 
is black patent, which is particularly 
good in strapped patterns. (An in- 
teresting sidelight on this develop- 
ment is that no less than five manu- 
facturers submitted to Boot AND 
SHOE RECORDER almost the identi- 
cal pattern—the criss-cross strap 
pump in black patent leather— 
when we requested samples from 
their Spring lines.) In everyday pat- 
terns, elk is the leading material, 
alone or in combinations of colors 
such as brown and smoke. Red, 


blue and green are also to be seen 
in shoes of this leather. 

The popularity of the crepe sole 
gives evidence of continuing well 
through the Spring season. As one 
manufacturer put it, this would seem 
to indicate that Spring, 1950, will 
develop into a big sport shoe sea- 
son—a fact which should mean ex- 
ceptionally good sales for all juve- 
nile stores and departments. 

The trend toward maturity in 
girls’ shoes is reflected by a corre- 
sponding tendency toward more 
grown-up patterns in shoes for boys. 
Such treatments as woven vamps, in 
all-over or two-tone effects, are fil- 
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Three patterns for the 
boys. Clockwise, start- 
ing lower left: 
Straight tip blucher 
oxford with medallion 
perforations; Ger- 
berich-Payne.  Strap- 
ped loafer pattern 
with woven front; A. 
S. Kreider & Co. 
Youths’ wing tip 
blucher, heavily 
pinked and perfo- 
rated; Little Yankee. 
































































Manufacturers of Baby Shoes Are Adding to Their 
Lines in Order to Offer Their Retail Accounts 
Substantial Selections for Spring 1950. 


EMPHASIS for Spring, 1950 by 
manufacturers of infants’ and baby 
shoes will be on improved service 
to their retail accounts. Not only 
are these producers adding in- 
stock services if they have not had 
them since the war, or adding to 
the number of styles which they 
are carrying in-stock for Spring, 
but they are also adding new styles 
and new treatments to their lines 
as a whole in order to offer the 
retailer a larger selection with 
which to tempt the consumer. 

In this latter category are an in- 
creasing number of two-tone pat- 
terns in many lines. In some of 
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these lines two-tones have been 
conspicuously absent since before 
the war. Other manufacturers are 
concentrating on new develop- 
ments in the barefoot sandal, in 
high colors as well as pastels, in 
wider assortments of crib shoes 
and pre-walker styles which make 
excellent impulse purchases. 
Attention of manufacturers of 
this type of footwear has not been 
limited to the style element, how- 
ever. Constant research is going 
on in these factories to develop 
lighter weight, more flexible, more 
durable footwear which will be of 
[TURN TO PAGE 282, PLEASE! 





FIRST NP RIN (j STYLES 


FOR THE 


NEW SHOE CUSTOMER 


Left to right: Pink ankle strap for the very small 

child; Mrs. Day’s Ideal Baby Shoe Co. 

moccasin boot with perforated detail; Self Starter, 
Jr., from Carpenter. 


White elk 


Left: Two sets of twin girls, 
Jo-Ann, Jackee, Jaimee and 
Jo-Ellen Gabel, have a riot- 
ous time at their nightly 
meal at their own Lilliputian 
table in Daddy’s restaurant, 
the House of the Six Gabels, 
in Brooklyn, N. Y 





Top: Red elk blucher boot with tan 
back stay; Komfies from A. S. Krei- 
der Co. Bottom: Two-strap 

with plenty of perforated detail; 
Jumping Jacks from Vaisey-Bristol. 






Boot and Shoe Recorder 















Goldberg, S., & Co., Inc........... Morrison 
Hackensack, N. J. 

Goldsmith Bros. Mfg Co., Inc... . _ Stevens 
New York, N. Y. 

Goldstein, Julius, & Sons Co. _ Palmer 
Boston, Mass. 

Golo of Dunmore......... _Palmer 
Dunmore, Pa. 

Goodyear Rubber Company Morrison 


Middletown, Conn. 
Goodyear Tire & Rubber Co., Inc., Th 
Palmer Booth Ex. Hall 


Akron, Ohio 

Gordon, Reuben, Shoe Co., Inc..... Stevens 
Philadelphia, Pa. 

Gordon Shoe Mfg. Corp. ..Morrison 
Salem, Mass. 

Gotham Shoe Mfg. Co. ......... Morrison 
Binghamton, N. Y. 

Grace Walker Division. . Stevens 
(International Shoe Co.) 
St. Louis, Mo. 

Graham-Brown Shoe Company. . Stevens 
Dallas, Texas 

Gray Bros. Shoes, Inc.............. Palmer 
Syracuse, N. Y. 

Great Northern Shoe Co........... Palmer 
(Div. International Shoe Co.) 
Manchester, N. H. 

Great Western Shoe Co....._..... Morrison 
Milwaukee, Wis. 

Green Shoe Mfg. Co., The... ... Palmer 
Boston, Mass. 

Green, Daniel, Company........... Palmer 


Dolgeville, N. Y. 

Greenbriar Shoes, Inc............... Stevens 
Clarence, Mo. 

Gregory & Read Company 
Lynn, Mass. 

Grinnell Shoe Company......... 
Grinnell, lowa 

Gro-Cord Rubber Company 

Palmer Booth Ex. Hall 

Lima, Ohio 


Palmer 


Morrison 


Grosvenor, C. A., Shoe Co., Inc... . Morrison 
Worcester, Mass. 

Groves Shoe Compony........... Morrison 
Chicago, Ill. 

Gustinettes, Inc. ..__. _ Palmer 
New York, N. Y. 

Hagerstown Shoe Company........ Palmer 


Hagerstown, Md. 
Hale, Alfred, Rubber Company 
Paimer Booth Ex. Hall 
North Quincy, Mass. 


Hallowell Shoe Company... .. Morrison 
Hallowell, Maine 

Halroy Shoe Co., Inc. .. Morrison 
Cambridge, Mass. 

Hamilton Shoe Company.......... Stevens 
St. Louis, Mo. 

Hammond Moccasins, Inc......... Stevens 


Bangor, Maine 
ik oe. ee ae a eS et Palmer 
Chicago, Ill. 


Hannahsons Shoe Co.......... Palmer 
Haverhill, Mass. 

Harlyn Footwear, Inc......... Palmer 
Brooklyn, N. Y. 

Harvey Shoe Company.......__.. Stevens 
Cleveland, Ohio 

Hazard, R. P., Company........... Palmer 
Augusta, Maine 

Headway Shoe Corp.............. Morrison 
Webster, Mass. 

Health Spot Shoe Co............. Stevens 
Oconomowoc, Wis. 

Heel Hugger Shoes, Inc........... Morrison 
Auburn, N. Y. 
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Heicklen, Lewis, Sales Co., Inc. Palmer 
New York, N. Y. 
Heilbrunn, J., & Sons Morr’son 


Rochester, N. Y. 
Heppe Hudson Co., Inc. 
Palmer Booth Ex. Ha!l 
Ozone Park, N. Y. 


Herbst Shoe Mfg. Co. Palmer 
Milwaukee, Wis. 

Herman, Joseph M., Shoe Co. Palmer 
Millis, Mass. 

Heywood Boot & Shoe Co. Palmer 
Worcester, Mass. 

Hickory Shoe Company Morrison 
Paterson, N. J. 

Highland Shoe Company Stevens 
Akron, Pa. 

Hi-Grade Footwear Corp. Morrison 
New York, N. Y. 

Hill & Dale Shoes....... Palmer 
Baltimore, Md. 

Hirsch Shoe Co., Inc. Morrison 
Boston, Mass. 

Hobby Footwear, Inc....... Morrison 


Passaic, N. J. 
Hoffmann, Harri, Company 
Palmer Booth Ex. Hall 
Milwaukee, Wis. 





REGISTER EARLY 


Exhibitors listed here are arranged in 
alphabetical order with the name of the 
hotel opposite each exhibitor. An offi- 
cial directory will be distributed at the 
National Shoe Fair in which the room 
number or booth number of each exhibi- 
tor will appear—thus making if easy for 
buyers to find the exhibitors whom they 
wish to contact. Since these directories 
will be available only at the registration 
desks in all exhibiting hotels, it is impor- 
tant that buyers register immediately 
on their arrival and secure their copy. 





Holiday Casuals _. ..Morrison 
Brooklyn, N. Y. 

Holland-Racine Shoes, Inc........... Palmer 
Holland, Mich. 

Holly Shoe Company... Merrison 
Littleton, N. H. 

Hollywood Skooters Palmer 


Los Angeles, Calif. 
Holmes, Stickney, Inc................ Stevens 
Portland, Maine : 


Honeybugs, Inc. ..... Morrison 
Brooklyn, N. Y. 

Horwitz, Vincent, Co., Inc. Morrison 
Altoona, Pa. 

House of Crosby Square. . Palmer 
Milwaukee, Wis. 

Howard & Foster, Inc. Palmer 
Brockton, Mass. 

Hubbard Shoe Company Morrison 
Milwaukee, Wis. 

Hubbard Shoe Co., Inc. . . Stevens 
Rochester, N. H. 

Hubler's Shoes, Inc. Stevens 
Auburn, Pa. 

Huber Slipper Co., Inc... .... Morrison 


Aviston, Ill. 


Huiskamp Brothers ....... Palmer & Stevens 


Keokuk, lowa 

Hussco Shoe Company........... Morrison 
Honesdale, Pa. 

Hutchings, G. F., & Co. Ltd........ Stevens 


Bristol, England 





Huth-James Shoe, Inc. Palmer 
Milwaukee, Wis. 

Ideal Shoe Company Morrison 
Philadelphia, Pa. 

Ideal Shoe Mfg. Co. Morrison 
(Div. Mid-States Shoe Co.) 
Milwaukee, Wis. 

lling of California Palmer 


Los Angeles. Calif. 
International Shoe Machine Corp. 
Palmer Booth Ex. Hall 
Cambridge, Mass. 


Ireland, R. B., Shoe Co. Morrison 
Dover, N. H. 

Jack Daniels Morrison 
St. Louis, Mo. 

Jackson Shoe Mfg. Co. Palmer 
Hanover, Pa. 

Jacob, H., & Sons, Inc. Palmer 


Hanover, Pa. 
Jacobs, Fred, Shoe & Slipper Mfg. Corp. 
Morrison 
Brooklyn, N. Y. 


Jacobson, Nathan, Shoe Co. Morrison 
Boston, Mass. 

Jalmo Shoe Corporation Morrison 
Lynn, Mass. 

James Shoe Mfa. Co., The Stevens 
Milwaukee, Wis. 

Janice Shoe Company Stevens 
Lynn, Mass. 

Jarman Shoe Company Palmer 
(Div. General Shoe Corp.) 
Nashville, Tenn. 

Jay & Jay Shoe Mfrs., Inc. Palmer 
New York, N. Y. 

Jay Shoe Mfg. Company Stevens 
Cambridge, Mass. 

Jaycee Footwear Corp. . Morrison 
Brooklyn, N. Y. i 

Jayrich Footwear Company Morrison 
East Lynn, Mass. 

FN Ee ee Palmer 
Freeport, Maine 

Jenrose Shoe Co., Inc. Morrison 
Lawrence, Mass. 

Jerro Brothers _.... Stevens 
New York, N. Y. 

Jerry Shoe Mfg. Co., Inc., The Stevens 
Boston, Mass. 

Joanette Footwear Co., Inc. Merrison 
New York, N. Y. 

Joceau Footwear Corp. Morrison 
Brooklyn, N. Y. 

Joggin's, Inc. ; Stevens 
New York, N. Y. 

Johansen Bros. Shoe Co., Inc. Stevens 
St. Louis, Mo. 

John C. Roberts Division Stevens 
(international Shoe Co.) 
St. Louis, Mo. 

Johnnie Walker .... Morrison 
St. Louis, Mo. 

Johnson-Baillie Shoe Co. Palmer 
Millersburg, Pa. 

Johnson, Stephens & Shingle Shoe Co 

Stevens 

St. Louis, Mo. 

Johnsonian PRES Palmer 
Endicott, N. Y. 

Johnston & Murphy Shoe, The Palmer 


Newark, N. J. 
Jones & Vining, Inc..Palmer Booth Ex. Hall 
Brockton, Mass. 


Joyce, Inc. : Palmer 
Pasadena, Calif. 

Julian & Kokenge Co., The.. ...Palmer 
Columbus, Ohio 


[TURN TO PAGE 156, PLEASE] 
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Juliet Footwear Company......._. Morrison 


Passaic, N. J. 


Juvenile Shoe Corp. of America, The. . Palmer 


St. Louis, Mo. 
K. K. Publications, Inc. 


Palmer Booth Ex. Hall 


Poughkeepsie, N. Y. 


Kahle, W. B., Footwear Co. 


St. Louis, Mo. 


Kaut, Lauman, Winter, Inc. 


Dixon, Mo. 


Keith, Geo. E., Company. 


RSE Stevens 


Stevens 


..Palmer & Stevens 


Brockton, Mass. 

Keith, Keith & McCain Co........... Palmer 
Roc , Mass. 

Kenmore Shoe Company, Inc....... Stevens 
Beverly, Mass. 

Kesslen Bros., Inc..................Morrison 
Haverhill, Mass. 

Kesslen Shoe Company.............. Palmer 
Kennebunk, Maine 

NEES IER net ies eae Morrison 
(Div. Marilyn Shoe Co.) 
Milwaukee, Wis. 

Kimel Shoe Company.......... Palmer 
Los Angeles, Calif. 

Kimel. Shoe Corp................... Stevens 
Boston, Mass. 

Kinney, G. R., Co., Inc. -Palmer 
Carlisle, Pa. 

Kleinert's _. . .Stevens 
New York, N. Y. 

Klev-Bro Shoe Mfg. Co... . . . Stevens 
Derry, N. H. 

Kleven Shoe Sales Corp............. Stevens 
Spencer, Mass. 

Knight Slipper Mfg. Corp........ . . .Stevens 
Brooklyn, N. Y. 

Knights Allen Co., Inc., The......... Palmer 
Haverhill, Mass. 

Se ee ene Palmer 


Ward Hill, Mass. 


Kopman-Woracek Shoe Mfg. Co... . . Stevens 


Flat River, Mo. 

Koss Shoe Company, Inc........... Morrison 
Auburn, Maine 

Kramer, Erna M. ............ Morrison 
New York, N. Y. 

Kreider, A. S., Co., The............. Palmer 
Lebanon, Pa. 

Kreider, A. S., Shoe Co., The..:..... Palmer 
Annville, Pa. 

Kreider, A. S., Shoe Mfg. Co., The... . Palmer 
Elizabethtown, Pa. 

Kreider, A. S., & Son Co., The. ... .. .. Palmer 


Palmyra, Pa. 


Kreider's, W. L., Sons Mfg. 


Palmyra, Pa. 


Co., Inc... Palmer 


Krippendorf-Dittmann Co., The....... Palmer 
Cincinnati, Ohio 

Krischer, Rogers & Fischer.......... Morrison 
Philadelphia, Po. : 

Leconia Shoe Co., Inc. Morrison 
Laconia, N. H. 

Lady Nettleton .... Palmer 
Syracuse, N. Y. 

LaGrange Shoe Corp... Morrison 
Red Wing, Minn. 

Laird, Schober & Co., Inc............ Palmer 
Haverhill, Mass. 

Lake States Footweor Co. Morrison 
Milwaukee, Wis. 

LaMarquise Footwear, Inc... ..... . .Stevens 
New York, N. Y. 

Lamont Footweor, Inc Morrison 
Altoona, Pa. 

Lancaster Shoe Company ......Palmer 
Eliza Pa. 

Landis, J., Shoe Company........... Palmer 


The Industry's Great Shoe Market 
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Langenfeld, A. L., Inc., Palmer Booth Ex. Hall 
New Holstein, Wis. 


Langerman Shoe Company......... Morrison 
Brooklyn, N. Y. 

LaValle, Inc. (Mico Vallini)......... Stevens 
New York, N. Y. 

Leather & Shoes. . Palmer Booth Ex. Hall 
Chicago, Ill. 

Leatherbury Shoe Company..._. .. Morrison 

. Mass. 

LeBon Shoes, Inc..................Morrison 
Malden, Mass. 

LeDanne Footwear, Inc............ Morrison 
Boston, Mass. 

Lederer Industries, Inc.. Palmer Booth Ex. Hall 
New York, N. Y. 

Lee's Handbag Company... .. . .. .. Morrison 
Chicago, Ill. 

Lesande Shoe Co... ... . Morrison 
Haverhill, Mass. 

ee ee rae ... Palmer 
New York, N. Y 

Leslie Company, Inc............... Stevens 
St. Louis, Mo. 


Lessing Rudner Footwear, Inc... . .. .Congress 
Norwalk, Conn. 


Leverenz Shoe Compony.......... Morrison 
Sheboygan, Wis. 

Levine, Al & Sol, Company. ...... .Morrison 
Boston, Mass. 

Levi-Weiss Sales Company... .... . Morrison 


Chicago, Ill. 
Libby Plastics, Inc.. 

East Chicago, Ind. 
Life Stride Division................. Stevens 
_ (Brown Shoe Company} 

St. Louis, Mo. 


..Palmer Booth Ex. Hall 


Lincoln Shoe Co. ...... ......-Morrison 
Haverhill, Mass. 

Linden Shoe Company.............. Stevens 
Lynn, Mass. 

Mot Gaiials, Ine. 2 5. 2. ei AR: Palmer 
New York, N. Y. 

Lippman, James A., Company..... Morrison 

. Mass. 

Lissaok & Company..................Stevens 
Brockton, Mass. 

Little Falls Felt Shoe Co. ... Stevens 
Little Falls, N. Y. 

Little Folks Shoe Company... Morrison 
Haverhill, Mass. 

Littleton Shoe Company. ... Stevens 
Cape Girardeau, Mo. 

Lockwedge Shoe Corp. ....Palmer 
Columbus, Ohio 

Longini Shoe Mfg. Co. .Morrison 
Cincinnati, Ohio 

Longwood Shoe Company ..Morrison 
Portland, Maine 

Lorraine Footwear Corp.. . Morrison 
New York, N. Y. 

Los Angeles Shoe Mfg. Co. .. .Stevens 
Pasadena, Calif. 

Lotus Shoes, Inc........... .. . Stevens 
Northampton, England 

Louis Shoe Company...... .. Morrison 
Amesbury, Mass. 

ee ee ee Congress 
Auburn, Maine 

Lucey, John E., Co., Inc........... .. Palmer 
Bridgewater, Mass. 

Lucille Footwear Co................. Palmer 
Williamsport, Pa. 

Lucky Stride Shoes, Inc.............. Stevens 
Maysville, Kentucky 

Lumbard-Watson Company......... Stevens 
Auburn, Maine 

Lunder Shoe Corporation. ........... Palmer 
Dover, N. H. 















Lustig, M. O., Handbag Co......... Morrison 
Chicago, Ill. 

Lynn Moccasin & Shoe Mfg. Co., Inc. . Palmer 
Lynn, Mass. 

M & F Shoe Company, Inc....... . Morrison 
Haverhill, Mass. 

Mademoiselle Shoe Company... ... Morrison 
New York, N. Y. 

Madison Shoe Company........... Morrison 
New York, N. Y. 

Sinine: Gee8s 55... oo es ect Morrison 
Auburn, Maine 

Maisok Handler Shoe Co., Inc........ Stevens 
Marquand, Mo. 

MMoteivetey, 3: 050... 5. .20coc5. cs Morrison 
Boston, Mass. 

Manistee Shoe Mfg. Co............. Stevens 


Manistee, Mich. 
Manning-Gibbs Shoe Co............ Stevens 
Worcester, Mass. 


Mansfield Shoes....................Palmer 
Whitman, Mass. 

Maranne Shoe Co., Inc............ Morrison 
Haverhill, Mass. 

Marilyn Sandal Corp............-.--- Palmer 
Stoneham, Mass. 

Marks, C. W., Shoe Company Morrison 
Chicago, Ill. 

Marks, L. V., & Sons Co., The _. .Palmer 
Cincinnati, Ohio 

Marshall, Meadows & Stewart, Inc... Palmer 
Auburn, N. Y. 

Martha's (Handbags)... ... .. Stevens 
Los Angeles, Calif. 

Martin-Tickelis Shoe Co.. . Stevens 
Newburyport, Mass. 

Marx & Newman Co.., Inc. Stevens 
New York, N. Y. 

Mathes, |., & Sons Shoe Co... ... .. .Morrison 
St. Louis, Mo. 

Maxine Originals .......Stevens 
Lynn, Mass. 

McAfee, Alan. Palmer Booth Ex. Hall 
London, England 

Medway Shoe Mfg. Corp... .... .. . Morrison 
Medway, Mass. 

Medwed Footwear Company......... Palmer 


Pittsfield, Maine 
Meis, Charles, Shoe Mfg. Co., The. . Morrison 
Cincinnati, Ohio 


Mel Preston Shoe Corp.............- Stevens 
Brooklyn, N. Y. 

Melard Shoe Company. ........... Morrison 
Haverhill, Mass. 

Melco Footwear, Inc...............Morrison 
New York, N. Y. 

Melori Shoe Corp...... ... Stevens 


Mendle Box Wrap & Label Corp. 
Palmer Booth Ex. Hall 
St. Louis, Mo. 


Minmce, J: G5 Gop... 2 ee: Palmer 
Rochester, N. Y. 

Merrimack Shoe Mfg. Co............Palmer 
Lowell, Mass. 

ee, ere Morrison 
New York, N. Y. 

Metro Shoe Company, Inc... ... Stevens 
New York, N. Y. 

Metropolitan Shoemakers, Inc........ Stevens 


Chicago, Ill. 
Meyer, Frank C., Co., Inc. 
Palmer Booth Ex. Hall 


Brooklyn, N. Y. 

Miami Footwear Corp.............. . Stevens 
Miami, Florida 

ilies. Weliet...... 2%. unde secs Stevens 


New York, N. Y. 
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Middletown Footwear, Inc... . Palmer 
Middletown, N. Y. 
Mid-States Shoe Company 
Morrison & Palmer 
Milwaukee, Wis. 


Midwest Shoe & Slipper Mfg. Co. Morrison 
Chicago, Ill. 


Milford Shoe Company........ .Palmer 
Milford, Mass. 

Miller Shoe Co., The... ... Palmer 
Cincinnati, Ohio 

Miller-Hermer, Inc........... Congress 
Dover, N. H 

Miller, Hess & Co., Inc........ . Stevens 

, Pa. 

Miller, I., & Sons, Inc... .. Sheraton 
Long Island City, N. Y. 

Miller-Weiss-Lawrence, Inc.. _. .Palmer 
Somersworth, N. H. 

Milton Shoe Co., Inc........ ..Morrison 
Methuen, Mass. 

Milwaukee Shoe Company .. Palmer 
Milwaukee, Wis. 

Minnetonka Moccasin Co., Inc... .. Morrison 
Minneapolis, Minn. 

Minor, P. W., & Son, Inc... .. _. . Stevens 
Batavia, N. Y. 

Miracle Tread Division nee Palmer 
(Craddock-Terry Shoe Corp.) 

Lynchburg, Va. 

Mitchell Shoe Company Palmer 
Biddeford, Maine 

Modern Shoe Company Morrison 
St. Louis, Mo. 

Modiste Shoes, Inc. ... Stevens 
New York, N. Y. 

Monarch Shoe Company. .... Palmer 
Chicago, Ill. 

Monogram Footwear, Inc. . Stevens 
St. Louis, Mo. 

Monroe Footwear, Inc. Morrison 
New York, N. Y. 

Moose River Shoe Co. Morrison 
Old Town, Maine 

Mosher Moccasin Co... ... Palmer 
North Abington, Mass. 

Mosinger-Cohn, Inc... .... . Morrison 
St. Louis, Mo. 

Moulton-Bartley, Inc. ... Stevens 
St. Louis, Mo. 

Mound City Division. ... .. . Stevens 
(Brown Shoe Company) 

St. Louis, Mo. 

Municipal Shoe Co., Inc... .. .. Morrison 
Brooklyn, N. Y. 

Muskin Shoe Company, The. Palmer 
Millersburg, Pa. 

Mutual Shoe Company. .. Stevens 
Marlboro, Mass. 

Myers, D., & Sons, Inc............. Morrison 
Baltimore, Md. 

Myrna Shoe, [nc......... Morrison 
Manchester, N. H. 

Narjos Shoe Company, Inc... ..... Morrison 
Somerville, Mass. 

National Shoe Co.................. Palmer 
(Div. Craddock-Terry Shoe Corp.) 
Lynchburg, Va. 

National Shoe & Leather Co., Inc.. Morrison 
Epping, N. H. 

Natural Bridge Shoemakers....... Palmer 
(Div. Craddock-Terry Shoe Corp.} 
Lynchburg, Va. 

Naturalizer Divisicon......... Stevens 
(Brown Shoe Company) 

St. Louis, Mo. 

Nestletoe Slippers, Inc. Stevens 
Worcester, Mass. 

Nettleton, A. E., Company. . Palmer 
Syracuse, N. Y. 

Nevelk Company, The Palmer 
Hallowell, Maine 

Norrwock Shoe Company... Palmer 


North Jay, Maine 
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Norwalk Tire & Rubber Co. 
Palmer Booth Ex. Hall 


Norwalk, Conn. 

Novelty Slipper Co., Inc......... 
Port Jervis, N. Y. 

Nunn-Bush Shoe Company 
Milwaukee, Wis. 

O'Donnell Shoe Corp. 
Humboldt, Tenn. 

Old Colony Shoe Company 
Brockton, Mass. 

Old Tanner Shoe Dressing 

Palmer Booth Ex. Hall 


... Morrison 
Palmer 
Palmer 


Palmer 


Milwaukee, Wis. 

Old Town Shoe Company Morrison 
Old Town, Maine 

Omega Shoe Company Stevens 
St. Louis, Mo. 

O'Neill, L. J.. Shoe Company . Stevens 
St. Louis, Mo. 

Oomphies, Inc... . Stevens 
New York, N. Y. 

Orange Shoe Mfg. Co. Morrison 
Orange, Mass. 





REGISTER EARLY 


Exhibitors listed here are arranged in 
alphabetical order with the nome of the 
hotel -opposite each exhibitor. An offi- 
cial directory will be distributed at the 
National Shoe Fair in which the room 
aumber or booth aumber of each exhibi- 
tor will appear—thus making it easy for 
buyers to find the exhibitors whom they 
wish te contact. Since these directories 
will be available only at the registration 
desks in all exhibiting hotels, it is impor- 
tent that buyers register immediately 
on their arrival and secure their copy- 





Ornsteen Shoe Co., Inc. Morrison 
Haverhill, Mass. 

Owens Shoe Company. Morrison 
Salem, Mass. 

Palizzio, Inc.. : Stevens 
New York, N. Y. 

Pana Raffia Corporation. . Stevens 
Pittsburgh, Pa. 


Panther-Panco Rubber Co., Inc. 
Palmer Booth Ex. Hall 





Chelsea, Mass. 

Paradise Shoes. . Morrison 
St. Louis, Mo. 

Paramount Footwear Co., Inc. Morrison 
Garfield, N. J. 

Paramount Shoe Mfg. Co. Stevens 
St. Louis, Mo. 

Parkhill Shoes. Morrison 
Fitchburg, Mass. 

Peacock Shoes .._.. . Stevens 
St. Louis, Mo. 

Pearl Preview Shoe Co. Palmer 
Philadelphia, Pa. 

Peeriess Footwear, Inc. Morrison 
Souderton, Pa. 

Pennant Shoe Company. . Stevens 
(Div. International Shoe Co.) 
St. Louis, Mo. 

Penobscot Shoe Company Morrison 
Old Town, Maine 

Pentucket Footwear, Inc. Morrison 
Haverhill, Mass. 

Peppy Footwear, Inc. Morrison 
Brooklyn, N. Y. 

Perry-Norvell Company Palmer 
Huntington, W. Va. 

Peters Shoe Company Stevens 
(Div. International Shoe Co.) 
St. Louis, Mo. 

Pfeiffer, Frank H., Co., Inc. Morrison 
Worcester, Mass. 

Pfeiffer's, Inc.... Morrison 


Worcester, Mass. 


Phyllis Shoe Company Morrison 
Lowell, Mass. 

Physical Culture Shoes Palmer 
Portsmouth, Ohio 

Pied Piper Shoe Company Palmer 
Wausau, Wis. 

Pierce, C. S., Company 

Palmer Booth Ex. Hall 

Brockton, Mass. 

Pierre Shoes, Inc... .. Morrison 
Boston, Mass. 

Pincus, Lester, of Chicago, Inc. Morrison 
Chicago, Ill. 

Pincus, Lester, Shoe Corp. . Morrison 
New York, N. Y. 

Plymouth Shoe Company Palmer 
Middleboro, Mass. 

Poloner Shoe & Slipper Co. Morrison 
New York, N. Y. 

Portage Shoe Mfg. Co. Morrison 
Milwaukee, Wis. 

Porteous, Harriett, Creations Stevens 
New York, N. Y. 

Porter Shoe Co., Inc. Morrison 
Milford, Mass. 

Portland Footwear Company Stevens 
Portland, Maine 

Posner, Dr. A., Shoes, Inc. .. Palmer 
New Oxford, Pa. 

Potvin, R. J., Shoe Company . Palmer 
Brockton, Mass. 


Presberg, N. S., Company 
Palmer Booth Ex. Hall 


New York, N. Y. 

Preston Shoe Company Morrison 
Lynn, Mass. 

Orie: -fneics 52's! Morrison 
Columbus, Ohio 


Primex Equipment Company 
Palmer Booth Ex. Hall 


Chicago, Ill. 

Progress Shoe Co., Inc. Morrison 
Brooklyn, N. Y. 

Prom-Ettes by Radcliffe Stevens 
Brockton, Mass. 

Prudential Shoe Mfg. Co., Inc. Morrison 
Brooklyn, N. Y. 

Putterman Footwear Corp. Morrison 
Brooklyn, N. Y. 

Quaker Shoe Corp. Morrison 
Allentown, Pa. 

Queen Quality Shoe Co. Stevens 
(Div. International Shoe Co.) 
St. Louis, Mo. 

Quigley Shoe Corp. Palmer 
North Abington, Mass. 

Radcliffe Shoes, Inc. Stevens 
Brockton, Mass. 

Raffia DeLuxe, Inc. Stevens 
Pittsburgh, Pa 

Ramsey Shoe Corp Morrison 
Bronx, N. Y. 

Ranger Boot Co. Stevens 
Terrell, Texas 

Rao-Koury Shoes, Inc. Morrison 
New York, N. Y. 

Rathy Shoes, Inc. Stevens 
Pomona, Calif. 

Red Cross Shoes. .... * Polmer 


(This product has no connection whatever 
with the American National Red Cross} 

Cincinnati, Ohio 

Red Goose Div........ 
(International Shoe Co.) 
St. Louis, Mo. 

Reed, Dr. A., Cushion Shoes 
Chicago, Ill. 

Reed, E. P.. & Company..... 
Rochester, N. Y. 

Regal Chair Mfg. Co.. Palmer Booth Ex. Hall 
Boston, Mass. 


Stevens 


Palmer 


Palmer 


Reider Shoe Company. . Palmer 
Schuylkili Haven, Pa. 
Reinhart, Inc............. Stevens 


Nicholasville, Kentucky 
[TURN TO PAGE 279, PLEASE] 
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Don't Devalue the Dollar 





































AMID all the confusion and uncertainties that have 
arisen as a result of last month’s wave of currency 
devaluation, one unit of value has stood out as a symbol 
of strength and stability, namely, the American dollar. 
This fact should be most gratifying to every American, 
especially in view of the repeated assaults that our 
dollar has been forced to withstand in recent years. 

It is true that the dollar of today is an inflated dollar, 
due in the main to the increase that has taken place in 
the volume of money and credit as a result of the nation’s 
wartime activities and the financial policies pursued by 
our government in Washington. It no longer represents 
its pre-war value in terms of purchasing power. But it 
is still a sound dollar, its buying power is substantial 
and it undoubtedly possesses a higher degree of sta- 
bility than the currency unit of any of the other great 
nations of the world. 

That, beyond question, is the kind of dollar that we 
wish to preserve in this country of ours. Even the 
changes that have already taken place in the dollar’s 
purchasing power during and since the war have shown 
most people how damaging the effects of inflation can 
be. The British people are already beginning to feel 
some of the painful effects of the recent devaluation of 
the pound sterling. Prices of some things are certain to 
advance, yet the British government seems determined 
to keep wages frozen at their present levels and is ask- 
ing for increased taxation of dividends payable out of 
the profits of business and industry. As a result workers 
and business people alike, as well as those who must 
live on past savings, will find themselves caught in the 
squeeze between stationary incomes and rising prices. 

Let us not deceive ourselyes with the illusion that it 
could not happen here. It is reassuring to learn that 
our Treasury Depariment stands firm in its resolve not 
to consent to any increase in the price of gold, another 
expedient which has been strongly urged and one which. 
if adopted, would encourage inflation and tend to under- 
mine confidence in the dollar. The Secretary of the 
Treasury is strongly opposed to this or any similar 
expedient. But it is worth while to remember that Sir 
Stafford Cripps was equally set against devaluation of 
the pound sterling and so expressed himself only a few 
short weeks before the event occurred. Developments 
might take place in this country which conceivably could 
result in a similar change of attitude toward devalua- 
tion of the dollar. 
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It is not enough for government officials and the 
American people to be against inflation in theory or as 
a matter of fiscal policy. They must also steadfastly 
oppose the careless or mistaken political practices which, 
under our form of government, can and sometimes do 
tend to encourage inflation and other financial illusions. 
Such financial wizardry may have popular appeal at the 
moment, but it is certain to be inimical to the long term 
welfare of the American people. The easy going, free 
spending type of individual is usually a popular fellow, 
even among those who recognize the perils that may 
result from his improvidence. The same is likely to be 
true of political groups and government officials who, 
ambitious to perpetuate themselves in office, yield all 
too easily to the demands of pressure groups. 

It is largely because of a tendency among our gov- 
ernment officials to yield to such pressures that the 
government of the United States, richest and most pros- 
perous nation in the world today, finds itself face to face 
with an unbalanced budget and compelled once more 
to resort to deficit financing. In other words, our gov- 
ernment, like that of Great Britain, was unwilling to 
modify or abandon measures of popular appeal in order 
to strengthen its financial position. 


NO well informed American will for a moment under- 
take to minimize or question the courage with which 
the British people have faced a life of austerity in the 
effort to solve their postwar problems. Few of our citi- 
zens will be inclined to withhold credit from Mr. Truman 
for his repeated insistence on a balanced budget, or 
from the Congress for its various efforts in this direction. 
But the fact remains that when pressure was applied, 
our government like that of Great Britain, found it 
expedient to yield to demands for various kinds of ex- 
pensive government services at home and abroad which 
neither country had rendered in former times when they 
were better prepared by far financially to render them. 

Veterans’ legislation, socialized medicine, Federal 
support for education, some of the new and more costly 
proposals in the field of social welfare, public works 
not of urgent necessity—yes, even the expenditures for 
European aid and economic cooperation—are among the 
many items which, at least until the postwar emergency 
is past, should bear the closest kind of scrutiny to curb 
a dangerous rise in our already appalling total of 
government expenditures. 
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Lusinegs te Good... 
with HEALTH SPOT SHOE Dealers 


. Nie Ae) 
AND THERE ARE PLEN 
| DEALERSHIPS AVAILABLE: 


_ Our dealers from all over the country 
| are telling us “Business is Good.” 
They’re earning a substantial profit 
with less work and worry than ever 
before. Many Health Spot dealer- 
ships are still available in large and 
small towns to qualified men with 
experience in the shoe business. 
Visit us at the shoe fair...and get full 
details about a franchise in your city. 


804A s05q 806A 
STEVENS HOTEL 


With Health Spot you sell a staple line of quality 
footwear, backed by support from the home 
office by way of inventory and cost controls, 
merchandising advice, sales assistance and ad- 
vertising aids. Visit our display and let us show 
you how easy it is to operate a successful, profit- 
able shoe business with the Health Spot Line. 


FOR MEN, WOMEN AND CHILDREN : 
HEALTH SPOT SHOE COMPANY ocoNOMOWOCS, WISCONSIN 
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Lord & Taylor’s branch in Manhasset, Long Island, is designed to harmonize with the community it 
serves. Extremely modern and attractive, it fulfills an important function in this suburban town. 


Tue movement toward suburban branches for depart- 
ment and specialty stores is gaining momentum, espe- 
cially in the larger cities. Many new ones have been 
completed since VJ day; many are under construction 
and in the planning stage. This movement had its be- 
ginning in the middle ’30’s, only to be temporarily in- 
terrupted by the Second World War. 

A “branch store” is an outpost of a well established, 
successful, central or “parent store.” It represents a 
metchandising system whereby the merchant whose 
name has become a symbol for quality, reliability and 
service reaches out into suburban communities for the 
convenience of his customers, to hold and enlarge his 
volume and to develop new customers. It provides a 
service where traffic, transportation, parking and shop- 
ping facilities are more agreeable, where the store can 
expand its radius of operation and more easily compete 
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with neighborhood stores, many of which have grown 
to be formidable competitors. 

The branch store system is obviously a necessary de- 
centralization movement which promises to revolutionize 
retailing and merchandising within a decade. Many 
large stores in the larger cities have practically reached 
the saturation point. Residential communities are de- 
veloping in new distant suburban and even rural com- 
munities. New business and industrial developments, 
new and stronger competition is in the making. 

When a branch store opens in a suburban area or 
neighboring community it brings a new type of com- 
petition with which established stores, such as shoe 
stores, must reckon. It speeds up the tempo of retailing 
and calls for more alert merchandising and more pro- 
gressive promotion on the part of local stores, if they 
are to hold their share of the business. In this respect 
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Lv SHOE DISTRIBUTION 


Part I: The Branch Department Store 





The Branch Store in the Suburban Community Is Becoming 

Increasingly Important in the Distribution of Merchandise Such 

as Footwear. Here Is an Authoritative Article, Written by a Man 
Who Has Planned and Designed Many Such Stores. 


by E. PAUL BEHLES 


E. Paul Behles & Associates, New York, 
Store Planner and Designer. 





Left: Detail of the children’s shoe department in 

the Oppenheim Collins branch in Morristown. 

N.J. A fitting platform is provided for taking care 
of small children. 


Over-all view of the shoe department at the Oppen- 

heim Collins Morristown store. Concealed stock is a 

feature of this department; lighting is by means of 
coves and domes containing fluorescent tubing. 




















it is not unlike the opening of chain stores in the neigh- 
borhood. Existing independent shoe stores must ad- 
vertise more effectively, have better store fronts and 
windows, adopt more up-to-date merchandising methods. 

One shoe store that we know met the challenge by 
co-operating with two other shoe stores in other nearby 
suburban areas in certain important operations. All 
three arranged to buy the same lines, feature the same 
styles simultaneously and advertise them together in the 
city papers. Individually these stores could not afford 
to buy the high-rate circulation of the city papers, but 
together they could buy an ad that would show the same 
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B. Altman & Company's branch in Manhasset is also modern, but presents a contrast to the Lord & Taylor 
branch shown on the previous page. Note how it blends with its surroundings. 


shoes over the signatures of the three stores. Residents 
of each of the three suburban areas were attracted to the 
nearest store. 

The differences between a branch store and a chain 
store are many. The requirements for location, mer- 
chandising, service, planning and promotion do not run 
parallel. 

A department or specialty store branch has many ad- 
vantages over a chain store carrying the same merchan- 
dise classifications. A branch will likely succeed in a 
given location where a chain store might not. 


Chain stores must depend on traffic—they must have 
a 100 per cent location. They rely on show windows— 
on price appeal—minimum service and lower mark-up. 

A branch store, on the other hand, trades on the 
established reputation, on the public good will built up 
by the parent store over a period of years. The branch 
also benefits from the highly developed advertising and 
promotional facilities of the parent store and from hav- 
ing at its command the resources of expert buyers and 


other specialized personnel. 
[TURN TO PAGE 269, PLEASE] 


Children’s shoe department in the Millburn, N. J., store of Lord & Taylor combines a nursery atmosphere 
with modern cleanness of line and functionalism. 





DAREX INSOLES 


A firm yet flexible foundation for 
the shoe. Resilient. Comfortable. DAREX STITCHDOWN WELTING 
Uniform. Made in three grades to : 
fit varying price ranges. = The accepted standard of quality 
throughout the world for 19 years; 
serving a constantly increasing 
percentage of the market. 


DAREX FITTED STRIPS 
A combination of Darex in- 
soling at the points where DAREX CEMENT. A) 
flexibility and resilience are {T= Compl ‘ 
: ) plete line of water-base and 
required, and fibreboard at solvent shoe cements made from 


the points that need firmness natural rubber, synthetic rubbers 


and rigidity. The two mate- and resins to meet the many needs 
rials are connected by beveled of shoe construction. 


joints to make one contirfuous 
area. Ideally suited to certain 
types of shoes — particularly in vol- 
ume price es. Economi 

senendh otek ties suet ee DAREX PLUMPER STOCK 
tical. Individually tailored to each Daves Pewee senate vo 


eae. inforces sock lining; prevents dis- 
tortion in lasting California-type 
shoes; saves and replaces fabric. 
It is a soft, plumping backer for 
fabric and light leather stocks. 
DAREX GOODYEAR WELTING se ge 
A timely product for women’s and 
children’s volume shoes made by 
the Goodyear Welt or Pre-Welt 


method. Low in cost. Easy to work. DAREX SOCK LININGS 


Permits important savings. Col- 
ors: army russet, natural, black, C | AND HEEL PADS 


anger ar agar Onesie csbonng impregnated 
bases, coated with a wide variety 
of colors and grains. Supplied in 
rolls. 


in millions of pairs yearly. 





All Darex Shoe Products are chemical engineered. They are man-made to build in the 
properties you should have in your shoes and to eliminate the undesirable properties 
inherent in all natural products. 


DEWEY ano ALMY CHEMICAL COMPANY 


CAMBRIDGE 40, MASSACHUSETTS MONTREAL 32, CANADA 





Members of the Michigan Shoe Fair committee. Left to right: Homer Shepard, Shepard's Shoes, Lansing; 

George W. Lawson, Phyllis Shoe Co.; Curtis W. Johns, Huth-James Shoe, Inc.; Carl E. Verburg, Leverenz 

Shoe Co.; Sam Kane, Bates Shoe Co.; E. W. Jensen, Nu-Way Shoe Co.; Clyde K. Taylor, Stuart J. Rack- 
ham Co., Detroit; R. J. Schmidt, Schmidt’s Shoes, Hillsdale. 


Full Program Planned 
For Michigan Shoe Fair 


Three-Day Event Following National Fair to Be Featured by Election 
of Officers of Sponsoring Associations — Dinner Dance, Breakfast 
Among Social Events Scheduled 





THE Michigan Annual Shoe Fair, the l@rgest and oldest 
of the Midwest’s shoe shows, will be held November 6, 
7 and 8, as in years past following the National Shoe 
Fair. Sponsored jointly with the Michigan Shoe Trav- 
elers Club, the show will mark the 44th year of activity 
for the Michigan Shoe Retailers Association. 

A Kick-Off Breakfast, sponsored by the Detroit News 
on Sunday, November 6, in the Statler’s Wayne Room 
on a “by reservation only” basis, will begin the show. 
All reservations for the breakfast should be made 
early to Ralph Terbile at the Detroit News since a limit 
of 250 breakfasters has been set. The Fair appears 
likely to surpass previous shows in attendance, number 
of exhibitors, and caliber of program. 

In addition to the usual lavish breakfast provided 
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free of charge by the Detroit News, outstanding sports 
celebrities will be presented, although there will be no 
speeches. Football will be represented ‘by some of the 
Detroit Lions, hockey by some members of the Red 
Wings, and baseball by some of the Detroit Tigers. 

Directly following the breakfast, at noon, the Michi- 
gan Shoe Retailers Association will hold its annual 
meeting of the Board of Directors in the Woodward 
Room of the Hotel Statler. New directors will be intro- 
duced at that time. 

Sample rooms will be open from noon until 10 P.M. 
on Sunday. 

Monday’s program includes a luncheon meeting 

[TURN TO PAGE 274, PLEASE] 
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“How 


NATIONAL SHOE FAIR 
ROOMS 641 and 643 
HOTEL MORRISON 


ROOM 845 


PALMER HOUSE 
Style No. 7954 
one of 56 styles 


In Stock 
for at once 
delivery! 


October 15, 1949 





You'll always find Dunhood 
Leathers where quality and 
value are appreciated. Its 
smooth grain, clear color and 
enduring service are recognized 
by the experts . . . enjoyed by 


women who desire smart - 


fashion teamed with staying 
beauty. 


DUN HOOD 
LEATHERS 


Ress en : 
© Sales Agencies: 
3 ST. LOUIS 3 
Alien & Stis 
1433 Locust St. 
MILWAUKEE 4 
C. E. Becker & Co. 
647 W. Virginia St. 
CINCINNATI 2 
W. D. Cost & Company 
307 E. 4th St. 








Se ee oe 


ESTABLISHED 1870 


83 SOUTH STREET, BOSTON 11, MASS. 


240 W. SUSQUEHANNA AVE, PHILA. 22, PA. 
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See the United Last Display 
National Shoe Fair « Booths 66-67 
Palmer House, Chicago 


UNITED LAST COMPANY, BOSTON, MASSACHUSETTS 
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styled by DELMAN 


The biggest shoe name on 1950's fashion 
horizon! In its first season now and stealing 
top honors! Retailers from Maine to California 
report they can’t keep them in stock! A great 
name! A great shoe! If they're not being fea- 
tured in your community see them at the show! 


CASUAL FOOTWEAR 
VS 


Sales going up, up, up on Penaljos! Smart 
retailers are latching on to this important, 
nationally known, nationally advertised line 
and are playing ‘em across the board! 

Penaljo is the magic name for volume increases! 
Penaljo...the only casual with the Play Arch! 


Hamilton Shee Co., Lucas at 21st St.. St. Lovis 3, Me. 
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WE CAN’T WAIT! 


UNTIL WE CAN TURN THEM AROUND 


NATIONAL SHOE FAIR 
CHICAGO e¢ OCTOBER 27TH 








ART IN FOOTWEAR 


for Spring! 


dazzling in their beauty 


See Them at the STEVENS HOTEL 


Room 704. : 1. Olin White Room 1004A...A. J. Pettus, 
Room 1004A...Paul A. Bland 

Room 705 . . . Elmer C. York Room 1005A...L. K. Kane 

Room 706... James L. Stoner Room 1007 A... . Sam Epstein 


BOYD-WELSH, INCORPORATED e¢ SAINT LOUIS 











October 15, 1949 





THE BIG QUESTION: 


Whats Selling? 


It's the question you hear whenever two shoe buyers get 
together. It’s the question that is drawing a line between fads 
and good, promotable fashion. It’s the question that’s raising 
the question of comfort. More and more, it’s becoming evident 
the shoes that are really selling today are the shoes women 


really want... and 


THE ANSWER... 
IN STORES COAST-TO-COAST, IS 


Rhythm Step... 


Why not settle the question? See what happens when you pro- 
mote these shoes with an “extra” that makes them outstanding 
in today’s best-selling price lines! 














MORE than just beautiful shoes... 


Three invisible rhythm treads cushion every step 


_JOHNSON, STEPHENS & SHINKLE SHOE CO., ST. LOUIS 





SEE US AT THE FAIR 


CHICAGO 
October 30-November 3 


STEVENS HOTEL 
Rooms 600, 601, 601-A, 
602, 603, 604, 605, 
607. 
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-=\ Line for Spring at the National Shoe Fair 


Chicago - October 30, 31 - Nov. 1, 2, 3. 


Stevens Hotel 


710A, 711A, 712A 


A, 
Rooms 700, 701A, 702 











Profit-Planned 


Chuecen Quality SHOES 


Unexcelled for Fit and Value 
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@ Ask any Glamour 
dealer, then see 
‘them at the NATIONAL 
SHOE FAIR, Chicago, 
Stevens Hotel, Rooms 


501, 560, 561, 560A 
561A...and at all 
regional shoe shows. 





























Why are we so busy? 







are the Best 


$ T Q995 retailers 
You Can Buy?! 


PLATFORMS — COBRAS — TWEEDS 
LIZARDS — ALLIGATOR LIZARDS — 1295-1495 









@ Recognized for SAINT LOUIS 
DISTRICT quality and service, fit 


and fashion-freshness. 


@ Proved leadership in their field 
demonstrated by a continuously full 


factory! 


BOURBEUSE SHOE CO. MAKERS 
UNION MISSOURI... MARBRIDGE BLDG.., N.Y. 
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CHICAGO 
ILLINOIS 


OUTBOUND FROM ST. 


LOUIS 


STEVENS HOTEL 
500, 501A, 504A 
5054, 507A, 509A 


TO TRAINS 
mill 


S. M. MONTGOMERY 

HARRY BARTON GEORGE R. RULE 

BARNEY B. KIMLESS SAM SHUPACK 
; LARRY WAGGER 


SAM WARUM 








PITTSBURGH 
PENNSYLVANIA 


WILLIAM PENN HOTEL 


BARNEY 8. KIMLESS 








AUGUSTA, 
GEORGIA 





ST. PAUL, 
MINNESOTA 





ST. PAUL HOTEL 


} 
| 


LARRY WAGGER 
SAM WARUM 





HARRY BARTON 





DETROIT, 
MICHIGAN 


_ 


HOTEL STATLER 


4 
—— 
| 
| 
| 
| 
} 
| 
| 


} 
| 


S. M. MONTGOMERY 





PHILADELPHIA, 
PENNSYLVANIA 


. 12,13, 14, 15, 16 


BENJAMIN FRANKLIN HOTEL 
} 


BARNEY B. KIMLESS 





DALLAS, 
TEXAS 


| 


| ADOLPHUS HOTEL 


SAM SHUPACK 





LOS ANGELES, 
CALIFORNIA 


HAAS BUILDING 





OMAHA, 
NEBRASKA 


. 19, 20, 21, 22 


HOTEL PAXTON 


GEORGE R. RULE 


HARRY BARTON 








COLUMBUS, 
OHIO 


DESHLER 
WALLICK 





S. M. MONTGOMERY 











DES MOINES 
IOWA 





SHOWIN 


. 27, 28, 29 


— 


O 


(2 AGS 


“The line sought after by Buyers 


FROM FINE STORES ALL OVER AMERICA” 


895 to 1095 


me (Casuals 795) 


ré 


October 15, 1949 


- 4) 


FORT 
DES MOINES 


~ 


HO” 








HARRY BARTON 


hr ASHIONS 


CARMO SHOE MANUFACTURING CO.: ST. LOUIS > NEW YORK * LOS ANGELES 
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Futile 


Im color calf. Wide 
strap ever instep twirls 
up and back, for snug fit. 


Ginger 


Cable stitching. Front, 
semi high-riding 
offside vamp. 


pe e535 


Jedhpur type, two-eyelet 
tie. Bootmaker’s finish 
in luggage tan. 


MORE and more women are say- 
ing to each other: "HEYDAYS! 
It's the shoe you'll love to live in.” 


See them on display in Reoms 711 and 758 at the 
Stevens, October 31—or write us. 


VICTORY SHOE COMPANY ST. LOUIS 3, MO. 
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PRIM'S striking new BACK CLOCK nylons 
clever heel: interest for smart SHOE STYLES 


< 


%9 


THE INTENTIONALLY FLATTERING 


BACK CLOCK 








The catching-on-est hosiery style of the season—Prim's flattering new back clock nylons. 
A natural for smart-shoe dealers who are building extra sales and 

profits by offering Prim hosiery as a selling combination with fine footwear. 

These lovely, high-quality stockings are created expressly to compliment attractive shoes 
—and there's a Prim nylon, in proper weight and style, 

to fit every occasion. 
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MO ny i 


Nationally 
advertised in 


LIFE 


LADIES’ HOME JOURNAL 
GOOD HOUSEKEEPING 
COSMOPOLITAN 
MADEMOISELLE AND SEVENTEEN 


VITALITY SHOE COMPANY « 


October 15, 1949 


les Spring in October at Vitality headquarters! The new Spring styles are 
ready for your approval. Vitality’s famous “lasting quality” is evident in 
every exquisite detail. See the new collection at the Shoe Fair in Chicago 


and learn about Vitality’s intensive new advertising and merchandising 


plans for Spring, 1950! 


more-for-your-money Shoes 


and Vitality Open Road Shoes for Outdoor and Campus Wear 
Complete range of sizes and widths + Made by America’s largest sboemakers 


DIVISION OF INTERNATIONAL SHOE COMPANY © ST. LOUIS 3, MISSOURI 
177 





ALLURING FOOTWEAR 


NATIONALLY ADVERTISED 
~-BAZAAR 


VOGUE 
MADEMOISELLE 
CHARM 
GLAMOUR 


trimly tailored 
for your 
new tweeds 


SAUNTER 


TWEEDMATE Shown in VOGUE, October 15 issue 


SS oe oe 


- 


TWEEDIE FOOTWEAR CORPORATION - JEFFERSON CITY - MISSOURI 
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Plans of St. Louis Shoe Manufacturers for 
Spring Call for Integrated Promotional 
Program — Merchandising and National 
Advertising Seen as Parts of a Whole 


OTHER EXECUTIVE OFFICERS 
Frank Freund, Roberts, Johnson 
& Rand, First Vice-President 


Sam Wolff, Wolff-Tober Shoe 
Mfg. Co., Second Vice-President 


A. V. Wheeler, Pennant Shoe Co., 
Treasurer 

Arthur H. Gale, Secretary and 
Manager 


MosT manufacturers in St. Louis 
are pretty much in agreement that 
the best remedy for the shoe indus- 
try’s major postwar problem is 
greater promotion and better value. 

As one spokesman put it, “The 
shoe industry’s prime needs are two- 
fold: more salesmanship and more 
to sell.” St. Louis producers agree 
on both counts. And the former, 
they say, is not confined to the retail 
level. The effort of the floor sales- 
man, they point out, is just one seg- 
ment of promotion and selling. 

It also is just one segment of mak- 
ing the ultimate consumer aware of 


October 15, 1949 


BOARD OF DIRECTORS 


F. J. Cornwell, Brown Shoe Co. 

J. S. Legg, Moulton, Bartley, Inc. 

H.- H. Rand, International Shoe 
Company 

J. G. Samuels, Sr., Samuels Shoe 
Company 

Nicholas Ettiebrick, Step Master 
Shoes, Inc. 


the value of the shoe. Intrinsic value 
ard the eventual sale of the shoe 
should be considered at the outset, 
and at all levels—from the stylist’s 
drawing board to the point of sale. 
Motivation of the designer should 
be salability for his creative efforts. 
The skill and craftsmanship of the 
cutter, the laster and the shoe work- 
ers who carry out the other opera- 
tions should be generated by a de- 
sire to make a better product. 

The sales force is charged with 
the responsibility of getting the 
product on the dealer’s shelves. The 
advertising department supplements 


A. J. BRAUER, JR. 


President, St. Louis Shoe 
Manufacturers Association 


the efforts of the shoe traveler and 
helps create the demand. The buyer 
and his assistants provide the final 
push, climaxed by the sale to the 
consumer. But the teamwork all 
down the line accomplishes the job. 
And that, essentially, is what St. 
Louis shoe manufacturers are striv- 
ing for on the eve of this Fall’s Na- 
tional Shoe Fair. Teamwork be- 
[TURN TO PAGE 212, PLEASE] 
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the eyes of 


volume-minded merchants everywhere 


are on the Accent line! 


ec) 


Accent Shoes were introduced a few months ago in the 
belief that a host of merchants were ready for 
new strength in the great and growing $8.95 (retail) 
field. Today, that belief is an established fact. International’s 
hopes for the opening Accent line have been more than 
fulfilled. Accent is already important in hundreds of 
good stores throughout the land. Now the new Accent 
line is ready and we're breathlessly waiting to show 


it to you and to tell you the convincing Accent story. 


National Shoe Fair 


evens Hotel » Rooms 818-823 <@Q~ 
October 31, November 1, 2, 3 


ACCENT SHOE COMPANY 


DIV. OF INTERNATIONAL SHOE CO., ST. LOUIS 3, MO. 





You must see 


a, 


SCOTTY CALKOUN 
Belleville, I. 

Stenographer 

“Smart appecorance really 
counts in the business world! 
Attractive, budget-priced 
Jolenes help me get ahead.” 


JOAN KENNEDY 

St. Lovis, Mo. 

High School Girl 

"Jolene Shoes cre just super 
for looks! Mom likes them too 
because they're long-wearing 
and reasonably priced.” 


On Display 
National Shoe Fair 
Oct. 30—Nov. 3 
Stevens Hotel, Chicago 
Rooms 519A, 520A, 521A, 526A 


The budget-minded, fashion conscious 
girls who are America’s mass market have 
made Jolene Shoes their first choice. 
They shop with an eye on their budgets 

.. demand high quality at moderate prices. 
Above all, they look for STYLE, aware 
that their smart appearance is a 
priceless personal asset. 

America’s leading retailers know the 
Jolene franchise is a priceless 

business asset, insuring 

volume sales! Write today 

for information. 


JO JAMIESON ‘ 
Albuquerque, N. M. . ’ 
Artist a To retail at 


“| know up-to-the- 


minute styling when | © vr 

see it! I'll take Jolene = i 

‘Hollywood Inspired’ ie J 

Shoes every time!” 2 F a ? $ 795 


TOBER-SAIFER SHOE MANUFACTURING COMPANY «+ SAINT LOUIS 
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TO YOU. 








GENTE 





rare quality ‘in our utterly different 
SKYLITED fashion casuals! 


Hats off to you, the foresighted buyers who immediately 










saw the merits of Skylited Orchids. You proved you were 






sound merchandisers in picking Orchids early, for they 






blossomed into sales for you. Today, dealers everywhere 






are clamoring for Orchids, for they’ve learned they’re casuals 






with “something extra”...which means extra volume, extra 






profits! And, best of all, the new Orchids are lovelier than 






ever. The styles and colors are beyond compare! So we 






repeat more Orchids for you...and watch your sales grow. 











ROOM 524A 
STEVENS HOTEL 
National Shoe Fair 
OCT. 31-NOV. 3 
Chicago, Ill. 








CTURING COMPANY 


SAINT LOUIS, MISSOURI 








don’t miss the 


FEET-URE ATTRACTION 
at the Big Show in Chicago! 
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STEVENS HOTEL 


\ OCTOBER 31, NOVEMBER 1,2,3 SEE THE NEW 


x /5 SPRING LINES 








AT THE STEVENS 


: ROOM 717-A 
9 ROOM 718-A 


ht ROOM 719-A 
me i sh 2 ROOM 720-A 
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Roberts, Johnson & Rand bpivision OF INTERNATIONAL SHOE COMPANY - ST. LOUIS 3, MO. 
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GRACE WALKERS 


M 


ay 


Some Styles Slightly Higher 


Uationally Advertised 


You are cordially invited to 
visit us at the National Shoe 
Fair, and find out firsthand why 
Grace Walkers have taken hold 


so strongly in a highly com- walki 
petitive market in a little over Jor graceful "9 


3? +3 
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eighteen months’ time. 
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HOTEL STEVENS - CHICAGO - ROOMS 804-805-806 
October 31 thru November 3 : 
FRIEDMAN-SHELBY DIVISION « INTERNATIONAL SHOE CO. « ST. LOUIS 3, MO. 
New York Office: 551-553-555 Marbridge Building 
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PENNANT SHOE COMPANY 


ye 























Be—To hit tomorrow’s sales targets 
See us today— PENNANT Shoe Company | 





Little Elbee Says... 


Meet Me at the Fair 
Room 881 


PALMER HOUSE 
— that’s headquarters for -_- 


LAZY 
BUNES 


Reg. U. S. Pot. Off. and Conado 


FLEXIBLE SHANK UNLINED OXFORDS 





See the complete line of Lazy-Bones shoes, rec- 
ognized throughout America as “The Utmost in 
Comfort and Quality.” See the extensive national 
advertising and store merchandising program that's 
putting hard sell behind high quality. That's the 
combination you're probably looking for. 


Tan a} ; “a a 5 r ge it ; 
sv x c ’ : j ; 
PARENTS & inh be: WHY, 
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THE LAZY-BONES SHOEMAKERS 


‘ Division of 
THE JUVENILE SHOE CORPORATION. OF AMERICA 


10th Floor Shell Building Dept BS 1015 St. Lovis 3, Missouri 
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...and see me 


inRoom 881 


PALMER HOUSE 


for the exceptionally 
interesting story about 


THE CLINIC SHOR SY 7 


REG.U.S. PAT. OFF. AND CANADA 


for Young Women in White 


THE CLINIC SHOSMARERS 


THE JUVENILE SHOE CORPORATION OF AMERICA 


10th Floor Shell Building Dept BS 1015 St Louis 3, Missou 








My opinion is that there is no longer an old-line shoe 
business as such. Today it is a shoe item business with a 
promotion of one shoe item every one or two months. 
This item is not necessarily a novelty item but it must be 
something promotional. In any line of shoes there are 
only about twelve really “hot” shoes. 

Jack Altman, Deb Shoe Company, Inc. 


THE most important thing today is to have “come-on 
shoes,” shoes which will get women into tke stores. A 
concerted effort should be made to promote leathers for 
the right seasons. If only 200 leading merchants could 
get together and say they were going to promote a certain 
leather for a certain season, something could really be 
accomplished in this direction. Women are becoming in- 
creasingly style conscious. 

Harry Bennigson, Hamilton Shoe Co. 


THE best policy for a retailer, in my opinion, is to stick 
to a few resources. In this way he is assured of the great- 
est amount of cooperation from the manufacturer from 
whom he buys, and retailer and manufacturer can work 
closely together to the mutual benefit of both. In our fac- 
tory we are back to our prewar service to the retailer— 
quick reorder service and an in-stock department—this 
plus fine shoemaking, nationally advertised. 

A. J. Brauer, Jr.,. Brauer Bros. Shoe Co. 


Durinc the last seven or eight years easy buying has 
been the vogue. The reverse is true today. Consumers are 
very selective. They want to purchase with confidence. It 
is, therefore, necessary that the sales clerk know what 
he is selling and be able to talk intelligently to his cus- 
tomer about it. All components of our industry must 
strive for greater efficiency in merchandising, and must 
think offensively rather than defensively. I anticipate a 
good business for those who follow such a program. 
Archie Bregman, Monogram Footwear, Inc. 


THE consumer is becoming more and more value-con- 
scious. To give better shoe values, the manufacturer and 
dealer distributor must cooperate very closely to alleviate 
seasonal cutbacks and rusk peaks. We must work to- 
gether in anticipating style trends and in encouraging 
earlier booking of future orders. It takes more power to 
start a locomotive than to keep her rolling. We can make 
better shoes for less if we can keep ’em rolling. 

A. H. Bremehr, Tower Grove Shoe Company 




















































LOOKS FORWARD 10 SPRING 


IN the Spring we expect a big sandal vogue, but do not 
expect strap treatments to be quite so intricate. We shall 
continue to make them in the regular and asymmetric 
style of quarter. We expect quite a demand for stripping 
sandals. There will be opened-up sling shoes, as well as 
new versions of the wide strap, closed shank, open-toe- 
and-heel shoe that ‘has become such a big seller. As 
Spring goes into warm weather we expect to see a great 
deal of interest in meshes and linens. 

A. B. Browne, Bourbeuse Shoe Company 


Ir will be well for a buyer this coming Spring season to 
analyze closely his sales by pattern types for both Spring 
and Fall of 1949. There are certain definite trends to be 
noticed. Women have become more and more comfort- 
conscious; the owner of one of our largest shoe stores told 
me they want mushy shoes, but well-styled. Platforms 
that are resilient and light will be much sought after. 
Wedges will be more important since they give extra sup- 
port to the arch of the foot. 

Hugh M. Crull, International Shoe Company 


AL our effort is being devoted to merchandising. We 
are planning two big color promotions a year. Colors will 
be chosen by scientific research in the ready-to-wear 
market and each color will be selected on the basis of its 
harmony with the best-selling ready-to-wear fabric colors. 
Our salesmen will be equipped to present each promo- 
tion to the dealer and help him with his problems in 
selling and merchandising. ‘ 

Roger S. Drew, Johansen Bros. Shoe Co., Inc. 


Every retailer should make up his mind as to what 
his field of operation should be. It’s very apparent that 
far too many try to ‘cover the waterfront’ when their 
over-all volume is too limited to do a profitable job. Con- 
centration on fewer lines, then developing those to the 
maximum, will result in a better operation in the period 
ahead of us in the shoe industry. 

C. G. Fliegner, Air Step Division, Brown Shoe Co. 





We are optimistic in regard to the next several months’ 
business. Our opinion is based upon the attitude of our 
customers at this time. Retail business is reported good 
from all sections. This, in addition to the fact that we have 
started a national television hook-up on Poll Parrot shoes, 
sponsoring the Howdy Doody program, causes us to be en- 
couraged. We also plan aggressive promotion of Rand shoes 
for men and Trim Tred shoes for women. Star Brand work 
shoes will continue to be advertised nationally. 

Frank Freund, Roberts, Johnson & Rand 





You. too, can increase your dollar 
volume with the high quality Conformal 
line . . . The No. 1 line in its Field. 


No. 1 with a patented built-in plastic 
insole that affords perfect-im- 
pression custom-fit for each in- 
dividual foot. Ee 


with smart styling. 


with high repeat and recom- 
mended sales. 








See Hs at 


NATIONAL SHOE FAIR, CHICAGO 
Oct. 31, Nov. 1,2 and 3 
STEVENS HOTEL, Rooms 701 and 702 





SPRING SHOE SHOW, DALLAS 
November 13, 14, 15, 16 











Are YOU in the Market 
for a Most Profitable 
Feature Line of Shoes? 


A dealer, who operates eight exclusive 
Conformal stores, has increased his sales 
in 7 years’ time with consistent aggres- 
sive advertising to the point where he 
recently added over 1800 NEW customers 
in two months. And these figures are 
taken from a warm weather period dur- 
ing the middle of the Summer when 
business usually is at a low ebb. 


At Prices the 
Masses Can Pay 


#729 


and up 


Made by the World’s Largest 
Shoe Manufacturers 


CONFORMAL SHOE CO. 


ST. LOUIS, MO. 





Boot and Shoe Recorder 





ee «ed tt! @ tle wee oo 


Qo. @ ss Th hw Oe ~A me @©@ wt oo oe oa Oo 


> m 


- St. Louis Manufacturers Book 


200 Rooms in Chicago 


Sr. Lovis—“Members of the St. Louis Shoe Manufac- 
turers Association will have the largest delegation in recent 
history present at the October 31-November 3 Shoe Fair 
in Chicago,” said A. J. Brauer, Jr., president of the asso- 
ciation in a recent statement. “Members of the asscciation 
have already booked almost two hundred rooms where 
they will dispfay three thousand basic patterns with more 
than eight thousand style designs based upon these patterns. 

“This display, on the part of the shoe manufacturers of 
the St. Louis area, is particularly significant in view of the 
growing importance of St. Louis as the ‘one-stop’ shoe 
center of the world. St. Louis shoes to be placed on exhibi- 
tion in the Chicago show will feature every conceivable 
type of shoe at all price levels fitting the pocketbook of 
Mr. and Mrs. Average American and their families. The 
consensus of the St. Louis shoe manufacturers is that the 
production of shoes in 1950 will increase. A survey shows 
considerable optimism on the part of the members of 
our organization. 

“This faith in the future is not based upon blind optim- 
ism but upon a realistic view of the economic situation, 
particularly as it affects St. Louis shoe manufacturers. The 
almost one hundred million pairs of shoes produced in the 
St. Louis area are highly diversified—approximately 44 
per cent were women’s shoes, 19 per cent were men’s shoes 
and 37 per cent were children’s shoes of various kinds. This 
diversity adds to the stability of the St. Louis market. This 
is one of the basic reasons why St. Louis shoe manufac- 
turers view future output and demand with optimism. 

“St. Louis styled shoes are rapidly achieving greater 
recognition throughout the country. The shoe design school 
at Washington University, operating in collaboration with 


the St. Louis Shoe Manufacturers Association, has created. 


widespread interest in shoe design. It also enables the 
St. Louis shoe manufacurers to find a place for every 
young person who shows promise of a future in shoe 
styling and design. Already, young men and women, grad- 
uates of the school, are showing great promise. Fresh ideas, 
new and provocative styles will continuously flow from the 
St. Louis market as the result of the stimulation by the 
S. Louis Shoe Manufacturers Association and the Wash- 
ington University combined project. 

“All of these factors play an important role in the rea- 
sons fer St. Louis shoe manufacturers having booked more 
exhibit rooms than ever before. It is also the reason why 
they will be able to show eight thousand different styles. 

“A majority of the St. Louis shoe manufacturers are 
exhibiting at the Stevens, Palmer House and the Morrison.” 


é 


Named Public Relations Counsel 
By St. Louis Association 


St. Louis—Fleishman, Hillard and Associates have been 
retained as public relations consultants to the St. Louis 
Shoe Manufacturers Association, according to a recent 
announcement by Arthur H. Gale, secretary of the asso- 
ciation. 

The association, composed of 29 shoe manufacturers of 
the St. Louis area, is engaged in a program to direct con- 
tinuous attention to the area as America’s greatest “one- 
stop shoe style center.” 

The Fleishman, Hillard organization will aid the shoe 
group in carrying out the publicity and public relations 
aspects of the program. Emphasis will be to dealers, 
through trade journals and other publications, in telling 
the St. Louis story. 
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ADVERTISED 
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COSMOPOLITAN 
PHOTOPLAY 
SEVENTEEN 
GLAMOUR 
REDBOOK 
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SEE THEM 
AT THE 
NATIONAL 
SHOE FAIR 
CHICAGO 
OCT. 31-NOV. 2 


you'll love the 
smail-foot leek... 
---the high ateh 


captured in 


HOTEL STEVENS 
SHOES 


wonderful valves at a tiny price 


795 to 995 


illustrated “stacia” sandal in 
patent, calf, suede... black or brown 


For the Store nearest you, write 


Pr TERS SHOE COMPANY, SAINT LOUIS 
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THE Spring season that lies ahead will be a challenge to 
the selling ability of manufacturer and retailer alike, as a 
paramount issue at hand is the development of a program 
that will sustain a continuing profitable operation on sea- 
sonal merchandise. We must eliminate too many stops and 
starts, too many moments of indecision; in short, we must 
establish our ability to sell at a profit during a current 
season what our mature judgment tells us to buy. 

C. L. Hein, Vitality Shoe Company 


| AM looking forward to a good Spring business for the 
reason that generally we have had good crops throughout 
the country which are bringing fair prices. employment is 
still high at good wages, and those that are classified as 
unemployed draw weekly checks from the federal and state 
governments. So there should be enough spending money 
in the hands of workers and the farmers to assure us a 
good business this coming season. 


E. J. Hopkins, Peters Shoe Co. 


THE shoe industry is rapidly returning to what we con- 
sider a normal business. It is a time when promotion and 
timing have become very important. Carefully thought out 
and planned items that can be a promotion for that 
extra pair sale mean the difference between progress 
and standing still in the stores today. Shoes are con- 
sidered a costume accessory, and are a first demand for 
the opening of a new season. 

Morris Kalmon,. Paramount Shoe Mfg. Co. 


Au successful shoe merchandising depends primarily 
upon producer and distributor teamwork. Such teamwork 
makes it possible to work out long-range promotional 
plans resulting in bigger sales and a more satisfactory 
net. Teamwork of this kind can develop a retail selling 
personnel that knows how to round out and complete 
the job. A tendency to pile up too many brands destroys 
the foundation of a good shoe operation. Where pro- 
ducer and distributor set up a closely knit relationship, 
both can do a better job. 

L. K. Kane, Boyd-W elsh, Inc. 


We see a growing interest in blue calf and blue suede 
and we also feel that the taupe family, shading from the 
old-fashioned beige without the pink tone, will be in de- 
mand. We also are combining pastel shades in kids and 
suedes, and quite a few draped sandals in kid. We think 
that the fashion trend will be sandals from the flats on 
up to 34-inch platforms. We are going to sample quite 
a few shoes in patent, also pastel snakeskins and later 
straw and kid combinations. 

J. L. Kaplan, Carmo Shoe Mfg. Company 





BusINEss should hold up pretty well from now on be- 
cause many merchants don’t have too many shoes. But— 
and this is, of course, the opinion of only one man—I be- 
lieve that some retailers have too many lines in the same 
price bracket in their stores. This is a period requiring 
courage and confidence and insistence on extra good 


values, on the part of the merchant. 
L. J. O'Neill, L. J. O’Neill Shoe Co. 


WE have had a successful Fall season. Shipments during 
August reached an all-time high for this division, and we 
have had a satisfactory fill-in business. We look forward to 
1950 with confidence. Customers have bought shoes care- 
fully; their inventories, while adequate, are not high. Our 
company is preparing an outstanding line of men’s John C. 
Roberts, women’s Grace Walker, and girls’ and children’s 
Red Goose shoes. We will continue national advertising. 


H. F. Oyaas, Friedman-Shelby 


As a suggestion, it seems that it is of extreme importance 
that merchandisers and buyers approach their buying sea- 
son with more confidence. Unquestionably, sales have been 
lost because of poorly balanced inventory ‘at the peak of 
the selling season. There is a growing tendency to buy 
against a possible poor season. A low inventory is not 
necessarily a good one. 

Dick Phipps, Spalsbury-Steis Shoe Company 


We believe that there has been a tendency on the part 
of the merchants during the past season or two, because 
of the desire to keep inventory at a fairly low level, to 
emphasize only the most important price lines from a 
volume standpoint. If proper effort were made also to 
increase the less important price lines and the less impor- 
tant types, it would be possible for merchants to maintain 
their volume and in many instances increase it. 

Paul Roberts, Rice-O’Neill Shoe Company 


Topay there are two extreme methods of merchandis- 
ing. First is to buy in depth and buy early. Second is to 
buy skeleton runs and reorder quickly. In many instances 
both have been successful. However, from early Fall 
reports, the man who had shoes on hand and promotional 
items to plug was the man who held his business. Un- 
fortunately, again this Fall many merchants felt that 
prices would come down, whereas there was nothing to 
warrant such a thought. Furthermore, women are becom- 
ing accustomed to current prices. 
Julian Samuels, Sr., Samuels Shoe Co. 
[TURN TO PAGE 200, PLEASE] 





CHICAGO SHOE FAIR~ OCTOBER 31. 
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Buyers are cordially invited to 
review the new ‘‘Classic Moderns”’ 


Line at the Shoe Fair. 


PALMER HOUSE Room 962W. 


HOTEL STEVENS 
Rooms 713-A,714-A,715-A. 


HUBER suiprer CO. INC., AVISTON, ILLINOIS | 
“Mohass of fine Sema shibhers since 193 My PA F rs COMPANY 
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Help YOURSELF to PROFITS this Spring 


TO RETAIL AT $5 and $6... . Shu-Stiles new 
fashion-right, profit-right Gayla Shoes... 
value-companions to our other successful lines 


that prove “Shoe styles by Shu-Stiles sell!” 


See Gayla and its companions-in-profit at 
THE NATIONAL SHOE FAIR 
HOTEL STEVENS « SUITE 838-39 
CHICAGO 


GAYLA - JANE GAY - LARKMOOR =- FOOTMASTER 
SHU-STILES, INC. - 1214 Washington Ave. + St. Louis 3, Mo. 


October 15, 1949 
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in BEAUTY... 
PERFORMANCE... 
building SALES! 

























PRIMEX is designed (1) to speed the 
buying decision (2) to get new, perma- 
nent customers (3) to modernize and 
beautify your store. Its many mechanical 
improvements are unequalled for build- 
ing sales and customer goodwill. 








* new X-ray unit 
LOOK AT * new low step 
THESE * new 3-Ray penetration 
STAR * new wide platform 


FEATURES * mew compact size 
* new safety 


PRIMEX offers a variety of harmonizing styles 
for all types of store interiors. For full details, 
write PRIMEX EQUIPMENT CO., Dept. 10B, 
135 So. La Salle Street, Chicago 3, Illinois. 


PRIMEX step %22 


SHOE FITTERS 


06 0060s COC Co CCCs OREO | 




















St. Louis Looks Forward 
to Spring 


[CONTINUED FROM PAGE 195] 


We are trying in our promotional scheme to highlight 
periodically certain shoes in our line with the idea of 






T. F. Schroth, Westport 
Division, Brown 


Shoe Co. 









coordinating a national advertising campaign with a pro- 
motion with which a dealer can tie in and from which he 
can get direct sales. We take a shoe from our line and 
point our finger right at it, saying, “This is the shoe you 


want now.” 


= * 










BAsICALLy, it is the fundamental job of the shoe mer- 
chant to find “something” which will bring women into 
his store and, thereby. create store traffic. It is, of course, 


















Lester Tober, Tober- 
Saifer Shoe Manufactur- 
ing Co. 


the responsibility of the shoe manufacturer to help the 
merchant find this “something.” The women’s shoe indus- 
try is, in essence, a fashion industry. One of the things 
most needed by today’s merchant is the courage to stick 
his neck out on some new idea and to put the proper 
promotion behind it. 


Se & = 


THE important thing for any dealer is to have a good 
stock of basic shoes. It is wisdom on his part to mini- 
mize novelties. In fact, a small-town conservative store 


Sam Wolff, Wolff-Tober 
Shoe Mfg. Co. 





doesn’t need a novelty business at all. It is becoming 
harder to conduct a successful shoe business, not easier. 
Price doesn’t enter in very much, however, if a merchant 
can give a woman what she wants. 
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NOW MORE THAN EVER YOU WILL NEED 
INVITING STORE 


KORRECT-WAY IS THE TOP VALUE LINE 
IN SHOE SELLING EQUIPMENT 


No. MB53 


RUBBER FOOTWEAR 
RACK 


Displays 18 styles. 48” high, heavy 16” 
round cast base. Three adjustable bar 
cross arms, each with six strong 
spring clips. 7” x 11” card holder. 
Cadmium plated to resist rust. For 
use inside or outside your store. 


14.95 each 


NEW FOUR LEG CHAIR 


Has extra large curved back and Patented 
No-Sag spring seat. Chrome plated steel tub- 
ing bolted into one solid unit. Upholstered in 
Masland DURAN in choice of colors listed 


below. 17.95 each 


Ne. MDS3 
Ne. A514 
CHROME PLATED SHOE RACK 


F ‘ ‘ An ideal item for resale to your 
Ideal for displaying shoes and slippers on 4 


customers. A necessity in every 
home. Full information fur- 
nished on request. 


counter cases or in your window. 28” long, 
15” high. Holds six pairs. Plastic tips on 
legs. Shipped knocked down. 


2.95 each 
MODERN WRAPPING COUNTER AND SHOWCASES 


NO. A301 
SPRING SEAT CHAIR 
One inch steel tube frame all chrome plated. 
Form fitted oblong back rest. No-Sag spring 
cushion seat. Upholstered in Masland 
DURAN in choice of colors listed below. 
17.95 each 


Especially Designed for Shoe Store Merchandising. Modern Golden 
Wheat Oak finish with plenty of display area and generous storage 
space. Offers you the opportunity to modernize at the lowest cost in 
years. 
Ne. WS34 Ne. WS35 Ne. GWS3 

SHOWCASE Se on est = 
ae eS a 6 ft. long, 24” deep, Gra.) S5a6e 
37” high 79.50 ea. 42” high 158.30 ea. 

Ne. A510 
Glider Type Fitting Stool 


sae ueaii Forest dah sak. Sone AKORRECT-W fa 
upholstered in Masland DURAN to BO ae a a idee eon dn nee 
match above chairs. a hee tee mon 


11.95 each 


C é ry hi, re 


DISPLAYS 
CHAIRS and FITTING STOOLS upholstered Z 
in Masland DURAN in choice of Red, Blue, 


Green, Brown, Terra Cotta, Ivory Sand. 
‘ ” * -_ , —_ IF THERE 1S NO KORRECT-WAY DISTRIBUTOR IN YOUR LOCALITY MAIL YOUR 


ORDER TO FACTORY YOU WILL BE BILLED THROUGH YOUR DISTRIBUTOR. 
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WALT DISNEY CHARACTER HOUSE SHOES... 
the biggest news since shoes. . . ready for pre- 





















Easter selling . . . larger sizes, too! 


WALT DISNEY ANIMATED SANDALS... . with fa- 


vorite Disney characters appearing in a unique 


© WALT DISNEY °RODUCTIONS 


leather ‘‘filmstrip’’ on a cross-strap knock- 


about sandal! 


TRIMFOOT’S PINAFORE PATENTS... the latest 
look for little ladies . . . prim and pretty... 
with just a touch of deviltry! 


TRIMFOOT SHOES... for the growing years... clas- 
sic patterns . . . recognized fitting features... 


with a pre-sold nationwide mother market! 


TRIMFOOT BABY DEER SHOES... the largest sell- 
ing infants’ line... for every stage of baby’s foot 





development . . . including “Trainers” and 
“Toddlers” for that important “‘first sale!” 
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See us at Morrison Hotel, Rooms 1525-1526 
S$ | FI into Rooms 657-8-9 at the 


STEVENS — learn how 
easy it is to become a 


MASTER ......... 


children’s shoes—when you sell 


“the shoe that breathes " 


ROOM 657: A. J. Munch, Martin Phelan, L. J. Raymond 
ROOM 658: Roy McCracken, Bernie Signor 
ROOM 659: Bud Ludwig, Ray Clingingsmith 


Stepllas? 


FOR CHILDREN 


STEP MASTER SHOES, INC. 


GREENUP, ILLINOITS 


SINS as ¥ iad HIN vig 
QY9U 













From coast to coast, 
Weil is known for an 
outstanding stock of na- 
tionally-known branded 
quality shoes. Over 1000 
styles to choose from at far 
below regular wholesale 
prices. While in town see 
Weil . . . “quality shoes 

since ‘32.” 


Weil buys quality shoes 
in any quontity at M K 


any time. 
WEIL 
-) Lo] Seok 


Duane Street 1215 Washington Ave. 
St. Lovis 3, Mo. 


los Angeles Sample Room 





COMMENDED 
enya 




















THESE 
i AUTHENTIC TEXAS MADE 
{ COWBOY BOOTS 
FOR CHILDREN, BOYS & 
GIRLS ARE AVAILABLE 
FROM OPEN STOCK 


& 























Popular Dyanshine Stain Paste a 

retails for only 10¢. Liquid Dy- 

7 / anshine is thrifty, too, at 25¢. 

/ Barton Mfg. Co., St. Louis 15, Mo. 
f ‘ J ' \ \ ‘ ‘ 


\ 
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HANDY FORMS | 


(Carried in Stock) 
For Efficient Store Operation 


Shoes and Carton Price Stickers—Postage stamp size: 1452 
to a book: $2.00; 2 bks $3.50; 4, $6.00. 





WANTED Buying Order Pads—Form 2107, per pad............. $ .40 

(160 sheets to pad—S0 orig.—50 dup.) 5 pads....... 1.75 

DESIRABLE TERRITORIES Inventory Size Sheets—Form +106, per pad... : -50 
OPEN (100 sheets to pad) 5 pads $2.00; 10 pads......... . 3.50 
SCHRODER © Sales Record Slips Form “D” 100 to pad, per pad.. 25 

WRITE = A. GER § Refund Record Slips Form “E”’ 85 to pad, per pad... .25 
SALES MANA Customer File Cards Form “F’’ 3”x5”, 100 cards. ... 75 
Profit Charts—accurate guide to selling prices............ 50 


SAMPLES ON REQUEST 


MERCHANT'S SERVICE DEPT. 


209 S. STATE STREET CHICAGO 4, ILLINOIS 
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You'll See... 


The New WEATHER-BIRD Styles 

The New WEATHER-BIRD Colors 
The New WEATHER-BIRD National Advertising 
The New WEATHER-BIRD Retail Merchandising 


You'll Get... 


the facts and the plans that'll make 


you, the Weather-Bird Dealer, 
the leader of the 1950 


profit picture! 





PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 


FOR BOYS AND GIRLS ARE 

































BUILD YOUR BABY SHOE VOLUME WITH 





CURTIS of TEXAS, SALES -APPEALING 


BABY SHOE CREATIONS... 


The demand for Baby Shoes is now at an unprecedented 


high level. 


Meet the demand with Curtis Baby Shoes. This attractive line, 
designed to fit, receives immediate acceptance by the most dis- 
criminating parents. Available in a wide variety of styles and 


color combinations. 


Curtis Baby Shoes are particularly popular with volume buyers. 


MANUFACTURED AND 
PRODUCED BY 


y> CURTIS 





TRADE MARK 


SHOE COMPANY 
OF TEXAS 


TEMPLE, TEXAS 


See our complete line at the 


following Shows: 




















Shee Manufacturers 


Week of October 16 — 
Reem 625, Hetel New 
Yerker 


ee Shee Fair 
2 

Oct. 31-Nev. 3 — Reom 
743, Merrisen Hotel 






Popular Price Shee 
Shew of 

Nev. 27-Dee. I 
Hotel New Yorker 
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HEAD FOR THE MAIN ATTRACTION: 












| SEE US AT 
| ‘THE FAIR 





Rooms 804-805-806 3 -" ac . - : ‘ ii , 
HOTEL STEVENS oys and girls all over America know, like, an 
CHICAGO a wear Red Goose Shoes. Their parents, too, know 


October 31 thru Nov. 3 Pa P 
i and like them... and many parents wore Red 





Goose Shoes when they were youngsters ... for 
Red Goose Shoes have been a leading juvenile 
brand now for over 40 years. Nationally advertised 
in 77 national magazines and Sunday newspapers. 
Supported by a complete dealer merchandising 
program. For in-stock availability and immediate 


delivery: Red Goose Shoes. 


RED GOOSE DIVISION « INTERNATIONAL SHOE COMPANY «+ ST. LOUIS 3, MO. 
NEW YORK OFFICES: 551-553-555 MARBRIDGE BUILDING. 
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Visit Rooms 755A, 756A, 757A, 758A 


in the Stevens Hotel 


THE NATIONAL SHOE FAIR 


in Chicago—Oct. 31 thru Nov. 3 


Come See the complete line of City Club 
Shoes that'll be the outstanding favorite 
with men who want the best style and 
the best value! 


Come See the powerful, eye-catching— 
convincing—advertising that will send 
men /Jooking for the store handling 
City Club Shoes! 


Come See the new City Club merchandising 
aids that will bring the customers to 
your store...and keep ’em coming! 


Or—just come in for a friendly “get together:” 
We'll be glad to see you ... do every- 
thing in our power to make your visit 
worth-while! 


Styled by PETERS SHOE COMPANY, pivision OF INTERNATIONAL SHOE CO., ST. LOUIS 3, MO. 
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The latch string’s out 


ity ub 


DISTINCTIVE SHOES FOR MEN 





BEST ™ 1 “circle 
NATIONALLY ADVERTISED in 
Coilier’s, Life, Esquire and 

Saturday Evening Post 
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UP-TO-THE & : egal & 
: MINUTE i Sg “NATIONAL i! 
STYLING 7 “) | ADVERTISING ») 

s . fre 40% yD _* 
ae NY MARK-UP { —" 


“pier 


, IN-’N-OUTER eo a SS 
| >) LEISURE RS a COMPLETE 
SHOES _., LINE OF STYLES 


| ACTION-FREE FOR EVERY 
A CONSTRUCTION . OCCASION 





Og i Sa 


COMPLETE 
LONG-WEARING IN-STOCK 


QUALITY SERVICE 







IT’S NO PIPE DREAM 
when the line is 


INTHROP 


Come see for yourself! 





rey 
Saar 


NATIONAL SHOE FAIR ¢ CHICAGO, OCTOBER 30-31, NOV. 1-2-3 
PALMER HOUSE, ROOMS 828, 829, 806 


WINTHROP SHOE COMPANY *« DIV: INTERNATIONAL SHOE COMPANY « SAINT LOUIS 
October 15, 1949 
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Stores change to 














































in store available with shelving. 


Ld 


. Minutely adjustable vertically. 


- Each shelf with 
ond interchangeable throughout store. 


be 


Designed and Invented by H. C. Moore, 
Nationally Known Merchandising Architect. 


\ 
SO 





2038 WALNUT ST. 





International Executive ou 
Globe-Girdling Sales Trip 


St. Lovis—H. R. Dominguez, mana- 
ger, export division, International Shoe 
Co., departed by air October 2 on a 
globe-girdling trip to make a survey of 
International’s foreign operations and 
to develop new business. Mr. Domin- 
guez plans to “call on our salesmen and 
our trade wherever we have representa- 
tives,” he said, “and to make additional 
contacts.” 

Making the excursion by air, Mr. 
Dominguez’ itinerary follows the 


210 


Leading U.S. Shoe and Department 
SEED 








1. Display niche that fits in‘o shelving anywhere 


2. Each shelf adjustable in depth—thus keeping 
orderly looking store and saving clerk's time. 


shoe stock thereon removable 


Saactary Equipment M fg. CO., %e. 





Adjustable | 


All-Metal Shoe Shelving... 


DOTS INDICATE 
SOME SEMCO 
INSTALLATIONS 


SEE US AT + 
THE SHOE FAIR 

BOOTH 39 
PALMER HOUSE 


ne Cost 


Requires no carpenter, or other 
expensive labor to install. Any- 
one can set it up in a jiffy with 
pliers and screwdriver. No 
maintenance cost. If moved to 
new location, recovery is 100%. 
No loss, as with wood. 


MORE PAIRAGE 

ON SELLING FLOOR 
Increases pairage on floor 10% 
to 40% over ordinary shelving 
at reachable height. Obviously 
reduces person to person stock 
time and turns customers faster. 
Made possible with thin !/2 inch 
shelves and minute vertical ad- 
justability of shelves, taking up 
lost space between cartons, es- 
pecially children's. Beautiful 
finish and design brightens and 
modernizes any store interior. 
Install SEMCO adjustable all- 
metal shoe shelving! Get divi- 
dends in lower operating costs; 
and new look. Write today for 
FREE BULLETIN. 


Circle World Trip flight plan, with the 
first stop in the Hawaiian Islands; 
thence direct to Japan, followed by a 
visit to Hong Kong, and a backtrack to 
the Philippines. Next port of call is 
Guam and other islands in the Mari- 
annas group, followed by a flight to 
Calcutta, India. 

Other stops in the Near East include 
Delhi, India; Karachi, Pakistan; Basra, 
Iraq; Saudi Arabia; Cairo, Egypt, and 
finally Istanbul, Turkey. From Istan- 
bul, Mr. Dominguez will go to Rome; 
then Paris and Brussels and embark 
for the U. S. from either Madrid or 











London. He plans to return to St. Louis 
around December 22 or December 23. 
Despite the fact that exports have 
fallen off because of restrictions, he is 
optimistic about the future potential 


of International’s foreign operations 
and for the export business of Ameri- 
can manufacturers in general. Basi- 
cally footwear is a good bet, he says, 
because annual world production is 
something less than one billion pairs 
while the world population is in excess 
of two billions. 





H. R. DOMINGUEZ 


But development of world markets, 
he declares, is dependent to a great ex- 
tent upon foreign purchasing power. 
And purchasing power frequently is 
measured by the degree of industriali- 
zation in a particular country, he as- 
serts. “History has proved that our 
best customers are the countries that 
are industrialized,” he says, “and we 
should not fear industrialization of 
foreign areas.” 

He also points out that “most Euro- 
pean countries are far behind in sales 
tactics; that a good many European 
manufacturers do not know what 
American requirements are.” The lis- 
tener cannot but conclude that he is 
emphasizing the fact that successful 
export operations are a two-way street, 
which to become a reality may require 
the schooling of Europeans in Ameri- 
can salesmanship as well as the loan of 
Marshall plan dollars. 

Devaluation of foreign currencies, he 
says, actually makes the products of 
these countries more competitive with 
American manufactured goods. But in 
the long run he believes the competition 
will stimulate American manufacturers 
to get more business. 

Mr. Dominguez gets in a lot of travel 
in his job as export manager and he 
believes the best way to sell merchan- 
dise whether at home or abroad is to 
go to the prospect in person. He doesn’t 
have much use for “swivel cheir” sales 
strategy. American manufacturers, he 
believes, are passing up a_ potential 
profit by not getting first-hand informa- 
tion about their foreign markets. 
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BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 
New England Distributor: KREIDER-CREVELING SHOE CO., 602 Atlantic Avenue + Boston 10, Mass. 


BUYERS KNOW: “BELLEVILLE SHOES ARE HONEST SHOES”’ 
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The World of Fashion Looks to St. Louis 


tween manufacturer and retailer for 
next Spring’s selling will be more 
closely integrated than it probably ever 
has been. Plans of St. Louis manufac- 
turers call for a program that will 
harness manufacturers and their deal- 
ers to a single promotional vehicle. That 
is, retailer merchandising and national 
advertising of manufacturers will no 
longer be considered individual efforts, 
but instead parts of a whole. 

They are to be welded for a simul- 
taneous punch nationally and locally. 
When an ad breaks in consumer maga- 
zines, for example, the dealer will hit: 
that same week of the magazine’s re- 
lease date with an ad in his local news- 
paper. He will feature the shoe in his 
window and probably call attention to 
it through spot announcements over his 
local radio station. Counter cards, pack- 
age and statement inserts and direct 
mail also will be used. But most im- 
portant, he will have scheduled his buy- 
ing so as to have ample stocks of the 
shoes advertised at the time of the 
promotion. 

“There is nothing new in this strat- 
egy,” some readers will say. “It’s all 
been done before. In fact it’s peren- 
nial, except possibly for the war years.” 
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[CONTINUED FROM PAGE 179] 


And they are, for the most part, right. 
The pattern of former years is fol- 
lowed. But there are some innovations. 
Essentially, the promotional strategy 
of the St. Louis shoe industry is a 
strategy of re-emphasis, re-emphasis of 
the factors which have made St. Louis 
great as a shoe producing center— 
quality, styling, craftsmanship and the 
volume production of shoes at a price 
appealing to the well fed, well shod and 
well clothed bourgeois America. 

Its singularity is found in the com- 
prehensiveness of the planning and the 
program itself; also in the feeling and 
the motivation behind it. St. Louis pro- 
ducers believe that there has got to be 
more of a joint effort at manufacturing 
and retail levels to do a better job of 
selling. 

We are concerned here with just how 
this better job of selling or promotion 
will take shape. For one thing, shoe 
travelers have a more significant part 
in promotional efforts than ever before. 
They are the liaison between manufac- 
turer and retailer.and they will be de- 
pended upon to help the merchant mer- 
chandise. They not only are expected 
to be able to talk intelligently on the 
subject; they are expected to have the 


merchandising savvy it takes to advise 
retailers how to carry out the promo- 
tional plans of the manufacturer they 
represent. 

To this end St. Louis shoe manufac- 
turers have spent more time and money 
schooling their road salesmen in the 
rudiments of shoe merchandising than 
in any previous period in the history 
of the market. 

St. Louis shoe manufacturers also 
have sharpened their efforts in the field 
of design and presentation, in accord 
with the competitive practice of the 
era. One well-known producer of chil- 
dren’s footwear, for instance, recently 
plunked down a sizable chunk of its 
reserves to improve construction fa- 
cilities. 

Throughout the industry in St. Louis 
there has been a re-emphasis of the 
necessity for better workmanship and 
a consequent improved relationship be- 
tween management and shoe craftsman. 
Shoe workers are beginning to catch 
the spirit of the times; to realize that 
their job depends on better shoes just 
as much as does regular punching of 
the time clock. 

With their wages high and the mate- 
rials market remaining firm, shoe 
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1235 Washington Ave. St. Louis, Mo. 
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workers as well as manufacturers know 
that workmanship along with styling 
are elements which will have to con- 
vince the extremely critical consumer 
and retailer. 

Also making for a better product 
from St. Louis and a better value, is the 
competition for work among skilled 
shoe workers. Men who left the indus- 
try during the war to go to work in 
such industries as aircraft, steel and 
steel fabrication have been gravitating 
back to their former skills in recent 
years. And the result has been to create 
a pool of skilled workers from which 
manufacturers can select top crafts- 
men. 

Improved styling and more highly 
skilled workmanship produce better 
values, of course, and greater promo- 
tional efforts at both the manufactur- 
ing and retail levels help move the mer- 
chandise. But the key to the success of 
next Spring’s promotional efforts, say 
St. Louis manufacturers, is timeliness, 
to drive home to the consumer the ad- 
vantages of the 72 nationally adver- 
tised brands made in the St. Louis 
market. 

Production, buying, distribution and 
on-schedule deliveries are a must. 
Spring footwear, and especially femi- 
nine footwear, St. Louis producers 
point out, is a highly perishable com- 
modity. The dealer who wants to oper- 
ate at a profit must have depth and 
balance to his stocks when the demand 
strikes. Shoes always will have some 
of the qualities of a staple, manufac- 
turers admit, but the way to sell them 
competitively is to look upon them as a 
commodity just as perishable from a 
seasonal standpoint as a highly styled 
woman’s frock. 

; To aid the dealer the St. Louis shoe 
industry has created the most highly 
styled lines in its history. It has en- 
deavored to put the quality and crafts- 
manship in its product to provide the 
competitive advantage to incite con- 
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sumer preference. It has built up in- 
stock service departments to prewar 
standards. It can thus provide fast fill- 
in service. 

On every count St. Louis manufac- 
turers are striving to share the prob- 
lems of their retailers. But to do the 
joo they are asking for cooperative 
teammates; dealers who will follow sig- 
nals and carry the ball where the quar- 
terback calls them. 





Sees Major Changes Coming 
In Shoe Selling Technique 


St. Louis.—Ed Richer, V&€e-president 
of the Grey Advertising Agency, New 
York, told members oi the St. Louis 
Shoe Manufacturers Association at a 
luncheon here recently that “there will 
be a complete change of selling tech- 
nique in the shoe business in the next 
five years.” 

Confining his discussion primarily to 
promotion and selling techniques em- 
ployed in the movement of women’s 
high style footwear, he said manufac- 
turers should be selling “ideas and item 
promotions to their retailers rather 
than “lines.” There must be some- 
thing wrong with a line of women’s 
shoes that takes two hours to look at, 
he declared. In the first place, few re- 
tailers have that much free time for 
such a purpose, and secondly, there 
obviously are too many styles in the 
line for them all to be “pre-sold” or pre- 
demand items. 

“The average retailer doesn’t have 
enough dough to create pre-demand 
items,” he said, “which means that the 
manufacturer is the one to create the 
demand through intelligent anticipation 
of future wants of the feminine con- 
sumer and through the aggressive use 
of advertising.” And the budget for the 
latter, he pointed out, should be predi- 
cated on a percentage of the anticipated 
business for the coming year rather 
than the volume of the previous year. 

Producing “pre-sold” items, or more 
specifically, women’s style footwear for 
which the demand is a factual cer- 
.ainty in advance, he stressed, requires 
a working knowledge of the fashion and 
color business. It necessitates first hand 
style know-how from smart girls. The 
method: “Take a smart gal and bring 
her into the business.” Result: The 
creation of four or five hot styles that 
sell; rather than a long line of which 
many of the styles are duds. 

Mr. Richer contends that this method 
is much more practical than having the 
design department dream up the styles 
from scratch. 

At the retail level, the trend is to- 
ward wardrobe selling; at the manu- 
facturers’ level the trend is toward 
portfolio selling, the selling of a com- 





plete merchandising plan for the re- | 


tailer. The aim: To relieve the peaks 
and valleys; to reduce the wasted ef- 
fort resulting from superfluous styles; 
and to create pre-demand styles, and 
more profits. 


Lots of 


with 
MP7 GO WEN 


Infant’s and Children's Shoes 


EXTRA PROFITS because the 
Happy Go Lucky In-Stock Service 
Plan allows you to reduce your in- 
ventory while increasing your selec- 
tion of styles and sizes — this means 
more sales because you can please 
more customers. 


Immediate shipment on all orders 
assures fast fill-ins to keep your stock 
complete at all times. 


Add to these advantages the high- 
led, medically correct, nationally 
vertised line of Happy Go Lucky 

Infants’ and Children’s Shoes and 

you have a winning combination for 

more business and extra profits. 


Three of our many beautiful styles 
are shown below. 


No. 1061 Blk. Pat. 
Cross Strap. Sizes: 
5%-8, 84-12, 
1244-3 In widths. 
Full sock liner, Nylon 
French cord bound. 
Also made in white. 













No. 1051 Blk. Pat. 
Roman Strap Sandal. 
Sizes 2-5, 54-8, 
84-12. A beautifully 
made, high styled, 
quality shoe. Also 
made in white. 


No. 1071 Bik. Pat. 
Cross Strap. Sizes: 
5Y%-8, 8%-12, 
1214-3 In widths. 
High styled, medical- 
ly correct. Also 
in white. 


Write for illustrated catalog 
showing all styles, sizes, and prices. 


ED WHITE JUNIOR SHOE CO. 
PARAGOULD ARKANSAS 
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goCarl Reeves* tells me your 


+ #3562 has been the 


Keith Highlande 


: shoe style 
ng single 


best selli 


we ever had.” 


#Shoe Dept- Mer- 





Big stores and little stores alike cut down their over- Six of these best sellers in stock! 
head, eliminate lost sales with this flexible In Stock 

Service. We carry the inventory load on six top-ranking ‘ 
styles, ship your orders out the same day. It’s the budget- wth 


conserving, space-saving way to bring the best trade. in 


your town the finest shoes in America! ud 
Keith Highlanders retail from $19.95 
Send for details in our new In Stock Catalogue. THE PROUDEST pie NAME IN SHOES 


GEO. E. KEITH COMPANY, BROCKTON 63, MASS. 


214 Boot and Shoe Recorder 











ny es 2 


Casual note in a window. Mannikin is wearing Trapunto sabot with matching bag of 

turquoise suede; Joyce. Top left, open suede wedge, matching belt; Sun-Cal. Below, 

Vic Colton’s suede high wedge with double instep straps; Ted Saval’s white shantung 
sling with pink and blue leather stripping. Far right, polished calf sling; Rathy. 


CALIFORNIA 
anos SPARKLE ro vorm INVENTORY 


California Fashion Is Based on the Accessory, and This Puts 

the Shoe in the Spotlight. Shown in Its Natural Habitat, with 

Gloves, Bags, Belts and Jewelry, These Footwear Styles Add a 

Touch of Spice to Retail Inventories Which Accounts for 
Plenty of Year-Round Business. 
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SKOOTERS 00 ciality | 


SKOOTERS SELL 


TURN OVER THE BOX 


Not the Customer?! 


/ 


See the one complete casual line 


in Rooms 948W, 949W, 959W 
Palmer House, Chicago, Oct. 31, Nov. 1, 2, 3. 





VOGUE SHOE, /nc.. 

















dramatic, precedent-shattering introduction 
of Milan Straw in shoes climaxed 10 years of 


successful FIRSTS. 
And now... 
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in new, glowing colors, 
new treatments and new 


SAVAL techniques— 


showin g at: 






CHICAGO, National Shoe Fair, October 31, Nov. 1, 2, 3 
Palmer House, Room 974W and 975W 


NEW YORK, Fashion Shoe Show, November 5-9 
McAlpin Hotel 


AUGUSTA, Southeastern Shoe Travelers’, November 5-9 
Sheraton Bon Air Hotel 


DALLAS, Southwestern Shoe Travelers, November 13-16 
Adolphus Hotel 


LOS ANGELES, West Coast Shoe Travelers, November 13-16 
Alexandria Hotel, Room 548. 


in attendance: 


Ted Saval, Sidney Schwartz, Jack G. Rogers, 
George M. Rogers, Fred S. Rosen. 







1510 $0. BROADWAY, LOS ANGELES, CALIFORNIA 
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Left: Hand-made boots 
by Stewart-Romero. The 
University, just over 
ankle height, of Ilght- 
weight calf with elastic 
sides, stitched vamp and 
quarter. The Palm Springs 
with a bucking horse by 
Till Goodan, and the 
Cheyenne with extra 
width in the heel, de- 
veloped as a _ walking 
boot. For women, the 
Salinas, the Californian. 


below: On_ the 
Spoonbill suede 
sanaal, matching bag; 
Joyce. Kiltie oxford, 
stitched at throat; Rathy. 
Hollywood Skooters linen 
pump, removable ankle 
strap. Right, Sbicca’s 
“Wahoo” of calf with 
lacing, “Look-In” bag. 
Left front, bootee, pinked 
edge; Rathy. California 
Shoes Rufbuk oxford. 
Pigskin Pixey boot by 
Brief, with pigskin gleves. 
Right front, kid suede 
oxford. matching pouch; 
California Cobblers. 


Left, 
pillar, 








CALIFORNIA 


From Arrowhead Moccasin Co., hand- 
made Indian moccasins with air-foam 
innersole, matching beanie and foot- 
ball purse in school colors. Top cen- 
ter, Tortilla Flats of soft leather; 
Trina. Ted Saval uses mesh for the 
vamp of the shoe, right, stripped with 
green and red kid. From the same 
house, cross-strapped flats in red, 
green, yellow. Matching belt, slack bag. 


How to sell California shoes? 

First, stock them. 

We mean, specifically, the flats, the casuals, the nov- 
elty lines that are the backbone of the California shoe 
industry. Regard them not as “extra” seasonal shoes, 
to be promoted only with play clothes in Summer, but as 
year-in-and-out items, for housewives, for clubwomen, 
for students, for all your active, busy customers who 
want shoes that feel good on the feet. 

Second, accessorize them. 

California fashion is based on the accessory—the 
twist of a scarf, the glitter of a belt, that changes the 
basic outfit a half-dozen different ways. Show the Cali- 
fornia shoe in its natural habitat, with gloves, bags, 
belts and jewelry that were created in California. 

Third, dramatize them. 

The creation of separate California sales sections is a 
merchandising idea that has caught the fancy of retail- 
ers from Maine to Australia. The smaller merchant 


Typically Western are tooled leathers. 
On the left from Sun-Cal, ankle strap 
wedge with tooling on vamp and wedge. 
Above right, Hollywood Skooter combin- 
ing the leather with black suede. 





apps SPARKLE 70 youn INVENTORY 


Left: For cocktails, mannikin in taupe 
lace wears Kimels biack faille ankle 
strap. Also shown are a cordé high 
wedge with ankle strap; Sbicca. Lower 
row, taupe suede sling with asymmetric 
instep straps; violet suede ankle strap 
on platform; both from Sobel. Grey 
suede sandil with silver edging; Brief. 


Right: Green moss 

velvet evening gown, 

complemented by 

ankle strap_ gold- 

flecked satin sandal; 

Kimel. White satin 

front strap sandal with 

might take a leaf from Chandler’s chain of French Room —_ Fnac on 
salons. This progressive organization distinguishes its front, ankle strap in 
California styles by displaying th mite? ee oe 
styles by displaying them on dramatic “bars. silver; Brief. Right, 

To the thousands who annually pile their mattresses two wedges in gold 
— ; ody a kid, the 21/8 by Vic 

on the roofs of their jalopies, or their furs on the Super Colton and the flat by 


[TURN TO PAGE 220, PLEASE} Trina. 





Leisure shoes for men. Top row, walking sandii of 
On the left, two straw scuffs with terry lining; Casuals, Calitan patterned after those worn by the Mission 
Inc. Zip boot with fur collar; Taubers of California. Fathers; reverse calf oxford with leather lacing: 
Style-Master’s new “Jeft” slipper of checked flannel. Cali- gauntlet shoe with nylon mesh, all from Casuals, Inc. 
fornia Cobblers snub-toe flannel slipper with From Guild Shoe Co., shearling-lined moc of Swagger- 
pinked edge. Trina’s suede scuff. On the Buk with soft sole, and branded moc of California 
pedestal, chenille cross-strap scuff; mn 4 saddle leather with rubber sole, silver buckle. 
Duckies. Lamkins “White = 
Christmas” bootees. 
























































OF CALIFORNIA 


PRESENTS THE PREMIERE OF 


“WESTWARD 20 PARADE 
OF STYLE” FOR 1850! 





STAGE 968 Ww 


Palmer House, Chicago 
National Shoe Fair—Oct. 31, Nov. 1, 2, 3 


Directed and Produced by 


Arthur Sbicca and 


H. C. Marxmiller, with a large supporting cast 
of Outstanding Successes. 


Adolphus Theatre... 


Dallas 


Directed by Wm. Bauman 


Alexandria Show House.. 


-Los Angeles... 


Nov. 13, 14, 15, 16 


Directed by Elmer Sikorski 


mM. Yi — Office ...905 
has. Lillian in 


Marbridge Building 
charge 


$6.95 to $8.96 


conventionally lasted process 


SBICCA OF CALIFORNIA ¢ 214 WEST 17TH STREET e LOS ANGELES 




















California Adds 
Sparkle to Your Inventory 
[CONTINUED FROM PAGE 219] 


Chief, and head West, California repre- 
sents a nearly ideal mode of life. In- 
evitably, California fashions reflect this 
way of living. First, and foremost, 
California clothes are designed to be 
lived in. The evolving of the “casual” 
design—in women’s dresses, in men’s 
wear, in shoes—is a reflection of an ac- 
tive way of life. On these pages, typical 
California costumes are photographed 
with California shoes and California 
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accessories that will accompany them 
to the office, to dinner and then the 
theater. Californians demand comfort 
in their clothes, and they demand versa- 
tility, and this applies to their shoes 
as well as to the other parts of their 
wardrobes. 

Color plays a dominant role in Cali- 
fornia style. Traditional subdued shades 
seemed out of place in the bright Pacific 
out-of-doors, so California designers 
discovered the spectrum for fashion. To 
the navy blue of Spring, black of Win- 
ter, California added its desert, sand 
and sky tones. Even the American male 
was freed from his generations-old limi- 


tation of black and brown. Eyebrows 
no longer raise at the bright shirts, 
leafer jackets, the casual shoes. 

Perhaps nowhere else is the medium 
price house so willing to bet on new, 
untried styles. Such developments as 
the California process in shoe manufac- 
ture, facilitating the making of flexible, 
light, high fashion footwear at mini- 
mum cost, is one facet of this approach. 
Perhaps it was because, at the begin- 
ning, California manufacturers had less 
capital, less to lose than the older East- 
ern houses—at any rate, California de- 
sign is synonymous with daring, and 
this results in a wealth of new shoe 
treatments from the California terri- 
tory. 


—_——_——_ 


Canadian Retailers Betting on 


Admiral Blue for Spring 


MONTREAL, CAN.—Color was high- 
lighted at the conference here of the 
Canadian Shoe Retailers Association’s 
national style committee. Admiral 
blue, it was thought, will be first choice 
for Spring 1950, to be followed in order 
of importance by rosewood, kola brown, 
cafe brown, misty grey, cherry red and 
green pepper. In town and country 
colors, cinnabar, a rust-brown, and 
rosewood, as well as admiral blue and 
misty grey get the nod, and in casual 
and wedge types, the same colors as 
well as Irish green and red dominate. 
It is predicted that black will retain a 
50 per cent popularity with color taking 
the other half. 

Spring will also see a more slender- 
ized last in high style, and also slender- 
izing of the Cuban heel. In wedge types 
there will be a tendency toward higher 
heels. 

At the moment no radical change in 
styles is seen. The dressy open-toe, 
open-back ankle strap sandal with plat- 
form, the sling pump and the casual 
and wedge types will be Spring fea- 
tures. Baby dolls will still be in the 
picture. 

From the Men’s committee comes the 
news that the rugged look is here to 
stay, with modifications planned to 
lighten the effect, more double soles, 
fewer triple. Brushed leathers will be 
more important than ever next Spring 
and Summer in blue, grey, wine and 
brown. More attention will be paid to 
styles for middle-aged and older men. 
While the burgundy shades, so popular 
in 1949, will still be prominent in 1950, 
there will be a new interest in medium 
and light shades of brown. 

Children are making themselves felt 
as a potent factor in the shoe business, 
as was revealed by the children’s com- 
mittee which found that in 1949, the 
children’s market, 14 years and under, 
outdistanced all others in population. 

Trend in boys’ styles is like dad’s, 
toward the rugged look—ghillie ties, 
buckled straps, etc., with wine the pop- 
ular color, and small boys demanding 
the heavier types as their elders do. 
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More than one million 


pairs of 


MOCCAROUNDS 


in tenyears of progress! 

















Nothing Succeeds like Success! !n their tenth year, ending September, 1949, 
Cobblers’ production was 12'3°% higher than in 1948 and nearly double that of 1945. Repeat and re-order 
merchandise is the foundation of this successful business. For TEN YEARS Cobblers have created 

hits like “Snoopers,’ “Snubtoes’’* the “Quartet” and the “Moccaround;* each of which sells consistently 

over One Hundred Thousand pairs every’year—and there are always new Cobblers coming — catering 


to all fashion whims and fancies— making customers out of every consumer. 


Chicago, Ill, Palmer House, October 31, November 1 to 3 
Augusta, Go., Sheraton-Bon Air Hotel, November 5 to 9 


COM E TO s & & TH = St. Paul, Minn., Hotel St. Paul, November 5 to 8 


New York City, Hotel McAlpin, November 6 to 10 


COBBLERS’ FIRSTS THAT LAST! Dallas, Tex., Adolphus Hotel, November 13 to 16 


Los Angeles, Calif., Hote! Alexandria, November 13 to 16 


Des Moines, lowa, Hotei Fort Des Moines, November 27 to 29 








Cy 


* Patented COBBLERS, inc., 1212 Stanford Ave., Los Angeles 21, California—Room 603, 47 West 34th St, New York City 
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*Top Drawer Secrets 
(Proven sellers like our ‘PIXEY BOOT’) 


OUT OCTOBER 30 
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See our TEN T.D.S.* 


WHAT’S 
NEW? 
POPULAR? 












P.$.- 

THANKS TO YOU, 
RETAILERS... for your 
acceptance and successful 
promotion of our 
sensational PIXEY BOOT. 
Our T.D.S.* will be 
equally sure-fire! 
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Adds New Line of Boys’ Shoes 


BAKERSFIELD, CALIF.—Twelve inches 
on three columns of advertising space 
in the Bakersfield Californian were 
used recently by Brock’s department 
store, at Twentieth Street and Chester 
Avenue, to announce the addition of 
a new line of shoes for boys “to our 
long list of nationally known makers.” 
The ad offered four styles of shoes in 
wing tips, straight tips with toe punch- 
ings, moccasin styles and the new tun- 
nel lace type. Three styles at $6.95 and 
ene at $5.95 were illustrated in the 
ad. 
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sensational Show hits 


ROOM 709 


STEVENS HOTEL, CHICAGO 


CALIFORNIA 
217% S. SPRING. STREET 


ANGELES 12, CALIF. 


Takes on New Line 


FRESNO, CALIF.—A new John C. Rob- 
erts shoe dealership was announced 
here recently by Pauls Shoes, at 2020 
Tulare Street. The Pauls store used 8 
inches on three columns of space in the 
Fresno Bee to announced the event. 


Store in New Location 


DALTON, GA.— The Hackney Shoe 
Shop has moved from South Hamilton 
Street in Dalton to 116 West King 
Street. 









Shoe Rack Also Keeps 
Shoes in Shape 


los ANGELES—A new shoe rack, in- 
troduced in Los Angeles, doubles as 


| shoe trees. The shoes are slipped onto 





Wire loops hold shoes in place and also 


keep them in shape, says the manu- 
facturer. 


wire loops, which hold them in shape, 
Shoes of any type or size, men’s, 
women’s and children’s, will fit on the 
loops, according to the manufacturer, 
Each rack holds three pairs of shoes, 
The rack, which screws onto a closet 
or cupboard door, is all-steel with an 
ivory finish. 

Called the “Hollywood Shoe Rack,” 
it is a product of the Waco Mfg Co., 
6723 Eleventh Avenue, this city. 





Father’s Day Campaign 
Gets Under Way 


NEw YorK—The 1950 Father’s Day 
campaign officially opened recently at 
the Father’s Day Council’s co-chair- 
men’s conclave luncheon at the Statler 
Hotel, here. One of the features of the 
occasion was the honoring of Alvin 
Austin, executive director, who cele- 
brated his 15th year as the head of 


the Father’s Day promotion. Mr, 
Austin was given a sterling silver 
plaque. 


Mr. Austin pleaded for the “New 


| Phase” program which has to do with 


selling every retailer and manufacturer 
the idea of taking part in the Father’s 
Day promotion by tying-in with it. 
Naturally all of them cannot be visited 
and secured as subscribers but a great 
many of them should be, if the commit- 
tees function properly, Mr. Austin 
stated. 

Father’s Day falls on June 18, 1950. 





Salesman Now Has Own Store 


NEw HAVEN, CONN.—William A. 
Lanesey, a salesman for 25 years with 
the Spencer Shoe Company, has opened 
his own store at 15 Church Street, this 
city. The store, named the Lanesey 
Shoe Store, is a Spencer agency and 
carries men’s, women’s and children’s 
shoes at popular prices. 
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Then see the shoes that 


are going places 
(And see the places they go!) 
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MEN'S MOCCASINS! 
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OF CALIFORNIA SADDLE LEATHER 


CALIFORNIA 


SADDLE LEATHER 





Still available for gift season delivery 


are these authentic Indian Moccasins styled and 
made in California. Lined with soft, warm sheepskin, 


they are hand lasted and hand laced with genuine rawhide. 


Construction is of molded saddle leather without additional sole. 
Comes in Indian Tan, Natural, Ox-Blood, Cordovan. 


Sizes 6 to 12. 


To Retail about $6.50 
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Warns Against Free Use 
Of Old Patterns 


Boston — Some shoe factories. are 
spending time and money in the hope 
of creating new styles from old pat- 
terns. This is done presumably to 
eliminate costs of patterns. This is a 
false economy, according to George A. 
Schultz, associate director of the Na- 
tional Shoe Pattern Manufacturers As- 
sociation. 

“While pattern costs are cansidered 
a capital investment by most manu- 
facturers,” he said recently, “the cost 
of patterns figured in terms of produc- 
tion, is but a fraction of a cent a pair 
in the ultimate cost of the shoe. 

“Style demands from season to season 
make it almost necessary to develop 
the new trends from new patterns. 
True, some base patterns may be used 
over again and it is a good practice if 
manufacturers in doing so, do not 
sacrifice the value of a proper fitting, 
good selling shoe. The old base pattern 
definitely limits the development of a 
new style. The base pattern, if made in 
a blocker form, can be ‘knifed out’ by a 
machine die in some instances, and a 
fairly good result can be obtained. How- 
ever, the new effect gained is limited 
by the shape of the base pattern and 
in many instances is carried much too 
far to the sacrifice of a quality shoe 
that has sales potentials. It is even 
known that the manufacturer some- 
times uses base patterns on improper 
lasts, stretching the purpose intended 
entirely beyond reason. He often for- 
feits the value of the new style—that 
new look—which is so essential to buyer 
acceptance. The line looks the same 
season after season as a result of this 
apparent, but truly false, economy. This 
causes loss to the manufacturer and 
the retailer alike. 


Re-Use of Base Patterns 
Justified in Pump Styles 


“The best type of re-use of a base 
pattern is the pump style where, by 
changing the shape of the vamp throat, 
or adding stitching, perforations, braid, 
bows or other trim detail, changes can 
be made without destroying the style 
intent. Such methods, however, often 
present the danger of over-styling. 
Artistic design and gracefully blended 
lines make shoes outstanding in that 
they bring profitable returns. 

“If complete new patterns were de- 
veloped, without the handicap of ad- 
hering to the old base pattern, proper 
lines could be incorporated into the 
new pattern to give it the fitting quali- 
ties, eye appeal and manufaeturing 
simplicity that make for quick turnover 
at the retail level and repeat orders 
and full production for the manufac- 
turer. It is almost impossible to ‘re- 
vamp’ a pattern from one type of shoe, 
such as from an oxford to a ghillie, or 
a strap, without sacrificing style lines. 
A selling shoe spells turnover, and 
turnover gives the manufacturer pro- 
duction through reorders.” 
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: SHOWING: 

CALIFORNIA 

: CHICAGO — PALMER HOUSE — OCT. 31 — NOV. 3 

, NEW YORK — McALPIN HOTEL — NOV. 6 — NOV. 10 

. DALLAS — ADOLPHUS HOTEL — NOV. 13 — NOV. 16 

‘ LOS ANGELES— ALEXANDRIA HOTEL— NOV. 13— NOV. 16 
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KIMEL SHOE CO. 799 TOWNE AVENUE LOS ANGELES 21, CALIF. 
October 15, 1949 





FOR SPRING LEADERSHIP | 





HANS 


hand carved leather designs 
by Euand OF CALIFORNIA 


bag designs 
by BERNE 


“AIDA” 
13/8 wedge 
AA: 414-9 
AAA: 6-9 
medium: 2-9 


showing at the 
National Shoe Fair 


Room 712 

Stevens Hotel - 
Los Angeles Shoe Show 

Room 636 al 


Alexandria Hotel 


nua SHOES 


with MATCHING BAGS 















is 5 iad 

21/8 wedge 

medium: 34-9 
narrow: 5-9 





Style No. 1515 


Exclusive with 


FOOTWEAR, INC. 
462 East Third Street 


<=, Los Angeles 13, Calif. 








Chain Store Company 
Using Television 


ATLANTA, Ga.—Butler’s Inc. recently 
launched a series of regional sales 
meetings for its 66 stores with a con- 
ference at its headquarters here. Presi- 
dent D. L. Slann announced the meet- 
ings were planned to acquaint man- 
agers with new seasonal shoes and 
handbags and to introduce new man- 
agers to home office methods and pro- 
cedures. 

Mr. Slann also said that sales for 
the fiscal year which began July 1 al- 
ready show an increase over the cor- 
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responding period of last year. A new 
store was opened recently in Hatties- 
burg, Miss. Remodeling and modern- 
ization has been completed on Butler 
stores in Charleston, W. Va., and Lake- 
land, and Tallahassee, Fla. 

Butler’s latest advertising venture 
is a television show over Atlanta’s 
WSB. The program features high 
school beauties as members of the 
“Southern Charm Club.” The girls 
play the old-fashioned game of ring- 
toss, with variations, for the video 
audience. The sticks, with a pair of 
shoes on them, are targets. When a 
girl rings one, she gets a pair of shoes. 


Southern Shoe Retailer Says 
Trade Recession Is Over 


RomME, GA.—F red C. Higgins, owner 
of Higgins Shoe Co. here, went into 
the shoe business when he returned 
from service in World War I, and for 
six years was manager of the Newark 
store in Rome. At the end of that time 
he opened his own store, and for 22 
years has enjoyed an enviable reputa- 
tion. He has built this reputation on 
the theory that people want good shoes, 
and he sticks to leading lines. Mr. Hig- 
gins carries men’s, women’s and chil- 
dren’s shoes, but estimates that 65 or 
70 per cent of his volume is in women’s 
shoes. 

“During the second war, people be- 
came accustomed to paying higher 
prices for shoes,’ Mr. Higgins said, 
“and I find that they still consider 
$9.95 to $16.95 good prices. For in- 
stance, during one recent morning I 
scld five pairs of shoes, and $11.95 was 
the lowest priced.” 

Browns, greens, and blacks are the 
leading colors in Rome this Fall. Mr. 
Higgins finds that women look for 
color, and teen-agers ask for “what 
the rest of the gang is wearing.” Sad- 
dle oxfords, loafers, and flats are still 
high in favor with them. 

Mr. Higgins feels that at least inso- 
far as the shoe business is concerned, 
the country has passed through the pe- 
riod of recession. “My Fall business is 
as good as or better than last year,” 
he said. “Of course, this year’s busi- 
ness as a whole is about 12 per cent 
below 1948, but by the end of the year 
I believe it will be only about 8 per 
cent behind. It is running right along 
with 1947, which was good. After all, 
1948 was the best year in the history 
of the store.” 


Higgins Shoe Co. is located at 226 
Broad Street—a_ street, incidentally, 
which is rightly named. Its dual lanes 
ard adequate parking space encourage 
shopping. The day is rapidly passing 
when inhabitants of Rome feel it neces- 
sary to go to Atlanta, 68 miles away, 
to shop. This City of the Seven Hills is 
a rapidly growing city of 40,000, and in 
the past decade the eyes of the entire 
South have been focused on _ this 
Northwest Georgia metropolis. Hig- 
gins street sign, “Higgins Shoe Co.— 
Always a Step Ahead” is in keeping 
with the tempo of the area. 





Vet Opens Store 


GREAT FALLS, Mont.—Jimmy Krier 
has leased space from George Bloom 
and Leroy Seymour, operators of 2 
men’s furnishing store, which he will 
use for Jimmy’s Shoe Store. 

Mr. Krier, a war veteran, was in the 
shoe department at the Paris in Great 
Falls for 12 years. For the last year 
and a half he has been operating the 
shoe department in Killorns. He will 
handle, besides women’s and children’s 
shoes, ladies’ handbags and hosiery. 
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Rosebay Willow Calf 

Black Princess Calf 

Sport Willow Calf 

Royal Black Calf 

Royal Side Leather 

Empire Kips and Sides 

Outing Elk 

Crushed Calf 

Titan Kips 

Ooze Suede Calf 

Amerigrain Elk Sides 

Colored Willow Calf 
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American Hide and Leather 
Company celebrates fifty years of 
leadership in scientific tanning 

this year. In this half century it has developed 
tannages of technological accuracy, 
resulting in leathers of uniformly 
high quality that have been the 
inspiration for better styling and 
better shoemaking. Today 
American Hide and Leather 
Company's leathers are favored 
by shoe manufacturers for all 

types of good footwear. 


AMERICAN HIDE AND LEATHER COMPANY, BOSTON 
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THE PERFECT FITTING BOOT 


Hand Made Boots — Bench Made Prices 
The Finest in Style and Comfort 


STEWART ROMERO BOOT COMPANY 
2601 Temple St., Los Angeles 26, Calif. 

















Suild Customer Good-Wilt 


FORM 


PLASTIC 
SHOE HORNS 










HANDY “RING-GRIP” | 
GLEAMING COLORS | 
FLEXIBLE 
DURABLE 
BEAUTIFUL 


gold-stamped on bowl 
—vup to three lines 
ef standard letters 


3 gross lots: $12.00 per gross 
5 gross lots: $10.25 per gross 
10 gross lots: $ 9.75 per gross 


Onder from your local supplier or write to | 
Crystal-Tex Company > 
54 South Fair Oaks, Pasadena 1, California _ 
Inquiries from jobbers invited | 





Retired Shoe Men Honored 
In California 


Detrorir, MicH.—Nathan Hack, foun- 
der of the Hack Shoe Company, has just 
been given two new honors to enjoy 
during his theoretical “retirement” in 
California. He has been elected presi- 
dent of the Crescent Bay Chapter of 
the Toastmasters International, at 
Santa Monica, and also editor of the 
B’Nai B’Rith Shield, published by 
the Beverly Hills Lodge of that well- 
known charitable organization. 
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The frame in the center called attention to a bottle of blackberry cordial in 


this display in Gude's, Los Angeles. 


Los ANGELES—The quickest way to 
put over something new in footwear is 
to display it in such a manner that the 
shopper can visualize just how attrac- 
tive she will appear when wearing it. 
An excellent example of this type of 
showmanship is a striking window re- 
cently arranged at Gude’s, Los Angeles. 

The window featured one of the new 
tints — blackberry cordial. Suspended 
from the ceiling was a frame of striped 


wine and white, within which was a 
big bottle of blackberry cordial. In the 
rear was a green window box with 
green foliage. A young woman in chic 
gray sports outfit, holding a fishing 
rod and line, wore a pair of the black- 
berry cordial pumps, and many others 
were scattered over the floor, mingled 
with bottles of cordial and several 
glasses. Hand bags to match the pumps 
were also shown. 





Mr. Hack, who has been orthopedic 
consultant to two Veterans’ hospitals 
for some time, has taken on additional 
duties as research assistant at the Uni- 
versity of Southern California, working 
in the three fields of posture, gait, and 
fatigue. 

He is planning to return here in 
November to attend the annual Michi- 
gan Shoe Fair. Following his “retire- 
ment,” he was elected president emeri- 
tus of the Michigan Shoe Retailers’ 
Association for life. 


Specialty Store Remodeled 


LARNED, Kans.—The new Style Cen- 
ter, owned and operated by Mr. and 
Mrs. Elmer Klanderud, held its open- 
ing at 511 Broadway, recently. 

The new shop, which has been re- 
medeled and restyled, with plastic grill 
over-head lighting, and floors of dark 
red tile, carries a full line of shoes for 
women. It also carries a complete line 
of women’s hats and accessories, and 
nurses uniforms and shoes. 
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Minimum Wage Exemptions 


To Be Revised 


Wasuincton, D. C.—Thirty days’ notice of revisions he 
proposes to adopt in regulations governing exemption of 
certain so-called “white collar” employees from the mini- 
mum wage and overtime pay provisions of the Fair Labor 
Standards Act—the Federal Wage and Hour Law—has 
been announced by Wm. R. McComb, Administrator of the 
U. S. Department of Labor’s Wage and Hour and Public 
Contracts Divisions. 


Last substantially revised in 1940, the regulations affect 
some 2,500,000 employees. They contain “tests” of duties. 
responsibilities, salary levels, and other basic require- 
ments for employers to apply in determining which of 
their employees may be exempt from the wage and hour 
provisions of the law as an “executive,” “administrative,” 
“professional,” “local retailing.” or “outside salesman” 
type of employee. 


The proposed revisions clarify the duty requirements of 
the regulations for the five types of employees involved, 
and change the salary necessary for exemption of “execu- 
tive” type employees from $30 to $55 a week, and for “ad- 
ministrative” and “professional” type employees from $200 
a month to $75 a week. A new provision would shorten the 
exemption test for salaried employees of these three types 
who receive at least $100 a week. 


Mr. McComb said the proposed revisions would not ma- 
terially change the number of “white collar” employees 
affected, but would clarify application of the regulations to 
such employees, thus reducing the risk of unwitting viola- 
tions through improper classification of exempt and non- 
exempt employees. 


Among the basic requirements for exemption under the 
proposed regulations are: (1) “executive” employees must 
perform managerial duties; (2) “administrative” em- 
ployees must perform office or nonmanual field -work of 
substantial importance in the management or operation of 
the business; (3) “professional” employees must perform 
work requiring advanced knowledge in a field of science 
or learning or perform creative work in an artistic field; 
(4) “local retailing” employees must make retail sales 
mostly intrastate in nature; and (5) “outside salesmen” 
must be engaged to sell, away from their employer’s place 
of business. 


Text of the proposed changes in the regulations (Part 
541 of the Code of Federal Regulations) appears in the 
Federal Register, together with notice of opportunity to 
submit written comments within 30 days. 


Final action will be announced by the Administrator 
sometime after expiration of the 30-day period. 


McComb’s proposed revisions are based on a detailed 
Report and Recommendations submitted to him by Harry 
Weiss, a Branch Director of the Divisions, who served as 
Presiding Officer during the 22-day sessions of a public 
hearing, ending in January, 1948, on proposals to amend 
the regulations. More than 100 witnesses, principally 
representatives of management and labor, appeared at the 
hearing, and approximately 200 briefs and exhibits were 
filed before, during and following the hearing. 
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AS DIFFERENT AS THE ATOM BOMB! 





Hand-Laced, Pillowed, Airfoam 


MOCCASINS 


And Matching Handbags 


NO OTHER Moccasin has such pillowy soft insoles of 
Airfoam latex. Handmade of soft leathers to mould to 
your foot, and make you seem to be walking on air. 


A PROVEN PROFIT ITEM 


Pre-tested in Southern California . . . this newest of 
casuals is “hot as a pistol” . . . ready to bring hundreds 
of new customers and thousands of profit dollars to your 
department. A HOLLYWOOD hit that will be a winner 


everywhere. 


The RAGE of EVERY AGE, at seaside, cam- 
pus, golf links or for all leisure wear. Plain 
colors or striking contrasts. For men too! 


SEE THEM and also our new KICK-OFF SET in school 
colors AT BOOTH #70 PALMER HOUSE during the 


Shoe Fair, or write direct to 


ARROWHEAD MOCCASIN CO. 


Santa Ana, California 
Subsidiary of Burns Cuboid Co. 
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WEST COAST SHOE TRAVELERS ASSOCIATES, INC. 


doe Show 


IN | 7 
LOS ANGELES 
NOVEMBER 13-14-15-16, 1949 
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“UNDER ONE ROOF” 
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Dedicate E-J Recreation Center and Stadium 


Enpicott, N. Y.—More than 50.000 people attended the million dollars in bonuses. All these things are the result 


dedication of the Endicott-Johnson Corporation’s new of cooperation . .. of the restored and renewed faith, con- 
Recreation Center and En-Joie Park Stadium on September fidence and loyalty beween workers and management.-We 
27. A tremendous parade and demonstration was held by are on the right track . . . there is a spirit of harmony 
the citizens of the Triple City community of Endicott. within the organization and more than that there is a 
Vestal and Owego, which included 20,000 workers from spirit of friendliness and kindliness . . . there is nothing 
Endicott-Johnson, and 7500 workers from the International better than teamwork and cooperation in an industry.” 

Business Machines Corporation, who joined in the cele- During the ceremonies, one of the speakers, Thomas J. 
bration as a good will gesture. Watson, Chairman of the Board. IBM. paying special 


The $625.000 recreation center, and the $130,000 park tribute to the late George F. Johnson and to the present 
stadium are a manifestation of the successful operation of | management, said that the great contributions Endicott- 
Endicott-Johnson’s “Square Deal” policy. a policy that Johnson had made to this community and to American 
includes numerous employee benefits, such as a pension industry, especially in the field of humanitarian endeavor 
plan, death benefit insurance. hospitalization, bonuses, etc. on behalf of its employees, was world renowned. 


President Charles F. Johnson, Jr., told the mass gather- Other speakers included the mayors of Endicott and 
ing at the stadium. “These recreational centers are the Owego, and civic and company officials. 
fulfillment of another long standing idea and plan. As Climax of the two-hour celebration occurred when Mr. 


far back as the end of World War I. when the EJAA was Johnson turned over the keys of the new clubhouse to the 
organized under the presidency of the late Bill Fischer, E-J workers in the person of George Ward. branch president. 
Mr. George F. (Johnson, the late founder of the company) 
had ideas for building a recreation center, but for one 
reason or another, the company could never see its way Sales Jumped After Salesmen 

clear to build. Finally, after years of hope and planning. Took Course 

augmented by the prosperity of 1947 and 1948. and the 

workers’ united effort to stand steadfast with the manage- EVERY shoe merchant recognizes the need for training 
ment. we got the go-ahead signal on these structures.” his sales force in better selling methods. Few, however, 
Mr. Johnson further said, “In addition to all these things can afford expensive sales training plans. But—together— 
I have mentioned, E-J workers last year were paid four they can do something concrete about it. That is what the 
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This cross-strap chenille 
scuff features durability 
and fit which is 
accentuated through 
hand lasted construction 
Available in chenille 

or composition sole with 
12/8 heel. Sizes 3 to 9. 


$1.85 


5/10 8.0.6. 





This soft, relaxing 
chenille scuff is hand 
lasted and available with 
chenille or composition 
sole. 12/8 heel is 

in construction. 


Sizes 3 to 9 
$2.10 


5/10 8.0.6. 








Both styles available in: red, royal, light blue, pink, white and aqua. 
| CALIFORNIA CHENILLE SLIPPER CO. - 319 S. SPRING ST. - LOS ANGELES 13, CALIF. 





Youthful Shoes and Fair Shoe Store of Wichita, Kansas, 
did—successfully. 

Who can give such training easily—and do a good job 
of it? The Wichita shoe merchants hit upon.an ideai 
“trainer,” and one whose services—usually expert—are 
available to businessmen in almost every community. The 
actual training was handled by the city’s biggest daily 
newspaper, the Wichita Eagle. 

The program was so outstandingly successful that this 
year it is being repeated—at demand request. What made 
it successful was (1) intensive bearing down on sales 
fundamentals; and (2) use of modern teaching tools to 
make the training stick in the minds of salespeople. 

The course was divided into ten lessons, each going 
exhaustively into a single angle of selling. The ten were: 

(1). An analysis of the profession of selling. In this 
lesson, sales trainees learned that, basically, selling is 
merely getting along with people. They were shown that 
selling can be fun. “A good salesman,” explains Walter 
H. Mueller, director of the course, “gets a bang out of 
swinging a prospect over to his story. We demonstratv 
to the trainees that convincing a person can be one of 
the biggest pleasures a salesman has.” This lesson also 
gave concrete tips for improving the salesman’s personality. 

(2). Making the customer glad to deal with you. “Here 
we showed the salespeople the qualities that customers like 
in the men and women who sell to them,” reports Mr. 
Mueller. “Courtesy is important—and often neglected. We 
went into the necessity for courtesy to customers. and 


brought out certain little things the salesperson can say 
and do.” 
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(3). Starting a sale. The most important part of the 
selling process is the opening. Mr. Mueller showed trainees 
how to step out and sell, capturing the customer's atten- 
tion rather than waiting for the customer to make an 
opening. He also showed specific factors that insure at- 
tention for the sales opening and help to get the cus- 
tomer’s favorable attention. 

(4). Making people glad to meet you. In the first few 
seconds of contact, the customer forms an opinion of the 
salesman and, through him, of what he is selling. Proper 
procedures were demonstrated for making the customer 
glad to meet the salesman. 

(5). Creating customer interest. Here, the students 
wer: taught how to pick sales points, with particular em- 
phasis on picking pointers that mean an advantage to the 
customer. Mr. Mueller touched on the things that make 
people buy as a groundwork for understanding how to 
pick sales points. The old rule, “Know your merchandise,” 
was gone over. Mr. Mueller emphasized that unless the 
salesman knows all about what he is offering to the cus- 
tomer, he cannot do a good job of selling. 

(6). Winning the customers confidence. “There are 
many specific words and actions that a salesman can use 
to make the customer have confidence in him, in his com- 
pany, and in what he sells,” Mr. Mueller states. “We 
showed our people what these words and actions are, and 
how to use them.” 


(7). Inducing the customer to act. Every shoe store 
leses hundreds of sales yearly because the salespeople 
talked customer benefit, made the right openings, followed 


[TURN TO PAGE 232, PLEASE: 
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NEW! SUEDE CLEANERS 
LADY'S SUEDE SHOE CLEANER — Natura 


sponge rubber teeth one side; waffle-design on 


other. Plastic handle can't come out as it 
extends through the brush body with 
button at end. (See picture.) Long- 


asting folate! washab e. 4 ong 


PURSE-TYPE SUEDE CLEANER 
Compact as a cigarette lighter 
Always handy. Bru 


in and out lik 
SPECIAL PRICES ON QUANTITY ORDERS 
ORDER FROM YOUR JOBBER OR WRITE TO... 
EDEKA PRODUCTS «1112 N. Virgil Ave.+ Hollywood, Calif. 

















An Accurate, Visual Record of Your Stock 


SHOE CARTON TICKETS 
monroe FORM “H” 


Actual size as illustrated, 
but printed in blue grey. 


1,000 $ 2.25 


Kicorden 5,000 $10.00 
STOCK RECORD 


With Simplex Clips 


1,000 $ 2.50 
5,000 $11.50 


Above prices F.0.B. Chi- 
cago. Add 10% to cover 
shipment if check accom- 
panies order. 





Form “H” is one of the 
forms designed by suc- 
cessful shoe men _ that 
make up a complete stock 
record system. 


ASK FOR SAMPLES 


MERCHANT'S SERVICE DEPT. 


209 S. STATE STREET CHICAGO 4, ILL. 




















Sales Jumped After Salesmen 
Took Course 


[CONTINUED FROM PAGE 231] 


through, but forgot the extremely important step of ask- 
ing for the customer’s order. Mr. Mueller taught how to 
lead the customer into the sale, the importance of asking 
leading questions, and how to couch the final request for 
action. 

(8). The art of closing a sale. “There is one instant 
in the course of every sale when the customer is ready t» 
buy,” Mr. Mueller says. “Asking for the order before 
that point is reached is ineffective; waiting too long can 
be equally ineffective because the customer can be over- 
sold and then lose interest.” In this lesson, Mueller showed 
how to spot the right instant for closing the sale. 

(9). How to use suggestive selling. Suggestion selling 
makes two sales grow where ene grew before. Some things 
go naturally with others, and neglecting to suggest addi- 
tional sales is losing a good source of profitable volume. 
The course showed how to sell more than one item, and 
do it effectively. 

(10). Handling difficult situations. Selling troubles 
break down into a few definite classifications. Two of these 
are the “just looking” customer, and the dissatisfied cus- 
tomer. Handling these was gone over in detail. 

To help Mr. Mueller in his work, the Wichita Eagle 
selected a consumer panel to make the courses more ef- 
fective. This panel, consisting of typical customers, told 
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the classes what they liked and disliked about current 
selling methods, and suggested ideas for better selling. 

Walter H. Mueller, director of the course, is a nationally- 
known sales training authority who was hired by the 
Wichita Eagle as a service to its shoe store and other ad- 
vertisers. He was formerly Retail Sales Counselor to the 
Dale Carnegie Institute, and has conducted sales forums 
all over the country. 

In his teaching, Mr. Mueller used visual aids popu- 
larized by the Army and Navy—movies and slide films 
that tests have shown leave a more lasting teaching ef- 
fect. In addition, there were question and answer ses- 
sions, and actual demonstrations in which one member 
of the class would “sell” another under Mr. Mueller’s 
coaching. 


Brothers Form Partnership; 
Lease Shoe Department 


Rome, Ga.—Calvin and Ray Lee. well-known shoe men. 
have formed a partnership known as Lee Brothers and 
have leased from The Fahy Store here the shoe depart- 
ment formerly operated by the store. Ray Lee will manage 
the new department, carrying a line of high-grade, nation- 
ally-advertised women’s and children’s shoes. 

Calvin Lee is also vice-president of Alan’s, Inc., a firm 
which operates the shoe department in Al Levy’s, a spe 
cialty shop in Montgomery, Ala. Prior to the formation of 
the Lee Brothers partnership, Ray Lee acted as assistant 
manager of the leased department in that city. 
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Your inventory “picture” at a glance, 


with this handy 


STOCK RECORD BOOK 


—and forms— 


Shows each size and width of each style or stock num- 


ber. Helps you avoid freezing capital in hazard 


sizes 


and to keep an accurate tab on your best selling 

























































































selections. 
es 
Red Leatherette Binder—1134” x 1334”... $2.50 
100 Daily Sales and Stock Sheets, (Form #100) 
and 1 Comparison Form #105 3.00 
1 Inventory Pad (100) sheets #106 000000 (0.50 
(5 pads $2.00) (10 pads $3. 50) 
1 Buying Order Pad (100 sheets—50 orig. 50 
dup.) #107 (5 pads $1.75; 10 pads $3.00)... 0.40 
Talalelaltitalatolal Master Stock Sheets—Form #103. Fits Binder 
a. SERRE EEE Adaptable for Comparison records, 4c each 
nA [nll wl ele 219) = (1014” x 1334”) 100 for... 3.50 
=i bel | Sees eeees DON hee (Sample sheets with guide tos use sent on coment: 
a | “ 
comraneaon Porat Sales Record Slips: Form D per pad (100 slips)... 0.25 
> (100 pads $20.00) 
| — = rn ae Refund Record Slips: 
= = l= 1 = elie Form E per pad (85 slips) 0.25 
=== (10 pads $2.10) 
Customer Record Cards: Form F, 100.0000. 0.75 
(Size 5” x 3”) (500-$3.50)  1000-$6.00) 
a 
Shoe Carton Tickets—Form H—114” x 334” 
| eee 2.25 
5000 10.00 
Form H with Simplex Clips 1000 2. 2.50 
5000 11.25 














































































































Check with order, please, 
preferred. Add 10% of value fo cover shipment if check 
accompanies order. 


PROFIT CHARTS — (Celluloid Holder — 50c each; an 
accurate meth 
(50 Charts at $22.50; 


of figuring selling prices. 
100 at $40.00) 


unless C.O.D. Shipment is 


Orders filled for any forms preferred 


xk * 


Merchants Service Dept. 
209 S. State Street, Chicago, Ill. 








Meeting of Tanners’ Council 
To Be Held in Chicago 


New York.—The 33rd annual meet- 
ing of the Tanners’ Council of America 
will be held in Chicago November 3 and 
4 at the Edgewater Beach Hotel, the 
council has announced. 

The business background for the 
meeting will be reflected in the ad- 
dresses and discussion panels—devalua- 
tion and its aftermath, demand for con- 
sumers’ goods including shoes and other 
leather products, world raw material 
markets and foreign trade relations. 
These and other important subjects will 
be covered in a swift-moving program 
at the two general sessions. Competent 
and authoritative speakers have been 


October 15, 1949 


invited to address the industry with 
emphasis upon cold, hard facts. 


At the general luncheon on Novem- 
ber 3, the program will depart from 
matters of direct industry concern. The 
featured guest speaker will be General 
Frank L. Howley, who has just returned 
as American commander in Berlin and 
who will make one of his first public 
addresses on political and military de- 
velopments in Western Germany. Gen- 
eral Howley is expected to give an au- 
thentic and unvarnished appraisal of 
conditions as he found them. The after- 
noon and evening of the first day will 
be devoted to committee meetings and 
a meeting of the board of directors; no 
general session will be scheduled. 

The second general session Friday 


morning, November 4, will be brief and 
confined to one subject of major inter- 
est. Following the general session mem- 
bers will hold their group meetings. 





Army Buys Boot Laces 


New York — Awards covering the 
manufacture of more than 750,000 pairs 
of 64-inch boot laces for the Army have 
been announced by the Army-Navy 
Purchasing Office here. The laces are 
to be made of russet-colored spun 
Nylon. Sharing in the awards were 
Thomas Taylor & Sons, Inc., Diamond 
Braiding Mills, Inc., and Atlanta Braid 
Company. Prices ranged from 16.2 
cents per pair to 17.5 cents. 
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We Sold Em by the Dozen 






Fourth in a Series of Articles on Adventures in Shoe Traveling in 


the 1920's. 


One of the first things a salesman 
has to learn is to take rebuffs with 
a grin and leave his prospect feeling 
as pleasantly toward him as if he 
had gotten a big order. Then the 
next trip or the next might pay off. 
I learned that the hard way—by 
house-to-house selling as soon as | 
was out of high school. It paid off 
in my work as a wholesale shoe 
salesman. One man told my su- 
perior, “I’ve thrown this man out 
more times than I have fingers. and 
yet he always comes back with a 
smile. Now we're changing lines and 
this guy gets the credit.” 

One dealer agreed to buy my line. 
went to lunch at the Civic Club, and 
arranged to meet me at 2 P. M. to 
arrange the order. I took a long 
noon rest in the assurance that 
everything was running smoothly. 
At two o'clock I was on hand in the 
prospect’s office but he was not. 
Later he called his secretary and 
asked her to tell me that he had 
changed his mind. On my- next trip 
I greeted him pleasantly and pro- 
ceeded to sell him all over again. He 
made a complete stock listing for 
me to fill and I never did find out 
what had caused him to change his 
mind the first time. 

Selling is very much like a game 
of chess. You maneuver your forces 
until you have the king checkmated 
with all exits blocked. Sometimes 
the game is won in minutes, some- 
times it takes hours or even weeks 
and it is the number of games won 
that counts. No matter by what 
margin a game is won it does not 
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by PATRICK A. MORGAN 


We Guarantee You'll Like This One. 





PAT MORGAN SAYS: 





lines. 


“Selling is very much like a game of chess. 
You maneuver your forces until you have the 
king checkmated with all 
Sometimes the game is won in minutes, some- 
times it takes hours or even weeks and it is 
the number of games won that counts. No 
matter by what margin a game is won, it 
does not guarantee winning the next game. 
One buyer | knew was noted for changing 
He would buy a complete line one 
time and the next time the salesman called 
he would be surprised to find his line on the 
bargain counters and another line on the 
shelves. But the great mass of shoe buyers 
over the countryy are grand guys and you 
can depend on them to the limit.” 


exits blocked. 





guarantee the winning of the next 
game. One buyer was noted for 
changing lines. He would buy a 
complete line one time and the next 
time the salesman called he would 
be surprised to find his line on the 
bargain counters and another line 
on the shelves. We used to delight 
in sicking any new salesmen on this 
buyer and the sale would give him 
confidence at least for his first order. 

One of the most confounding 
things that I met with on one of my 
first trips was to sell a certain mer- 
chant. By the time my order was 
received in the office his cancella- 
tion was already there. It developed 
that he would do this to new sales- 
men so they would not sell his com- 
petitor. But it is the oddities such 
as these that stick in your memory. 
The great mass of shoe buyers over 
the country are grand guys and you 
can depend on them to the limit. 


The happiest years of my selling 
career were while I was selling to 
these men. No man has lived fully 
who hasn’t done it. Success in selling 
them rests largely with the man who 
has a background of shoe sales ex- 
perience or one who can visualize 
their problems and understand their 
points of view. 

The things that happen in be- 
tween sales are only incidental to 
the business. Some merchants would 
look daggers at you if you called on 
Saturday. Others would work all 
day Sunday so you could be on 
your way Monday morning. One 
Saturday evening I called on a cus- 
tomer in Mandan, N. D. He was just 
ready to go home to supper. I drove 
him out to his house and arranged 
tc meet him later. He wanted to 
show his appreciation for my driv- 
ing him home, so he offered me a 

[TURN TO PAGE 277, PLEASE] 
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USING TYPE AND ILLUSTRATIONS 
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That new taste im color this fal & richly tm 





A Knowledge of the Principles of Good Lay- 
out Will Make the Simplest Shoe Advertise- 


ment More Effective 






by IRVING SETTEL 












One of a series In previous articles, we have 
of articles offer- _ stressed the necessity of attracting 
ing the shoe re- the reader to your advertisement. 
sailor the means = We illustrated the extent of compe- 
of producing - 
sales-compelling _ tition, not only among other adver- 
advertisements. tisers, but also with the editorial 
matter of the publication itself. The 
first and foremost job of our layout 
man, we said, is to get the reader’s 
interest away from all other mate- 
rial. Headlines and illustration carry 
this burden. Certain factors related 
to “appeal” must be considered. In 
addition, however, there are other 
small but important details which 
should be utilized to add to the at- 
tention getting value. Let us exam- 

ine some of these. 
In the selection of an appropriate 
type face for your advertisement, 
[TURN TO PAGE 268, PLEASE | 
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Ads on this page were chesen 

for their readability and their 

effective presentation. Notice 

how prominently the merchan- 

dise is featured, how the head- 
lines stand out. 
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LEATHER 
SELLS 
SHOES 


William AMER Company 


PHILADELPHIA, PA. ESTABLISHED 1832 
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The fashion importance 
of colors .. plus the supple beauty, 
versatility, comfort and long life of 
Kidskin . .combine to establish KING 
KID as the preferred leather where 


the ultimate in qualicy and color 


is demanded. 


BLACK GLAZED - BLACK SATIN - COLORED KID 
KID IN STANDARD AND FAVORITE BRIGHT COLORS 


BLACK SUEDE - GARMENT LEATHER 
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Step 


by EDWARD SPASEK 





FOOTNOTES . ... In his column “One 
Adman’s Opinion” (Tide), Lester 
Leber comments on shoe ads: “For 
some reason footwear makers seem 
to assume that the consumer is as in- 
terested in particular styles as they 
are. But for every man who studies 
shoe styles as avidly as women do, 
there must be ten who wait until they 
need a pair and then ask the clerk 
for ‘something in brown.’ 

“As I think back over the years, the 
only shoe advertising that made a last- 
ing impression on me is that of Regal, 
which has long illustrated an expen- 
sive hand made number and its dupli- 
cate at a price like $8.95. 

“Can you recall any other men’s 
footwear ads that left you with a 
feeling that the product possessed 
anything unique? 

“In nothing else that a man wears 
is comfort as important as it is in 
shoes. The manufacturer who can 
find a device to convince us that our 
feet will feel better and go further 
in his shoes will sell more pairs than 
competitors who concentrate on ‘out- 
of-this-world smartness’ . . . ‘designs 
of accepted importance’ . . . ‘styles 
with the campus seal of endorsement’ 

. and make only a subdued, occa- 
sional mention of comfort.” 
= * * 


ADVERTISING TIP . . Ever won- 
der what interests people most in ad- 
vertisements? According to a Mac- 
fadden Publication survey, helpful 
suggestions, new ideas, information, 
prices and news of new products were 
the order of things which received the 
most attention in ads. 
= * 


S ALES TRAINING . . . Do you con- 
duct any sort of training program for 
your “extra” salesmen? You should. 
Those extra salesmen can either make 
a lot of customers or lose a lot of cus- 
tomers for you. Several qualifications 
should be considered in the h‘ring of 
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Step pe 


Pertinent Paragraphs on Business Progress, 





Shoewise and Otherwise 


any salesmen or women: personality, 
appearance, intelligence, energy and 
patience are some. After sales help 
is hired, a program should be set up 
to familiarize them with the art of 
selling shoes and winning customers. 
Covering these points in one or two 
weeks in the evenings would give your 
store a head start over the store which 
doesn’t bother training extra help— 
help which is just as important as 
your regular sales staff, or make up a 
large poster illustrating these points 
around a children’s shoe promotion. 
* * & 


How TO CUT STORE EXPENSES 
. . - Here are the ways smaller stores 
are cutting expenses, according to the 
National Retail Dry Goods Associa- 
tion Small Stores Division, reports 
Retail Memo (ANPA Digest): 1) 
Concentrate all advertising money on 
newspapers, and eliminate circulars, 
car cards and complimentary adver- 
tising. 2) Plan all ads. 3) Place 
advertising and display under one 
man. 4) Centralize all buying of sup- 
plies and printing under one man. 5) 
Fewer, but better planned trips by 
buyers to markets. 6) Consolidate 
departments where possible. 7) In- 
stall cycle billing. 8) Use stock con- 
trol to show up items that can be 
eliminated without losing sales. 9) 
Install accounting machine that an- 
alyzes sales by 39 departments by 
middle or end of next day. 10) Dis- 
continue insurance on mailed pack- 
ages. 11) Route merchandise parcel 
post instead of truck or express. 
* * # 


WoMEN’s SHOE HABITS and pref- 
erences were recently revealed in an 
American Magazine survey of its read- 
ers. Here’s what it found out: Ma- 
jority of women changed shoes two 
or three times a day. In street shoes, 
closed toe and heel preferred, but 
open toe and heel favored for dress 
and evening. In dress shoes, 63 per 


cent went for pumps. The majority, 
53 per cent, preferred oxfords in street 
shoes. In evening and play footwear, 
sandals were favored, 46 per cent and 
54 per cent respectively. Calf and 
kid were top-ranking leathers in street 
shoes, while suede was preferred for 
dress, and satin for evening. Calf 
also outranked all for play shoes. Com- 
fort and style, respectively, were the 
principal features desired in street 
and play shoes. But when it came to 
dress and evening wear, these features 
were reversed in order of preference. 
Sixty per cent made purchases in shoe 
stores; 31 per cent in department 
stores; 5 per cent in women’s clothing 
stores, and 3 per cent by mail order. 


. & @ 


THE AWFUL TRUTH .. . 83 per 
cent of the children in public schools 
are wearing outgrown shoes, accord- 
ing to the National Foot Health Coun- 
cil. It’s up to you to point this out 
to your customers and urge them to 
have their children’s feet checked at 
regular intervals. The Council fur- 
ther states, “A child’s foot at birth is 
in a plastic state, easily subject to 
stress, strain, pressure. Children’s 
feet change in size every four to six 
weeks between the ages of two and 
six; eight to twelve weeks from the 
ages of six to ten; twelve to sixteen 
weeks from the ages of ten to twelve; 
and sixteen to twenty weeks from the 
ages of twelve to fifteen.” Everytime 
a mother shops in your store, point 
out these important facts to her. 
* # # 


BEING FRANK . .. “An old Chinese 
proverb has helped many salesmen 
understand why some buyers keep 
them waiting unnecessarily in outer 
lobbies longer than some others do: 
‘No big man thinks he is big. No 
little man thinks he is little.’ Re- 
member, Mr. Buyer. your company 
employs outside salesmen. too.”— 
Frank B. Godley in Printers’ Ink. 
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ALES RESISTANCE? Yes, we've heard. That's why we have 
really beat the bushes this season to bring you what you need 
. . . shoes so truly sensational that even the tightest purse- 
strings can't resist them. Including spectators, cruise types, flat- 
tering "flatties,"" dress shoes of the minute. 
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AMALGAWM™MATED’S 


“—~. NEW AN BUCHK 
LEADS THE WATE PARADE 


TO A GREATER WHT SEASON 


IN SHOES FOR SPRING & SUMMER 


vw MON BUCH 


tHE PERFECT WHITE SUEDE 


WITH THE FINEST, CLOSEST NAP 


For WANT OF WHITE SHOES in adequate range of styles and 
sizes, considerable sales volume was lost last Summer. Women 
wanted Whites then, and they'll want them again in ’50. White 
and trimmed White shoes are basic Summer shoes, and granted 
the opportunity, most women’s wardrobes will contain at least 
one pair. Retailers the country over confirm the truth of this 


statement. 


Plan now for a bigger White season in ’50, and when you do let Ambuck bring a 
plus to your White shoe selling with its finer texture, its closer nap. Remember 
AMBUCK is the perfect White suede for all 1950’s wanted White styles ... and 


the answer to extra pair sales. 


AMALGAMATED LEATHER COMPANIES, Ine. 


WILMINGTON 9 9, : DELAWARE 
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tracle-[read 


SMART SHOES FOR GRACEFUL POISE 








Her pocketbook packs terrific purchasing power! 
And Miracle-Tread has the opening combin- 
ation with flattering style . . . rich, mellow 
leathers... skillful craftsmanship...perfect 
S fit...outstanding VALUE. So, for smooth 
: going ahead, shift to ‘value- 
geared” Miracle-Tread ! 
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NATIONAL SHOE FAIR 
CHICAGO, ILLINOIS 
OCT. 31 - NOV. 1, 2,3 
PALMER HOUSE 
Room 901-W 











TO RETAIL PROFITABLY 
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MIRACLE-TREAD DIVISION 
Craddock-Terry Shoe Corporation « Lynchburg, Virginia 
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Style SID 

Made from soft comfort- 
able KANGAROO LEATH- 
ER. Excellent for tender 
feet, yet weight for 
weight, the strongest of 
all leathers. Oak Bend 
Sole. Steel Arch Support. 


A ....7-12 D ....5-12 
B ....7-12 E ....5-12 
C .. .612 GEE ..5-12 


Your COST 


$6.10 


Slightly higher 
Denver west 


- 


TRADE BUILDER VALUES 


Smarter Styling 
Finer Leathers 
Genuine Kangaroo Leathers 
Fine Kid Leathers 
Better Fitting Lasts 
Better Craftsmanship 


TRADE BUILDER SERVICE 


More than 40 TRADE BUILDER wholesale 
distributors are giving TRADE BUILDER deal- 
ers SAME DAY or OVERNIGHT deliveries. 
You mainiain a highly efficient selling stock 
with a minimum of stock inventory, and you 
save freight costs on every shipment of 
TRADE BUILDERS. 


LOWER FREIGHT COSTS 


M. T. SHAW, INC., Coldwater, Mich. 


| The Camille, medium heel 


Shoes in the News 


Shoe-boots, in chestnut brown kid and suede, captured the 

attention of those attending the recent Paris openings. They 

were shown with all of Carven’s town suits. The suede is set 

in a triangle that points to the arch and is crossed in a casual 
tie at the front. 


* * + 


A NEW line of women’s sliplasted casuals has been an- 
nounced by the Robin Hood Division of Brown Shoe Com- 





Cross-strap casual, called the 
“Saucy”, one of the new 
Robinette patterns to be 
shown for Spring by Robin 
Hood Division, Brown. 





pany. To be known as “Robinettes,” the shoes are said to 
be aimed at all classes of women who want comfort and 
style at a price which is within the volume classification. 


a 


In line with a recently adopted policy, George E. Keith 
Company selects a good-selling Walk-Over pattern at stated 
intervals and gives it country-wide publicity. Most receni 





semi-dress pattern, featuring 
asymmetric strap treatment, 
closed back, open toe. 











selection is the Camille pattern, which is being promoted 
intensively and featured by Walk-Over agencies all over the 
country. This time the pattern is a semi-dress model, and 
one which the company expects will chalk up many sales 
because of its many-occasion character. 


= *& 


Ar the recent seventh annual American Fashion Critics’ 
Award presentation, sponsored by Coty. Inc., David Evins 
was chosen with two other designers by a jury of 78 fash- 
ion editors to be honored this year. Mr. Evins was awarded 
a silver plaque. In the absence of Mayor William O’Dwyer. 

[TURN TO PAGE 258, PLEASE] 


Boot and Shoe Recorder 
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for any shoe store” osscrs con 
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A Product of 
BING CROSBY’S 


Research Foundation 





Striking Window and 
Counter Displays and 
Window Streamers 


foha-Mmoh Zelilosoll-mn aloha 





Retailers are enthused about its 
‘fast turn-over—its proven repeat sales 
ip the ries peoditaif pure into these eset history i in 1949. 


MON DID EES 


Daily News Building, Chicago: 
For “‘no-rinse washing” of — Phone: Financial 6-3653 


nylons, silks and woolens. " 
















WIN New customers with Parkhill Casuals, the fastest sell- 
ing NATIONALLY ADVERTISED line in America. 


PLACE Your order for the BEST CASUAL SHOE BET 
in the country at the National Shoe Fair, ride a win- 
ner and watch your spring and summer sales sky- 
rocket. Parkhill Casuals are “extra pair sellers”. 


SHOW Be sure to see this lightning fast moving 
Nationally Advertised line at the National Shoe Fair. 


NATIONALLY ADVERTISED 


PARKHILL SHOES 


FITCHBURG, MASS. 
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DEMAND IMPROVES 
IN ST. LOUIS 


Buyers in St. Louis report an im- 
proved tempo of demand for Fall 
shoes by the feminine consumer and 
a consequent upturn in sales volume. 
During the latter part of September. 
the “football weather” had a stimu- 
lating effect on the purchase of Fall 
apparel. But retail shoe men in St. 
Louis feel there are also other rea- 
sons for the more “encouraging” out- 
look in business prospects. “It could 
be,” said one buyer, “that women 
have just lost patience waiting for 
lower prices and have finally decided 
they will stock up their shoe ward- 
robes again, regardless.” 

There are, however, many divergent 
opinions among St. Louis retailers on 
the subject of the feminine consum- 
er’s restrained buying habits during 
the current year. Some reflect a be- 
lief that it was due to a nationwide 
fear of approaching hard times, and 
a consequent tightening-up of purse 
strings. Others agree that it is a 
fact that selling has been retarded 
by an expectation of lower prices. 

The popular view at the minute, 
however, is that there has been a re- 
birth of confidence in the continuation 
of “things as they are.” At least, 
that is the way one shoe merchant 
put it in expressing an opinion echoed 
in numerous quarters that “the St. 
Louis housewife and her spouse are 
resigned to the fact that prices are 
not coming down; there isn’t any de- 
pression in the offing, and we might 
as well spend our money for the 
things we need, and enjoy life.” 

Actually, the continued strong de- 
mand for lower priced casual shoes 
is making it possible for many St. 
Louis women to restock their shoe 
wardrobes without digging too deeply 
into their cash reserves. Some buyers 
here say that the sale of casuals thus 
has cut into the sale of dressy types 
“fairly heavily”; but there are others 
who contend that the casual demand 
has not hurt them in this respect to 
any degree. 

As has been mentioned, however, 
in other preceding St. Louis retail 
letters, shoe department buyers see 
a threat to the demand for conven- 
tional types in the continuing popu- 
larity of casual shoes. 
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Review of 4 R&A lr 


SALES UP IN HIGH STYLE 
NEW YORK STORES 
Business in most New York stores 
and shoe departments selling women’s 
shoes has been only fair, but a few 
stores, and these high style ones, have 
reported very good business lately. 
Merchants whose turnover picked up 
very noticeably during’ the back-to- 
school selling period have suffered a 
considerable slump since that ended. 
Children’s departments, too. have be- 
come much quieter for the same 

reason. 

In women’s shoes black suede con- 
tinues to be number one in dressy 
shoes. and the biggest business lies 
in this type at present. A certain 
number of blue suede shoes is also 
selling. There is some demand for 
red in both tailored and casual shoes. 
Antiqued red is reported as selling in 
the tailored type. 

There is real news in reptile shoes 
this Fall. Several stores have been 
promoting alligator and alligator- 
lizard with very favorable response, in 
spite of the fact that the former have 
had to be sold at $22.95 and the latter 














Striking ad in which Stenchever’s in 
Paterson, N. J., introduced their Fall 
suede shoes. 


at $18.95. There are some lower price 
shoes in these leathers—alligator as 
low as $16.95 and alligator-lizard at 
$12.95, and some considerably lower. 
One retailer selling these reptile shoes 
at the higher prices noted that women 
who bought them wanted matching 
bags but “not expensive bags.” 

The two top selling patterns con- 
tinue to be pumps and ankle straps. 
In pumps. one high style store noted 
that opera pumps are still very much 
in demand on 21/8 and 22/8 heels. 
Another high style department, cater- 
ing to both a youthful and an older 
customer, reports a strong demand 
for pumps, and shell types as espe- 
cially good, on the part of their 
young customers. These girls want 
high heels, the manager of the de- 
partment reported. and they “would 
rather be caught dead than wearing 
platforms.” Platforms, however, are 
still selling, high ones to women who 
want height or dress dramatically, and 
the lower ones to women who hardly 
think of them as platforms at all and 
look upon them as a functional part 


of the shoe. 
* = - 


SAN FRANCISCO BUSINESS 
ENCOURAGING 
SEPTEMBER business in San Fran- 


cisco shoe stores was very encourag- 
ing. There was a good response to 
back-to-school promotions. Most stores 
reported that unit sales were about 
the same as last year, but due to lower 
prices the cash sales totals were a 
little less. Strongly constructed school 
shoes with heavy soles sold well, with 
parents showing a preference for these 
sturdy modeis. 

Shoes for university and college 
wear followed about the same trend 
as last year, with white saddles pre- 
ferred by women students and brown 
oxfords by the men. Sommer & Kauf- 
mann featured football leather ox- 
fords for men at $10.95. Other stores 
found the brushed leather models 
popular, as well as cordovans. 

The opening of the opera season 
boosted sales of the better quality 
women’s footwear. Gold, silver and 
white satin opera pumps, some with 
beaded decorations, along with black 
and grey suede numbers, were in good 
demand. 
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Merchants state that practically all 
types of women’s Fall numbers are 
selling, from the closed types to the 
extreme open strap-type models. Al- 
ligators, suede and calf leathers all 
are moving, although suede is the 
most asked for by customers. 

Roos Brothers put the first hint of 
Winter weather into one of their win- 
dows with a display of rainy weather 
clothing including galoshes, umbreilas 
and raincoats. The weatherman count- 
ered with a spell of Indian Summer 
that boosted thermometers to unusu- 
ally high levels. 


5 a 


With the feeling that prices have 
reached at least a temporary level, 
merchants are now building up their 
inventories again. 


= = * 


CHICAGO BUSINESS ON 
A PAR WITH ‘48 


CxHicaco retail shoe business was 
well into its normal selling stride by 
the end of September, with indications 
that sales figures this year will equal 
those of 1948. 

Black suede is currently leading in 
women’s shoes of all types, although 
smooth leathers are accelerating in 
demand and will probably surpass 
sales of this type for last year. Black, 
of course, is the number one color, 
although browns in varying shades 
are strong, as is dark green. The 
demand for blue has dropped off 
somewhat, but is stili above normal 
for this time of the year. Taupe and 
purple are receiving considerable pro- 
motional attention in high style sec- 
tions. Platforms have not lost their 
popularity in dress shoes, particu- 
larly if decorated with jeweled or 
beaded effects. 

Chicago has always been a good 
suit town, and tailored and “suit” 
shoes as they are referred to now 
account for a good share of the over- 
all business. Polished calf leathers 
are particularly good in both oxfords 
and one-straps. 

Black velvet, satins, brocades, and 
- cut-out and lattice effect suedes are 
going well in the higher priced shoes. 
Joseph Salon Shoes are featuring 
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The tie returns to high fashion, as 
explained in this ad by Marshall Field 
& Company, Chicago. 





“Tread-Lightly Suedes” in extremely 
opened-up effects in latticed pumps. 
lace ankle tie sandals, and shell 
pumps. This firm is also featuring 
“supple baby alligator shoes—the 
skin you love to wear.” Copy promot- 
ing them reads, “Everything in the 
Fall fashion picture points to the im- 
portance of alligator shoes. Tweeds 
ask for them.” 

Marshall Field & Company devoted 
a half-page to the high laced tie shoe. 
referring to it as “the tie, laced high 
—shoe news confirmed in Paris” and 
showed it in velvet for afternoon and 
dressy wear and in closed lizard for 
tweeds. 

= = = 


PHILADELPHIA PROMOTING 
ALLIGATOR SHOES 


Ir seems to have become the custom 
around this time of year for stores in 
Philadelphia to present to the public 
reptile shoes in a variety of colors and 
a choice of skins. This time, there 
seems to be a determination on the 
part of most of the quality shops to 
promote dark brown alligator in everv 
conceivable style. This may be attrib- 
uted to the fact that dark brown 
blends well with the colors in dresses 
featured at this time. 

As an instance, one of Philadel- 
phia’s fashion-setting stores, Blum’s. 
had an elaborate display in all of its 
eleven windows of brown alligator 
shoes together with new Fall hats by 
a famous designer. Although the hats 
in each window ran in colors such as 
taupe, red. green, henna, etc., the 
shoes were all dark brown alligator. 
The styles ran from pumps to ankle 
straps, low and high heels, closed toes 
and backs as well as open. Dalsimer’s 


also featured a wide selection in news- 
paper ads. 

Every Fall season, a large part of 
the shoe buying public is on the look- 
out for the dress shoe that has some- 
thing different to offer the wearer, 
whether it is in material or in styling. 
This time smooth, silky velvet is find- 
ing favor with a number of customers. 
Stores featuring this material are 
keeping close to black in color and 
classic pumps in style. 

* = * 


OPTIMISM EXPRESSED IN 
ALABAMA STORES 


THE atmosphere of shoe stores in 
Montgomery is very different from 
what it has been in the earlier part 
of the year. One or two places found 
that continued warm weather delayed 
Autumn sales, but most managers re- 
port business better than last year, 
with every prospect of getting better. 
Several claim that there has never 
been any recession here—only so 
much talk that people were frightened. 





However, the trend started last year 
of more careful buying. with heaviest 
buying in the medium price range, 
has continued. 

In higher priced goods women are 
asking for flats or very high heels, 
while medium heels and loafers are 
wanted in the medium range. Black 
suede is by far the most popular in 
all styles, with brown and green run- 
ning together in second place. Some 
dark red in women’s shoes as well as 
blues are wanted, and burgundy is 
selling well for men. 

Most Montgomery stores did not 
make use of Shoe Week observed re- 
cently. Nachman & Meertief put out 
some specials and tied up their ad- 
vertising with the theme of a “week 
of beautiful shoes.” The salesmer 
wore tags during the week. Alex Rice 
shoe department tied in his advertis- 
ing of the week with a Life magazine 
spread of shoes. A Life banner was 
used on the front of the store. 

A. M. Baker, manager of Jay’s 
Ready-To-Wear, while not stressing 
Shoe Week. is at his time running a 
“Window of the Week” campaign. 
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Each Friday the window display is 
changed and at that time articles, in- 
cluding shoes, are tagged as being the 
selection of the week. 

* ~ = 


BUSINESS GOOD IN 
TWIN CITIES 

Minneapolis. 

SHOE business was excellent in 
September, in line with general sales 
which, according to a survey, showed 
this area to be the only section of the 
country where department store sales 
were above last year’s during Septem- 
ber. 


Back-to-school footwear was feat- 


ured heavily, but Fall offerings for all 
groups tied-in with fashion shows and 
new Fall styles in garments, played 
up strongly in additional advertise- 
ment in newspapers and windows. 

The pronounced trend of the casual 
look in the Fall fashion picture gave 
impetus to casual and walking shoes. 
The college crowd bought casuals 
more heavily than other types of 
shoes, but interest in casuals is not 
confined to the young group. Women 
are buying them to accompany tweeds 
and soft wools for a co-ordinated pic- 
ture. 

In the John W. Thomas & Co. store, 
a casual shoe bar showed an array of 
colors in suedes and leathers with 
wedge styles predominating. They 
were offered in black suede, and red. 
green or brown leather. Ombré suede 
sold well. Maurice L. Rothschild 
played up camel color in a group of 
casuals to accompany a whole college 
wardrobe. Napier featured walking 
types with flexible soles for both col- 
lege and town wear in antique brown. 
C. M. Stendal gave emphasis to mus: 
tard color end to navy. a color which 
seems to have caught on for Fall both 
in casuals and dress shoes. 

In other types of shoes, the slender 
low-cut vamp is well liked. Trimmings 
are simple, with small bows or nail- 
head designs predominating. Walking 
shoe trims are confined to stitching, 
generally. 

Sling pumps lead above sandals, al- 
though sandals are selling well. Cut- 
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out vamps and strapped vamps are 
liked for their dainty, feminine effect. 

Black still leads in color with brown 
tones second. 

All children’s stores and depart- 
ments report good Fall sales, with em- 
phasis still placed on quality. The 
Western influence is still felt, with 
good demand for the boot type of 


shoe. 
* * + 


Saint Paul. 


FALL sales of shoes are excellent in 
both casual and street and dress types. 
A noticeable trend is toward thin 
soles, with the platform not so strong 
as formerly. There is also strong de- 
mand for the lower heel for street and 
semi-dress shoes. Husch Bros. fea- 
tured a suede midheel in black or 
green in a strapped sandal style which 
was well received. Maurice L. Roths- 
child & Co. showed the new dressy 
lower heel in black or brown suede 
with an open front and double strap. 

Navy blue is in demand. Some 
stores are offering it as the leading 
Fall color and to be worn throughout 
the Winter. It is offered in sling 
pumps, spectators and in walking 
shoes. One attractive style had high 
vamp with openwork detail, open toe 
and heel. Another store featured suc- 
cessfully navy blue closed toe and 
heel pumps with perforations around 
the vamp. 

For evening wear, the open look of 
eyelets and beading trim marked a 
sling pump in black suede with black 

















Medium hee! shoes, for street wear, 
were offered in this way by C. Craw- 
ford Hollidge, Boston, Mass. 


beads or brown suede with bronze 
beads. Dress shoes in shell types are 
favorites. A shell strap was shown at 
one store in black, brown, green or 
wine suede. 

Stores selling children’s shoes did 
an excellent business. it is reported, 
for the back-to-school group. The 
promotion was marked by heavy news- 
paper advertising and prominent in- 
store display. Style shows for back- 
to-school featured children’s shoes and 
garments as well as college groups. 

Men’s Fall shoes moved slowly, but 
are expected to pick up during the 
rest of October. 


* * * 


GOOD SCHOOL BUSINESS 
IN PROVIDENCE 


SCHOOL and college openings pro- 
vided good impetus to the retail shoe 
picture in Providence, R. I. One of 
the most dependable shoe seasons of 
the year, it always produces fairly uni- 
form volume. With Providence the 
site of such schools and colleges as 
Brown University. Providence College, 


Bryant College. Moses Brown School, 
Pembroke College, Rhode Island Col- 
lege of Education, Rhode Island State 
College. plus many private institu- 
tions, the college shoe trade is im- 
portant. This year it ran true to form 
and gave shoe retailers a good sales 


volume. From most reports, it ap- 
pears that these young folks were buy- 
ing two and three pairs of shoes, 
while the average woman was buying 
one pair. 

The style picture centers around 
black suede, with some brown suede, 
and polished leathers. Plat‘orm soles 
and extension soles are very popular. 
There are closed and open toes, sling 
pumps, ankle straps, high style pumps 
and casuals of all types. 

Two outstanding styles at one store 
are a sling pump with open toe and 
wide strap with folded vamp, in black 
or brown suede, and a suede pump. 
high vamp with lacing and latticed 
vamp. 

Casuals of all tvpes are very popu- 
lar in a variety of darker. Fall colors. 
Accessory sales, especially handbags 
and hosiery, have been good in most 
stores. 
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R. P. HAZZARD CO. Geary 


FEATURES 


Kangaroo 


R. P. Hazzard Co., Manufacturers of “Styles 
That Sell” and “Shoes That Wear” feature 
Kangaroo in their branded lines, The Hazzard 
Shoe and The Emerson Shoe, two of the 


country’s oldest and best known trade marks. 


Kangaroo is right for “Styles That Sell” because 
of its rich, tightly grained surface which polishes 
easily and looks better longer with a minimum 


of care. 


‘Kangaroo is right for “Shoes That Wear” be- 
cause Kangaroo is 17% stronger weight for 
weight than any other leather used in shoes. 
America’s foremost makers of fine footwear are 
featuring Kangaroo in their year-round pro- 


motional plans. 


Kangaroo 


SURPASS LEATHER COMPAN Y 
NINTH & WESTMORELAND STREETS, PHILADELPHIA, PA. 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mexcactercee and Markets 


New York 


SHOE manufacturers here continued to be optimistic 
about prospects for a good Winter and Spring business. 
Evidence that retail business was picking up again was 
a factor in this attitude. Reorders and size-ups were 
being received in good quantities, with the majority of 
orders on an immediate delivery basis. Delivery dates 
were for November and December. 

Low inventories were one reason that manufacturers 
expected an increase in business. One said, “By Spring 
anyway, retailers and buyers will buy with more con- 
fidence because now they are aware of the losses they 
had through lack of sizes and stock to meet demands.” 

Manufacturers believe that a promotion job will have 
to be done in order to sell more shoes. This opinion 
indicates that manufacturers realize that merely satisfying 
a demand for shoes is not enough, and that it is now nec- 
essary to create a demand. About this, a manufacturer 
said, “Shoes are a phenomenon in that they are both a 
utility item and a fashion item. Unfortunately, the public 
has been thinking of shoes primarily in terms of utility. 
Because they think of shoes in terms of utility, they 
don’t expect to pay as much for them as they would for 
a hat, which is thought of almost exclusively in terms 
of fashion. The public needs more education on the 
craftsmanship and work involved in making a pair of 
shoes, so that they can appreciate the value they are 
getting.” 

On the other hand, another manufacturer pointed out 
what can happen when a shoe is over-promoted or incor- 
rectly promoted. He said, “In my opinion, we all made 
the mistake of over-emphasizing the opera pump. The 
shoe salesman in the store, who was interested only in imme- 
diate sales, concentrated on selling this shoe, the opera 
pump, as an all-purpose shoe. This was a proposition that 
appealed to women, because of the economic angle. So 
where he could have sold an extra pair, the salesman sold 
one pair to do the work of two. Another bad feature of 
this selling technique was that salesmen lost their incen- 
tive. Before the war, they fought to sell that extra pair of 
shoes. Now they don’t, and business has been hurt. What 
we need to de is to resell the salesman, who will resell the 
woman, on the wardrobe idea of a different pair of shoes 
for each occasion.” 

Each manufacturer had his own reasons for the cause 
of slow business during the past several months. Most of 
them agreed that the weather was partly to blame. But 
from that reason, they went on to others, as this manufac- 
turer, who said, “In general, during the past year, the con- 
sumer kept one eye on drops in prices on other commodi- 
ties, and the other eye on shoes, waiting until shoe prices 
dropped. And while the consumer waited, the retailer 
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waited, the manufacturer waited, and the tanner waited. 
So business slacked up all the way down the line. Seeing 
that prices of shoes remained approximately the same for 
the past twelve months, the consumer has finally been 
convinced that no drop will occur, and is back in the:mar- 
ket for shoes, with the result that business has now shown 
signs of reawakening. The retailer is ready to begin filling 
up his unbalanced inventory, and price resistance of a 
serious nature, for the time being at least, is at a low point.” 

Manufacturers believe that a clearer picture of the busi- 
ness situation will be obtained after the various key shoe 
shows which will be held this month and next. 


Chicago 

Wirn fill-ins and reorders continuing at a fairly steady 
pace, most news at manufacturing and wholesale sources 
in Chicago and the Midwest area is in Spring shoes. Spring 
lines are now practically ready and in many cases have 
already been previewed by salesmen in preparation for 
the National Shoe Fair the end of this month. A few of 
these shoes may be taken along by salesmen on last minute 
road trips, but most of them will get their first showing at 
the big event. Shoe men were not ready to commit them- 
selves to any extent on style trends prior to the Fair, but 
there appear to be no radical changes on the horizon. From 
present indications, casuals will continue to be a major 
factor in production and open shoes will dominate. There 
appears to be a marked trend toward low heels, even in 
the ngher style houses. 

Business from the wholesale end will probably end up 
nearly equal to a year ago. Retailers were reluctant to 
order in sizable quantities in August and did not reorder in 
any great degree until late September and into October. 
Most of the business written at the recent September show 
of the Shoe Travelers of Chicago was for fill-ins, although 
some of the make-up houses reported good business. Men’s 
and children’s lines also wrote a good normal business for 
the season. 

Men’s slipper business which was slow in getting under 
way has picked up considerably. One end of the business 
which is suffering is in galoshes and rubbers. Chicago had 
a mild Winter last year with no heavy snowstorms, and re- 
tailers have a considerable inventory in storm and rain 
footwear. 


St. Louis 


THE outlook of St. Louis shoe manufacturers on the eve 
of the National Shoe Fair is brighter than it has been for 
[TURN TO PAGE 308, PLEASE] 
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HAPPY HOLIDAY Merchandisers aMARKS| 


“Twilight Foot Snugglers” for all the Family 
SENSIBLY PRICED FOR SENSATIONAL SELLING 







Here are Five Star Values from our Women’s Line 


B-1500—Black embroidered rayon with open gore back and no- 
mark sole; B-1501—Same in Royal Blue; B-1502—Same in Red; 
B-1565—Black Pleated rayon with white fur collar, open gore back, 
and no-mark sole; B-1566—Same in Royal Blue; B-1567—Same in 
Red; B-1568—Same in Light Blue; B-1558—Black Quilted rayon 
with ruffled collar, open gore back and no-mark sole; B-1559— 
Same in Royal Blue; B-1560—Same in Burgundy; B-1592—Black 
printed pettipoint with gore back and no-mark sole; B-1593—Same 
in Royal Blue; B-1594—Same in Red; B-1519—Felt leather tipped 
Everett with corduroy col'ar and leather sole. Packed only in 36 
pair cases containing 18 pairs each Blue and Wine. Sizes 5 to 9 or 
6 to 10. 






= 4 ~ Order Now for Early Selling! 


All Styles « Open Stock 
‘Jo 


PAIR - NET 30 








See our complete family line of 
shoes, slippers, and Tyer rubber 
footwear at the 
NATIONAL SHOE FAIR 

MORRISON HOTEL 
Rooms 1536-1537 
















SIZES 
B-1500, B-1565 
~ B-1558, B-1592 
B-1558 ‘ 4to9 
, B-1519 
5 to9or6 told 




















Write Today! 


: For your complete folder on fast selling 
va house every Live Retailer should know Christmas footwear. Get your name on 

our list to receive frequent folders offering 
values in all lines. 





C. W. Marks Shoe Company 
FOOTWEAR FOR EVERYBODY 
41S. Wells St., Chicago 6, Ill. 


Established 1870 
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Plans and Program for Shoe Fair Week 





ARNO H. JOHNSON 
To Discuss Shoe Outlook 


Crowded into four leading hotels, 
the Palmer House, the Stevens, Morri- 
son, and Congress hotels, will be over 
1307 displays, an all-time record. The 
lines of manufacturers representing 
over 98 per cent of the shoe produc- 
tion of the United States will be shown 
in 1217 display rooms. An additional 
ninety booths in the Exhibition Hall of 
the Palmer House will house the prod- 
ucts and services of the allied indus- 
tries. 

Shoe buyers from everywhere, small 
towns and large metropolitan areas, 
have made sleeping room reservations 
to an extent that has crowded Chicago’s 
matchless hotel facilities to capacity. 

Opening event on the official program 
is the first of two joint luncheon meet- 
ings to be held Monday in the grand 
ballroom of The Palmer House. 

John M. Hancock, partner since 1924 
in the firm of Lehman Brothers, invest- 
ment bankers, will be the chief speaker 
at Monday’s luncheon. Mr. Hancock is 
an authority, not only on finance, but 
also on business operation and mer- 
chandising in many fields, including 
shoes. He is chairman of the board of 
Jewel Tea Company and the American 
Management Association, a director of 
Florsheim Shoe Co., Sears, Roebuck & 
Co., the Bond Stores, W. T. Grant Co., 
S. H. Kress Co., Kimberly-Clark and 
various other business. organizations. 
His topic will be “Does America Want 
More Inflation?” 

On Monday night at 8:30 o’clock in 
the grand ballroom, following the an- 
nual meeting of the National Shoe 
Manufacturers’ Association, a look at 
the economic future of the shoe indus- 
try as seen by one of the country’s 
foremost economists will be presented to 
the joint session of the National Shoe 
Retailers’ Association and the National 
Shoe Manufacturers’ Association. 

Arno H. Johnson, vice-president and 
director of research of J. Walter 
Thompson Company, will talk on “The 
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FRANK M. MAYFIELD 
Expert on Merchandising 


Economic Outlook of the Shoe Indus- 
try.” Joseph E. Boyle, vice-president 
and director of public relations of the 
same firm, will present a review of the 
public relations program of the joint 
promotional committee of the National 
Shoe Manufacturers’ Associations and 
the National Shoe Retailers’ Associa- 
tion during the past year and will out- 
line the program for the coming year. 

Frank M. Mayfield, one of America’s 
recognized merchant leaders, will ad- 
dress the Tuesday noon meeting also 
in the grand ballroom of the Palmer 
House. The selection of one of the 
country’s eminent department store ex- 
ecutives to discuss with manufacturers 
and retailers at the Fair the current 
problems of merchandising and promo- 
tion in 1950 will prove of especial inter- 
est to shoe men in attendance. In addi- 
tion to his heavy responsibilities as 
president of Scruggs-Vandervoort-Bar- 
ney, St. Louis, Mo.; chairman of the 
Board of Denver Dry Goods Company, 
Denver, Colo.; Emery, Bird, Thayer, 
Kansas City, Mo., and Nermod-Jaccard- 
King Jewelry Co., St. Louis, he has 
served as three-time president of the 
National Retail Dry Goods Associa- 
tion. 

The Tanners’ Council of America has 
arranged an educational display in the 
Exhibition Hall of the Palmer House 
featuring the 1950 Spring and Summer 
leather colors for men’s and women’s 
shoes, chosen by the Joint Committee 
representing the Tanners’ Council of 
America, the National Shoe Retailers’ 
Association, National Shoe Manufac- 
turers’ Association, working in conjunc- 
tion with the Textile Color Card Asso- 
ciation. Both retailers and manufac- 
turers may inspect these leather colors 
selected from the tanning industry. A 
member of the staff of the Tanners’ 
Council of America will be in attend- 
ance to answer questions relating to 
colors, their coordination with fabrics 
and styles for Spring and Summer. 


JOSEPH E. BOYLE 
To Present Publicity Plans 


One of the most comprehensive edu- 
cational exhibits at the Fair will be the 
results of the public relations program 
of the Joint Promotional Committee of 
the National Shoe Manufacturers’ As- 
sociation and the National Shoe Retail- 
ers’ Association. This campaign is di- 
rected by the J. Walter Thompson Com- 
pany. The exhibit will include actual 
clippings from newspapers and maga- 
zines that have used material relating 
to footwear prepared by the agency 
handling the public relations program. 
Retailers and manufacturers may re- 
view the extensiveness of this activity 
and the supporting publicity which in 
all instances is designed to stimulate 
the sale of shoes. The exhibit will be 
in the foyer of the grand ballroom— 
4th floor—Palmer House. 

With the production of shoes no 
longer a problem, the Joint Committee, 
sensing the special interest of retailers 
in sales promotion and advertising as 
a revised store operation after the pe- 
riod of easy selling, has introduced an 
advertising and window display contest 
with attractive cash awards. The en- 
tries in the newspaper advertising con- 
test, it is believed, will attract some of 
the most effective ads used by success- 
ful stores everywhere. Merchants de- 
siring to improve their business with 
new copy and layout treatments will 
have a feast of new advertising ideas 
which may fit into their sales promo- 
tional calendar for Spring. 

The window display contest will be 
another feature giving retailers an op- 
portunity to acquaint themselves with 
modern techniques and gadgets used to 
craw customers into stores and sell 
shoes. Both contests are designed to 
permit large and small stores to enter 
with equal opportunity for winning one 
of the many cash awards. Entries will 
be on display in the foyer of the grand 
ballroom of the Palmer House. 


[TURN TO PAGE 265, PLEASE] 
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Today and Tomorrow 
with 


Pilliken 





BUILD BETTER POSTURE 





Reach out to the vast market of youngsiers 

with BILLIKEN. Scientifically designed and con- 
structed to insure sound, healthy feet. ..BILLIKEN 
is a line of flexible, sturdy, long-wearing shoes that 
are built to encourage natural foot growth. 

You'll also pull in a steady volume with 

BILLIKEN “budget” price appeal, a new attractive 
price range that lends itself to getting wider 
coverage of this young market. 
Better see BILLIKEN before you buy! 


Cac Thom! 


NATIONAL SHOE FAIR 
CHICAGO, ILLINOIS 
OCT. 31 - NOV. 1,2,3 
PALMER HOUSE 
Room 860 







TO RETAIL PROFITABLY 


$9.45 w $9.95 | ast 


Priced according to size 


Billiken, Division of Craddock-Terry Shoe Corporation, Lynchburg. Virginia 
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Seasonality Makes Common Sense 


promoters to tell us what’s wrong with 
men’s shoemaking, merchandising and 
promotion. 

What we really need is fewer colors, 
fewer styles, and fewer, but better pro- 
motions. Actually the men’s shoe busi- 
ness is a more staple, consistent mer- 
chandising proposition than either 
men’s apparel or women’s apparel and 
shoes. One does not have to have an 
extremely good memory to remember 
that -some years back, the per capita 
consumption of men’s shoes was con- 
siderably higher than it is today with 
fewer fly-by-night styles and fewer so- 
called promotional colors. In those 
days men bought their shoes by the 
calendar, wearing heavy, and often high 
shoes in the Winter, lightweight types 
in the Spring and Summer or a white 
or white-trimmed sport shoe for the 
extremely warm weather. 

Men’s shoes, like any other consumer 
goods item, will sell in proportion to 
the amount of advertising and promo- 
tion placed behind them. Of course 
when style or quality is outstanding, 
response will be greater to a given 
amount of effort. But it is important 
to remember that an overwhelming 
amount of advertising will sell almost 
any style in considerable volume, mak- 
ing it doubly important that we select 
as our styles for promotion those shoes 
which will increase pairage over a long 
term, not kill sales. 

One thing is certain. The industry 


[CONTINUED FROM PAGE 143] 


needs more direction in its promotion, 
and “seasonality” may well be the first 
step in that direction. Doesn’t it seem 
logical that Spring advertising should 
direct the consumer’s attention to 
lighter, more airy, more flexible shoes? 
When men are thinking of comfort dur- 
ing some six months of heat ahead, it 
would seem more sensible to feature 
cool, comfortable merchandise than that 
in which weight and brawn are the 
chief selling features. When wear be- 
comes a rallying point for year-round 
promotion, pairage must suffer per se. 
Conversely, heft of sole and wearing 
quality, when featured in Fall adver- 
tising, become excellent examples of the 
sound use of “seasonality.” 

A shoe can be sturdy and detailed with 
all the rugged effects in the designers’ 
book, bold pinking, perforations, wheel- 
ing and stitching on welts and yet stay 
out of the heavy-weight class. The use 
of a storm welt, too, adds heft to the 
appearance of a sole and yet keeps the 
shoe in the comfortable and seasonable 
category. 

Most of the lack of direction in men’s 
shoe advertising, promotion and mer- 
chandising comes from a failure to 
plan. Everyone talks about planning, 
just as everyone talks about the 
weather, but there are very few indeed 
in our industry who actually do any- 
thing about it. Here again shoes seem 
to be linked inevitably with the ele- 
ments in a natural affinity. 


No one can say that the industry 
does not allow enough time for plan- 
ning. In the accompany pages we show 
some 68 styles, all designed for promo- 
tion next Spring. Even the much ad- 
mired women’s industry and the men’s 
apparel trade could not duplicate such 
tangible evidence of style planning and 
foresight for a season some five months 
away. But there is many a slip ’twixt 
the cup and the lip and by the time 
Spring and Summer men’s shoe adver- 
tising breaks, much confusion of pur- 
pose will have entered on the scene. 
What we must accomplish is a direct- 
purpose follow-through to their logical 
merchandising ends of a few of the 
style themes represented in these Spring 
samples. Fortunately these themes are 
restricted rather well, permitting per- 
haps for the first time in many years, 
a reasonably specialized style promotion 
program. 

Broad over-all theme, again directed 
by the appeal of “seasonality” is 
“lighter, more flexible shoes for Spring 
and Summer.” Secondary theme is 
“shoes for a purpose.” Under these two 
broad headings we may group our vari- 
ous pattern, material and construction 
promotions. For example, flexible welts 
for street wear, woven effects, ven- 
tilated shoes, nylon mesh, brushed 
leathers and brushed leathers with 
lace effects . . . all good basic mer- 
chandising ideas keyed definitely to the 
“seasonality” of their patterns, con- 
struction and materials. 





Netherlands Shoe Industry 
Stresses Style 
[CONTINUED FROM PAGE 142] 


chairman of the Netherlands Society 
of Retailers of Fashion Footwear, who 
pointed out that, for the time being, 
color has been the focus of interest of 
the shoe and leather people, and se- 
lection of colors which will blend har- 
moniously with those used in ready-to- 
wear has received primary attention. 
Current colors, in order of rank, are 
as follows: in street shoes, black, brown, 
medium grey and blue; in sports shoes, 
brown, medium grey, medium beige and 
black. 

In his talk, Mr. Bons said, “In Waal- 
wijk, the center of the Dutch shoe in- 
dustry, agreement was recently arrived 
at between leather and shoe experts 
concerning the formation of an insti- 
tute to collect and examine data and 
to give advice. 

“As in textiles, there are no major 
changes to be observed in shoe models. 
The shapes of the last are moderately 
slender for afternoon models, and some- 
what rounder for sports shoes. Very 
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high heels will occupy only a small 
place. The low-heeled afternoon shoe 
will undoubtedly hold its own. The cut 
of the shoes of leading manufacturers 
is decidedly restful. Open-heeled shoes 
will only be in demand for evening and 
very fashionable models. Trimmings are 
delicate and inconspicuous. Bootees will 
not be much in evidence; a few practi- 
cal kinds for bad weather; a few fancy 
models for afternoon. For afternoon 
shoes, suede will principally be used; 
for sports shoes, hunting (a heavy 
suede) and smooth sports leather.” 





Teen-Age Shoes: A 
Source of Profit 
[CONTINUED FROM PAGE 151] 


above all, of soft construction, seem 
best adapted to the demands of the 
teen-ager. These are shoes which ac- 
company her with equal ease to the 
basketball game on Saturday night, to 
the corner drug store for a “coke,” to 
classes, to dates. 

Straps are particularly important in 
the teen-ager’s Spring shoe picture. 
She takes a tip from her mother, and 


from her younger sister as well, in 
acclaiming the many ways in which 
strap patterns enhance her foot. Single 
straps, double straps, mostly in the in- 
step area, attract her attention and her 
cash. But she still retains a portion of 
her affections for her favorite loafer, 
and in some sections of the country, 
for the saddle oxford as well. 

This is a customer who loves color 
and who indulges her love for it. Her 
clothing, for the most part, is colorful, 
and her shoes often carry out the color 
theme set by the rest of her costume. 
Sometimes she confines color to her ac- 
cessoies—and this includes her foot- 
wear—so the promotional colors for 
Spring — coppery Cinnabar, Golden 
Wheat, Misty Grey, green, red, blue— 
in elk or in suede, provide a source of 
extra sales for the retailer who fea- 
tures them in young styles. 





Store Stocks Extreme Sizes 


SEATTLE, WASH.—Nordstrom’s re- 
cently opened a “Tall and Small” de- 
partment on the second floor, where a 
wide range of sizes are carried. Max 
Renner and Art Gray are in charge. 
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At Chicago At New York 
PALMER HOUSE HOTEL 
ROOM 963W NEW YORKER 
ROOM 838 
At Boston 
PARKER HOUSE 
ROOM 450 





shoe requirenter oe 


te 
BAREFOOT ACTION 


Buntees give babies the nearest thing 
to going barefoot ... flexible soles, 
plenty of toe and grow room, smooth 
inside, low cut ankles and snug fitting 
heels. 










STRIDER— spring heel. Sizes 1 to 6, narrow 
and wide. Stock No. 050, White; No. 030, 
Red; No. 070, Smoked; No. 

060, Brown. 








Buntees are like an Indian baby’s moccasins, 
designed by Nature to encourage the normal 
growth of baby feet. Stock these three shoes and you have a 
complete line for your Infants’ Shoe Department. Buntees 
are nationally advertised in Parents’ Magazine. 


a> 


GC > > 


WALKER — spring heel. Sizes 1 to 6, nar- 

row and wide. Stock No. 50, White; No. 
30, Red; No. 60, Brown; 
No. 70, Smoked 





HIKER — extended sole back stay. Sizes 


hrandh. pj od z 
2 Sa te a 1 to 6, narrow and wide. Stock No. 510, 
White; No. 310, Red; No. 


R. J. POTVIN SHOE CO. 617, Two-tone, No. 610, 


Compello Station ceniniaaiiaiinis 2 Brown. 
BROCKTON 26, MASSACHUSETTS Licensed under Potent No. 2,385,743 


October 15, 1949 257 





Walk away sn the ew 


Miss Hildegarde Fillmore of McCall's made the presenta- 


from Competition sce: 


Evins, and shown, with 
other shoes of his design, 
at the annual American 
Fashion Critics’ Award pres- 
entation sponsored by Coty. 





tion. Mr. Evins was recently the recipient also of the 
Neiman-Marcus annual fashion award. 


* = * 





$3.95 Crepe-soled sandals for men recently added to its line by 

Lion Sandals, Inc., of New York. Another feature is a Vinylite 

6 innersole. Rolled into a ball, the company claims, it will 

retail spring back into its original shape. Comes in two diffe-ent 
patterns and in brown, blue and wine. 


* * 
DEVELOPMENTS in the boys’ shoe picture for the last 
few seasons have followed pretty closely those which origi- 
nated in shoes for men. Among these trends is the popu- 
larity of shoes which are ankle height—low cut boots. in 





fhe most 












advertised 





moccasin in America 
POST | taqune SEES 
HOLIDAY | seventeen 


Gerberich-Payne. 
Field ¢ Stream 
Look SPORTS 
s AFIELD other words. Filtering down from college campus to high 
liberty e school and even in some cases to the upper classes of ele- 
Outdoor Life mentary school are these boots—some patterned on the 


Wellington, some patterned on the jodphur. Promoted as 























WRITE FOR OF NEAREST DISTRIBUTOR ideal for bad weather. or for wear on the clear cold days 
Huskies Division ahead. these shoes have a definite appeal for the younger 

boys. 
Hussco Shoe Company, Honesdale, Pa. [TURN To PACE 264, PLEASE] 
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*PLASTICSUEDE 
Shoe By 
COSMOS SHOE CO. 


PINE HILL PRODUCTS Co. 
264 FIFTH AVE., NEW YORK, 1 
PHONE: MUrray Hill 9-6470 
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American Felt Company’s 
Imperial Slipper felt has become 
a standard of quality. It is: 


@ Designed to mold easily over the 
last, yet hold its shape in service 

@ Dyed clear and fast, in fashionable 
colors 


The best slipper manufacturers in 
the country are using Imperial 
Slipper Felt. Specify it for your 
next designs! 





IMPERIAL 
SLIPPER FELT 


Felt 


GENERAL OFFICES: 10 Glenville Road, 
Glenville, Conn. ENGINEERING AND RE- 
SEARCH LABORATORIES: Glenville, Conn. 
PLANTS:—Glenville, Conn.; Franklin, 
Mass.; Newburgh, N. Y.; it, Mich.; 
Westerly, R. 1. SALES OFFICES: —New 
York, Boston, Chicago, Detroit, Cleveland, 
Rochester, Philadelphia, St. Lovis, Atlanta, 
Dallas, San Francisco, Los Angeles, Port- 
land, Seattle, Montreal. 








1950 Will Reward 
Sound Merchandising 
[CONTINUED FROM PAGE 129] 


plave orders more than six or eight 
weeks in advance of the selling season, 
this hope of a more evenly balanced 
production period has rarely been 
realized.” 

Another question that has been raised 
in this connection is why so many 
stores go directly from white shoe sales 
to black suede in August. A few make 
the jump as early as July, or even June, 
it was pointed out. 

Retailers work up to their white 
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season from black suede via calf shoes, 
then patent leather, then colors and 
pastels. So why not a short promotion 
of other leathers between white and 
suede season to make for more sales? 
Bla*k suede the year ’round was cited 
as the most obvious example of mate- 
rials and colors knowing no season. As 
a matter of fact all types of shoes are 
being sold every month of the year at 
one place or another. 

“For 1950,” said Mr. Legg, “I think 
the most important task is to ‘size up’ 
first. Not our stock, but our operation 
and establish objectives. 

“The manufacturer of fashionable 


women’s shoes can get on a month to 
month basis in styling—a few new ideas 
once a month or so, rather than scores 
of them at one time at the beginning 
of the season, when it is only possible 
to use a few at any time regardless of 
the season. He can gear to faster re- 
order service to keep salable shoes in 
the stores all the time—timely shoes— 
and with a minimum of investment of 
retailers’ money in inventory. 

“The manufacturer’s salesman (who 
is not unlike the retailer in cases 
where he has not operated in a 
competitive market before) can do more 
to confine particular materials to pat- 
terns and lasts that complement each 
other, to bring about a better balance 
in shoe colors so they will fit into the 
season’s ready-to-wear trends, etc. He 
must spend even more energy in avoid- 
ing slow shoes than pushing fast ones. 
In this way he will increase his total 
sales for the season. 

“The buyer can spend less time in 
seeking the ‘miracle shoe’ and more 
effort in avoiding the types that find 
their way to his bargain table. A per- 
petual ‘open to buy’ condition is the 
natural result of this and it will keep 
him in position to take early advantage 
of all the changes and new trends in 
the industry which are becoming more 
frequent all the time. 

“The retail salesman can better fit 
a shoe into a woman’s wardrobe or 
needs by forgetting the price of the 
shoe and concentrating on its value and 
the function it fulfills. He too can in- 
crease his sales in this way. 

“It is my opinion that more even 
production over twelve months is pos- 
sible in the factory and store, as Mr. 
Stephenson has advocated for so long, 
by styling shoes for immediate needs 
and buying the same way, rather than 
by thinking seasonably all the time, 
especially when seasons themselves are 
increasingly difficult to define. If we 
buy as we sell, if we accept our indus- 
try as having one objective of which 
we are all apart, rather than many 
which are difficult to correlate under 
best conditions, the results would be 
immediate and good. 

“We do not need to increase the peaks 
on our sales chart, on which we spend 
so mu-h time. We need to find the 
reasons for the valleys on that chart, 
and eliminate those reasons. 

“We can gain much more by doing 
the reverse of the unsuccessful than 
we can by imitating the successful.” 

The foregoing suggestions reflect 
viewpoints that are undoubtedly shared 
by quite a number of manufacturing 
and sales exe-utives in the field of 
women’s fashion footwear. There are 
others, no doubt, who hold different 
views. The changes outlined by Mr. 
Legg would hardly be applicable to 
manufacturers specializing in women’s 
conservative footwear or those that fall 
within the orthopedic or special feature 
categories. Obviously they were not 
meant to be applied to men’s or juvenile 
footwear. 
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Ce Pavoule 


before placiny your bets... 





WARCHL 
O) 





The blankets come off 
at the Collegebred Derby 
National Shoe Fair 





Chicago — Oct. 31st thru Nov. 3rd 


Then you'll see why the smart dealer Come to our ‘‘Paddock”’ 


money is on the Favorites to Win, Place and Show at the Palmer House 


pig ROOMS 2228W 
on any circuit. 


2229W 

See the odds-on-favorites for 1950 2230W 

—Collegebred—the “Sure Thing” in the 2231W 
Style Ring—first across the Profit Line. Cisne ctcnensinlnniatiinndkgatinall al 


E. P. REED & COMPANY e ROCHESTER, N. Y. 


MatTRIXx ° COLLEGEBRED 
“Your Footprint in Leather” 
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DEALERS AGREE! IT’S WARMEST! LIGHTEST! 


vo GREATEST STYLE 
SCOOP IN TEARS 






O06 anh itinad. 


ALASKANS 


FOR SPORTS! 

. FOR CAMPUS! 
FOR SHOPPING! 

FOR TOWN OR COUNTRY! 
FOR MOTORING! 

FOR GIFTS! 



























Terrifically promotable 

“little boot”’ that’s worn and 

fashioned like a casual—already on its 

way to becoming this season’s “runner.” 
Sparkling with young-old customer appeal, 
it’s 100% SHEARLING LINED ~— genuine 
welt to slip on easily, quickly. Elk-tanned 
calf in red, green, brown, or grey. Match- 
ing weatherproof wedgie soles of 

DuPont Neoprene Crepe. A buy for 
style-hungry customers, the fast-turning 
*“‘Alaskan’”’ is packed with extra profits 

for you! Write for details today! 


FREE NEWSPAPER 
ADVERTISING MAT 


Beautifully illustrated! Fast-selling 
copy! Complete with mail-order 
coupon. Available on request. 


KICKERINOS Division 


: = Shoe Company MILWAUKEE, WIS. 
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All-white shoe with neoprene sole and ace Kicheriae Division off 
Marylin Shoe Company 
white neoprene wrapper has real sales appeal 


Here’s the perfect all-white shoe for sportswear and for active duty on the feet 
of nurses, beauticians and waitresses. The-neoprene crepe sole is soft and 


springy for day-long buoyant comfort. And the stylish white crepe wrapper For more information on 
around the sole (weak point on an ordinary shoe of this type) is a strong sales Du Pont neoprene crepe, 
feature. Because it’s made of neoprene, it resists rough wear, heat, grease and oil. see your sole manufacturer 


or send in the cou be- 
For crepe-sole casuals, whether in all-white or colors to complement the season’s low.E.L. duPontd oa » 


highest fashions, neoprene crepe is the only practical material. So, no wonder more & Co. (Inc.), Rubber Chemi- 
and more leading designers are using Du Pont neoprene crepe for their fastest- cals Division, Wilmington 
selling casual styles. 98, Delaware. 


For style, color and shape... use 


DU PONT SEND FOR NEW 


FREE BOOKLET 


& Co. (Inc.) 
p p 1. du Pont de Nemours : 
N EO R EN E C R E E sahese Chemicals Division R-10, Wilmington 98, Del 


“Neoprene Crepe Soles,” 













a i - " new illustrated booklet ies ...data 
Long service life « Excellent uniformity Fe eee caematien on nccpereste mameasl Peapeion = ==°S 
oe yr n x containing ted description of its superior q 
Vivid hues «+ Permanent shape + No tackiness comparative tests - - - detailed 
Position ——_—_————_ 
rs 
RES us. Pat OFF Ad 
BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY —_-—— esse 
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| Shoes in the News 


[CONTINUED FROM PAGE 258] 


MANUFACTURERS of slippers are featuring not only 
comfort and utility this season, but style as well, and 
the two factors in combination help to ring up many a 


Two slippers of terry-cloth, 
both practical and pretty. 
Both from Duckies. 





| sale, impulse or otherwise. Properly promoted, slippers 
can account for a substantial part of your business, and 
| should be given their full share of attention—in window 
| displays in in-store spots or slipper bars, in newspaper ads. 





Room 903W 


Palmer House 


For more than thirty-five years Swan 
has proven to smart retailers from 
coast to coast that it knows how to 
make the kind of slippers that men, 
women and children like—quality slip- 
pers with good looks and good wear- 
ing built into them. That 1950 line has 





Fangs 
; 





many new ideas and profit makers os 
; well as the trusted stand-bys. 
ae * Style and comfort for all ages. Left: Easy casual on wedge 
7 thin heel with novel cross-strap for flattering line and good fit; a 
SWAN Fashion Craft Casual. Right: Softie in popular moccasin 


pattern on wedge heel and platform sole; a Miracle-Tread 
Casual. Center: Red elk ghillie tie with perforated detail; 
Billiken. All three shoes from Craddock-Terry Shoe Corp. 


SHOE COMPANY, INC. 


Baltimore, Md. 











Monthly Retail Trade Report 


(Released by Department of Commerce, 
Bureau of Census) 


SHOE STORES—AUGUST, 1949 


a 





PER CENT CHANGE 


yer 
val 
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August 1949 | 8 Mos. 1949 | August 1949 
CITIES Compared Compared Compared 


it . it | With 
| August 1948 | 8 Mos. 1948 | July 1949 











| | 
\ California—Los Angeles... .. —22 } —15 | —16 
Oakland. ee 0 | + 3 —- 8 
. | Sacramento... >...| -11 —10 | —27 
| San Francisco... .| —-9 - 9 +9 
| Connecticut—Hartford....... } +10 -— § +2 
| Dist. of Col.— Washington... .| -—9 —4 j —18 
Iilinois—Chicago........... | +4 -32 | 0 
Maryland—Baltimore....... | +4 -— 3 | +5 
| Michigan—Detroit......... — 6 -—4 | +11 
| Minnesota—Minneapolis.. -3 es Weey eee 
| Missouri—St. Louis........ -14 - 3 j +7 
| New Jersey—Newark....... - 8 - 9 | - 9 
New York—New York..... -— 6 —7 -—2 
Ohio—Cleveland............ j +11 - 3 +30 
| Youngstown...... ae —26 -—13 +1 
j Pennsylvania—Philadelpbia.. . -—10 | — 6 +4 
Pittsburgh... . -7 i -—- 3 +10 
Texas—Dallas.............. | -1 — 6 +13 
Washington—Seattle........} —14 | —19 +20 
Wisconsin—Milwaukee....... | — 2 | —10 +3 
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-New Low Prices for 


LOTUS pglisl FOOTWEAR 


NEW...the COMMODORE 
T8715...the swept-back 
styling of this suave wing tip 
shoe flatters any foot. In 
leather, black and brown. 
Sizes 6-12, widths A-E. 


NOW... you sell more, make more with an imported 
shoe department featuring LOTUS FOOTWEAR 














model in fine leather... 


widths A-E. 


LOTUS SHOES, INC. 


The world famous 47 West 34th Street, New York, N. Y. 


LOTUS 
Veldtschoen Waterproof Shoe 


Nationally advertised for the 3rd consecutive year in 
such publications as Esquire, the New Yorker and the 
Sunday Times Magazine. An amazing success with 
dealers from coast to coast...a shoe with real news 
value, real sales appeal. Nothing like it! T8113 ...in 
straight tip or moccasin tip, sizes 6-13, widths A-E, 


fit and value are unsurpassed .. 


NEW...the SENATOR 
T8717 ...a distinguished, 
smartly fashioned plain tip 
-in 
black and brown. Sizes 6-12, 


NOW IS THE TIME to take on the Lotus 
line of fine quality ... hand-crafted 
footwear. The superb workmanship, 


nothing changed but the prices! Try 
these two new models... send for the 
Lotus catalog. All shoes kept in stock in 
New York for IMMEDIATE DELIVERY. 
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Plans and Program 
For Shoe Fair Week 


[CONTINUED FROM PAGE 254] 


The fundamental everyday opera- 
tional matters in running a shoe store 
are of vital concern to all retailers and 
to help them with these problems the 
Shoe Fair will again conduct two busi- 
ness clinics. The Store Management 
and Expense Control Clinic is staffed 
by members of the faculty of the School 
of Commerce, Northwestern University, 
Evanston, IIl., headed by James R. 
Hawkinson, chairman of the Depart- 
ment of Marketing. Assisting him will 
be Professor Ira D. Anderson, associ- 
ate professor of marketing. The Store 
Management and Expense Control 
Clinic is conducted by experienced au- 
thorities who have been associated with 
it for a number of years. Merchants 
may talk over their business difficulties 
in confidence and be guided in their 
store operations with new business 
methods. Retailers may bring operat- 
ing figures with them for analysis and 
other assistance. A form, “Confidential 
Merchandising Statement,” which pro- 
vides space for filling in required fig- 
ures and information, may be secured 
in advance by writing to National Shoe 
Fair headquarters in the Palmer House. 

The Store Modernization Clinic is be- 
ing continued to assist store owners 
who plan to modernize their stores, or 
build new fronts or interiors. This 
clinic is headed by Carl W. Peterson, 
architect, and one of the leading store 
designers in the country, who is avail- 
able for consultation without cost. 

All clinics are held in the Palmer 
House, Monday through Wednesday. 
Appointments should be made with the 
receptionist to avoid delays. 

Fair officials point out that, with the 
mass display of the industry concen- 
trated in Chicago at one time and with 
all markets represented by its leading 
manufacturers, little doubt exists that 
orders may be booked with confidence 
that styles and prices will be unchanged 
for the season and that delay in plac- 
ing business will result only in late 
deliveries. The Joint Committee which 
conducts the activities of the Fair is 
convinced that the datis October 31 to 
November 3 are perfectly timed for 
Spring buying. With the optimistic at- 
titude spreading through the retail shoe 
business, shoe merchants in greater 
numbers than at any of the previous 
fifteen Fairs are planning to attend to 
replenish inventories in relation to sales 
for Spring. The upswing in late Fall 
buying has encouraged retailers that 
the earlier temporary decline in busi- 
ness has leveled off with a definite up- 
swing in sales anticipated for Spring. 
The National Shoe Fair is the indus- 
try’s springboard from which are 
launched authentic styles with stabil- 
ized prices and releasing an avalanch 
of orders not alone at the Fair, but 
from shoe stores wherever located. 


In the Palmer House, exhibits will 
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be on the 6th, 7th, 8th and 9th floors, 
with the entire Exhibition Hall occu- 
pied by firms of the allied industry. In 
the Stevens, exhibits are located from 
the 3rd to the 11th floors. In the Mor- 
rison Hotel, displays begin at the 4th 
floor to the 11th, with additional space 
on the 15th and 16th floors. A number 
of firms requiring large ballroom space 
will spread their lines on the mezzanine 
and 2d floors. Exhibits in the Congress 
Hotel will be on two floors. 

So tremendous is this exhibit area 
that the National Shoe Fair will again 
provide free bus transportation between 
exhibiting hotels as an accommodation 
and to conserve the buyers’ time. This 


service will be operated on a five-minute 
schedule with ten minutes running time 
between hotels. Service will start at 
noon on Sunday and continue each day 
through Wednesday, starting at 9 A. M. 
until 6 P. M. 

Because of the large number of firms 
showing lines in over 1217 rooms with 
an additional 90 booths, it is impossible 
for buyers to locate their resources 
without an official directory. Full infor- 
mation will be contained in directories. 
Name of firm, location of exhibits, in- 
cluding hotel and room or booth num- 
ber listing firms both alphabetical and 
floor-by-floor, with a classified section 
added, screening firms by types of shoes 

















From cutting room to the cus- 
tomer’s try-on, BURK’S KIP and 
ELK make good impressions. Tanned 
for serviceability, these leathers are 
characterized by fine finish, 
in wanted colors and 
weights. BURK leathers 
are alwaysa good buy! ail | 


Oldest Operating Chrome Tanners in the World 


PHILADELPHIA 23, PA. J 
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manufactured or distributed. Buyers 
may register for official directory at 
any of the four registration desks. A 
trained staff will assist the buyers in 
expediting registration. When register- 
ing, bus passes will also be issued. 

The National Shoe Retailers’ Associa- 
tion registration desks will be located 
in the following hotels: Palmer House, 
4th floor, immediately outside the exhi- 
bition hall; at the Stevens, the lower 
lobby; at the Morrison Hotel, the mez- 
zanine floor, and at the Congress, on the 
third floor. 

The National Shoe Fair is managed 
by the Joint Committee, consisting of 
five members from each of the two 
national associations. The members of 


the Joint Committee fy the 1949 Fair, 
representing the National Shoe Retail- 
ers’ Association, are: George B. Hess, 
Harold F. Volk, Owen Metzger, M. A. 
Mittelman and L. E. Langston. Repre- 
senting the National Shoe Manufactur- 
ers’ Association: L. B. Sheppard, Guy 
E. Manley, Byron A. Gray, Roger A. 
Selby and W. W. Stephenson. 


A Housing Bureau has been set up 
to accommodate buyers who failed to 
make sleeping room reservations. The 
National Shoe Fair suggests that re- 
quests for reservations be sent to Miss 
Irene Rochetto, Greater Chicago Hotel 
Association, Housing Bureau, 105 West 
Madison Street, Chicago, Illinois. 








White 

Black 

Cafe Brown 
Kolabrown 
Admiral Blue 









You'll associate the 
extra smooth feel of 


BURK’S suede kid with 


a favorite, lush, and | 


well-kept green where you 


do your best putting. 


Regularity of good finish and 


color depth makes this suede 


a favorite with producers of 


women’s better shoes. 
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Casual Shoes 
[CONTINUED FROM PAGE 139] 


wide range although, of course, there 
are certain ones that will be used more 
than any others; elk and reversed 
leathers and some of the new buffed 
leathers. In addition, there is the vari- 
ety of leathers with surface interest, 
ostrich and pig and reptiles, and the 
crushed and grained leathers. Some of 
these, like pig and ostrich, will make 
good special promotion shoes, especially 
good this year when the blond and 
natural tones are so stongly in the style 
picture. Something new for casual 
shoes will be the colored patent leathers, 
available in a wide range of smart, in- 
teresting colors. 

Pale colors are the news in fabrics 
for sport and casual clothes. Starting 
with off-whites, colors for these clothes 
range from pale pastels to staple bright 
red and green and a new vivid orange 
shade. In shoe colors Cinnabar, a new 
coppery tone, offers a stunning contrast 
and off-white, a subtle monotone, with 
off-white. Misty Grey shoes will keep 
a whole costume in pale cool tones. 
Irish Green, Play Red, Blue Sparkle 
and Buttercup Yellow are vivid accents 
with such light costume colors. Black, 
Navy Blue, Cognac Brown or the light 
brown called Kolabrown are all color 
possibilities, smart and often more 
subtle, for light-to-bright casual cos- 
tume colers. 

Beside all the news in leathers and 
colors for casual shoes, there is plenty 
to talk about in patterns. Of course, 
there are plenty of straps, giving flat- 
tering lines and good fit. The low 
“shell” line is strong here just as it is 
in more formal shoes. The “ballet” 
silhouette seems as popular as ever. 
Barefoot sandals, based on the child’s 
shoe, continue in their more classic 
versions and in adaptations. Asym- 
metric effects are as frequently used as 
in other types of shoes. For Summer 
the completely flat heel, very open san- 
dal is certain to be very important. 
sometimes in a thong pattern. 

So, with all this good style material 
in casual shoes to choose from, pick a 
pattern, a color and a promotion theme 
and start your promotions early. Re- 
member, your customer needs help in 
choosing her casual shoes for early 
Spring wear, for later Spring and final- 
ly for Summer. With the knowledge of 
the kinds of clothes she will be wearing 
in each of these seasons, take one or 
two styles and back them up with ad- 
vertising, window and department dis- 
plays. Remember, too, that there are 
tailored, dressy and casual casuals, all 
kinds, and all can have a place in a 
woman’s shoe wardrobe. 





Opens Cancellation Shop 


ROCHESTER, N. Y.—Famous Brand 
Shoes, a new store featuring cancella- 
tions and samples, has been opened at 
405 E. Main Street. Free roses were 
given to everyone during the formal 


opening. 
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+76 Children’s, 
Men's, 5 
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SALES REPRESENTATIVES 


). D. “Bad” Wilson 

Howard Glass—219 W. 7th, Les Angeles 
Charles Havranck—47 W. 34th, New York 
Howard Engquist—209 S. State, Chicago 

















Manufacturer of Distinctive Slippers 
& Indian-style Moccasins 


MINNETONKA MOCCASIN CO., INC. 


406 PORTLAND AVENUE 


#2300 Chil- 
dren's & Misses’ 
















ty, IMMEDIATE DELIVERY! 


Stock Minnetonka's distinctive and varied line of Slippers 
and Indian Moccasins . . . finest workmanship. 
It will “pay you" 


to pay us a visit! 


NATIONAL SHOE FAIR 


Room 807 


MORRISON HOTEL 
Oct. 31st, Nov. 1, 2, 3 






1204x Infants’ 
Pink, Baby 
Blue & White 













MINNEAPOLIS 15, MINNESOTA 





Using Type and Illustrations 


there are literally thousands to choose 
from. Even in small towns, the local 
newspaper maintains enough to con- 
struct an effective layout. In the build- 
ing of an advertisement, we are faced 
with the problem of the selection of 
proper type matter. Interesting com- 
binations are desired. Attractive de- 
signs are sought. Every attempt is 
made to use type which will do the 
very best job for the advertiser. 

However, selection of type for a 
headline and for body copy must be con- 
sidered separately. Here are some of 
the rules which should influence your 
choice for “heads:” 

1. Type for headlines should be 

powerful and big enough to hit hard 
at every reader who happens upon your 
page. 
2. Use a type which will add sub- 
stance to the advertisement. Large bold 
letters will scream out your message 
rather than whisper it. 

3. Wherever possible, use capital 
letters. This always gives a certain 
“news quality” to the advertisement. 

4. Reverse headlines or use of white 
space always help to get the reader’s 
attention. 

5. Try to get a simple, easy-to-read 
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[CONTINUED FROM PAGE 236] 


letter. Avoid fancy or flowery types. 
Your headline should be readable at 
first glance. 

6. Have your headlines set in a hori- 
zontal line wherever possible. Avoid 
extreme angles, circles, etc. Such prac- 
tices reduce legibility. 

The principal consideration in the 
selection of type for body copy is read- 
ability. Remember the following im- 
portant rules: 

1. A type face is legible when it is 
familiar to the reader. Have you ever 
tried to read a paragraph set in Old 
English? It is extremely difficult to 
read simply because it is unfamiliar to 
you. Most of our publications use a 
Roman group with serifs (or decora- 
tions) on the letters. Names like Cas- 
lon, Garamond or Bodoni are most fre- 
quently encountered. If you select any 
one of these, you are fairly safe. They 
will be easy to read. 

2. Body copy is more readable when 
set in capitals and lower case. Capital 
letters alone slow down the reading 
speed of the average person. 

3. Use italics only when emphasis is 
desired and then use it sparingly. 
Avoid script except in headlines. Avoid 
fancy letters of any kind which add dif- 








ficulty to reading. Any extremes will 
call attention away from the sales mes- 
sage, to the type matter, and the re- 
sult will be loss of sales. 

4. Avoid trying to create “atmos- 
phere” with type. This is usually dif- 
ficult or impossible to accomplish. 

5. Don’t use type for decorative pur- 
poses if you want it to be read. Some 
advertisers put their body copy into 
circles, triangles, and other odd shapes. 
They arrange type in margins so that 
some words are sideways, others up- 
side down. While such a practice may 
make your advertisement more artistic, 
it will not invite the reader’s eye. 

Before deciding upon type matter, 
either for headline or body copy, get a 
“type book” from your local newspaper 
office. This book will give you speci- 
mens of all type faces available at the 
plant. Then you can see exactly what 
you are ordering. 

Incidentally, it is of utmost im- 
portance to get your STORE NAME 
in the advertisement in large bold let- 
ters. Don’t let anybody talk you out 
of that. Do not be modest. Use the 
largest and most distinctive type that’s 
possible. Allow plenty of white space 
[TURN TO PAGE 272, PLEASE] 
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New Patterns in Distribution 
[CONTINUED FROM PAGE 162] 


The operation costs are lower because of minimum addi- 
tional expenses in buying, advertising, display, executives, 
offices, clerical, work rooms, etc. 


Locating the Branch Store 


Nearly every successful merchant will begin, soon or 
late, investigating branch store locations. It is important 
to understand the requirements for different types of 
stores, because the correct or incorrect appraisal in the 
selection of a site may mean the difference between success 
and disappointment. 

The department store catering to medium and better 
merchandise requires a location totally different from the 
popular price line store. 

A specialty store, such as a shoe store, for example, 
must also choose location with regard to price lines. 

Every city, every community, has different arrangements 
of traffic arteries, social and business centers, buying 
habits, etc., so that no set rule can be applied. However. 
a few of the following DONT’S will help: 

1. Don’t pioneer a new business settlement. Such loca- 
tions invariably prove costly and annoying for many years. 

2. Don’t put too much impertance on private parking 
facilities if sufficient neighborhood parking space is avail- 
able. 

3. Don’t locate too close nor too far away from the 
parent store. A distance of less than four miles is usually 
too close—nearby locations are seldom profitable—gener- 
ally a nuisance. 

4. Don’t locate beyond the normal trading area of the 
parent store. Except for New York, Chicago, Los Angeles. 
and a few other large cities, a distance of 20 miles is 
usually too far. 

5. Don’t locate without a trade survey—to determine the 
size and kind of population, their earning power and trad- 
ing habits. 

The number and volume of the parent store charge ac- 
count customers in the area should be obtained and com- 
pared. Other studies should include comparative school 
enrollments, automobile registrations, telephone installa- 
tions, home owners, newspaper subscribers, etc. 

6. Don’t oversize the branch unit—start modestly, and 
make allowance for expanding with the community. 


Types of Branch Stores 


Men’s shoe store branches in any price line are likely 
to be difficult and frequently unsatisfactory suburban 
branch store operations. 

Specialized branch stores in the lower price line shoes 
for women and children are usually very satisfactory. 
Branches catering to better and higher-priced lines are 
usually satisfactory operations in the larger cities only— 
not in suburban communities. 


Store Hours Are Longer 


Local conditions vary the store hours from one com- 
munity to the other. Branch stores in suburban areas 
remain open at least three nights every week until 9 P.M., 


[TURN TO PAGE 273. PLEASE] 
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Our stockroom can be your stockroom, 
when you carry Pollyanna Shoes! 
Dependable, 24-hour re-order service 
eliminates need for those large standing 
inventories. Smaller stocks—greater profits! 
From little tots to the ‘young grown-ups,’ 
here’s your one resource of fine footwear. 
In short, Pollyanna Shoes relate a success 
story that “repeats” itself again and again! 






Style No. 483! 


Visit us at 
The Shoe Fair 
Suite 944 
Palmer House 


A. S. KREIDER SHOE CO. 


ANNVILLE, PENNSYLVANIA 


New York City Showroom, Marbridge Building, 47 W. 34th Street 
West Coast Representative: J. R. Hamelin, 219 W. 7th Street, Los Angeles 
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New Florsheim Plant to Be Opened During National Shoe Fair 





IRVING FLORSHEIM 


CHIcAGo—Opening ceremonies in con- 
nection with the new and completely 
modern Florsheim Shoe Company 
downtown factory and general office 
building will take place Monday, Oct. 
31, according to an announcement by 
Irving S. Florsheim, board chairman. 
The structure, which covers an area of 
more than 300,000 square feet, has been 
under construction for the last two 
years in the block from Canal to Clin- 
ton Streets in Adams, across from the 
Union Station. 


HAROLD FLORSHEIM 


Norman Ross, nationally known radio 
announcer, will continue as master of 
ceremonies throughout the balance of 
the day. Executives of the company 
will serve as hosts while the building 
is open for inspection, and department 
heads will be stationed as various points 
to provide information on the special 
features of the building and important 
production facilities. Patricia Stevens 
models will act as hostesses. Preceding 
the official ceremony, there will be a 
press luncheon in the building for rep- 





Covering an area of 300,000 square feet, the new Florsheim Shoe Company 
factory will house general offices, disphiy rooms and accommodate a large 
portion of the men's manufacturing facilities. 


The opening, in which Chicago’s 
Mayor Martin H. Kennelly and officials 
of the company will participate, will be 
one of the interesting events of National 
Shoe Fair Week, coming as it does on 
the opening day of that event. It is 
planned to rope off the entire one-block 
area on Canal Street opposite the build- 
ing. Chairs will be provided in the 
street area for guests, with a speakers’ 
stand erected near the entrance. The 
ceremony will begin at 2:30 p.m., when 
after brief introductory remarks, Ir- 
ving S. Florheim will introduce Mayor 
Kennelly. Harold M. Florsheim, presi- 
dent of the company, will speak briefiy 
and will officiate at the ribbon cutting 
which will officially mark the opening. 
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resentatives of newspapers, trade press, 
national magazines, photographers, and 
others who attend the event. 

The opening will climax a decade of 
planning by Florsheim officials, who 
state they have sought to create in the 
new structure one of the most efficient 
shoe factories in the country, with new 
standards in improved manufacturing 
methods and streamlined production. A 
modern structure of striking design, 
the new building will house the general 
offices of the company and a large por- 
tion of the men’s shoe manufacturing 
facilities. Since its founding in 1892, 
the firm has confined its entire opera- 
tion to Chicago, both manufacturing 
and administrative: The building is 


CLARENCE W. SCHAAF 


J. B. STANCLIFFE 


U-shaped, rising six stories on the 
Canal Street side, and seven stories on 
Clinton Street, with general offices and 
sample rooms on the first floor and fac- 
tory departments throughout the bal- 
ance of the building. 


Two identical units for the produc- 
tion of men’s shoes are quartered in 
the building above the first floor. One 
unit, to be called the Adams plant, oc- 
cupies the second floor and all of the 
third floor, except for the west wing, 
where the employes’ cafeteria and fac- 
tory first aid department are located. 
The second manufacturing unit, the 
Clinton plant, occupies all of the fourth 
and fifth floors, except the West wing 
of the fifth floor, which is given over 
to storage facilities. The company’s 
centralized men’s upper leather cutting 
and pattern department, which will 
serve all of the firm’s shoe plants, is 
on the sixth floor. 

Officials report that the manufactur- 
ing facilities are streamlined not only 
to speed production, but to increase 
quality. The building is as noi-eless 
as modern acoustical materials and de- 
vices can make it. Line shafts and belts 
are eliminated, replaced by more than 
400 individually-controlled power units 
and the most modern inter-department 
and floor-to-floor conveyors. Offices and 
display rooms, which are daylighted at 
all times, have all-steel partitions and 
office equipment. Display rooms are 
beautifully decorated and illuminated 
with combined fluorescent and pinpoint 
lighting for effective display of mer- 
chandise. 

A model retai] store window. which 
will be constantly trimmed as a guide 
to shoe retailers, has been set up in 
one display room. 

Architects for the building are 
Shoaw, Metz, and Dolio. General con- 
tractors are Campbell, Lowry, and 
Lautermilch Corporation. 





Store Chartered 


Baton RovuGe, La.—Landry’s Shoe 
Store, Inc., has been chartered here 
w:th a capital stock of $15,000. It will 
do a general retail shoe business. 
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No. 246 — Tan Elk 











Ghillie 




















82 to12 A, B,C, D, E $4.00 
1212 to3 A, B,C, D, E $4.50 


IN STOCK IN ALL SIZES 
’ AND WIDTHS FOR AT ONCE 
DELIVERY 



































SEE THEM .. . ROOM 907W PALMER HOUSE, NATIONAL SHOE FAIR 





HERBST SHOE MFG. CO., MILWAUKEE 10, WIS. 


S. CALIFORNIA 
E. E. Kappel, 
315 McHenry Rd., 
Glendale 6, Calif. 


REW YORK OFFICE 
Jos. Wasserberger & Son, 
557 Marbridge Bidg., 
New York 17, N. Y. 


W. CALIF., WASH. & OREGON 
C. F. Bearce 
2345 Lambert Drive, 
Pasadena, Calif. 
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Using Type 
And Illustrations 
[CONTINUED FROM PAGE 268] 


to surround the name so that it will 
stand out. Every advertisement should 
carry your “Logotype” and it should 
always look the same. This is the only 
way that you can familiarize the pub- 
lic with your name and it is the best 
way to get readers to know instantly 
who is advertising. 

While many types of illustrations are 
effective in an advertisement, photo- 
graphs have proved most appealing. A 
photograph will stop a reader much 


272 


more quickly than a drawing. Some- 
how, a feeling of realism is achieved 
because most people believe that the 
camera cannot lie. The ayerage reader 
associates actuality with photos. 


Use pictures of actual items you are 
selling. For headline illustrations, a 
person’s head, looking at the reader, 
is extremely effective. It gives the 
flavor of testimonial to the general at- 
mosphere of the advertisement. 


Mistakes to Avoid 


When your typist makes an error, 
she merely makes an erasure and types 


over it. When an advertising man makes 
a mistake, however, it is reproduced 
thousands of times in newspapers, 
magazines and direct mail pieces. There 
is no telling how much real damage 
can be done. In the following para- 
graphs are some common errors which 
can be avoided with a little extra care. 

An error in spelling or grammar will 
be noticed immediately by most read- 
ers. It is bound to detract from the 
selling message. It is sure to hurt the 
prestige of your store. All advertising 
copy should be checked and double 
checked for errors. More than one per- 
son should read the ad. This will lessen 
the margin for error. 

A printed error in price of an item 
can cause untold damage. If the mer- 
chandise is accidentally overpriced, 
customers will be lost. If it is under- 
priced, you may have a great deal of 
explaining to do. 

Be sure that every illustration is 
placed with correct description and 
price. Check carefully all layouts and 
copy before they go te the newspaper 
office. An error here can cause incon- 
venience and embarrassment to you and 
your customers. 


Tailored Types 
[CONTINUED FROM PAGE 137] 


The shoe for tailored suits, for tweeds 
especially, is the sturdier type, right 
for early Spring selling to be worn 
when the weather is still cold and 
stormy or wet. The prettier tailored 
shoe is the perfect Easter suit shoe, 
whether you call it by that name or 
not. Many of these will be opened-up 
pumps or the closed pump with low-cut 
throat and graceful d’Orsay curve, 
sometimes cut right down to the sole. 
And there will be straps, many kinds, 
and some ties on high to medium but 
slender heels and more and more 
elasticized shoes for women who want 
the feeling and security of that kind 
of adjustment and silhouette. There 
will be variety in leathers, too, includ- 
ing more smooth surfaces and more 
reptiles. 

In buying suit shoes remember that 
a balanced stock means plenty of proved 
patterns and colors and a small per- 
centage of novelties; many well-fitting 
pumps, stepins, straps and ties in black, 
navy and brown and just enough un- 
usual patterns and promotion colors to 
tempt the customer into your store 
and, you hope, to sell that extra pair in 
addition to her purchase of your staple 
shoes. 


Dressy Footwear 
[CONTINUED FROM PAGE 141] 

May, dark colors in shoes, black, navy 
blue and some dark or medium browns, 
will be right colors and, in fact, will 
carry right through the Summer with 
the dark sheers which we may expect 
to be bigger than ever this coming 
year. They can also be worn very ef- 
fectively with the off-whites and pale 
pastels slated to be big in clothes for 
Spring and later. 
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New Patterns in Distribution 


[CONTINUED FROM PAGE 269] 


Saturdays until 10 P.M., during holiday seasons, every 
night. 

In some localities they remain open every night the year 
round—some every night except Tuesdays and Wednesdays. 
The annual dollar volume in night business frequently 
equals and even exceeds the daytime volume. 

In the majority of suburban areas, the best nights are 
Mondays, Thursdays and Fridays. Saturday nights are 
slow, except when the Ist and 15th of the month fall on 
Friday or Saturday, because many white collar and even 
industrial workers are paid monthly or semi-monthly, dur- 
ing which period the branch store will be called upon to 
cash many pay checks. 


Direct Selling Cost Is Higher 


Suburban branch stores operate on a 58 to 65-hour 
weekly basis, against 46 to 52 hours for the parent store. 
This creates awkward and top-heavy personnel problems. 
requiring excessive employment to “man” the departments 
at all hours. As a result, the direct cost of selling is in- 
variably higher, in every department, than in the parent 
store. 

To lower the cost of “direct selling,” the personnel must 
be trained to intersell. Reduce labor turnover to the mini- 
mum by building an organization of middle-aged people. 
trained to assist efficiently in any part of the store, inter- 
ested in permanent employment, residing in the com- 
munity. 


Inventory Records Are Important 


Fhe stock-keeping cooperation of the parent store with 
the branch is conducive to a more satisfactory operation. 

Since many branch transactions are “Send.” the goods 
are often shipped from a central stockroom or warehouse, 
or from the parent store. For this reason, the branch in- 
ventory can be held very low, since a substantial volume 
can be developed by the branch from samples. . 

Maintaining such records is not difficult, nor costly—but 
important. 


Planning the Branch Department Store 


There exists the danger, when planning merchandise. 
space allotment and departmental locations, of again 
using the parent store as a pattern. Conditions are so 
different beyond the heart of the city that mistakes are 
frequently made by such procedures which may require 
months and even years to rectify. To prevent such mis- 
takes, it is advisable to obtain statistical data on similar 
stores under similar conditions. 

Before planning, establish the following questions: 

1. What merchandise shall be included or excluded? 

2. What will be the gross volume? How much gross 
floor space required? 

3. What is the potential volume for each department? 
What departments will need more accent? 

4. How much floor space will be required for each de- 
partment? 

5. Will centralized work room he possible? What meth- 
ods will be adopted for centralizing display department, 
advertising, personnel training, credit control, stock rooms, 
buying, office, etc.? Some operations may be centralized in 
the branch store, others in the parent store. depending on 
available space and communication facilities. 
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FOR MEN WHO 
SPEND HOURS 
ON THEIR FEET 


Light-as-a-cloud inner cushion 


Neoprene sole and heel—oil, grease, 
and acid resistant 


Specially designed toe for extra 
roominess 

@ Lined throughout 

@ Steel shank 

@ Arch cushion 

e@ Deep brown elk-tanned uppers 


Sizes 6 to 12—widths B thru EE. 
Available in high shoe or oxford. 


Ideal for . . . garage, service station, plant, or delivery 
route wear ... for any job requiring hours of standing. 


Good Margin at $8.95 





See Float Aways During Shoe Fair 
Room 946 Palmer House 











Luth-Jome Gun) SHOE, inc. 


a MILWAUKEE 


jecturers ns Men’s, Young Men's and Boys’ Populer Priced Footwear 
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| Full Program Planned 
For Michigan Fair 


[CONTINUED FROM PAGE 164] 


of the Board of Directors of the 
_ Michigan Shoe Retailers Association in 
Parlor A. Annual election of officers 
will be held at this time. Sample rooms 
will be open from 10 A.M. to 10 P.M. 
Sample rooms will be open from 10 
A.M. to 5 P.M. on Tuesday, Nov. 8. 
| The Annual Dinner Dance of the Michi- 
| gan Shoe Travelers Club and the Michi- 
gan Shoe Retailers Association will be 
held Tuesday evening in the ballroom 
of the Hotel Statler. Clyde K. Taylor 
and Frank J. Delboy are chairmen of 
the affair, with a name band and out- 
standing entertainment scheduled by 
the committee. Mr. Taylor has acted 
| as director of the Michigan Annual 
Shoe Fairs since their inception. 

The Michigan Shoe Travelers Club 
will hold its election of officers on 
Saturday evening, Nov. 5, on the ball- 
room floor of the Hotel Statler. Re- 
freshments will be served and shoe re- 
tailers are invited to join upon the 
conclusion of the business meeting. 

The full list of committees includes 
for the Michigan Shoe Retailers As- 
sociation: Howard Preston, president; 
C. Guy Dixon, M. F. Stonebreaker, Sam 
Plotler, Morton Hack, R. J. Schmidt, 
James Houk, Homer D. Shepard, E. T. 
Nunneley, and Ralph Terbile. 

For the Michigan Shoe Travelers 






The De Luxe Model Simplex 
X-RAY Shoe Fitter finished 
in Limed Oak. 


In Exhibition Hall 


Fifth Floor — Palmer House 
Booth No. 52. That’s where you'll find both ae : 
Modeis of the Simplex X-RAY Shoe Fitter. Club are: E. W. (Nick) Jensen, all 
Note the refinements in styling and fit- dent; George H. Lawson, S. S. Weiss, 
tings, the new convenience features, the Curtis W. Johns, Carl E. Verburg, Sam 
beautiful cabinets, handsome finishes! Kane, Al Apple, I. C. Warshawsky, and 
hig oP gy that Simplex is still FIRST Dave Brown. 

in its fie 







MeO yeu | Agencies Announce Merger 


St. Lovuts—Louis E. Westheimer, 
head of the advertising agency which 





Now you can order either the Standard or 
De Luxe Model in your choice of two stand- ; 
ard finishes — mellow, hand-rubbed Wal- bears his name, has announced the 
nut or beautiful, blonde Limed Oak. Both merger of his company with that of 
are also available in Special Matching | Frank Block and Associates, public 
Finishes at slight extra cost! relations counselors, and the organiza- 


The Stondord Model Simplex 
X-RAY Shoe Fitter finished in mel- 


low, hand-rubbed Walnut. tion of a new partnership under the 


name of Westheimer and Block. This 
| will enable the new firm, it is announced, 
to render “even more effective service 





New Control Panel 


All operating controls are now compuctly 





grouped in a single panel mounted on by combining the talents of our two 
back of cabinet. Operator has “everything organizations to render advertising, 
at his fingertips” at all times for safe oper- public relations and advertising ser- 
ation. Servicing is greatly simplified. vice.” The new partnership came into 


existence Oct. 1. 













Ammeter Dial—iong a Sim- 
plex Feature—instantly indicates 
any deviation from Safe Line 
Voltage. 





Joins Brezner Sales Staff 


Boston—Lewis L. Ellis, well-known 
leather man since 1915, has been ap- 
pointed to the sales staff of N. Brezner 
& Company, Inc., Boston leather house, 
specializing in upper leathers, with a 
X-RAY SHOE FITTER, Inc. tannery in Penacook, N. H. 

Formerly head of his own company, 


353 5 S i i 2 
oe eB. ieee) | ee i Mr. Ellis has also been associated with 
| Ta ey pre : 2 prominent tanners in the New England 
as area and has traveled as their represen- 
tative from coast to coast. 


s 
If you do not attend the National 
Shoe Fair, ask your Simplex X- 
RAY Representatives or write — 
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"Why doesn't our com 
do like other companies ?” 


bj 














If you haven't yet installed a Payroll Savings Plan in your 
company, you can be pretty sure some of your employees 
are asking that question. For workers like this easy, auto- 
matic way of investing in U. S. Savings Bonds—and more 
than 20,000 large companies have made this convenience 
available to the people on their payrolls. 


WHAT GOOD IS “PAYROLL SAVINGS”? 


The Payroll Savings Plan is the only means by which 
people can obtain Bonds automatically on the installment 
plan. It pays off in many ways: increased security for the 
individual, who gets back $4 for every $3 when the Bonds 
mature; company benefits due to improved worker morale 
—a reduction of absenteeism, labor turnover, and accidents: 
increased national security, because Bond sales spread the 
national debt. 
































°. 
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HOW MANY CAN AFFORD BONDS? 


Deductions for taxes and other purposes which reduce 
take-home pay should not be confused with allotments for 
Bonds, which are taken home as interest-paying savings. Of 
course, the cost of living makes it tough for some people to 
buy Bonds. But nation-wide experience indicates that 40- 
60% of the employees in any company can be persuaded to 
sign up for Payroll Savings—without high-pressure selling. 


7,500,000 workers are regularly buying an individual 
average of $20 of Savings Bonds per month. Show your 
employees that you want them to have the convenience of 
Payroll Savings. You'll find it easy to set up the Plan in your 
company. All the materials and assistance you need are avail- 
able from your State Director, U. S. Treasury Dept., Savings 
Bonds Division. (See your phone book.) Why not talk it 
over with him now? 


The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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REDUCE WRAPPING COSTS WITH 


THE HANDLE THAT SEALS THE PACKAGE 





With Carry-Pack you can utilize original shoe boxes 
as containers and please your customers because 
Carry-Pack not only seals the box but also provides 
a strong convenient handle. 


Available in a number of pleasing colors, Carry-Pack 
can be imprinted with your distinctive trademark, 
store name and provide extra advertising at little cost. 


Carry-Pack is fast — you can seal any package in as 
little as six seconds. 


If multiple purchases require a specially wrapped 
package, the Carry-Pack method is neater, faster, 
cheaper. The convenience of the Carry-Pack handle 
will make new friends for you. Carry-Pack Dispensers 
are supplied on a loan basis—no investment required. 





FITS BAGS 
OR PARCELS 


CARRY-PACK CO., LTD. 


932 WRIGHTWOOD AVENUE, CHICAGO 14, ILLINOIS 
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Schnitzer Says Trade Barriers 
Impede Recovery 


Jutius G.- SCHNITZER, chief of the Textile and Leather 
Branch, Office of International Trade, United States Depart- 
ment of Commerce, who is also a consultant to ECA, has 
been in Europe since the early part of September studying 
economic conditions in various countries with special refer- 
ence to the textile and leather industries. On September 
29th he was a speaker before the standing Committee, Inter- 
national Council of Tanners, in Paris, where he discussed 
some of the common problems that confront those engaged 
in the tanning industry in various countries. 

“Although I have had the opporunity of talking to the 
tanners of the United States on many occasions,” said Mr. 
Schnitzer, “I have never previously had the honor, privilege 
and pleasure of addressing an international assembly of 
tanners. For more than twenty-five years it has been my 
duty in the United States Department of Commerce to main- 
tain close observation on the developments in hides, skins, 
leather, and shoes, not only domestically but internationally 
as well. Throughout the many years during which I was 
thus engaged, I have frequently been very strongly im- 
pressed by the common problems which appear to develop 
in different parts of the world and by the true _international- 
ism of the tanning industry. I had the pleasure of con- 
firming these in a discussion with your President during 
his last visit to my country. Further confirmation is clearly 
observed here today by your meeting as representatives 
of various countries and by your obvious concern with 
the abnormal forces which face tanners in virtually every 
country of the world. 

“Tt should be of interest to you to know certain facts 
about the character of the tanning industry in the United 
States and recent development there in the leather trade. 
The tanning industry of the country does not have a self- 
sufficiency in domestic resources of hides and skins; it 
must rely upon imports from established and traditional 
sources to augment domestic hide and skin production. 
Dependence upon imports varies considerably in the staple 
varieties from ten per cent for cattlehides and more than 
20 per cent for kids and calfskins, to 50 per cent for sheep 
and lamb skins, and almost 100 per cent for goat and kid 
skins. This has been the situation for generations prior to 
the recent war and is still true today. 


“For the reasons just noted, one of the most significant 
problems confronting the American ianners, as well as 
their customers and the consumers of shoes and other 
leather goods, is the lack of world market which was 
formerly characteristic in the hide and skin business be- 
fore the war. Within the United States free competition and 
free enterprise permit the interplay of .supply and demand. 
American tanners must take it for granted that leather 
prices are determined by competition and by consumer 
ability to pay. Yet when they seek to translate these 
values, as established in free competition, to the interna- 
tional market, they frequently find it difficult or impossible. 
I need not tell you that the fundamental difficulty is the 
abnormal character of the international market in which 
supply and demand are not permitted to operate freely. 


“Time and time again this kind of question is addressed 
to me by the tanners and shoe manufacturers of my country 
—‘How can the buyers in foreign countries pay the prices 
for raw materials which are reported when we are unable 
to meet such levels?’ I regret to say that in answering such 

[TURN TO PAGE 291, PLEASE] 
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We Sold ’Em: 
By the Dozen 
[CONTINUED FROM PAGE 234] 


drink (bootleg). I accepted and started 
driving back to the hotel, which was 
eight blocks away. I couldn’t catch my 
breath until I had parked there. You 
boys who have partaken of everything 
from gin to sassafras root beer will 
know how I felt. But I got the order. 

The Lewis and Clark Hotel at Man- 
dan was a mecca for the boys on week 
ends, and we usually got together there 
about every sixty days. One of the boys, 
however, induced me to spend a Sunday 
in a little town north of there (I think 
it was Hazen). He told me he knew 
some people there and we would spend 
a very pleasant Sunday. I had no busi- 
ness in the town but on Saturday I was 
there and opened a new account. Then 
I went to the nice little brick hotel and 
sat with my feet on the window sill, 
watched the last train of the week come 
in and leave, and saw that that shoe 
drummer was not on the train. 

So I was hooked in a small strange 
town with nothing to do but twiddle my 
thmumbs until Monday morning. I 
couldn’t let that happen, so I found a 
cute country school teacher in for the 
week end and we proceeded to do all 
the pop bars in town. The week end 
wasn’t a total loss. I think the guy who 
agreed to meet me there was related to 
the hotel man. But really the small 
towns were friendly and restful after a 
week of stress and I never hesitated to 
be in one on Sunday if my route lay 
that way. 

Train conductors in those days guard- 
ed their operating secrets with the 
vigilance of an Atomic Bomb Commis- 
sion. If we were held up for any reason 
the only way you could find out the 
reason was to go outside and see for 
yourself. A sudden lurch of the train 
grinding to a stop in a blizzard would 
start the rumors regarding the cause 
floating up and down the coach. In the 
middle of the dark prairie you couldn’t 
see a thing by peering out the windows. 
I tired of the rumors and decided to find 
for myself why we were stalled so long. 
I slid off into a ditch, picked my way 
forward through the snow and saw in 
the headlight of the train two men 
pitching furiously to load a sled with 
hay that had tipped over on the track 
when they had missed the crossing in 
the dark. I reported to the gang in my 
coach what I had seen and by the time 
it had reached the coal stove in the 
next coach two men were reported dead 
and the engine smashed to bits. Actu- 
ally the only damage was a pair of wet 
ankles that belonged to me. 

Some of the conductors took the mat- 
ter of automobile drivers seriously as 
a threat to their jobs and would make 
many a remark about our riding the 
trains in the Wintertime. One conductor 
would let us smoke where we were com- 
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“Decidedly Thompson” 





NUMBER $1056 SILVER KING LAST 


Another fine Thompson style in Dark Wine Shell 
Cordovan. Heavy Single Sole. Smart lines! Smart in 
color and finish! In popular demand now by well 
dressed men. In-stock for immediate shipment. 


AT THE NATIONAL SHOE FAIR, PALMER HOUSE, ROOM 709 
"THOMPSON BROS. SHOE (c 


FINE SHOEMAKERS 


BROCKTON 
~ CAMPELLO, 








MASS. 
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fortable, when, as often happened, there 
were no women in the car. Another 
would hit the roof if one lit a cigar be- 
fore he got to the cold smoker. One 
trainman was cussing so furiously be- 
cause a salesman had several sample 
cases on the coach he hadn’t had time 
to check that he didn’t answer me when 
I told him my destination as I boarded 
the train. When the conductor got to 
my ticket we were out in the yards and 
since he wouldn’t back up the train I 
walked back through the yards with two 
heavy cases. 

You had to have all checking done 
thirty minutes before train time whether 


the agent was busy or not, but the train 
could be several hours late and the bul- 
letin board would lap several hours off 
that time. So you had to be present 
sometimes for hours in the Winter when 
steam pipes would freeze up or snows 
would cover the tracks. It was a treat 
when a jovial conductor would come 
down the aisle and turn the seats over, 
saying, “Make yourselves comfortable, 
boys.” I got so I could go to sleep on a 
train before the conductor could get to 

my ticket. 
Often we traveled on railroad script 
as a matter of convenience at the invi- 
[TURN TO PAGE 278, PLEASE] 
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ROOM 1712 
209 So. State Street 





MONDL © INDOORS OR OUTDOORS ® MONDL © INDOORS OR OUTDOORS 


NOW—MONDL HAS TWINS / 


First came our ‘Doggies’ for blizzardy winter weather boot protection. 







A light weight toasty shoe for those clear, cold, Fall and Winter Days. 
Sturdy Elk or Kip Buede uppers with crepe soles—natural electrified sheep 


@ Women sixteen to sixty are wearing them 


@ Retails profitably at $8.95 and $9.95 
@ Join this fast moving repeat business— 
Don’t be the last in the parade. 


See these and our full line of outstanding sheep lined and leather slipper styles during 
the Shoe Fair 


facross from the Palmer House) 


The MONDL MFG. Co., Inc., OSHKOSH, WIS. 


in Chicago, H. J. Engqvist — Republic Bidg. In New York, L. Cole — Marbridge Bidg. 
In Los Angeles, S. P. McClanahan — Lankershim Hotel 


OR OuTDOORS ® MONDL © INDOORS OR OUTDOORS ® MONDL © INDOORS ETC. 





The Sno-Slide 





Boe f u 


by MONDL 














REPUBLIC BLDG. 
Chicago 











We Sold ’Em 
By the Dozen 


[CONTINUED FROM PAGE 277] 


tation of the roads. Some conductors 
hated those books like poison and not 
only made no effort to hide their dis- 
gust but sometimes raved on and on 
while they reeled the mileage off and I 
bet we were charged dearly for some of 
those rides. 

But when Spring peeped forth, the 
snows melted and at the first sign of 
dust on the highway we primed up the 
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old car and fared forth on the unpaved 
highways. Sometimes alone, sometimes 
with a rider. One chunky salesman rode 
with me and wanted to learn to drive 
so he could get a car of his own. Out in 
the country I would turn the wheel over 
to him and we would creep along until 
in the distance he would see a car com- 
ing our way. “Oh, hell,” he’d say, 
“Somebody has to come.” When we were 
within sight of a town he would stop the 
car, walk around to the other side and 
say, “You take her in, I’m scared.” He 
finally did get a car and that gave him 
confidence for he drove me around 
Duluth at a fair clip. 


| of Lotus footwear. 
| schoen waterproof shoes, formerly sell- 
| ing to the consumer for $27.50, now 


When the front wheel of the model T 
hit a large dried chunk of mud it threw 
us right side up into the ditch. Had I 
kept on going I probably could have 
gotten back into the road but having 
obeyed that first impulse to stop it was 
too soft to get a start up-grade. Noth- 
ing was amiss, but Chuck came climb- 
ing out over the wheel on my side not 
wanting even to sit in the car until it 
was pulled safely back on the highway. 
We sailed up a brand new grade. At the 
top of the hill every vestige of road 
civilization disappeared. That was as 
far as road progress had gone, and we 
had to go back down the hill to find the 
trail leading around it. Nevertheless 
we did stop to enjoy the scenes and 
coloring of the Badlands as we drove 


| through them to the wide open spaces 


beyond. 

The Kings Highway was a graded 
dirt road extending from Winnipeg to 
the Gulf of Mexico. Many of the towns 
were a block or several from this main 
highway. The smooth sailing made it 
possible to work several towns in one 
day instead of one town in two days. 
One day we took the wrong turn when 
leaving a town and sailed eighteen miles 
to the next. It looked vaguely familiar; 
although we came in from the opposite 
direction, we found ourselves directly in 
front of a store we had worked an hour 
and a half earlier that day. When we 
got back on the highway we made sure 


| we were headed north and passed up the 


first town we came to. Business was 
getting down to the twelve pair limit 
and when the office called me to move 
to Minneapolis and take over thirteen 


large towns I responded with alacrity. 





Pound Devaluation Reflected 
In Lotus Decrease 
New YorK—In accordance with the 


| recent devaluation of the English pound, 
| Lotus Shoes, Inc., announce price re- 


visions downward on the complete line 
The Lotus Veldt- 


have been reduced to sell for $22.75. 
Other Lotus footwear has been reduced 
in price proportionately. 

National advertising for the Lotus 
Veldtschoen to appear in coming issues 
of Esquire, New Yorker and the New 
York Times Sunday Magazine will 
carry the new price. 





Annual Outing Held 


PHILADELPHIA — Executives of the 
William Amer Company, King Kid 
manufacturers, recently held their an- 
nual outing at the Seaview Country 
Club in Atlantic City, N. J. Also in 
attendance were King Kid agents from 
other parts of the country as well as 
some European agents who were here 
at the time. Sports feature of the out- 
ing was a golf tournament. The social 
feature was the annual banquet. 
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The Industry’s Shoe Market 


[CONTINUED FROM PAGE 157] 


Renee Footwear Corp.............. Morrison 
New York, N. Y. 


Revits, Harry, & Co., Inc.......... . Stevens 
New York, N. Y. 

Rex Shoe Corporation............. Morrison 
(Div. Desco) | 
New York, N. Y. 

Reyburn Shoe Company............ Stevens 


Owensville, Mo. 


Rhinestone Crections. .. Palmer Booth Ex. Hall 


Philadelphia, Pa. 

Rialto Shee Company............. Morrison 
New York, N. Y. 

Rice-O'Neill Shoe Company. .. 
St. Louis, Mo. 

Richland-Davidson Shoe Co. 
(Div. General Shoe Corp.) 
Nashville, Tenn. 

Robern Shoe Mfg. Corp........ 
New York, N. Y. 

Roberts-Hart, Inc.............. 
Keene, New Hampshire 

Roberts, Johnson & Rand. 
(Div. International Shoe Co.) 
St. Louis, Mo. 


_ Palmer 


. . Stevens 


Robin Hood Division............... Stevens | 


(Brown Shoe Company) 
St. Louis, Mo. 

Roblee Division.............. 
(Brown Shoe Company) 
St. Louis, Mo. 

Rochester Shoe Tree Co., Inc. 

Palmer Booth Ex. Hall 

Rochester, N. Y. 


Roebling Shoe Corp................ Stevens 
Brooklyn, N. Y. 

Rogers Bros. Shoe, Inc............ Morrison 
Boston, Mass. 

Rondeau, H. O., Shoe Co., Inc... ..... Palmer 


Farmington, N. H. 
Rosen, Geo. H., Shoe Mfg. Co..... . Morrison 
Boston, Mass. 


Rosenberg, Ben, Shoe Co.......... . Morrison 
St. Louis, Mo. 

oe Sa ee nee Morrison 
Lynn, Mass. 

Roth, Rauh & Heckel, Inc............ Palmer 
Ripley, Ohio 

Rivice Skewes so Congress 
Newmarket, N. H. 

Rozelle Shoe Company...... . .Morrison 
Lawrence, Mass. 

Rubin Bros. Footwear, Inc......... Morrison 
Waycross, Ga. 

Rubin, Irvin, Inc...... Mowe «ste Moz-rison 
New York, N. Y. 

Ruth Shoe Company.......... ....Palmer 
Newburyport, Mass. 

Saco-Moc Shoe Corp..............Morrison 
Portland, Maine 

St. Regis Moccasin Corp...........Stevens 
Malone, N. Y. 

Saks, M. J., Shoe Corp............. Morrison 
New York, N. Y. 


Salvage, Louis H., Shoe Co., Inc... .. Palmer 
Manchester, N. H. 


Samuels Shoe Company............ Stevens 
St. Louis, Mo. 

Sandal Croft, Inc................... Stevens 
St. Louis, Mo. 

Sandler of Boston............... Palmer 


Boston, Mass. 
Sanitary Equipment Mfg. Co., Inc... . Palmer 
St. Louis, Mo. 


Sam tie lite 25. . OTS Stevens 
St. Louis, Mo. 

mn nS Sse oo, oie hs Palmer 
Los Angeles, Calif. 

Savoy Footwear Corp............. Morrison 
New York, N. Y. 

Saxe Glassman Shoe Corp........... Palmer 
Saco, Maine 
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MID-ATLANTIC SHOE SHOW 





Sponsored by MIDDLE ATLANTIC SHOE TRAVELERS’ ASSOC. 
and MIDDLE ATLANTIC SHOE RETAILERS’ ASSOCIATION 





MANUFACTURERS 
WHOLESALERS 
TRAVELERS 


This is the finest place to 
SHOW—TELL—SELL at the 
timed-right MID-ATLANTIC 
SHOE SHOW. 





November 12th to 16th, 1949 


The Benjamin Franklin Hotel, Phila., Pa. 


Desirable exhibit locations are still available 


For reservation—WRITE, WIRE or PHONE 


CAL J. MENSCH, Manager 
2 Kendal Avenue, Pittsburgh 2, Pa. 
Phone Rosewood |-9872 


Come and meet the Retailers. 


Progressive Shoe Retailers 
and Buyers from the Eastern 
Coast... come to visit and 
inspect the leading lines of 
footwear—noted for Fashion, 


Quality and Workmanship. 














Sbicca of California. ..... Palmer 
Los Angeles, Calif. 

Schawe-Gerwin Co., The......... Palmer 
Cincinnati, Ohio 

Schneider Shoe Company........ Morrison 
St. Louis, Mo. 

Schoenfeld, Sam, Associates....... Morrison 


New York, N. Y. 

Scholl Mfg. Co., Inc., The 

Palmer Room and Palmer Booth Ex. Hall 

Chicago, Ill. 

Schroeder Shoe Company, The... .Congress 
Portsmouth, Ohio 

Sebago-Moc Company............. Stevens 
Westbrook, Maine 

Selby Shoe Company...... 
Portsmouth, Ohio 

Servus Rubber Company......... Blackstone 
Rock Island, Ill. 

Seymour Troy Originals......... 
Brooklyn, N. Y. 

Shapiro & Silverstein Ftw. Co., Inc... Morrison 
New York, N. Y. 

Sheboygan Paper Box Co............ Palmer 
Sheboygan, Wis. 


...Palmer 


. . Stevens 


Shenanigans Shoes......... ..Palmer 
Long Island City, N. Y. 

Sherman Footwear Company. .......Palmer 
Lynn, Mass. 

Sherry Shoemakers, Inc............. Stevens 
Boston, Mass. 

Shir, Benjamin, Inc................Morrison 
Boston, Mass. 


Shoe Form Co., Inc.. Palmer Booth Ex. Hall 
Auburn, N. Y. 

Shoe & Leather Reporter 

Palmer Booth Ex. Hall 

Boston, Mass. 

SA ee ee ae re 
St. Louis, Mo. 

Silbulkin, M., Shoe Co............ Morrison 
Manchester, N. H. 


....- Stevens 


Silver Slipper Mfg. Corp. Morrison 
New York, N. Y. 

Simon Bros. Company............ Morrison 
New York, N. Y. 

Simon International Corp........... Morrison 
New York, N. Y. 

Sinclair Shoe Company............ Morrison 
Haverhill, Mass. 

Skippy Footwear Corp.............Morrison 


New York, N. Y. 

Slater, Cyril A. G.....Palmer Booth Ex. Hall 
New York, N. Y. 

Smith, G. Edwin, Shoe Co., The... ... Palmer 
Columbus, Ohio 


Smith, J. P., Shoe Company........ . Palmer 
Chicago, Ill. 
Smith, Sam, Shoe Corp.............Palmer 


Newmarket, N. H. 
So-Lo Marx Rubber Company 
Palmer Booth Ex. Hall 
Loveiand, Ohio 
Somersworth Shoe Co., Inc.........Morrison 
Somersworth, N. H. 


Sons Shoe Company, The......... Stevens 
Bonne Terre, Mo. 

South Berwick Shoe Co...........-. Morrison 
South Berwick, Me. 

Spack Shoe Co..... ..Morrison 
Roxbury, Mass. 

Spalding, A. G., & Bros............ Stevens 
Marlboro, Mass. 

Spalsbury-Steis Shoe Co.... . Stevens 
Fredericktown, Mo. 

Sparkle Toes........ .... Stevens 
St. Louis, Mo. 

Sport Specialty Shoemakers, Inc. Stevens 
Chaffee, Mo. 

Sportwelt Shoe Co., Inc..........Morrison 
North Easton, Mass. 

Stacy-Adams Company............. Palmer 


Brockton, Mass. 
[TURN TO PAGE 287, PLEASE] 
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Visit us at the 


Be sure to get 
our New Catalogue! 








NATIONAL SHOE FAIR 
PALMER HOUSE, CHICAGO 
OCTOBER 31 — NOVEMBER 34 


ROOM 603 


NOTHING IS 

WORTH DOING, | 
THAT’S NOT | 
WORTH DOING WELL 


We have never sacrificed quality for price. | 
In our business of selling men's, women's 
and children's sandals . . . the most careful, | 
painstaking attention has been given 

to quality, styling, fine detailing 

and durability. LON SANDALS have always 
striven to give you the very best 

that money can buy. 

Our strict adherence to this rule has been 
well rewarded, as evidenced by the 
ever-increasing list of buyers throughout 

the country who look to LION for 

superior sandals. 











HAND-LASTED 








Advances New Concept 
Of “Progressonomicks” 


NASHVILLE, TENN.—A new concept 
of “Progressonomicks,” referring to the 
obtaining of a progressively higher 
standard of living by American work- 
ers, was advanced by Maxey Jarman, 
chairman of the board of General Shoe 
Corporation, in a talk made before the 
Civitan Club in Nashville recently. 

“Everybody who works should get an 
increase in pay and have a higher 
standard of living,” he said. 

“Business in the United States his- 
torically has provided for that increase 
and a higher standard of living for the 
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people of this country. Business, plus 
science, plus engineering, plus power, 
plus capital financing will continue to 
do that kind of job, multiplying the ef- 
forts of people so that there will be 
more goods for more people to have. 
I propose a new name for the study of 
this subject of how to combine all of 
these elements along with psychology 
to provide for constantly increasing 
standard of living. That name is 
‘PROGRESSONOMICKS.’ 

“In the last hundred years in the 
United States, productivity of workers 
has increased five times. Hourly wages 
have increased seven times since 1900, 
prices by about two and a half times. 





When we started in business twenty- 
five years ago, the average factory 
worker was making about $10 a week 
and working 50 to 55 hours for that. 
Now the average factory worker makes 
over $40 a week working 40 hours or 
slightly less. Prices have gone up to 
some extent, but not nearly to the ex- 
tent that the income of the average 
worker has increased. 

“What has made this possible? Has 
it been new laws passed by our govern- 
ment? I say no. New laws can raise 
wages, but new laws cannot possibly 
increase the productivity of the worker. 
Has this improvement in productivity 
and standard of living come about by 
the efforts of labor unions? Again I 
say no, emphatically. As a matter of 
fact, labor unions have fought the in- 
crease in productivity on the mistaken 
idea that there is just so much work 
to be done, not realizing that there is 
an unlimited demand for more goods 
if we could find out how to get people 
to do the work efficiently and to dis- 
tribute the income. Labor union heads 
have never been able to see that the 
real improvement in the standard of 
living of the people in this country 
comes about by producing more goods. 
Through the stint system and other- 
wise they have restricted the produc- 
tion of goods. 

“Here is how the standard of living 
of the people in this country has been 
raised. These three avenues have been 
followed by business management 
working with scientists, engineers and 
bankers: 

“1. The addition of mechanical and 
electrical power to human effort. 

“2. The invention and development 
of machinery and tools to multiply the 
amount of work done by the individual 
person. 

“3. The management of people so as 
to use the most efficient methods by 
such means as the division of labor for 
specialization, the better handling of 
materials through proper layout, the 
better utilization of materials by the 
elimination of waste, the standardiza- 
tion of parts, etc. 

“That process that has been in effect 
to increase the standard of living in 
this country during the last hundred 
years will, I believe, continue to be in 
effect during the hundred years that 
lie ahead. This has increased the real 
wages—that is, the standard of living 
—of the people of this country at a rate 
of from 2 per cent to 4 per cent per 
year. The tempo of this increase seems 
to be getting faster, and given a period 
of peace with the full application of 
science, and given opportunity and in- 
centive to accomplish things, business 
management can even better that in- 
crease in the years that lie ahead. 

“That’s why I say that workers 25 
years hence will be getting $100 a week 
for a 30-hour week, and the whole 
country will have a greatly improved 
standard of living. 

[TURN TO PAGE 284, PLEASE] 
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if you want the shoe to fit... 


make it with LASTEX! 


and if you want 


the best lastex on the market... 


use 


VAMOS’ 


Shoes. made with VAMOS Lastex*means faster 
sales... bigger profits for you! Stretchable, 
adaptable, they assure every customer 
comfortable, individual fit ...sleeker 
appecrance... perfect satisfaction. That’s why 
more and more leading manufacturers are 
featuring VAMOS Lastex*in their new lines... 
why more and more retailers insist on VAMOS 
Lastex’in the stretchable shoes they stock. 





Be Sure to See the newest shoe fabrics for men and 
| women to be featured by ALFRED VAMOS at the 
| National Shoe Fair, October 31, to November 3. 


Note: Mr. Vamos and his staff will be available 
in the ALFRED VAMOS suite or the United States 
Rubber Co. booth, Palmer House. 





“VAMOS LASTEX* backing fabric is woven with lastex yarn exclasively” 
Alfred Vamos, Inc., 47 West 34th Street, New York 1, N. Y. 
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When purchasing fur- 
niture, look for the 
name Thonet which 
meets the highest 
standards for beauty, 
durability, style and 
comfort. Vi ate U 





No. 3116 














Functional in design 

. warm in appear- 
ance, Thonet chairs 
and stools are avail- 
able in attractive pat- 
terns ... exquisite 
finishes . . . beautiful 
covers. 


























FOR FINE FILRNITURI 
we . 
Write for folder #4812 
ga illustrating Thonet 
r “‘Bentply’’ and 
| | **Bentwood"’ furniture. 





No. 601 
No. 3015 


























Style: the Key to Children’s Shoe Sales 


[CONTINUED FROM PAGE 153] 


tion program to assure plenty of cus- 
tomer-interest in the shoes which you 
have stocked for the Spring season. 





First Spring Styles 
For the New Customer 
[CONTINUED FROM PAGE 154] 


distinct benefit to the tiny foot. The 
emphasis on lightness and flexibility is 
significant, for every shoe man knows 
how important these qualities are to the 
unhampered growth of the undeveloped 
bones and cartilage which make up the 
baby foot. 

Alongside of the new items which, 
most manufacturers admit, are con- 
sidered more in the light of “sweeten- 
ers” to their lines than as volume sellers, 
are the basic conservative patterns 
which, made on the best possible lasts, 
with emphasis on correct fitting quali- 
ties, have continued and will continue 
to sell season after season. 





In children's slippers, as well as in their shoes, the style element is an important 
one, witness these three slippers from the Spring line of Lambkins of Hollywood. 





Regal Cuts Prices of Line 





tering down from the men’s line into 
those for the boy of school age. One 
manufacturer has even worked out a 
shoe in brushed leather with which he 
has experienced marked success. Of 
course, moccasins, bluchers, bals, with 
leather, rubber, crepe, lug soles are 
slated to be big sellers in the boys’ 
shoe lines for Spring, with plenty of 
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fancy decoration to appeal to the tastes 
of these customers. 

Let us add a word of caution here. 
however. Sales will be good in your 
store only if you make them good. The 
time has passed when shoes will sell 
with little action on your part. Now 
is the time for careful planning and 
merchandising, for an intensive promo- 


Made in England 


WHITMAN, Mass.—Immediately fol- 
lowing the announcement of the de- 
valuation of the British pound, J. A. 
Holmes, executive vice-president of the 
Regal Shoe Company here, announced 
a decrease in the price of the Regal 
Britishers of about nine per cent. 


Boot and Shoe Recorde: 








WHEN IN CHICAGO 
VISIT OUR TENANTS: 


Advance Woolskin Shoe Co. 
American Footwear 
American Maid Footwear Co. 
B & M Shoe Corp. 

Becker, Walter H. 
Bendheim, Sol 

Boot & Shoe Recorder 
Bowen, Barney 

Carolyn Shoe Co. 

Chapman, Julian H. 
Chicagoland Footwear 
Conformal Shoe Co. 

Del Rey Footwear Co. 
Desco Shoe Corp. 

Dodd, Dorothy, Shce Co. 
Dunn & McCarthy, Inc. 
Eastland Shoes, Inc. 
Eastern Footwear Corp. 


Empire Specialty Footwear Co. 


Engquist, Howard J.. Sr. & Jr. 
Enna Jettick Shoes, Inc. 
Evans, L. B., Son Co. 

Feltman & Curme Shoe Co. 
Foss, Allen A. 

Franzen Shoe & Slipper Co. 
Friedman, I. 

Friedman Shelby Shoe Co. Div. 
Frye, John A., Shoe Co. 

Gary, Fred L. 

Gerbo Slipper Co. 
Greene-Crescent Slipper Co. 
Heel Hugger Shoes 

Higham, M. S. 

Hi-Grade Footwear 
Hollywood Shoe Co. 
International Shoe Co. 


International Shoe Co., Hide Div. 


Jones, Maurice H. 


»TATE © ADAN 


8 s BG ov. 0 Cre 


ONE HALF BLOCK FROM 
THE PALMER HOUSE 
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Kahle, W. P., Footwear Co. 
Kay Karzmar Casuals 
Kline, H. J. 

Knights-Allen Co., Inc. 
Kramer, Martin, Shoe Co. 
Lamont Footwear Co. 
Little Folks Footwear Co. 
Maley, Sv'ia 













Manistee Shoe Mfg. Co. 
Miller Shoe Co. : 
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Raftenberg, M. L. 


Red Goose Shoes 
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Dr. Reed Cushion Shoes 









AA Minnetonka Moccasin Co., Inc. 
1S ss Moberg Bros. 
ISA Vit. Moncey Products Corp. 
{ | % Sk 2 Mondl Mfg. Co., Inc. 
/ 4) i IS Ni Monroe Footwear Co. 
WZ Nie Moore, Joseph 
//, y Hy / | Ra N Municipal Shoe Co. 
WY UY} 19 aS . a Northeast Footwear Corp. 
Aj ty At fl * a SIRT SR Northern Footwear Co. 
f ty if AV, RETR aq Nie Nurse Shoe Co. 
df AU Sr re TN O’Connor & Goldberg 
Hy ny IRS SRS S & Patterson, Warren D. 
tf | A Wi | SWNT ISIS Peth, Chas. L. 
Y A (y) N . * 5 f Porto Rico Shoe & Leather Corp. 
j nh i Q ai IK} Queen Quality Shoe Co. 
(44 ail 
| iy d 
79? 4 
SS 













































Rk]  Vinciguerra, C. 
. Walker, E. J. 
Walker, G. F. 
Walker, Grace, Shoes 
Wax, Simon B. 
Wendt, Fred H. 
Wingstep Shoe Co. 

oe 


HOME OF THE CHICAGO SHOE CLUB 


For Information on Building and 
Offices, Please Write or Phone 
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Mage { iN isi |} \IP] Roberts. John C., Shoes 
“4 j Z {3 4 Al = 1 WANK Ross Slipper Co. 
HARA |B % Se Saco-Moc Shoe Corp. 
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is AL LOUD VM! CHAS. G. LINDEMANN 


GORDON STRONG & CO. 


209 S. STATE STREET 
HArrison 7-819! 








~ IN STOCK NOW-—senp ror CATALOG) 


SHOWING MANY OTHER PROVEN SELLERS! 






Prettie 







1106—Black calf. 
White stitched exten- 
sion sole. Diana last, 17/8 
heel. AAAA to C to 10. 1660. 
1107—Same in brown calf. 1660. 


t. 
me 









Rosana 






1172—Black suede. 
Dot last, 18/8 heel. 
AAAA ¢o C to 10. 1660. 

1103—Same in black calf. 1640. 










1111—Black suede. 
Lark last, 17/8 heel. 
AAAA to C to 10. 1660. 

1113—Same in black calf. 1640. 


"Makers of 
Women’s Fine Footwear 
exclusively 


since 1872” 


‘ 

~ 

~~ 
~ 


New York Showroom: 


MARBRIDGE BUILDING 





A ? (pp nilerf 


FOOT REST 


Ss SHOES 
ER) FLEX!e Lé 
THE KRIPPENDORF-DITTMANN CO. 













1018—Black suede. 
Tess last, 17/8 heel. 
AAAA to C to 10. 1660. 

1019—Same in black calf. 1640. 


~ NATIONALLY 


- 


ADVERTISED IN 
Vogue 
Ladies’ Home Journal 
Good Housekeeping 
and Cosmopolitan 


CINCINNATI 2, OHIO} 





i 





Advances New Concept 
Of “Progressonomicks” 


[CONTINUED FROM PAGE 280] 


“Are our national resources sufficient 
for this? Dr. Moulton, director of the 
Brookings Institution has just recently 
published a book entitled Controlling 
Factors in Economic Development. I 
recommend it for your reading. He has 
studied this question—would it be pos- 
sible in the next hundred years for the 
population in the United States to 
double and for the plane of living to 
be eight times higher than it is at the 
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present time? His study shows that 
it is entirely possible and feasible, and 
that we have sufficient knowledge, if 
properly applied, to develop our agri- 
cultural resources, our mineral re- 
sources, our manufacturing resources 
and all others to provide for this 
enormous increase. 

“Do people really want to live bet- 
ter? An analysis of the spending 
habits of people of different income 
levels shows that as income increases, 
expenditures increase. The problem is 
the distribution of income and the de- 
velopment of production so that more 
people can have more things. 





“How can income be distributed so 
that more people can increase their ex- 
penditures? Extra income from in- 
creased productivity can be distributed 
through lower prices to the public, 
through higher profits, or through 
higher wages, or a combination of 
these three. Higher profits are out 
because of taxes and intense competi- 
tion in the United States which is one 
of the secrets of our _ successful 
economy. Lower prices produce dislo- 
cations in the economy because people 
delay their buying and slow up and re- 
duce inventories whenever they think 
a price cut might be coming. Higher 
wages is the way that income has been 
distributed to more people during the 
last hundred years, and I, believe this 
will continue to be the way, and is the 
most effective way. We should try to 
smooth it out and to see that these 
higher wages come more consistently. 

“If we could have an increase in the 
general wage level of the country every 
year it would be a very healthy thing. 
It would mean that the price level of 
manufactured products would tend to 
be firm. People would have confidence 
that they could buy ahead on their 
normal requirements and not suffer in- 
ventory losses. The wage advances 
would put a constant pressure on man- 
agement to still further increase pro- 
ductivity by the application of power, 
machinery and methods. In a country 
such as ours, it is hardly feasible to 
say that everyone’s wages must be in- 
creased every year. However, there is 
a way by which this can be approached. 

“That way is to raise the minimum 
wage which is now set by law, by a 
certain amount every year. If Con- 
gress would pass a law saying that the 
minimum wage which is now 75c per 
hour should be raised by 5 per cent on 
the first of every year it would have 
great benefits. Extra income coming 
from increased productivity of indus- 
try would be distributed through these 
higher wages, because when the mini- 
mum wage is raised that means that 
wages all along the line must be pushed 
up. It would provide this base that I 
have talked about for the prices of 
manufactured goods because labor costs 
are the biggest part of the cost, and 
people could buy with confidence. 
Workers would have good will toward 
their employers, feeling that they were 
constantly making progress. 

“While there is no such simple 
answer to the elimination of depres- 
sions in this country, yet I believe that 
a program of that sort would help a lot 
toward smoothing out some of the ups 
and downs that we have had. 

“A wage increase of 5 per cent a 
year would perhaps mean some infla- 
tion because productivity would per- 
haps not increase that much. With the 
tremendous debt that we have on our 
Federal government, with the political 
necesssity that every administration 
faces, it is likely that a certain amount 

[TURN TO PAGE 286, PLEASE] 
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Conservative Styles Wanted 
By Canadian Men 


MONTREAL, CAN.—Fall demand for 
men’s shoes is reported steady. With 


the younger set, college and high school | 


age, sales are particularly good. The 


tourist demand, while never very large, | 


is tapering off a bit. Retail shops are 
reported to be selling twice as many 
browns as blacks. 


Extreme effects in men’s footwear, 
selling well in many stores in the 
United States, have only a limited sale 
here. Double and triple sole styles are 
bought to some extent, but are not 
generally favored. 


The average Canadian man’s taste 
for shoes has not changed to any ap- 
preciable extent. He prefers his own 
country’s styles rather than the ex- 
tremes of south of the border, and finds 
the British makes since the war too 


dear for his pocket, at least before the 


pound was devalued. 





Full stocks of Winter shoes and boots | 


are not yet being shown, but a suf- 
ficient assortment is on view to give 
one an idea that there will be no radical 
change in designs for this year. 

Both black and brown  brogues, 
Canadian made, are expected to be 


popular choices with the young and the | 


older man as signs of bad weather make 
their appearance. 





Dress Boots for Men 
Selling in Indianapolis 


INDIANAPOLIS, IND.—‘Boots are steal- | 


ing the play for the campus crowd,” 


was the theme of a recent ad of the | 
William H. Block Co. department store, 


and the statement stemmed from the 


experience of the men’s shoe depart- | 


ment. 
Boots are becoming popular not only 


for campus but for fellows who want | 


dress boots for all occasions. They 
come in the shortie boot, seven inches 
high, in cordovan, tan and two tones. 
The popular half wellington boots, 11 
inches high, are dress boots into which 
the trousers may be tucked. 

A recent window done with Fall 
background of rough logs and leaves, 
featured men’s boots in conjunction 


with an ad. The idea stressed was that | 
the boot is practical for Winter | 
weather, and, surprisingly, the boots | 


took hold as early as August and have 
picked up volume. 





To Operate Shoe Department 


Austin, TEx.—The McKinney-Hibler 
Shoe Company of Austin has been 
issued a state charter, records of the 
Secretary of State’s office here show. 
Capital stock is listed as $30,000 and 


incorporators are C. W. McKinney, | 
George A. Hibler, and Freva Rose | 


Hibler. Mr. McKinney and Mr. Hibler 
recently obtained the shoe department 


concession of the Marie Antoinette Shop | 


of Austin. 
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Most successful children’s shoe line 
in the country today... there are 
impressive reasons: 


STYLED to the times and tune of young 
demands. 


IN-STOCK service — Sizes 514-8, 
814-12, 1214-3, 314-9, in widths. 


QUALITY craftsmanship — guarantee of 
repeat sales. 


PRICED right for your profit and 
customer value. 





““Saceniand 


Correctly designed for the 
growing feet of little boys and 
girls. Built with a sturdiness 

- and wearability which satisfies 
mothers. 


These smartly fashioned shoes 
are for teenagers — the pace- 


setters who influence what we 
make by what they want. 





Little Laconians and Laconian Debs 
are made in Genvine Goodyear Wels 
also Cement Process. 





Most Complete Infants’, Children’s 
and Growing Girls’ Line 





LACONIA SHOE COMPANY, Inc. 


LACONIA, NEW HAMPSHIRE 
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At Chicago 


HOTEL STEVENS ¢ Rooms 1018-1019-1020 


At New York — Guild Show 


HOTEL McALPIN ¢« WEEK OF NOV. 7th 


y 


SLING 


with platform 


$5.75 
less S% 


BABY DOLL 
$5.25 
less S% 

ALL IN HIGH OR MEDIUM HEELS 

BLACK SUEDE for all shoes 


one pair or a hundred 









D'ORSAY 
$5.25 


less 5% 


never an extra charge... 







BROWN SUEDE for Sling, Baby Doll and high heel Opera 


gene? 


BROWN CALF for D’Orsay and medium heel Opera 
(also other colors — write for our illustrated folder) 


“JAY SHOE MFG. CO., 120 Potter St., Cambridge, Mass. _ 





Advances New Concept 
Of “Progressonomicks”’ 


[CONTINUED FROM PAGE 284] 


of inflation is good for us, at least in 
my opinion better than deflation. With 
the tremendous debt and expenses of 
our government today I can’t think of 
a more difficult thing to live with in 
this country than a deflationary period. 
True, inflation is hard on that small 
minority of the population that lives 
on annuities or on the income from 
bonds, but the general increasing wel- 
fare of the whole country should help 
offset this. 
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“That kind of program is an excel- 
lent example of what I am calling 
PROGRESSONOMICKS — providing 
for increase every year. PROGRESSO- 
NOMICKS can be applied to agricul- 
ture and foreign trade and to our other 
problems. They all fit in together, 
looking toward a constantly increasing 
standard of living. 

“Some people will say that it is not 
good for people to work only 30 hours 
a week. They might get into too much 
mischief. That’s a different kind of 
problem. We would have a higher 
standard of living if people would con- 
tinue to work 40 hours a week, but I 
believe they would rather have the 


leisure or the opportunity to engage 
in different kinds of work—home work, 
yard work, etc.—and more recreation. 
I believe the trend is in that direction. 

“There are great possibilities in the 
application of PROGRESSONOMICKS. 
We have wonderful opportunities ahead 
of us in our country as we take the 
developments of science, use engineers 
to apply those developments to indus- 
try, work with our financiers to finance 
the capital requirements to provide the 
new machinery and new facilities for 
the advanced industrial progress. Busi- 
ness management is the coordinating 
element that organizes all of these to- 
gether to get the results. As business 
managers we must talk and think in 
terms of progress for our workers and 
for the country as a whole. If our 
country is going to take advantage of 
the opportunities that we have in de- 
veloping our resources, we must give 
incentives and encouragement to busi- 
ness management to do this job. I be- 
lieve that the future holds possibilities 
for material development such as we 
have not dreamed of yet.” 


2 





Multiple-Store Company 


| To Be Dissolved 


ELLINWOoD, KANs.— The Stephan- 
Isern Mercantile Company, pioneer firm 
which also handles shoes, has sold its 
store system in a preliminary step to 
dissolution of the 57-year-old firm. 

C. E. Stephan, son of Fred Stephan, 
co-founder of the company in E£llin- 
wood in 1892, has purchased the firm’s 
store in Ellinwood. Willis Lutsch+, of 
Great Bend, Kans., has purchased the 
Stephan-Isern stores in Hoisington and 
Great Bend. He has been manager of 
the shoe and clothing firm in Great 
Bend since 1936. 

Several months ago Stephan-Isern 
disposed of the first company store at 


| St. John, Kans., which was purchased 


by the McDonald Stores Company. 

Fred Stephan and E. D. Isern 
founded the firm together, as a general 
store in Ellinwood. It gradually was 
departmentalized into shoes, dry goods, 
men’s wear, etc. 

In the 1920’s the firm purchased the 
Greenlee store in Great Bend. Several 
years ago a store in Larned, Kans., 
was bought by the firm but it was 
moved to St. John. The establishment 
at Hoisington was the newest in the 
Stephan-Isern chain. 

Fred Stephan died 10 years ago and 
Ed Isern died a year ago. 

The firm was incorporated in the 
1920’s. 


B. B. B. Store Opened 


SAN ANTONIO, TEX.—The first B.B.B. 
Shoe Store was formally opened here 
recently. The store, which carries sev- 
eral well-known shoe lines, is located 
at 726 West Commerce Street, and is 
under the management of John Arram- 
bula. 
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The Industry’s Great Shoe Market 


Starlet Footwear Company .. Morrison 


New York, N. Y. 


Statler Shoe Company ..Palmer 
(Div. General Shoe Corp.) 
Nashville, Tenn. 

Stein-Sulkis Shoe Company Morrison 
Haverhill, Mass. 

Step Master Shoes, Inc. .. Stevens 
Greenup, Ill. 

Stepping Stone Shoes, Inc. . .Palmer 
Williamsport, Pa. 

Stetson Shoe Co., Inc., The .. Palmer 
South Weymouth, Mass. 

Stillman, H. C., Shoe Co...... . Morrison 
Lawrence, Mass. 

Stone Tarlow Co., Inc................ Palmer 
Brockton, Mass. 

Storybook Shoe Company Palmer 
(Div. General Shoe Corp.) 
Nashville, Tenn. 

Styl-eez Shoes....... Palmer 
Portsmouth, Ohio 

Sudbury Shoe Co., Inc. . Stevens 


Boston, Mass. 
Summer Shoe Co. of Miami... .... Stevens 
Miami, Fla. 


Sun-Cal Footwear, Inc. . . Stevens 
Los Angeles, Calif. 

Superior Shoe Co., Inc............ Morrison 
Chicago, Ill. 

Supreme Footwear, Inc.. Morrison 
Garfield, N. J. 

Swan Shoe Co., Inc....... ...... Palmer 
Baltimore, Md. 

Tattle-Winick Shoe Co., Inc. ......Morrison 
Boston, Mass. 

Taylor, E. E., Corporation ......... Palmer 
Boston, Mass. 

Thompson Bros. Shoe Co. . Palmer 
Brockton, Mass. 

Tiffany Originals....... Re a a Stevens 


Norway, Mcine 
Time Magazine... 
New York, N. Y. 


Palmer Booth Ex. Hall 


Timely Casual Footwear, Inc.......Morrison 
Manchester, N. H. 

Times Footwear Corp.....:. ..Morrison 
New York, N. Y. 

Tingley-Reliance Rubber Corp... ...Morrison 
Rahway, N. J. 

Tober-Saifer Shoe Mfg. Co........ . Stevens 
St. Louis, Mo. 

Toor, H. O., Shoe Company.......... Palmer 
Hanover, Pa. 

Tower Grove Shoe Company . Stevens 
St. Louis, Mo. 

Town & Country Shoes, Inc. . .Palmer 
Sedalia, Mo. 

Trimfoot Company....... . . Stevens 
Farmington, Mo. 

Triple Novelty Ftw. Co., Inc. .. Palmer 
Maspeth, N. Y. 

Tropical Craft Corp........ Morrison 
New York, N. Y. 

Troy, Seymour, Originals ... . Stevens 
Brooklyn, N. Y. 

True-Value Slipper Corp. .. Morrison 
New York, N. Y. 

Truitt Bros., Inc....... .. Morrison 
Binghamton, N. Y. 

Tru-Poise Shoes....... Palmer 
Portsmouth, Ohio 

Tru-Stitch Moccasin Corp........... . Stevens 

‘ Malone, N. Y. 

Tupper Shoe Company ....-Palmer 
New York, N. Y. 

i On ... Stevens 

i ia, Pa 

Tweedie Footwear Corporation Stevens 

Jefferson City, Me. 


[CONTINUED FROM PAGE 279] 


Twentieth Century Footwear Co. _ Morrison 
Milwaukee, Wis. 

Twenty-Ones Palmer 
Nashville, Tenn. 

Tye Shoe Company, Inc. Morrison 
Haverhill, Mass. 

United Men's Division Palmer 


(Brown Shoe Company} 
St. Louis, Mo. 
United Last Company. .Palmer Booth Ex. Hall 
Boston, Mass. 
United Shoe Machinery Corp. 
Palmer Booth Ex. Hall 
Boston, Mass. 
United States Rubber Company 
Palmer Booth Ex. Hall 
(Lastex Yarn & Rubber Thread Div.) 
New York, N. Y. 
United States Shoe Corp., The 
Cincinnati, Ohio 
Unity Shoemakers Corp. 
Haverhill, Mass. 


Palmer 


Palmer 


Universal Men's Division ...... Stevens 
(Craddock-Terry Shoe Corp.) 
Lynchburg, Vo. 

Universal Shoe Corp. Stevens 


New York, N. Y. 


Universal Shoe Mfg. Co. ..... Stevens 
(Div. Craddock-Terry Shoe Corp.) 
Lynchburg, Va. 

Urbanites by Sherry Shoemakers... Stevens 

n, Mass. 

Vaisey-Bristol Shoe Co., Inc. Palmer 
Rochester, N. Y. 

Valentines ........... Palmer 
(Div. General Shoe Corp.) 

Nashville, Tenn. 

Valley Shoe Corporation Morrison 
St. Louis, Mo. 

Victory Footwear Sales Co. ....Morrison 
Baltimore, Md. 

Victory Shoe Company .. . Stevens 
St. Louis, Mo. 

Viner Bros., Inc........ ..... Stevens 
Bangor, Maine 

Virginia Shoe Company, Inc. ... Stevens 
Fredericksburg, Va. 

Vitality Shoe Company. . .... Stevens 
(Div. International Shoe Co.) 

St. Louis, Mo. 
Vogue Shoe, Inc. Palmer 


Los Angeles, Calif. 
Vulcan Corporation 
Cincinnati, Ohio 
Walkin Shoe Company 
Schuylkill Haven, Po. 
Walk-Over Shoes 
Brockton, Mass. 


Palmer Bocth Ex. Hall 
....Palmer 


Palmer & Stevens 


Wellco Shoe Corporation Palmer 
Waynesville, N. C. 

Well-Worth Slipper Co. Morrison 
Honesdale, Pa. 

Werman, A., & Sons, Inc. Morrison 
Brooklyn, N. Y. 

Wesseling Jordan Shoe Co., Inc. Stevens 
Eildon, Mo. 

Westport Division Stevens 


(Brown Shoe Company} 
St. Louis, Mo. 

Weyenberg Shoe Mfg. Company. Morrison 
Milwaukee, Wis. 


White, Ed., Junior Shoe Co. Stevens 
Paragould, Ark. 

Wiley-Bickford-Sweet Corp. Morrison 
Worcester, Mass. 

Willits Shoe Company Palmer 


Halifax, Pa. 
Wilner Wood Products Co. 
Palmer Booth Ex. Hall 
Norway, Maine 


Wing Step Shoe Corp.... Morrison 
(Div. Desco) 
New York, N. Y. 

Winston Shoe Co., Inc. Morrison 
Salem, Mass. 

Winthrop Shoe Company Palmer 


(Div. International Shoe Co.} 
St. Louis, Mo. ; 
Witt, Earl, Inc. 
Chicago, ill. 
Wohl Shoe Company 
St. Louis, Mo. 
Wolf, A. N., Shoe Company 
Denver, Pa. 
[TURN TO PAGE 328, PLEASE] 


..Palmer Booth Ex. Hail 
Palmer 


Stevens 





Wall-Streeter Shoe Co... ........... Palmer 
North Adams, Mass. 

Walton, A. G., & Co., Inc. .....-Pelmer 
Chelsea, Mass. 

Ware Shoe Company .....-Stevens | 
Ware, Mass. 

Wrenn SEN? o.oo 5. w . .Morrison 
Boston, Mass. 

Waterbury, S., & Son Company __.. . Stevens 
Brooklyn, N. Y. 

Wear Best Footwear, Inc. . -Morrison 
Brooklyn, N. Y. 

Weber Shoe Company... .. . Stevens 
St. Louis, Mo. 

Weigert-Dagen Shoe Co. ..Morrison 
St. Louis, Mo. 

Weil, M. K., Shoe Company . Morrison 
St. Louis, Mo. 

Weinbrenner, Albert H., Co. 

Palmer & Stevens 

Milwaukee, Wis. 


White Shoes 


that con be Kept Clean with only 


Soap and Water 
More sale-able 


or reperts on Lux onc ¥ 
Ask your manufacturer cbeut th 


Reolly Washable Elk 


his-tog otteched 


A.H. Ross & Sons Co. 
Vanners Stace (SS S§ 


27 «M1 


Chicago 22 
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Shoe-buying public 


puts contfort first, SURVEY REVEALS 


STYLE SECOND, OTHER FACTORS TRAIL, WITH 
LEATHER PREFERRED AS “NORMAL AND NATURAL” 





What are the average American's 
preferences in footwear — and why? 
Seeking definite answers to these 
questions, the Sole Leather Bureau 
sponsored a survey among a Cross- 
section of hundreds of consumers of 
both sexes, including various ages, 
income groups and vocations. Every 
member of this cross-section was in- 
terviewed by scientifically trained 


investigators. 





Chief factors influencing shoe-buy- 
ing were found to be comfort, style, 
quality, price and durability — in 
that order of importance! It was further 
established that “‘leather is regarded 
as normal and natural, whereas other 
materials are associated with abnor- 
mal and negative elements of health 
and personality.” 

While the findings of this tho- 
rough-going survey may disturb com- 
placency in some quarters, they are of 
enormous value to the shoe trade as a 
whole — because they spell out the 
most effective appeals that can be 
used by manufacturers and retailers 
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alike in promoting sales. In other 
words, for more successful selling 
give consumers what they want most 
— the style and comfort they know they 
can only get from leather! 


LABORATORIES GIVE LEATHER 
A CLEAN BILL OF HEALTH 


It can be truthfully claimed that 
the inherent qualities of leather make 
it the ideal material for promoting 
foot-health. This has been well es- 
tablished in scientific tests made on 
subjects wearing both natural leather 
and synthetic shoes. A fair summary 
of such comparative, unbiased tests 
can be stated as follows: 

Leather is the only material that ad- 
mits air — i.e. that “breathes.” 

Because of its rapid absorption and 
evaporation of sweat, shoe leather is the 
least likely agent to carry fungus infec- 
tions of the foot. 

The characteristics of leather most 
closely resemble those of the skin. There- 
fore, leather is the healthiest foot cover- 


ing now available 


TO LEATHER’S NATURAL 
ADVANTAGES ENGLAND WALTON 
ADDS THESE “EXTRAS” 


England Walton brings you not 
only the finest sole leather obtain- 
able — products of expert tannage — 
but the additional advantages of 
FIBRE-SORTING, as shown by these 
three greatly magnified cross-sections 
of sole leather. A and B are similar in 
fibre-structure; C is noticeably differ- 
ent. England Walton experts will 
pair A and B, and find a matching 
structure for C. That's the England 
Walton ‘‘extra’’ that means paired 


flexibility and longer, more even wear 
. a plus feature for your customers 


and for you! 





England Watton 


FIBRE-SORTED 
SOLES 


Cut soles and sole leather 


England Walton 
Division 
A. C. LAWRENCE 
LEATHER COMPANY 


Boston «e Camden « Peabody 
New York «+ St. Louis 
Columbus « Milwaukee 
Los Angeles « San Francisco 
Ashland, Ky. « Newport, 
Tenn. « Hazelwood, N.C. 
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_ Shoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


National X-Ray Code to Be Recommended 





Urged by U. S. Public Health Service for Adoption by Municipalities, 
Plan Follows That of Detroit—Designed Not to Ban Machines 
But to Prevent Misuse 


WASHINGTON, D. C.—X-ray _ shoe- 
fitting machines are finally headed for 
governmental regulation. The U. S. 
Public Health Service and the American 
Conference of Governmental Industrial 
Hygienists are drafting a “model code” 
of rules governing the operation of these 
shoe-fitting aids which is expected to be 
adopted by many cities and municipal- 
ities in the near future. 

There is no federal law governing 
the operation of X-ray shoe fitting de- 
vices, nor is any contemplated at this 
time. Public Health Service officials 
believe that none is necessary, provided 
state and local health authorities act 
now to protect the public, as well as 
shoe retailers, against the potential 
dangers of the machines. 


Competent Repairmen Needed 


The proposed local laws now being 
written by federal health officials are 
largely modeled after those already on 
the city law books of Detroit. The 
Motor City’s shoe X-ray code regulating 
the non-medical use of X-rays, put into 
effect last year after exhaustive re- 
search on the parts of the shoe trade 
and health authorities, has proven to be 
highly effective in obtaining the kind 
of protection which all parties seek to 
achieve. The Detroit code was reported 
in considerable detail in Boor AND SHOE 
RECORDER, issue of January 15, 1949. 

“These machines can operate safely, 
and theoretically there should be no 
difficulty in their use,” one Federal 
health official told Boor AND SHOE RE- 
CORDER. 


“But they can be dangerous if they 
are misused, or if they are not checked 
periodically by competent repairmen,” 
he pointed out. “All machines need 
checking from time to time.” 

Last year, USPHS conducted spot 
surveys of shoe-fitting machines in the 
District of Columbia, Connecticut, Il- 
linois, and New Mexico. Two machines 
were sufficiently out of adjustment to 
warrant their removal from service, but 
all others were found to be satisfactory. 
Health authorities say that one of the 
commonest sources of trouble with the 
machines is the attempted adjustment 
by incompetent repairmen who know 
little or nothing of X-ray radiation. 


October 15, 1949 


“Nobody has ever been hurt by one 
of these machines,” a District of Colum- 
bia health official stated. “We hope 
these new regulations will go a long 
way toward eliminating any present or 
future danger that might come about 
through misuse,” he added. 





— 


WARNING 


EXPOSURE TO X-RAY MAY BE HARMFUL 
CUSTOMERS MUST NOT OPERATE THIS MACHINE. 
LIMIT FOR EACH CUSTOMER: 5 X-RAY SHOE FIT- 
TINGS PER DAY, YEARLY TOTAL NOT TO EXCEED 
20 FITTINGS. 


DETROIT DEPARTMENT OF HEALTH ieee 








This placard, measuring 6 by 8 
inches, is posted in all Detroit, Michi- 
gan, shoe stores using X-ray fitting de- 
vices. Accidents due to misuse of X- 
ray machines would be reduced to a 
minimum if all cities adopted non-medi- 
cal X-ray regulations similar to those 
in effect for Detroit, the U. S$. Public 
Health Service believes. 


The actual draft of the proposed 
regulations is being written by the 
American Conference of Governmental 
and Industrial Hygienists, working in 
cooperation with USPHS. The rules 
are being written with enough flexi- 
bility to permit each city or municipal- 
ity to insert language necessary to 
make the new rules conform to exist- 
ing local health laws. 

“The main point we have in mind is 
drawing up a set of operating rules 
that will protect both the customer and 
the operator from receiving a harmful 
amount of radiation. That’s all we're 
interested in doing in this case—pre- 
venting damage,” USPHS says in sum- 
ming up the problem. 

The full text of the proposed regula- 
tions as they now stand in preliminary 
form follows: 

“1-1. Scope—These regulations shall 
apply to all X-ray equipment installed 
or operated in the District of Columbia 
for any purpose other than diagnosis 
or treatment by duly licensed physicians 
and dentists. 

“1-2. Permit—(a) No X-ray equip- 
ment within the scope of these regula- 

[TURN TO PAGE 323, PLEASE] 


Chicago Woman Has Large 
Shoe Wardrobe, Survey Finds 


CHICAGO. — The average Chicago 
career woman has 11.7 pairs of shoes 
in her wardrobe, according to a recent 
survey made py the State Street Coun- 
cii of Chicago. Women were asked not 
only how many shoes they owned but 
also how much they paid for them. 
The information was secured from a 
comprehensive questionnaire distrib- 
uted among more than 1,000 Chicago 
career women, representing a sampling 
of the same 200,000 white collar women 
in the city. 

The 11.7 pairs of shoes are divided 
into an average of 3.3 pairs of low 
heels, 5.6 pairs of high heels, and 2.8 
pairs of sport or playshoes per girl. 
Market research experts who compiled 
and interpreted the survey pointed out 
that the emphasis on shoes is under- 
standable, when consideration is given 
to the amount of walking done by 
career women to and from work as well 
as on the job. Chicago’s unusually 
large area for its population size ne- 
cessitates more footwork, they ex- 
plained. 

Individual shoe wardrobes in Chi- 
cago closets range as high as 48 pairs 
of shoes, and many interviewed said 
they have more than 20 pairs of eve- 
ning, play, and dress shoes. Most of 
them who own many pairs of shoes say 
they feel that each outfit demands a 
different type and they like to change 
often. 

Evidently the higher the heel, the 
more women are willing to pay for their 
shoes. In the low heel division, 5.3 per 
cent of the women paid $2.99 to $5.00; 
31 per cent paid $5.50 to $10.00 a pair; 
31.6 per cent paid $10.50 to $15.00; and 
13.4 per cent paid $15.95 to $20.00. Only 
one-half of one per cent paid less than 
$5 for high heel shoes; 12.7 per cent 
paid from $5.50 to $10; 29.7 per cent 
paid $10.50 to $15; and 21.7 per cent 
paid from 15.95 to 20. Fifty per cent of 
those questioned bought play and sport 
shoes in the $5.50 to $10 range. 





Florida Store Expands 


TALLAHASSEE, FLA.—Roy Strickland 
has entered business with his father 
and mother in the Strickland Shoe 
Store. He recently graduated from 
Florida State University with a B.S. in 
Commerce. The business has recently 
been expanded and a remodeling project 
in the building has increased facilities 
for handling a larger stock. 
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New Store Only 25 Feet Wide, But— 





Color scheme and arrangement and simplicity of furniture give this new Mon- 


tagna store the appearance of width. 


NORFOLK, VA.—The formal opening 
or the Montagna Shoe Store at 437 
Granby Street in Norfolk, a recent 
event, marked the 27th anniversary of 
the opening of the Montagna Shoe 
Store in Portsmouth, Va. Telegrams 
and floral pieces came from far and 
wide and approximately 2,000 custom- 
ers and visitors attended. 


Nestled among prominent mercantile 
institutions on Granby Street, the 
Montagna store immediately attracts 
the eye because of the neatness and 
the simplicity of the store front. Spot- 
less, crystal-like glass trails across the 
front for a few feet, then angles in to 
where it ties in with the huge glass 
doors, an unusual feature of which is 
the stainless steel handle, shaped into 
the letter M, and this letter parts di- 
rectly through the center when one 
grasps it to open the door. The front 
above the windows is a silver grey 
with the name Montagna superimposed 
and done in a rich dark shade. 

The interior decorative scheme fea- 
tures a number of pastel shades deli- 
cately blended. The high ceiling is off- 
white; the lower halves of the walls 
are in an attractive green and the 
upper halves are a rich dubonnet, all 
except the upper half of the wall in the 
men’s department which is done in a 
hand-painted paper. The design is an 
arm-cluster of various pastel flowers 
scattered here and there on a dubonnet 
background. Shadow boxes are pink. 

All furniture is upholstered in leather 
—a rich beige in the men’s department, 
and chartreuse in the women’s. 

Specially designed for the children’s 
department is a semi-circular wall. 
The upper half is royal blue -giass. 
Directly underneath, an upholstered 
bench follows the curved lines of the 
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wall. The bench is sea green. A prom- 
inent decorator is working on a scene 
that will be stationed behind the blue 
glass wall and will be seen through it. 

The floor is covered from wall to 
wall in a deep-piled grey carpet. There 
is an accessory department on the left, 
just inside the door, with a specially 
designed case for costume and novelty 
jewelry. Hosiery and handbags are 
aiso stocked. 

The Montagna store has a 25-foot 
front, and is 105 feet deep—with 
stock room on the second floor. 

The Montagna name is well known 
in Virginia, as well as in many other 
states. Joseph Montagna and his seven 
sons are all shoe men. The father 
ceme to Norfolk 67 years ago and had 
a shoe store directly across the street 
from the present store. A nephew, 
Joseph Montagna, is manager of the 
new store. Frank P. Montagna is 
president; Julius V. Montagna is vice- 
president; and George W. Montagna 
is secretary and treasurer. Frank 
Montagna is also a member of the board 
ot directors of the Middle Atlantic 
Shoe Retailers Association. 





Merchants Want Salesmanship 
Taught in High School 


Dover, N. H.—Approximately 30 
merchants have petitioned the School 
Committee for restoration to the Dover 
High School curriculum of the course 
in distributive education (salesman- 
ship). It was suggested that the Re- 
tail Merchants’ Association designate 
an instructor. In the past, students 
have worked in stores-as part of their 
training, and were especially helpful 
during the Christmas season. 








Dates to Remember 


Shoe Manufacturers’ Spring Opening, 
Management Eugene A. Richardson 
Associates, Hotel New Yorker, New 
York. Week of Oct. 16, 

39th Annual Convention, National Shoe 
Travelers Association, Morrison Hotel, 
Chicago. Oct. 27, 28, 

National Shoe Fair, Chicago, Ill. 

October 31, November |, 2, 3, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 

Nov. 5, 6, 7, 8, 9, 

Spring Shoe Show, Southeastern Shoe 
Travelers’ Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 5, 6, 7, 8, 9, 

Shoe Show and Shoe Clinic, Northwest 
Shoe Travelers, Inc., St. Paul Hotel, 
St. Paul, Minn. Nov. 5, 6, 7, 8, 

Fashion Shoe Show, Manufacturers 
Board of Trade of New York, Hotel 
McAlpin, New York. Week of Nov. 6, 

Michigan Annual Shoe Show, Michigan 
Shoe Retailers Association and Mich- 
igan Shoe Travelers’ Club, Hotel Stat- 
ler, Detroit, Mich. Nov. 6, 7, 8, 

Spring Shoe Show, Central States Shoe 
Travelers, Hotels Muehlebach and 
Phillips, Kansas City, Mo. 

Nov. 6, 7, 8, 

Spring Shoe Convention, Mid-Continent 
Shoe Travelers Association, Biltmore 
Hotel, Oklahoma City, Okla. 

Nov. 6, 7, 8, 

Spring Shoe Show, Middle Atlantic Shoe 
Travelers’ Association and Middle At- 
lantic Shoe Retailers Association, 
Benjamin Franklin Hotel, Philadelphia. 

Nov. 12, 13, 14, 15, 16, 

Spring Shoe Show, Southwestern Shoe 
Travelers’ Association, Adolphus, Baker 
and Southland Hotels, Dallas, Texas. 

Nov. 13, 14, 15, 16, 

Shoe Show, West Coast Shoe Travelers’ 

Associates, Hotel Alexandria, Los An- 


geles, Cal. Nov. 13, 14, 15, 16, 
Shoe Show, Tri-State Shoe Travelers’ 
Association, Hotel Statler, Buffalo, 
Nov. 13, 14, 


Spring Shoe Show, Midwestern National 
Shoe Travelers Association, Hotel Pax- 
ton, Omaha, Neb. 

Nov. 19, 20, 21, 22, 

Annual Columbus Shoe Show, Ohio Shoe 
Travelers Club, Deshler Wallick Hotel, 
Columbus, O. Nov. 20, 21, 22, 

Spring Shoe Fair. Pacific Northwest Shoe 
Travelers, Portland and Benson Hotels, 
Portland, Ore. Nov. 20, 21, 22, 

Spring Shoe Show, lowa Shoe Travelers’ 
Association, Hotel Fort Des Moine<, 
Des Moines, lowa. Nov. 27, 28. 29. 

Shoe Show, Mountain States Shoe Trav- 
elers' Association, Albany Hotel. Den- 
ver, Colo. Nov. 27, 28, 29, 

Popular Price Shoe Show of America, 
Hotels New Yorker and McAlpin. New 
York. Nov. 27, 28, 29, 30, Dec. I, 

Shoe Show, Shoe Travelers Association 
of Chicago, Hotel Morrison, Chicago. 

Nov. 29, 30, Dec. |, 

Grand Rapids Shoe Show, Michigan 
Shoe Travelers’ Club. Pantlind and 
Morton Hotels, Grand Rapids, Mich. 

Nov. 30, Dec. |, 2, 

Spring Shoe Show, Indiana Shoe Travel- 
ers Association, Hotel Severin, In- 
dianapolis. Dec. 4, 5, 6, 

Spring Shoe Show, West Coast Shoe 
Travelers’ Associates, Hotel< St. Fran- 
cis, Sir Francis Drake and Plaza. San 
Francisco. May 21, 22, 23, 24, 
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Schnitzer Says Trade Barriers Impede Recovery 


[CONTINUED FROM PAGE 276] 


inquiries I am compelled to point out that the standards 
which determine price levels in the United States may not 
be effective in other countries of the world, that artificial 
trade barriers or currency problems are producing egre- 
gious results in quoted prices. And after I have given such 
an explanation I usually find my questioners amazed and 
reluctant to accept the answer. They then want to know 
how such state of affairs can continue. Does it not lead to 
inefficiency? Will it not produce a cumulative distortion 
of values for which some day the piper must be paid? 

“It is my sincere opinion that such apprehensions are 
fully justified. Certainly there can be little disagreement 
with the fact that sound and viable trade can be built up 
only on the foundation of principles that have been tested 
and found solid. We believe in free enterprise and com- 
petition in the United States primarily because they pro- 
vide a test of efficiency and productiveness which cannot 
be found anywhere eles. 

“Besides my duties as chief of the Textile and Leather 
Branch of the Office of International Trade of the United 
States Department of Commerce. I am also a consultant 
to the Eeconomic Cooperation Administration on matters 
involving hides, skins, and leather. In this capacity I can 
undertake to describe very briefly to you some of the 
specific objectives of the Marshall Plan and the considera- 
tions which must govern its administration. 

“I will not attempt to discuss with you the broad pur- 
poses or conceptions which animate the Marshall Plan and 
are the hopes of the American people, of Congress, and 
the capable, as well as devoted personnel, from Mr. Hoff- 
man down, who are charged with the supervision of the 
ECA. It is in this particular area, namely hides, skins. 
and leather, that I can give you some factual information. 

“You are all undoubtedly aware of the fact that each of 
the Marshall Plan recipient nations is required to submit 
through the OEEC in Paris a schedule of its import re- 
quirements to be paid for by ECA authorizations. When 
these program requirements are called to my attention as 
a consultant, I must appraise them in the light of several 
vital criteria. First, under the law, we must scrupulously 
avoid any distortion or impairmen of the United States 
economy. Second, it is mandatory under the law that 
prices paid abroad for any commodities shall not exceed 
comparable values for comparable United States goods. 
Third, and perhaps most important, since hides and skins 
are by-prodncts and the supply is relatively inelastic, it is 
imperative that ECA funds shall NOT be employed reck- 
lessly to inflate vital raw material markets at a profound 
cost to manufacturers and consumers throughout the werld. 

“In the United States we have very complete data on the 
production, consumption, and stocks of hides, skins, and 
leather. The Bureau of the Census in my own Department 
collects such statistical information on a biennial basis. 
which the trade association, the Tanners’ Council of America 
complies monthly information and makes it available to 
Government. It is possible to make annual comparative 
checks of the available data in order to determine their 
accuracy. 

“It is regrettable that comparable information is not 
available from most of the countries participating in the 
Marshall Plan. In appraising the submitted programs and 
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iraming recommendations as to authorizations, it would be 
invaluable if essential statistical information could be ob- 
tained. Lack of these important data very often makes it 
necessary to surmise and infer certain facts through the 
behavior of markets and through trade conditions rather 
than precise statistics. 

“We have in the data for prewar years a measure which 
represents in some degree the normal level of import and 
export trade. I have frequently been surprised to find that 
these prewar standards seem to have no bearing on the 
huge scope of requirements submitted in the programs of 
the various ECA countries. In casting about for an explan- 
ation, I am forced to give credence to the numerous reports 
which reach my desk from returning travelers and other 
trade channels. One of the most typical of these reports, 
which has been thrown at me repeatedly, has to do with 
the exaggerated demand for raw materials in different parts 
of the world attributable to artificial motives. 

“I say artificial motives advisedly because wherever free 
supply and demand do not function it is difficult to de- 
termine what is a real economic motive and what is not. 
You will, I believe, agree with me that the purchase and 
accumulation of raw materials for no other reason than 
the apprehension of currency must be considered an arti- 
ficial motive. Such purchasing removes goods from their 
normal economic channels, it prevents necessary merchan- 
dise from reaching the masses of consumers, it enhances 
and profits a few at the expense of many. 

“Perhaps I have already said sufficient to indicate to you 
how vital it is in the accomplishment of the ECA plan 
that the international hide and skin market be liberated 
from abnormal and artificial restrictions. In few other com- 
modities is it so evident that true recovery cannot be ac- 
complished without economic liberty. Nowhere else, it 
seems to me, is there a clearer example of the need for the 
free movement of goods if standards of living are to be 
raised and the populations of each country benefitted. There 
is no purpose served by artificially high prices for finished 
goods, prices which give great latitude for reckless buying 
of raw materials and which lead in turn to the road blocks 
and the closed doors of diminishing world trade. 

“From my more than twenty-five years’ experience and 
observation of the United States and world hide and 
leather markets, I can only say to you, the International 
Council of Tanners: Your industry has learned that free 
and unrestricted trade alone can lead to sound values and 
to a wholesome basis of the internal economy of each 
country and for favorable international economic progress.” 


New Morse Store Opened 


Mancuester, N. H.—A new Manchester footwear estab- 
lishment, Morse Shoes, was opened recently at 827 Elm 
Street. A three-day celebration marked the opening. 

During that period, a handbag was given free with every 
purchase of women’s shoes at $2.99 or over, and every 
purchase of children’s shoes brought a free complete pen- 
cil box for youngsters just preparing to return to school. 
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“BRUTALLY STRONG” 


#5350 
Zebra 
Cord Sole 


GOODYEAR WELT — BROWN OR BLACK RETAN 


#5350 Men's Brown Retan Biucher, Leather Counter Pocket, Wide Bell 

Shank, 18-iron Brown 
Zebra Cord Sole and Heel, Goodyear Welt. Sizes 6-127 

#5351 Same with Double Prime Bend Sole, Rubber Heel, Goodyear 


Backstay, Heavy Leather Insole, Stee! 


Welt. Sizes 6-12 


#5357 Same in Biack Retan with Double Prime Bend Sole, Rubber Heel, 


year Welt. Sizes 6-12, 






$4.25 
$4.40 
$4.40 


“Gerif@ WORK SHOES ARE DISTRIBUTED IN THE EAST EXCLUSIVELY BY: 


DUNHAM BROTHERS CO. 


Gorille 


Display cards and price tickets 
available — write for complete 
illustrated GORILLA Catalog! 
Just ask for pamphlet "A". 


WORK SHOES 


“BRUTALLY STRONG", as their name implies, these 
sturdy high-quality work shoes mean more wear to the 
consumer, more profit to the dealer! Only the BEST of 
workmanship and materials goes into shoes bearing the 


“GORILLA” name. 


Moderately priced, yet of "GORILLA" quality, the shoes 
pictured are among our best selling numbers. They're 
wonderful fitters, made of soft, strong, plump retan stock 
which will wear and wear and WEAR under the most 
adverse conditions — barnyard acid, mud, slush and snow 
will hardly touch them! 










“Brutally Strong” 






BRATTLEBORO 
> VERMONT ° 















July Shoe Output Declines Seasonally 








Kind of Footwear 


Production 
(thousand pairs 


Percent of Change, 
July 1949 
Compared With 





July 1949 
(preliminary) 


Shoes and slippers, Total... 33,031 


| 

Shoes, sandals, and playshoes.. ., 28,890 
NS hati inate ews he KK 6,386 
Youths’ and bovs’. 1,464 
Women’s........ 15,276 
Misses’...... : 1,992 
Children’s ' 1,549 | 
Infants’... ... | 1,362 | 
Babies’... .... bis 861 

Slippers for housewear......... 3,706 
Athletic. ... 20 


Other footwear. .- 


June 1949 July June July 
(revised) | 1948 1949 1948 
= 
38,509 31,957 —14.2 3.4 
34,152 28,495 —15.4 1.4 
8,431 6,984 -4.3 | -8.6 
1,639 1,293 —10.7 | 13.2 
16,748 14,188 —-8.8 | Ff 
2,277 1,862 —12.5 7.0 
1,990 1,633 | 22.2 5.2 
1,895 1,542 —28.1 —11.7 
1,172 993 —26.5 -—13.3 
3,877 3,059 —4.4 21.2 
255 251 —13.7 | —12.4 
225 152 —4.5 | 41.4 





Minus sign ( —) denotes decrease. 


WASHINGTON, D. C.—Shoe and slip- 
per production in July, following the 
normal seasonal pattern, declined to 33 
million pairs, 14 per cent under the 
38.5 million pairs produced in June, 
according to the Bureau of Census, De- 
partment of Commerce. July output 
was however, 3 per cent higher than 
that of July, 1948. 

July production of all types of foot- 
wear was lower than that for June. 
Women’s shoes, sandals, and playshoes 
dropped from 16.7 million pairs in June 
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to 15.3 million pairs in July, a decline 
ot approximately 9 per cent. In July, 
1948, production totaled 14 million 
pairs. Men’s shoe production registered 
a 24 per cent decline, dropping from 
8.4 million pairs in June to 6.4 million 
pairs in July. In July, 1948, men’s 
shoe production totaled 7 million pairs. 

Slippers for housewear produced in 
July totaled 3.7 million pairs, 4 per 
cent less than the June output of 3.8 
million pairs but 21 per cent more 
than the July, 1948, production of 3 mil- 


lion pairs. 

Footwear shipments in July, approxi- 
mately 35 million pairs, were valued at 
$117 million. The average value per 
pair shipped was $3.37. In June, the 
average value was $3.34 and in July, 
1948, it was $3.68. 

Comparative production figures for 
July and June, 1949, and July, 1948, 
and the per cent of change from the 
two earlier periods, are shown in the 
accompanying summary. 





Salon-Type Shoe Store Opened 


LANSDALE, Pa.— Bertrand Landis, 
with 25 years of experience in the shoe 
business, the last 16 of which he has 
spent in Lansdale, recently opened his 
own shoe store, the Landis Shoe Store, 
on West Main Street here. He and his 
wife, Mrs. Dorothy Landis, will op- 
erate the new business and the latter, 
in addition, will continue to manage 
her lingerie store, also in this city. 

The new shoe store is the first of 
the salon type to be opened here. It 
has a modernistic front with an all- 
glass door, and the interior is in keep- 
ing with the outward appearance. The 
floor is composition tile, and, like the 
walls, is in pastel shades. The walls 
have five different treatments in as 
many colors. The store was designed 
by Charles F. Wagner, Philadelphia 
store architect. 
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Prominent Retailer to Speak 
At Columbus Shoe Fair 


CoLumBus, O.—Under the sponsor- 
ship of The Ohio Shoe Travelers Club, 
the Columbus Shoe Fair will be held on 
Sunday, Monday and Tuesday, Novem- 
ber 20, 21 and 22, at the Deshler- 
Wallick Hotel. Reservations for ex- 
hibit space have been made by some 





EDWARD C. ORR 


of America’s outstanding shoe manu- 
facturers and will include many of the 
better known lines of men’s, women’s 
and children’s footwear and accessories. 
Some 150 lines will be displayed on 
eight floors of the hotel. 

An innovation will be a luncheon for 
the exhibitors and retailers to be held 
Monday noon, November 21, at which 
the guest speaker will be Edward C. 
Orr of The Potter Shoe Company, Cin- 
cinnati, and former president of the 
National Shoe Retailers Association. 
Mr. Orr’s topic will be “The Shoe In- 
dustry Must Sell—at the Point of Sale.” 
Exhibit rooms are to be closed between 
12 and 2 o’clock for that event. A ban- 
quet, floor show and dance are to be 
held Tuesday evening, November 22, 
ir the Deshler ballroom. Marty Joyce, 
well-known theatrical agent, will be in 
charge of the floor show and the eve- 
ning will be rounded out by dancing 
to a seven-piece orchestra. 

Ben Tolpen and John L. Neff are 
co-chairmen of the fair and are being 
assisted by a committee including J. 
C. Grimes, Harry Teetsel, Al Wilmot, 
Sammy Grossman, Dick Barnes and 
Harry Graham. Bob Newcomb and M. 
C. Swan, president and State show 
chairman, respectively, are also work- 
ing with the committee. Reservations 
and general business in connection with 
the fair are being handled by Execu- 
tive Secretary Ruth E. Hawkins, at the 
permanent office of The Ohio Shoe 
Travelers Club, 12 North Third Street, 
this city. 
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| SWANKY sy WILLITS 


| A RECORD BREAKER FOR RE-ORDERS 
IN-STOCK FOR IMMEDIATE DELIVERY 





Goodyear Welt 
Wine Color—Crepe Sole 
No. 9955 AA—4 to 9 

A, B, C—3'/ to 9 


To Retail About $7.00 


Goodyear Welt 
Wine Color—Crepe Sole 
No. 9955 B to D—I2!/, to 3 
B to D—8!/2 to 12 





To Retail About $6.00 





For 30 years Willits, fine shoes, have been the by word for Quality 
and the "buy" word for saleability. Fine shoemanship and service, 
hand in hand, have built nation-wide acceptance for this name. 
You'll enjoy working with Willits practical, efficient, In-stock de- 


| partment. 


WRITE FOR CATALOG 





| Our Complete Spring Line will be on display 
| ROOM 875 Palmer House, Chicago 
during the National Shoe Fair 














WILLITS SHOE COMPANY 


HALIFAX, PA. 











Promotes Fashion and 


Comfort 


NEw ORLEANS, La.—The shoe depart- 
ment of the D. H. Holmes Co., New Or- 
leans, is a strong believer in the promo- 
tional possibilities of fashion footwear 
with a comfort feature. 

Since last January the store has 
racked up thousands of sales from a 
continuing promotion of this type shoe 
and the traffic is still asking for them. 
A half-page ad in the New Orleans 
Times-Picayune started the ball rolling, 
with assists from a window display and 
a point-of-sale exhibit. 


Leases Shoe Department 


CotumBIA, S. C.—A. L. Timmerman, 
veteran shoe man, has leased the shoe 
department in the Wright-Johnston 
store at 1330 Main Street. 

Mr. Timmerman, well known to the 
trade here, began his shoe career in 
Greenwood, S. C., in 1912, selling men’s 
shoes until 1924 except for two years 
spent in the Army during World War I. 
He then went on the road as a traveling 
shoe salesman for 16 years. Since 1940 
he has been connected with Tapps, 
Wright-Johnston and Hope-Davis ip 
Columbia. 
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... when you sell 


men’s or women’s 


or children’s shoes. 


-BRANNOCK DEVICE 


Junior Model designed 
especially for Children 


Adult Model (above) for fitting Men's or 


with the 





Women's Shoes 


. . and when you're a fitting expert, you're a selling expert! This 


ingenious, performance-proved shoe fitting instrument determines 
the Heel-to-Ball length, Heel-to-Toe length, and Width measure- 
ments of the foot—all at the same time and shows each measure- 


ment in relation to each other. 


JUNIOR MODEL—$15.00* 
ADULT MODEL—$15.00* 


*Available at special cooperative price if ordered through certain 
shoe manufacturers—for this list and full details write “ng ; 








Michigan Store in Same 
Family for 73 Years 


IMLAY, MIcH.—This city is the proud 
possessor of what is believed to be one 
of the oldest shoe stores in the country 
still operated by the same family, a 
member of which was its founder. The 
Kempf Shoe Store here, now managed 
by Carl and Bryce Kempf with the as- 
sistance of Bryce’s son, Robert, was 
opened as a small custom shoe shop by 
their father, Charles A. Kempf, in 
1876. October of this year marks its 
73rd anniversary. 
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THE BRANNOCK DEVICE CO. 509 E. Fayette St. 





Syracuse, N.Y. 


In the beginning, Mr. Kempf, who 
lived until 1942, cobbled all shoes by 
hand and some of the shoes he made 
for children are still used as interior 
decorations in the present store, on the 
site of the original small frame struc- 
ture which Mr. Kempf took over 73 
years ago. In the rear of the store are 
kept the old cobbler’s bench complete 
with apron and shoemaking tools. 

The founder was one of seven sons, 
all of whom were taught the trade by 
their father, himself a shoemaker, and 
they worked as apprentices in Cheboy- 
gan, Wis., until moving to Imlay City 
in 1875. 






Condon’s Makes It 
An Even 50 Years 


CHARLESTON, S. C. — Organized fifty 
years ago, with operations conducted in 
what the firm describes in its advertis- 
ing as “a hole in the wall,” the na- 
tionally-known firm of James F. Condon 
& Sons recently celebrated its golden 
anniversary in the two modern build- 
ings it now occupies at the corner of 
Warren and King Streets, here, just 
opposite the site of the original store 
opened by James F. Condon. The Con- 
don family is still in control, although 
the original business is now a corpora- 
tion. 

Store-wide values were offered for 
more than a week, and the promotion 
was introduced to the people of Charles- 
ton and its suburbs in four pages of 
advertising in one section of the Sunday 
morning edition of The News and 
Courier. In the shoe department there 
was a general reduction: women’s 
pumps from $6.95 to $6.45; children’s 
shoes from $5.45 and $5.95 to $4.95 and 
$5.45; boys’ dress oxfords from $5.95 to 
$5.50; and wedge heel pumps in black 
suede and in brown and red smooth 
leathers, from $5.95 to $3.99. 

The business begun and successfully 
operated by James F. Condon continued 
under his individual ownership until 
December, 1911, when it was incorpo- 
rated with Mr. Condon as president and 
with a capital of $20,000; and his two 
sons, James J. Condon and Matthew A. 
Condon became respectively vice-presi- 
dent and secretary. A little more than 
two years later, William F. Condon, the 
third son, and two daughters of the 
founder, Mary F. Condon and Mrs. Ella 
Condon Hurley, were admitted into the 
corporation. Several years later the 
capital was increased to $60,000. 

In the Spring of 1934, following the 
death of the founder on March 18 of 
that year, Mrs. Hurley and Francis E. 
Condon were made members of the 
board, as were James F. Condon and 
William F. Condon, Jr., both grandsons 
of the founder. At the same time, James 
J. Condon was elected president; Wil- 
liam F. Condon and Mrs. Hurley became 
vice-presidents; and Matthew A. Con- 
don was named secretary and treasurer. 
Another grandson, Matthew A. Condon, 
Jr., was added to the directorate in 
1°48; and his younger brother, James J. 
Condon, Jr., now a student at the Notre 
Dame school of business administration, 
is to join the staff as buyer when he 
graduates. 





Waits for Fair; Opens Store 


BELLEVILLE, KANS.—A new shoe and 
clothing store, Applebee’s, held its open- 
ing here recently on the first day of 
the North Central Kansas Free Fair. 
The store continued its opening 
throughout the Fair Week. 
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John A. Stephenson Joins 
Boot and Shoe Recorder 


CHIcAGO, ILL.—John A. Stephenson, 
who has been selling the products of 
the Halliburton Luggage Company in 





JOHN A. STEPHENSON 


five Mid-Western states, has joined the 
sales staff of BooT AND SHOE RECORDER 
as assistant manager of the Western 
office in this city. 

Mr. Stephenson had enrolled as a 
student in the University of Illinois 
prior to World War II and his educa- 
tion was interrupted while he served in 
France and Germany as member of the 
228th General Hospital Corps. Return- 
ing to this country in 1946 he re-entered 
the university where he majored in ad- 
vertising and journalism. He is a mem- 
ber of the Chi Psi national college fra- 
ternity. His appointment to his new 
position was effective October 1st. 

Mr. Stephenson succeeds Terence Mc- 
Donald who resigned recently to enter 
another field. 





Remodeled Store Stages 
Anniversary Promotion 


Reno, Nev.—-Having completed re- 
modeling and redecorating their store 
on approximately the 25th anniversary 
of the day they first went into business 
together, Otis B. Folk and James L. 
Campbell, operating here at 21 West 
Second Street under the name of the 
Folk and Campbell Shoe Store, recently 
staged a promotion which lasted sev- 
eral days. The original store, at 27 
West Second Street, was given up for 
the present site some time ago. 

Prior to going into business with his 
present partner, Mr. Folk was manager 
for six years of the shoe department of 
the Gray, Reid and White Company. 
Mr. Campbell, during his earlier days, 
had been with a local transportation 
system. 

The front of the newly remodeled 
store is believed to be unique among 
shoe stores, being made of a Nevada- 
manufactured product said to be almost 
as hard as a diamond. This material 
gives a multi-colored effect. 
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A Coakel 


Srvitalion / 
TO:— 
e SHOE MANUFACTURERS — 
e SALES AND STYLE MANAGERS — 
e SHOE BUYERS. 


WEDGIE shoes are high in your scheme of things. As the 
largest manufacturer of WEDGIES in the world, an invitation 
is extended you to visit us at the 


NATIONAL SHOE FAIR 
BOOTH 54—EXHIBITION HALL 
| PALMER HOUSE 

CHICAGO, ILL. 
October 31, November 1-2-3 


We will be glad to discuss any WEDGIE problems you may 
have as to styling, fitting, etc. Of course, no strings are 
attached to this invitation. 


We feel that a clear understanding on the part of everyone 
connected with this type of shoe manufacture will be helpful 
to all of us, by bringing comfort and good looks to the shoes 
you are interested in. 








dows giving a picture-frame effect, in 


Works for Others 37 Years; 
Then Opens Own Store 


MONTPELIER, IDAHO — After having 
been employed by other firms here for 
37 years, Joseph Einzinger recently 
opened his own shoe store here under 
the name of Einzinger’s Shoes. This is 
a family store carrying men’s dress and 
work shoes, footwear for women, chil- 
dren and infants, cowboy boots, rubbers 
and hosiery. 

Although narrow—only twelve feet 
wide—the store has two attractive win- 


gray and maroon. The walls of the store 
are chartreuse with modern. shoe 
shelves 35 feet long on one side, painted 
light gray with dark gray trim. On 
the opposite wall are two long mirrors 
and fitting chairs are of chrome with 
maroon-colored leather upholstery. The 
shelving is lighted by fluorescent tub- 
ing. The gray and maroon color scheme 
is also used on the store exterior, the 
latter color being used to form the 
words, “Men’s, Women’s and Children’s 
Shoes and Hosiery” in five-inch letters. 
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builders . . 
approve! 


CNN 


2 No “blood and thunder” ... but real good-will 
. the kind that kids love and parents 


Minimum of 10 assorted subjects to each order. 


New York Show, Oct. 16-21 
HOTEL NEW YORKER 

in our usual location, 
628 and éth floor lobby. 


Special on BALLOONS 


Chicago Show, Oct. 31-Nov. 3 
PALMER HOUSE 

in our usual location, Booths 
87 & 88, Exhibition Hall. 


Room 








HEADQUARTERS Since 1901 for Good-will Creating Toys 
Novelties, Souvenirs, Birthday Gift Specialties, 
Premiums and Give-Aways. 





Call or 
Write for 


Catalogue 





THE Lederer INDUSTRIES, Inc. 39 West 19th St., N.Y. 11 


and prices 








WORLD’S MOST COMPLETE 
LINES OF DISPLAY AIDS 


@ Shoe Stands, groups and ele- 
vations in metal and plastics. 


@ Displayers, Stools and Mirrors. 


@ Hosiery Forms in plastic. 10 
sizes from full length to kids. 


WRITE FOR CATALOGS ~ 


L. A. DARLING CO. 


BRONSON, MICHIGAN 
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New Action Display— 
Way to Boost 
Your Sales! 





Modern Shoe Displays Need Lighted Motion 


Model "712" 


“‘Roto-sho 


MODEL "712" ROTO -SHO'S two- 
way, built-in electric outlet per- 
mits novel, self-contained lighting 
effects by means of sliding contacts 

. as well as operation of elec- 
trical devices while table revolves. 
Build-up Fixtures available too! 
Write TODAY for full information, 
and complete new ROTO-PROD- 
UCTS catalog. 


GENERAL DIE AND STAMPING CO., 262-L Mott St., New York 12 











Banquet for Employes Marks 
Store’s 80th Anniversary 


WASHINGTON, D. C.—One of the old- 
est and smartest shoe shops in the 
nation’s capital—Rich’s Shoes—-cele- 
brated its 80th anniversary on Oct. 5 
with a dinner for employes and their 
spouses. In addition to the present em- 
ployes, two retired workers attended 
the party at the Woodmont Country 
Club. Milton Brock with 51 years of 
service with the firm, and Walter 
O’Bannon with 49 years of employment 
at Rich’s, attended the dinner. 

Four generations have operated 
Rich’s since it was founded in 1869. 
At that time, Bernard Rich and his son, 
Max M., opened their store. At present, 
Herbert and his son, Frank H., respec- 
tively grandson and great-grandson of 
the original founder, are in charge. 

In discussing the trend of shoe sales 
in Washington, Herbert Rich said that 
they have many families who have been 
buying Rich shoes for at least five 
generations. 

“After all,” he said, “we have even 
been in the same location on F Street 
for the past 50 years. Old-time resi- 
dents of this city know they can de- 
pend on us for quality in shoes. 

“In the dress shoe picture, we find 


2% 


black suede is just as popular as ever 
this year. A new demand, however, for 





HERBERT J. RICH 


that demand is for Navy suede. Gen- 
erally this is a Spring color in Wash- 
ington. Brown is in great demand this 


Fall, too. Straps are popular in the 
dress shoe, as is the platform sole. 

“As for the popular color to go with 
tailored clothes, new in this year’s pic- 
ture is of what we call army russet 
antique in calf. The all-closed shoe in 
sportswear is demanded by women to 
a greater extent than formerly. Women 
also want the new cordovan calf shoe. 
With handbags to match, these are in 
great demand. Shoes in alligator with 
handbags to match are also being 
bought in great numbers. 

“A combination of calf and bucko in 
the classic wedgie type is quite popular 
with the young government girl. These 
come in green, Navy and wine colors. 
Our shoes are priced $12.95 and up, but 
since Washington has the highest per 
capita income in the country, the 
women here don’t mind paying for good 
quality. Washington women like to 
look smart and well-groomed and are 
aware of the need for a good quality 
shoe which is also stylish. After all, 
so Many women in this city are busi- 
ness women. 

“As for men, the suede type of shoe 
has become more popular during the 
last few years, even with men who are 
conservative in their dress. 

“Children generally like shoes like 
tneir parents, and want straps and 
wedgies, many of them in suede.” 
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One of our iatesi. most effective electricaily animated window displays. 
See this and many other eye-stopping Lederer displays at the shows. 





and don’t forget LEDERER’S 


ANIMATED DISPLAYS 


Famous for over 47 years 


New York Show, Oct. 16-21 
HOTEL NEW YORKER 


Chicago Show, Oct. 31-Nov. 3 
PALMER HOUSE 


in our usual location, Gth floor 
icbby and adjoining room 628. 


in our usual location in Exhibitien 
Hall, at Booth Numbers 8&7 and 88. 


. 
1 
L 
| THE Ledenenr INDUSTRIES, inc. 
t 
' 
I 


39 West 19th St., N.Y. 11 











Leo DANCE SHOES 














$2.15 


SOFT TOE BALLET 


Fully lined, short soles, pleated toes 
Hand-made . . . A to D width. Full 
and half sizes. & small to 9 large 
White 027; Black 028. 


Mellow chrome split. 
Full and half sizes . . 





NATURE SANDALS 


large. Black 068; Fawn 069. 


styled for sales ..... priced for profits! 





$3.50 


EVERLAST TOE SHOE 


With famous ‘“‘rainbow arch."’ Spe- 
cial on-the-square toe design. in 
Pink 041; Black 042; White 043. 
B to E width. 9 small to 9 large 
25¢ extra with ribbons. 





75¢ 
THEO-TIE TAP SHOE 


Genuine patent feather with covered 
= as wood heel. A and C width. Sizes 12 

small to to 9. Black 405; White 615X. In 
case lots of 36 fairs. 


ADVANCE THEATRICAL SHOE COMPANY, 32 W. Randolph, Chicago 1, Ill. 


NSTA Meeting to Discuss Social Security 





HARRY J. EVANS 
NSTA President 





session Oct. 28 at the Morrison Hotel. 

The convention opens Thursday, Oct. 
27, at 11 a. m., with a meeting of the 
board of governors, with general meet- 
ings at 3-p. m. that afternoon, and 
throughout the following day. Other 
speakers will be I. J. Harris, president 
of the Bureau of Salesman’s National 
Associations, with which the NSTA is 
affiliated; Ear] Sussman, its legal coun- 
sel, and Marshall Mantler, managing 
director. 

Norman N. Souther, secretary-trea- 
surer of the NSTA, announces that 
recent progress in the legislative field 
will be reviewed. This will include full 
information on H.R. 6000, now before 
Congress, and a resolution to extend 
and improve the Federal Old Age and 
Survivor’s Insurance system. This is 
reported to be of vital concern to com- 
mission salesmen and their families, as 
well as to millions of other workers who 
are not now covered by the Social Se- 
curity law or whose status under it may 
be challenged. 

Details of the model contract recently 
drawn up for association members will 
also be discussed. Salesmen are being 
urged to acquaint themselves with terms 


NORMAN N. SOUTHER 
Secretary-Treasurer 





CuicaGo--“Is Shoe Selling a Job or 
a Position?” is the title of the address 
to be given by W. W. Stephenson, ex- 
ecutive vice-president of the National 
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Shoe Manufacturers Association, at this 
year’s annual convention of the Na- 
tional Shoe Travelers Association. Mr. 
Sterhenson will address the afternoon 


of the contract which includes specifica- 
tions as to salary, drawing account, 
commissions, and other important de- 
tails. Officers will be elected. 
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Teal Champagne Cocoa 
Estes is the -_ | 
for footwear #i 
in fine Fieming-eoffe reptiles 
Jewel Tones Pastels 
in in 


Oriental Lizards Karung Snakes 
Black-and-White 
in 
Diamond Pythons 
Ring Lizards 


10 Jacob Street, New York 7, N. Y. WoOrth 4-1680 




















Krupp & Tuffy window which won first prize in the recent Stone-Tarlow contest. 
Designer, who received $250, was C. C. Dillon. 


tests, devised and supervised by Emil 
Mogul, Inc., Stone-Tarlow’s advertis- 

ing agency, have been anncunced. 
Window display winners are C. C. 
Dillon, of Krupp & Tuffly, Houston, 
Texas, whose display won the grand 
[TURN TO PAGE 327, PLEASE] 


BrockKToN, MAss.—With hundreds of 
entries received from every section of 
the country in Stone-Tarlow’s twin con- 
tests for window displays of Elevator 
shoes and for letters on sales techniques 
for the promotion of Elevator “Height- 
Increasing” shoes, winners in both con- 
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Langston Predicts 
Good Business 


CuHIcaGoO—More than 150 representa- 
tives of all branches of the shoe trade 
in Chicago turned out for the first joint 
meeting of the Greater Chicago Shoe 
Retailers’ Association and the Shoe 
Travelers’ Association of Chicago held 
recently at the Morrison Hotel. Travel- 
ing men, independent retailers, depart- 
ment store buyers, retail clerks, and 
representatives of chain and mail order 
groups were present. The occasion was 
a dinner meeting. 

Paul Hassel of Hassel’s Shoes, pre- 
sided. Carl Burgstahler of F. E. Foster 
Co. outlined the purpose of the Greater 
Chicago Shoe Retailers’ Association, 
formed in 1943 during shoe rationing. 
He stressed the need of more active co- 
operation in the exchange of informa- 
tion of mutual interest to traveling men 
and retailers. He also stated that there 
would be more joint meetings in the 
future. 

L. E. Langston, executive secretary 
of the National Shoe Retailers’ Associa- 
tion, was the main speaker. He dis- 
cussed the effect of the devaluation of 
the pound in relation to the shoe re- 
tailer and business in general. He also_ 
outlined the current economic picture, 
and predicted good business for the 
remainder of the year. He stressed the 
need for more aggressive and de- 
termined merchandise planning and 
more intelligent salesmenship and the 
bulk of his speech outlined the work 
and services of the NSRA. He pointed 
out that the two most neglected groups 
in the shoe business from an educa- 
tional standpoint are the traveling men 
and the retail shoe clerks. This is due 
to lack of interest on the part of the 
manufacturer in providing any informa- 
tion on his products for the salesmen, 
and apathy on the part of the retail 
merchant in training his help, he stated. 
He listed publications and material pre- 
pared by his organization that would 
be helpful to both groups. 

Seated at the speakers table, in addi- 
tion to Mr. Burgstahler, Mr. Langston 
and Paul Hassel, were Jack Walsh, 
president of the Shoe Travelers’ Asso- 
ciation of Chicago; and George E. 
Gayou, manager of the National Shoe 
Fair. : 


Named Regional Manager 
By Edison Bros. 


DETROIT—John Murphy manager of 
a store in Oklahoma City for the last 
five years has been named regional 
manager for the Edison Brothers retail 
outlets in Michigan, including the down- 
tcwn Burt Shoes here and ten Baker 
stores, including one each in Lansing 
and Grand Rapids, Mich. Headquarters 
will be at the Baker store at 1413 Wood- 
ward Avenue. 
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Permanent mounting of umage 


Hidden automatic 
safety switch pre- 
vems unauthonzed 
ee _ Persons from oper 
ating machine 
quipment will not 
operate without 

"s feet in 
opening. Another 
Adrian exclusive, 
and the greatest 
safety feature ever 
offered 







1 mm alumioum x-ray 
filter not part of wearing 
surface of footboard 





Unisteel “Ray-tite” safety 
construction confines rays 
to tube enclosure and 
image screen. 










The New Adrian “Special” is thoroughly tested at our 
factory, using the latest scientific ray detecting instru- 
ments. All machines must prove to be within the stray 
radiation recommendations of the American Standards 
Industrial Code and absolutely safe before shipping. 


I | MZ EZZT. 


ADRIAN « 
“SPECIAL” 

















Its Safety is due to the special design of the 
“Ray-tite” unisteel tube container . . . per- 
manently mounted screen . . . heavy chrome 
splash protector at foot opening . . . Selektor 
control with button lock. These exclusive safety 
features mean “built-in safety” for clerk and 
customer. 


- O ADRIAN & SONS 


X-RAY COMPANY 


KINNICKINNIC AT WARD MILWAUKEE 7, WIS. 





Shoe Stores Farticipate 
In City-Wide Promotion 


Dover, N. H.—Two of the city’s 
leading shoe stores sponsored a special 
eight-page advertising circular which 
was distributed in surrounding commu- 
nities to herald “Dover Fall Trade 
Days,” a big three-day merchandising 
event staged recently by local mer- 
chants. 

The Victor Shoe Store, at 376 Cen- 
tral Avenue, reduced prices for the 
event, featuring men’s shoes at $6.99 
and others, regularly tagged at $7.95, 
for $3.85. Women’s shoes were offered 
at $5.99 and children’s were cut to 
$2.79. 

At Carberry Shoe Store, Inc., 472 
Central Avenue, a 10 per cent reduc- 
tion was given on all men’s shoes. 





Reports Increase in Sales 
Of Men’s Shoes 


CASPER, Wy0.—Walter Wolford, own- 
er and manager of Wolford’s Family 
Shoe {tore in Casper, Wyo., said re- 
cently that “we are meeting less price 
resistence than we did six months ago. 
People seem to have become reconciled 
to high prices, and they are no longer 
holding out, waiting for shoes to be- 
come cheaper before they buy. While I 
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do not look for any great increase in 
business, I do belfeve it will remain 
about as good as last year. In fact, 
sales in men’s shoes are exceeding 
those of last Fall. 

“We’re having a very heavy run on 
boys’ and girls’ shoes now, of course, 
due to the fact that everyone is get- 
ting his youngsters fitted for school. 

“In our section of the country, Winter 
overshoes have already begun to sell. 
l’ve observed these are purchased mostly 
by people fresh from the south who 
have come to work here, and who do 
not trust our vigorous Wyoming 
weather. We’ve sold quite a number 
of overshoes already. 

“T’ve noticed that folks are insisting 
on branded lines.” 





British Men Turning to 
Sandals for Walking 


LONDON, ENG.—Widespread adoption 
of sandals by British males during last 
Summer marked the swing toward less 
conservative styles in Britain. This 
trend, further emphasizsd by the intro- 
duction of wedge heels for men, breaks 
down the age-old tradition of conserva- 
tism in footwear, associated with the 
United Kingdom. 

The intense heat of the Summer un- 
doubtedly helped but sandals were not 


ccnfined to beachwear. They were worn 
extensively for promenade and holiday 
use in every coast town, ene estimate 
going as high as 80 per cent of poten- 
tial users. 

From the holiday towns the habit 
spread to the cities where men walked 
sockless and in sandals. Most popular 
types were crepe-soled with leather 
uppers. It was found, furthermore, 
that although the sandals were designed 
essentially for Summer wear they will 
be used all the year round—mainly in 
the lower-income groups. 

Retailers found men just as partic- 
ular as women in selecting a model that 
appealed to them. 


Sells Shoes and Millinery 


Fort WAYNE, IND.—Value Mi.linery 
and Shoe Store, at 813 Calhoun Street, 
here, recently held its formal opening 
featuring women’s footwear at from 
$5.95 to $10.95, and budget footwear 
from $1.99 to $4.95. 





To Open New Schiff Store 


CoLumBus, O.—Schiff Shoe Store has 
leased a store-room in the soon-to-be- 
ecmpleted center section of the Town 
and Country Drive-In Shopping Center, 
on E. Broad Street at the Columbus 
c*ty limits. 
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as well as satins and metallic leathers for formal wear, by 


In fine, multi-colored leathers, reptiles and unusual fabrics: 
an old hand at delicate footwear. | 


ALSO IN STOCK 


FORMAL SHOES IN ALL HEEL HEIGHTS, PLATFORMS AND 
MATERIALS FOR IMMEDIATE DELIVERY. Ask for our circular. 
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New Store Opened in 
Atlanta Suburb 


Decatur, GA.—Newsome’s Shoes, 117 
Clairmont Ave., a new, modern shoe 
store in this fast-growing residential 
suburb of Atlanta opened recently. 
Women were welcomed with gifts of 
fresh roses, and children received comic 
books, balloons and pencils. 

Chester Newcome, vice-president and 
secretary of the store, recently of the 
Junior Bootery, Birmingham, Ala., and 
connected for years with a shoe store in 
Atlanta, spared no expense on this at- 
tractive suburban store. The motif of 
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the store is green, which is used even 
for the stationery, to give the store a 
distinctive identification. A full vision 
front with glass doors, fluorescent light- 
ing and air-conditioning attract the cus- 
tomers into the store. 

Edgar Johnson is part owner of the 
store with Mr. Newcome. He is con- 
nected with the Roberts, Johnson and 
Rand division of International Shoe Co., 
and this store is his second business 
venture in Greater Atlanta, since he has 
an interest in the Buckhead suburb 
store with L. F. LeRoy, Southeastern 
subscription representative of Boor AND 
SHOE RECORDER. 


Merchant Plans 
Christmas Party 


AFFTON, Mo.—Staging week-end 
“Christmas parties” for neighborhood 
children, during which each can relay 
his or her gift wishes to an actual 
Santa Claus, is a policy which each 
year pays excellent dividends for Se- 
liga’s, shoe retailers at 6221 Gravois 











SEE SANTA CLAUS IN OUR 
STORE FRIDAY, 3:00 P. M. 


He Will Have a Free 
Gift for Every Child 


| 
| | 
| 
| 


Since 1920 
HOME OF WEATHERBIRD SHOES 


6221 Gravois Aye. 


























Small, single column newspaper ads 
are used to bring the crowd to Seliga's 
Christmas parties in Affton, Mo. 


Avenue, in Affton, a suburb of St. 
Louis. And he is going to repeat this 
year. 

The smal] neighborhood shoe store, 
which carries nationally-advertised 
lines, began this policy in 1947, and 
found it so productive of additional 
sales and dozens of new contacts that 
it has been continued ever since. Under 
the plan, a “genuine Santa Claus” is 
presented each Friday afternoon at 
three o’clock from Nov. 1 until Dee. 25. 
Seated on a resplendent throne, Santa 
Claus greets the children, presenting 
each with a free gift novelty. In addi- 
tion, $1 merchandise prizes for the five 
best letters written to him on the sub- 
ject of “What Christmas Means to Me” 
by children under 12 years of age are 
offered. The letters, which are judged 
by the store management and Santa 
Claus himself, are awarded during the 
party, with much ceremony and enter- 
tainment for parents. 

With as many as from 50 to 100 
youngsters drawn in by the Santa Claus 
presentation each year, Seliga’s has 
found many advantages forthcoming 
First, the event gives the store an op. 
portunity to introduce its well-known 
lines to many mothers and fathers in 
the area, who might not otherwise ever 
visit the store. Simultaneously, the 
program builds a lot of good will and 
most customers express their apprecia- 
tion of the event by patronizing the 
store. 

Extra gift lines are included, of 
course, during the holiday season, and 
many parents do their shopping while 
the youngsters are being entertained 
by Santa Claus, followed by ice cream 
and cookies for the entire group. 
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Shoe Store Enters 72nd Year 
In Same Family 


PETERSBURG, VA.—Founded by D. D. 
Adkins, who served with the Confeder- 
ate Army during the Civil War, and 
who was wounded at the battle of 
Appomattox, the shoe store which bears 
his name and which is still under the 
management of his son, E. Gordon 
Adkins, is entering its 72nd year of 
service to the public and lays claim to 





E. GORDON ADKINS 


being the oldest shoe store in this city. 
It has been in its present location, 137 
North Sycamore Street, this city, since 
1897, having moved only once since 
its organization in 1878. 

E. Gordon Adkins and T. Eaton Ad- 
kins, sons of the founder, were admitted 
to partnership by their father in 1917 
and, at the time of his death in 1928, 
they succeeded to the ownership. When 
T. Eaton Adkins died in 1942, his 
brother acquired full ownership. 

The staff of the store includes two 
who have been with the company for 
many years—Miss Hattie Reade who 
has been the bookkeeper for 28 years 
and Joseph S. Epes, who has been an 
associate for 26 years. Other members 
of the staff are Crawley F. Ford and 
James E. Yates, Jr. 


To Serve Smaller Firms 
With Technical Information 


WASHINGTON, D. C.—The Office of 
Technical Services of the U. S. De- 
partment of Commerce announces that 
it is continuing its basic technical-in- 
formation services for industry during 
the coming 12-month period. The OTS, 
which was granted a slight increase in 
its appropriation for the current fiscal 
year, will emphasize services particu- 
larly useful to smaller firms. 

“In accordance with the desires of 
Congress and the Administration,” 
John C. Green, director of the Office 
of Technical Services, stated, “we shall 
attempt to broader the base of interest 
in federal technology. For example, we 
hope increasingly to serve firms that 
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i inest for half a century because 


Ideal never sacrifices quality and 


workmanship in their shoes. 


No. 903 —Red or royal blue kid zip- 
pered slipper with black kid cuff 
Wool lined and flexible hard-sole 
Sizes 3-8. 





for half 
a century 






“STYLE 903 


Mrs. Day's Lda Basy SHOE Co., INC. 
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do not have their own laboratories or 
elaborate technical facilities.” 

Mr. Green also announced that the 
subscription price of the Bibliography 
of Technical Reports, the OTS monthly 
journal of technical abstracts, has been 
halved, and that it is now available at 
$5 per year. While the size of each 
issue will be reduced, he said, emphasis 
will be placed on selecting the most 
promising reports, and providing de- 
scriptive information with each regu- 
lar entry. 

A “Newsletter” is also now being 
published monthly, and is available at 


- __ MASSACHUSETTS 


50 cents per year. It is a bulletin high- 
lighting business opportunities arising 
from federal research. Subscribers to 
the Bibliography receive the letter 
without additional cost. Free sample 
copies of the “Newsletter” are available 
from OTS on request. 


Business Liquidated 


Gary, IND. — Kostel Shoes recently 
lost the lease on their quarters at 616 
Broadway and have quit business. Their 
footwear for men, women and children 
were closed out. 
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Samuel S. Weiss, well known De- 
troit shoeman, and past president of 
the Michigan Shoe Travelers Club, is 
convalescing at his home following an 
operation for glaucoma. 

» a = 

In his capacity as chairman of the 
Penobscot County chapter of the Na- 
tional Foundation for Infantile Paraly- 
sis, Albert J. Schiro, owner of the 
Standard Shoe Store in Bangor, Me., 
has been successful in getting many 
respirators to that city to care for polio- 
myelitis cases. He has high praise for 
those who furnish free trucking, for the 
hospitals who have cut expenses and 
for physicians who have refused to ac- 
cept fees in handling these cases. 

~ ad x 


Robert C. Erb, president of the J. F. 
McElwain Co., shoe manufacturers, was 
principal speaker at the opening of the 
annual Community Chest campaign at 
a recent dinner meeting in Nashua, 
ay 


* z = 


Incorporation papers have been filed 
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About Shoe People 





with the Secretary of State’s office in 
Austin, Tex., by Hoover’s Shoe Store 
of Brenham, Texas. Incorporators are 
J. M. Hoover, Dorothy H. Hoover and 
Irving W. Moody. 
” * ~ 

Walter Corbin has opened a new shoe 
store featuring nationally advertised 
shoes for men, women and children at 
507 N. Main Street, Porterville, Calif. 
Mr. Corbin formerly operated the shoe 
concession in Porterville’s leading de- 
partment store. 


~ 3 ~ 
W. C. Gryder, owner of Gryder’s 
Shoe Store, Biloxi, Miss., announced 


recently that he will open a _ second 
store soon in the Russ Building, now 
being remodeled. 
é * ~z 
F. E. Shirey has sold Shirey’s Shoe 
Shop, 2719 Lee Street, Greenville, Tex., 
to Ralph Townes who has been manager 
of the firm since January, 1948. 
= ~ * 


Howard A. Swartwood, secretary of 
Endicott-Johnson Corporation, Endi- 


cott, N. Y., has been appointed a mem- 
ber of the disability benefits advisory 
committee of the New York State 
Workmen’s Compensation Board. 

x * s 

Edward Heiligman has announced 
the opening of his new shoe store, 
Culver Shoes, at 1102 Culver Road, 
Rochester, N. Y. The new store is be- 
lieved to be the first in this area to 
use all aluminum shelving. 

* ee 

Tyler B. Rogers, who has been as- 
sociated with the Neiman-Marcus 
specialty store, Dallas, Tex., since 
1940, has been made manager of the 
men’s shoe department, succeeding W. 
A. Jobson, Jr., who has gone to Wooif 
Brothers, Kansas City. 

x ~ % 

Tom Crawford, head buyer of men’s 
and women’s shoes at Magee’s, Lin- 
coln, Nebr., represented his firm in a 
recent good will mission through towns 
of eastern Nebraska, sponsored by the 
Lincoln Sowers of Chamber of Com- 
merce. - 
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Robert E. Peters has been trans- 
ferred from the Miller-Jones Shoe Store 
at Peru, Ind., to the one at 109 East 
Main Street, in Fort Wayne, Ind., tak- 
ing the place of Chester Barnhart, Fort 
Wayne manager for the last three 
years, who has been transferred to an- 
other store of the firm. 


* = * 


Victor H. and Victor D. Taylor, father 
and son, have opened an outlet shoe 
store at 826 S. Broadway in Los Ange- 
les. Mr. Taylor, Sr., has been in the 
wholesale shoe business for many years 
in Southern California. Mr. Taylor, 
Jr., is manager of the store and is as- 
sisted by Joe Braverman. 

* * ®& 


Thomas L. Whipple has been pro- 
moted to manager of the store of Dan 
Cohen Shoe Company in Birmingham, 
Ala. He has been assistant manager 
since last February when he was trans- 
ferred to Birmingham from Knoxville, 
Tenn. 

= a & 

Leonard Gabriel, of Julian & Ko- 
kenge Co., has been re-elected a direc- 
tor of the Columbus, 0., Association of 
Purchasing Agents. 


= * x 


Richard Bergeron, accountant at the 
Shortell Shoe Co., Manchester, N. H., 
was elected treasurer of the N. H. 
Chapter of the National Association of 
Costs Accountants at the organization’s 
recent annual meeting and banquet at 
the Carpenter Hotel in Manchester. 


* = oa 


Bert Glass has been appointed sales 
manager for two Los Angeles shoe 
firms: Podos of California, manufactur- 
ers of women’s moccasins and Guild 
Shoe Manufacturers, makers of men’s 
hand laced moccasins. Both firms are 
now selling their merchandise nation- 
ally. 

* * > 

Clyde R. Powell, director of public 
relations of the Endicott-Johnson Cor- 
poration, Endicott, N. Y., was a recent 
speaker at the CBF Management Club 
in Columbus, O., discussing “Putting 
the Sizzle in Safety.” 

* cd * 

Davison-Paxon Company, Atlanta, 
Ga., announces the appointment of 
J. Lester Fraser as merchandiser in 
charge of women’s and children’s shoes, 
ready-to-wear and sportswear. Prior to 
coming to Atlanta, Mr. Fraser was con- 
nected with Macy’s in New York City 
and Bamberger’s, Newark, N. J. 


ood * = 


Paul Clawson recently was named 
shoe department manager of the J. C. 
Penney Store in Kerrville, Tex. He was 
formerly employed by Heckler’s store, 
also in Kerrville. 

os xx 

Jacque’s Shoe Salon has been opened 
at 77 East Avenue, Rochester, N. Y., 
under the direction of J. J. Winters. It 
also features hosiery and bags. 
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Wherever little feet march, you'll see ALTSCHUL shoes! 
For these expertly made, smartly styled, quality leather 


shoes, built over exclusive ALTSCHUL lasts, represent 


everything a mother desires... perfect fit, good looks, 
durability. ALTSCHUL, (with 50 years of “know-how” 


behind us), has added two more lasts to its line, com- 


pleting our postwar “retooling.” We have in stock more 


than 40 different numbers to order from. 


Come in and see our 


complete new Spring and 


Summer line at the 
National Shoe Fair, 


Palmer House, Chicago — 


Oct. 31 — Nov. 3, 


Room 755. You'll be glad 


you visited us. 


Illustrated stock folder available on 


JULIUS ALTSCHUL, inc. 


117 GRATTAN ST:, BROOKLYN 6, N.Y 








Sol Saltzman, for the last ten years 
in the men’s retail shoe business at 436 
South Main St., Los Angeles, under the 
name of United Shoe Store, has re- 
cently enlarged his store and installed 
a complete repair department under the 
supervision of his son, Sidney. 

«© ~ 7 


Fred and Ida Goldstein, who were in 
the retail shoe business in Vienna, Aus- 
tria, for many years before coming to 
this country in 1941, have opened a 
retail store, G & G Shoe Factory Out- 
let, at 8146 E. Firestone Blvd.. Downey, 
Calif. 


The Vogue Shoe Shop of Albany, 
N. Y., has been opened at 201 Central 
Avenue by Jack Weinstein, proprietor. 

* * « 

Merit Shoe Company of Concord, 
N. C., announces the appointment of 
Everett Hege as manager, succeeding 
E. J. Evans. Mr. Hege came to Con- 
cord from Lexington, where he was as- 
seciated with the Merit store there. 

= aE = 

A new shoe store has been opened 
for business in Camden, Ark., by Odell 
Wagnon and Willard Pope. The store 
is located in the Style Shop Building. 
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SEE THE NEW SPRING LINE 
PALMER HOUSE — oom: 807 ond 808 





AS SEEN IN SEPTEMBER GOOD HOUSEKEEPING 





Comfort for the 
Live-Long Day 
Wear them from morn fil night 
in blissful comfort .-shoes of ~ 
the finest leathers in the best 

of fashion, well-made down 

to the last precise stitch 

A wonderful valve at 6°95 and 7295 
Sizes 4 to 11, widths AAA to EE 


at fime stores everywhere 










“The nome famous with 
American women for 25 years.” 


write im for literature 


FASHION-BILT SHOE COMPANY. PONTIAC. ILLINOIS 





@50 STYLES IN STOCK 
for around the clock fashions 
@® NATIONALLY ADVERTISED 


in GOOD HOUSEKEEPING 
and LADIES‘ HOME JOURNAL 


FASHION-BILT SHOE CO. 


PONTIAC, ILL. 


Uses Fair to Advertise Corrective Shoes 





Dayton, O.—Mrs. Ruth M. Holt, owner of a corrective shoe shop on an upper 
floor of the U. B. Building here, took advantage of the recent Montgomery County 
Fair to display her footwear. One feature, which attracted more than 300 people 
per day during the four-day fair, was a foot massage machine, lower left, use of 
which was approved by the local health department. She also distributed more 
than 4,000 pieces of literature. The background of the booth was iight blue with 


le: tering in royal blue. 





Neisner Store Selling Shoes 


Utica, N. Y.—Neisner’s has opened 
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a newly enlarged shoe department in 
its basement store, featuring shoes for 
the entire family. 


Says Trade Agreements Act 
May Harm Leather Industry 


New YorK—That the leather indus- 
try of this country may be injured by 
the extension of the president’s right 
to reduce import duties by as much as 
50 per cent of the rates prevailing in 
January, 1945, is the stand taken by 
the Tanners’ Council in commenting re- 
cently on the fact that this extension 
has recently become law with the signa- 
ture of the president. The original act, 
known as the Reciprocal Trade Agree- 
ments Act, was first passed in 1934 
and has been extended at various times 
since then. The current extension is to 
June, 1951. 

“The plain facts are,” the council 
says, “that there has been no reciproc- 
ity in benefits under the trade agree- 
ments program. For example, U. S. 
import duties on leather are now lower 
than the import duties of any other 
leather producing or consuming coun- 
try. Yet in the case of many of the 
countries who directly benefit by the 
drastic slashes in U. S. rates, any re- 
mote benefits to the U. S. have been 
nullified. The sins of commission are 
well known: Import quotas, restrictions, 
special taxes, heavy export duties on 
raw material, bulk buying programs, 
subsidies, preferential agreements and 
currency regulations. AH these eva- 
sions of reciprocity tremendously em- 
phasize the injustice to U. S. industries 
of all give and no take in tariff rates. 

“In some instances trade barriers are 
defended as temporary measures made 
necessary in a period of readjustment 
following world upheaval; in other 
cases even this pretext is not offered. 
The time has now come when real 
reciprocity without excuses or far- 
fetched justification should begin to be 
practiced. The question for the U. S. 
Government is simple: Will this coun- 
try insist upon reciprocity in action as 
well as in word before giving the slight- 
est consideration to any further con- 
cessions.” 





Family Shoe Store Opens 


Rock HILL, N. C.—The Family Boot- 
ery, this city’s newest shoe store, at 
126 Caldwell Street, recently opened its 
doors to a large gathering of visitors 
and shoppers. Souvenirs were given to 
men, women and children. 

The manager, Herbert Humphries, 
came to Rock Hill from Shelby, N. C., 
where he had been associated with 
W. H. Hudson & Co. He has had wide 
experience in shoe retailing. 

Nationally advertised brands are 
carried in this family shoe store, in 
addition to women’s handbags, hose and 
other items. 





New Shoe Store Opened 


PICAYUNE, Miss. — Mrs. H. F. 
Womack has opened a new shoe store 
here. The store features a complete 
line of nationally advertised shoes for 
women and men, priced at $5.00 up. 
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Trade Literature 


QMC Issues Hints to Firms 
Who Want Army Orders 


The Quartermaster Corps which buys 
pretty much everything in the way of 
food and clothing used by the United 
States Army, as well as food and cer- 
tain other supplies for the Navy and 
Air Force, has recently issued an at- 
tractively arranged, sixteen-page pam- 
phlet which bears the title “How to 
Do Business with the Quartermaster 
Corps” and the sub-title, “A Guide to 
the Businessman in His Constant 
Search for New Markets.” 

Its contents may best be described 
merely by listing its section or chapter 
headings: 

“How We Buy,” including formal ad- 
vertising and negotiation: “How to Sell 
To the QMC,” including “Tell Us What 
You Sell,” “Find Out What We Want,” 
and “Quote Your Lowest Price”; “Hints 
t» Bidders,” including “Read the Invi- 
tation (to bid) Carefully,” “Compute 
Yeur Costs Accurately,” “Prepare Your 
Bid Correctly,” and “Submit Your Bid 
on Time”; “Who Gets the Contract,” 
including “Who is a Responsible Bid- 
der,” “What is a Responsive Bid,” and 
“What Is Advantageous to the Govern- 
ment—the Price”; “Hints to Contrac- 
ters,” including “Read Your Contract,” 
“Comply With the Specifications,” 
“Consult With the Contracting Officer,” 
and “Deliver on Schedule”: and, 
finally, “How You Get Paid,” including 
“Ship on Time,” “Bill Us Accurately,” 
and “Get Paid Promptly.” 

Says a foreword on Page 1, “It isn’t 
difficult for you to compete for some of 
this business. Intermediaries or agents 
are not necessary to obtain contracts 
from your Government. ... We are 
particularly anxious to have the 
smaller concerns continue to work with 
us. The Quartermaster Corps is cur- 
rently awarding more than 70 per cent 
of its contracts to small companies.” 

The Army contract award policy is 
summed up on Page 7: 

“After analysis of the bids received, 
contracts are awarded to the lowest 
bidders who have the facilities, ability 
and financial resources to complete 
them in accordance with the terms of 
the invitation, provided that the prices 
are reasonable.” 

Textiles, clothing and footwear are 
purchased through the New York 
Quartermaster Purchasing Office at 111 
East Sixteenth Street, New York 3, 
N. Y., from which copies of this pam- 
phlet may be had for the asking by 
those in position to benefit from it. 


To Publish Book on 


Economics of Tanning 


An early publishing date, probably 
sometime in October, has been set for 
a new book, Economics of Cattlehide 
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UNIFORMITY in Sterling Lasts means consistently 
finer appearance and more perfect fit in shoes made over 
them. It assures, too, instant acceptance, continuing sales and 
profit making volume for them. 


Showing in Conjunction with the Fashion Shoe Show 





Leather Tanning, by Dr. Merrill A. 
Watson, former executive vice-presi- 
dent of the Tanners’ Council of Amer- 
ica. 

The book will be published by The 
Rumpf Publishing Company, Chicago, 
aiso publishers of the weekly magazine, 
Leather and Shoes, and who have pub- 
lished a number of other books pertain- 
ing to the leather and shoe industries. 

Stressing the industrial economies 
involved in the production and distri- 
bution of hides and leathers, touching 


November 6-10 
ot our Show Rooms 


STERLING LAST CORPORATION 


335 EAST 27TH ST., NEW YORK 16, N. Y. 


CABLE: STERLAST 


cn tanning operations and the general 
overall picture of how the industry 
operates from raw material to the fin- 
ished product, the book contains 15 
chapters for a total of more than 250 
pages. 

Profusely illustrated with 10 charts 
and 162 tables, it is bound in brown 
cloth, has a hard cover, and is embossed 
with gold lettering. Economics of Cat- 
tlehide Leather Tanning is 8%x11 
inches in size and will retail for $7.50 
per copy. 











CYRIL SLATER 


OF 
BRITISH SHOECRAFT LTD. 


WILL BE AT THE 


NATIONAL SHOE FAIR 
CHICAGO 
BOOTH NO. 46 


EXHIBITION HALL 
PALMER HOUSE 


SHOE BUYERS ATTENDING THE FAIR ARE IN- 
VITED TO VISIT THIS BOOTH AND SEE THE NEW 
AND OUTSTANDING VALUES IN BRITISH SHOES. 


INCLUDING 
Hutton's famous '"PLAYBOYS' 
for men and women. 
‘BIRTHDAY’ Children's shoes 
Unique in fit and quality. 
‘DORCHESTER’ men's shoes for 


town and country. 














Old Firm Opens Store in New Community 





Chicago.—Mrs. John O'Connor, Sr., widow of the late John O'Connor, of 
O'Connor & Goldberg Shoes, Chicago, cut the ribbon at the recent opening of 
the firm's newest store in the Madison-Crawford shopping community. Also shown 
in the picture, left to right, are Walter P. Powers, community leader; Charles X. 
Clancy, president of the Garfield Park Business Men's Association; John O'Connor, 
Jr., president of the firm; Mosely Fischer, manager of the new store; and, beside 
Mrs. O'Connor, Richard G. O'Connor, the firm's vice-president. 
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NEW LOW PRICE! 
A-6 


FLIGHT BOOTS 


STYLE 





MADE ON U.S. AIR FORCE PATTERNS 





FIRST QUALITY SHEEPSKIN LINED THROUGHOUT! 
#D902C — Designed for wear with or without shoes! Luxuriously 
lined! Brown water-repelient Aqualac finish leather uppers, with 


waterproof Black rubber lowers. ZIPPER closures have leather 
thong pulls. Heavy non-skid tread soles. About 12” high. 


NEW? 
PERFECT 





ot 






1 Doz. Pr. 


Size Scale: 
6 MEDIUM 
6 LARGE 






IMMEDIATE DELIVERY! 


TERMS: NET 10 DAYS, F.O.B. N. Y. TO RATED FIRMS 
OTHERS PLEASE SEND CHECK WITH ORDER! 


HENRY MODELL & CO., INC. 


an 27: ee 2 2 2, 2 ee Oe a ee, Pe 





Carolina Travelers to Hold 
Show in Late October 


CHARLOTTE, N. C.—The Spring shoe 
show of the Shoe Travelers of the Caro- 
linas will be held here at the Hotel 
Selwyn on October 30 and 31, it has 
been made known by the group’s sec- 
retary-treasurer, Harry Cawn. The en- 
tire second and third floors of the hotel 
will be devoted to displays of women’s 
dress and casual footwear, men’s dress 
and work shoes, and children’s and in- 
fants’ shoes. Applications for space 
have been mailed to the entire member- 
ship, consisting of sales representatives 
of St. Louis and Southern manufac- 
turers; and 2500 invitations to attend 
have been mailed to buyers in North 
and South Carolina, Tennessee and 
Virginia. 

At the same time, and in the same 
city, there will be the regular Spring 
style shows sponsored by the Carolina- 
Virginia Fashion Exhibitors and the 
Southeastern Fashion Mart. 





Clothing Store to Sell Shoes 


PICAYUNE, Miss.—A shoe department 
has recently been added by Lane’s 
clothing establishment. The firm is op- 
erated by W. L. Moseley, and is located 
in the New Ritz Theatre building. The 
shoe department carries men’s, women’s 
and children’s footwear. 
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A. W. Berkowitz Chairman of 
210 Associates Banquet 


Boston—A. W. Berkowitz, treasurer 
of the Bourque Shoe Company, Ray- 
mond, N. H., has been selected as chair- 
man of the 15th banquet and entertain- 
ment of The 210 Associates, Inc., na- 





A. W. BERKOWITZ 


tional philanthropic foundation of the 
shoe, leather and allied trades. 

In announcing this appointment, 
James J. Molloy, president of The 210 
Associates, said: “Not only is this af- 
fair the fifteenth banquet of the asso- 
ciation, but it is also the celebration 
of the tenth year since the founding of 
this philanthropic organization. In 
1939, Mr. Berkowitz and a handful of 
other Boston shoe manufacturers and 
salesmen organized the ‘210’ on a local 
basis. Since then, the association has 
become national in scope and member- 
ship. 

“Another feature of this affair will 
be the awarding of the Second Annual 
T. Kenyon Holly Memorial Trophy to 
an individual in the shoe and leather 
trade for distinguished service to the 
industry.” 

The dinner, which will be held at 
the Waldorf-Astoria, New York City, 
on Monday evening, November 28th, 
will take place during the week of the 
Popular Price Shoe Show of America. 
Because of the heavy demand for tickets 
to this event, applications for tables 
were mailed early in October to all 
members and advertisers of ‘The 210’ 
Year Book. 


Says 80 Per Cent Have Foot 
Trouble Early in Life 


BINGHAMTON, N. Y.—Eighty per cent 
of all Americans have some kind of 
foot trouble before they are 21 years 
old, Mrs. Lynn Stratton of New York, 
medieal editor of Film News, told the 
Southern Tier Division of the State 
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#52301... .“Tosey”... 
in clear, lustrous red, blue 
or green kip. 

Widths A and C, $3.00. 
A fast selling $5.00 retailer. 


THere are leathers and 
leathers... all prices, all grades. 
When you buy Daniel Greens, you 





buy quality ...not only in the leather, but 
in the detailed painstaking workmanship. This 
particular scuff is made in a long wearing special 
tanned kip, beautifully soft and pliant, satin lined, 
with a luxurious velvet sock. Stock it for Christmas 
selling, when your customers want the best! 


Dail 










We'll see you at the 
FAIR in Chicago, 

Palmer House—Rm. 886 
Oct. 31st thru Nov. 3rd 


COMFY SLIPPERS 


DOLGEVILLE « 





Podiatry Society at a recent meeting 
in the Arlington Hotel here. 

Surveys in New York schools and in 
other localities show that 76 per cent 
of all 15-year-old children have foot 
ailments, Mrs. Stratton said. She urged 
the podiatrists to sponsor community 
foot care programs, declaring that edu- 
cation in the elementary principles of 
foot hygiene is the responsibility of the 
podiatrist. 

“The Walking Machine,” a foot 
health film produced by the American 
Foot Care Institutz, was shown to the 


group. The film shows how ailing feet 


affect posture, cause fatigue while 
working, accidents and psychological 
upsets. 


Resigns to Open Own Stores 


CHARLESTON, W. VA.—Melvin Scherr, 
manager of Arnold’s She Store, Capi- 
tol Street, has resigned to open several 
retail shoe units for himself. He has 
been succeeded as manager by Al Weiss, 
who came to Charleston from Cincin- 
nati, Ohio, where he was connected with 
the Forsythe Shoe Stores. 
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@ With 55 years of shoe making skill behind us, we 
do not change infants styles—just for the sake of 
change. We are aware of our responsibility to 
dealers, porents and children. Thus, we present on 
improved construction that gives tender feet FULL 4 
HEEL ROOM ond NO PUSHING OF TOES FOR- 
WARD. A pleasing new style that will bring you 
PLUS sales. 
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Manufacturing and Markets 
[CONTINUED FROM PAGE 252] 


many weeks. The reasons: Orders and reorders during the 
past eight weeks have been brisk. The styling of next 
Spring’s lines has taken shape as planned. Samples have 
been made up and high hopes are felt for the coming 
months. Manufacturers have concluded, and they say that 
many of their retailers have reached the similar conclusion, 
that prices are likely to remain pretty much near their 
present level for the forseeable future. 

Devaluation of British and other foreign currencies, a 
spot consensus of shoe manufacturers reveals, is not an 
occurrence for which there is likely to be immediate re- 
verberations. Prices are not likely to be affected for many 
months, if at all, spokesmen for the shoe industry have in- 
dicated. And the acceptance of this belief at both manu- 
facturing and retail levels, even several weeks before de- 
valuation of foreign currencies, has had not only a stabiliz- 
ing effect, but a stimulating effect on sales volume. 

With more confidence in the future, shoe merchants have 
loosened up somewhat on their restrained buying which was 
characteristic of the first two-thirds of the year, say manu- 
facturers, and the results have had a therapeutic effect on 
the consumer, the shoe dealer and the manufacturer. The 
consumer and the shoe dealer both have benefited by better 
balanced inventories, shoe producers point out, because the 
latter are conducive to more sales. And the increased de- 
mand has been passed along to the source of supply with 
the result that production, in-stock departments and dis- 
tribution all have been stepped up. 
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FASHION PICTURE 
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in the big $7-9 
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With a strong Style- 
wise line in medium 
heels. Beautiful 
walking shoes with 
every arch feature 
plus exclusive Heel 
Gripper features. 
Every shoe light- 
weight littleway 
sewed. 


Write for NEW 
In Stock folder. 





Black Calf, 
Elasticized quarter 
Widths AAA thru D 
Sizes 4 thre 10 





In fact, reports current in the market are that manufac- 
turers with in-stock departments have been doing a “ter- 
rific” business the past two months. An over-all complaint 
of the market, however, is that deliveries would be greatly 
improved, if they were placed farther in advance. 





New Patterns in Distribution 
[CONTINUED FROM PAGE 273] 
ditions are so different beyond the heart of the city that 
mistakes are frequently made by such procedures which 
may require months and even years to rectify. To prevent 
such mistakes, it is advisable to obtain statistical data on 
similar stores under similar conditions. 

Before planning. establish the following questions: 

1. What merchandise shall be included or excluded? 

2. What will be the gross volume? How much gross 
floor space required? 

3. What is the potential volume for each department? 
what departments will need more accent? 

4. How much floor space will be required for each de- 
partment? 

5. Will centralized work room be possible? What meth- 
ods will be adopted for centralizing display department. 
advertising. personnel training, credit control, stock rooms. 
buying, office, etc.? Some operations may be centralized in 
the branch store, others in the parent store. depending on 
available space and communication facilities. 
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Cops Issue Tickets, Fix Them, 
And Shoppers Are Happy 


ELwoop, INp.—Merchants of Elwood, 
including Allen’s Shoe Store and Klein’s 
Shoe Store, are operating a “Courtesy 
Nickel Parking Meter Plan” which is 
building a great deal of good will for 
the city and the city’s retail stores. 

The plan was started for the purpose 
of utilizing parking meter space to the 
best advantage and to build good will 
among out of town and local shoppers 
at the same time. It is accomplishing 
this purpose, according to John Klumpp, 
manager of the Elwood Chamber of 
Commerce. 


This is how the plan works: The 
police officer who checks the cars parked 
at meters issues a violation ticket in 
the usual manner, and in addition 
places an envelope under the windshield 
wiper, and also inserts a nickel in the 
meter if the car is parked overtime. 
This, of course, eliminates the usual 
fine for over-parking which amounts 
to $1.00. 


The violator may take the violation 
ticket and the courtesy nickel envelope 
either to the city clerk’s office, or the 
police department. Or, by placing a 
3-cent stamp on the envelope (he need 
include a nickel only if he so desires), 
he can mail it to the Retail division, 
Elwood Chamber of Commerce, which 
furnished the nickels that started the 
plan. 


The Chamber of Commerce then turns 
the envelopes over to the police depart- 
ment and this releases the violator 
from a $1.00 fine. Mr. Klumpp reports 
that many violators mail the envelope 
rather than go to the city clerk’s office 
or the police department. 

The courtesy nickel plan, says Mr. 
Klumpp, is resulting in a better observ- 
ance of paying for parking space with- 
out dissatisfaction on the part of the 
user. The police department likes the 
plan because formerly violators came 
to the police desk very much chagrined; 
now they appear at the desk with a 
smile and approval. 

The courtesy nickel fund has not only 
maintained the plan for Elwood, but 
it has also provided the money for the 
envelopes used. Merchants think this 
is a very inexpensive way to handle a 
vexing parking problem and also a fine 
way to build good will. 


New Store Opened in South 


SPARTANBURG, S. C.—The Miller 
Shoe Store, a new retail establishment 
for the Hub City, has just opened for 
business at 142 North Church Street, 
in the heart of the downtown business 
district. Joseph W. Miller, a veteran 
of 30 years in the shoe business, is 
proprietor of the new store. 

Mr. Miller came to Spartanburg 
from Greenwood, S. C., where he oper- 
ated a shoe store for a number of years. 
He is a native of Durham, N. C. 
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Chain-Wide Promotion Held 


Dopce Ciry, Kans.—Virtue Stores, 
retail specialty store chain which han- 
dies shoes and clothing, celebrated its 
17th birthday anniversary with a two- 
week promotion in its twenty-two 
stores. The first store was opened here 
by W. W. Virtue. General offices are 
in Wichita. 

During the event, many timely items 
purchased especially for the anniver- 
sary were offered to customers. 

After the close of the birthday event, 


two big employee picnics were held, 
one in Texas, the other in Kansas. 





Buys Out Partner 


DETROIT—Aloysisus A. Zoltowski has 
taken over sole ownership of the 
Valerie’s Boot Shop on the West Side, 
at 7409 Michigan Avenue. Mr. Zoltow- 
ski has bought out the interest formerly 
held by his partner, Chester Merrick, 
for the last three years. The store 
eaters to a general family trade, but 
specializes in young women’s lines. 
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THANK YOU 


for your splendid response to 
our Sept. Ist “AD” in the 
Recorder, on our fine 


Lustre-Lite Horns 


the modern plastic horn that 
\ does so much for you in 
EVERLASTING REMEM.- 
\ BRANCE ADVERTISING. 


A horn that your customers 
cost to you per pair of shoe 


ing value is BIG. 
\ Over 200 new customers add- 
\ ed to our list of pleased 
\ customers. 

Your name and address em- 

bossed, one or two lines only. 
} Assorted colors to each cross 
/ carton 


/ 





5 gross lots $5.50 gross 
10 gross lots 5.00 gross 
25 gross lots 4.50 gross 


Actual Size 


STERLING WORTH, INC., MERS. 


#225 N. GREEN ST. : 





will value and appreciate. The | 


sales is SMALL: the advertis- 





CHICAGO 7, iLL. | 





ROCHESTER 
SHOE KEEPERS 


AT THE 





NATIONAL SHOE FAIR 
=> BOOTH 82 


PALMER HOUSE 


EXHIBITION HALL 


See... 


MODERN STYLING 


of Shoe Trees in 


NON-SEALING FINISHES 


e To insure absorption of moisture from shoes 


ROCHESTER SHOE TREE CO., Inc. 
ROCHESTER 4, N.Y. 














Merchandising Effectiveness Hightlighted in Chicago Store 





A unique identification of the new children's department 
in the Fair Store, Chicago, is the series of two-foot-square 
plastic blocks in the wall. These are illuminated and re- 
volve. As each side of each block revolves to a position 


parallel with the wall, it stops. This action takes place 
simultaneously with each of the blocks. In the stopped 
position, they show large letters spelling out the trode 
name as well as several other advertising messages. 





CuHicaGo.—The Fair Store of Chi- 
cago has announced the formal open- 
ing on October Ist of two extensive new 
shoe departments for children’s and 
teen-age footwear, embodying the lat- 
est developments in consumer appeal 
and merchandising science. The chil- 
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dren’s department will be devoted ex- 
clusively to the sale of Buster Brown 
shoes for boys and girls; the teen-age 
department will sell only shoes carrying 
the same name. 

In connection with the opening, the 
auditorium of the Fair Store was the 


scene of the fifth anniversary broad- 
cast of the Buster Brown radio pro- 
gram. 

The Fair’s new departments are be- 
lieved to be the largest and most mod- 
ern of their type in Chicago. They 
utilize 3,000 square feet of sales and 
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stock space, with rooms for one hun- 
dred fitting chairs. 

In addition to its particular atten- 
tion to customer appeal, these depart- 
ments are also a product of extensive 
research and practical experience in 
merchandise engineering and merchan- 
dise architecture. Designed by Harold 
C. Moore of Brown Shoe Company, the 
departments are designed with the fact 
in mind that sales expense is the largest 
single cost element in the average 
store’s operation. 

Extensive time studies were con- 
ducted, and used as the basis of de- 
sign factors incorporated for the pur- 
pose of reducing sales floor to stock 
floor time to a minimum. Besides sav- 
ing operating costs, the result of these 
studies has also been to render faster 
and more efficient customer service. 

This increased merchandising and 
sales efficiency was attained by paying 
particular attention to the proximity 
of stock to the sellng areas. Time 
studies were made of sales people to 
achieve this result. Vertical shelving 
has also been utilized to maximum ca- 
pacity, using a new adjustable metal 
shoe shelving which provides a max- 
imum number of shoe cartons at an 
easily reachable height. 

By these improvements, the stock se- 
lection time of sales personnel in the 
children’s department has been re- 
duced 34.3 per cent, and the walking 
time to and from stock shelves reduced 
26 per cent. In the teen-age depart- 
ment, stock selection time was cut by 
50 per cent, and walking time to and 
from the stock area was reduced by 70.1 
per cent, as compared with sales time 
required in the old departments. Cen- 
tralized wrapping facilities also speed 
up customer service and reduce sales 
costs. 

The wall areas are not used for dis- 
play niches. Instead, the walls are util- 
ized for brand identification and ad- 
vertising, all shoe display being cn 
double deck, illuminated displays in the 
front of the departments. These dis- 
plays are placed at the entrances to 
the departments, in the main traffic 
lanes, where customers can convenient- 
ly examine shoes. These displays are 
also uniform in size and design, giving 
continuity and harmonious sales power 
to the general appearance of the de- 
partments. 


Store to Carry Women’s 
And Children’s Shoes 


CHATTANOOGA, TENN.—The new Del- 
scn Shoe Store, 712 Market Street, held 
its formal opening recently. Alfred 
Green is manager. A feature of the 
new store is air conditioning. 

Mr. Green is a native of Chattanooga 
and has been in the retail shoe busi- 
ness since early manhood. For the last 
17 years he has been manager of the 
shoe department at Loveman’s, Inc., 
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BETZY CROSS leads the field 
in VARIETY of STYLES! 


(The greatest selection of juvenile shoe 
styles in the country — over 100 refresh- 


ingly different numbers, uniquely styled 


to please parents and children alike.) 


no obligation! 






- & 
INLAY TWO STRAP 
Childs & Misses 

| Brown elk w/brown suede inlay, 
| Wine elk w/wine svede inlay 


of attractive styles .. 





Yes, follow the leader and YOU profit in many 
ways! You choose from a tremendous selection 
. you order what you 
need, as fast as you need it... you get a popular 
shoe that sells quickly and attracts new customers! 
DROP US A CARD TODAY ... just say “I'm 
interested in BETZY CROSS”. We'll show 


you the line and there'll be absolutely 





Infonts, Chiids, Misses, Sr. Misses 
Brown suede, Bive svede, 
and Brown elk. 


Infants to retail about $4.95 


Childs, Misses and Sr. Misses about $5.50 to $6.50 


BETZY CROSS DIVISION OF: 


WEARWELL SHOE COMPANY 
138 DUANE ST. * NEW YORK 13,N. Y. 





here. Women’s and children’s shoes are 
carried. 


Shoe Store Planned 


CHARLOTTE, N. C.—Peekaboo Shoe 
Store, Inc., of this city, has just re- 
ceived a charter from the Secretary of 
State to sell shoes. Authorized capital 
stock is $100,000. Sam Goldstein, Abe 
Goldstein and Louis Schlanger, all of 
Charlotte, were listed as the incorpora- 
tors. 





New Store Will Be 
Air-Conditioned 


BINGHAMTON, N. Y.—The Parlor 
City Shoe Co., now at 40 Court Street, 
has started an extensive remodeling 
job at 44-46 Court Street where the 
store will be located in November. Now 
in a single store, Parlor City will oc- 
cupy a double store after the move. 

One side will feature women’s shoes 
and the other men’s footwear. Both 
will be air conditioned. 
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in the Best Maine Tradition 
For Men and Women... 






See Them 

HOTEL STEVENS 
1013-A and 1056-A 

NATIONAL SHOE FAIR 


Popular shoes at popular prices, both hand- 
sewn and machine sewn moccasins in Style 
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BANGOR, MAINE 









able white, $3.00 


fabric, $3.60 


(Example 1220-Al). 
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Thayer McNeil, Boston Store, 
Changes Ownership 


Boston.—Ownership of one of the 
country’s best known, high grade family 
shoe stores changed hands here recently 
when A. D. Bourneuf and William F. 
Donovan, Jr., took over from Gordon 
McNeil the controlling interest in the 
Thayer McNeil Company, whose Tem- 
ple Place store has been a rendezvcus 
for years of men, women and children 
intent on getting the best in footwear. 
There is also a branch store in Welles- 
ley, Mass. Mr. McNeil has been forced 
by ill health to relinquish control of 
the business established many years 
ago by his father. 

Mr. Bourneuf has been elected chair- 
man of the board and general manager 
of the store’s operations. Harold Mc- 
Neil, another son of the founder, re- 
mains as president, as does A. S. 
Schaller as vice-president. Mr. Dono- 
van, whose home is in Toledo, O., has 
been elected treasurer. 

Mr. Bourneuf, well known in the shoe 
industry, was connected for some time 
in a sales capacity with the old Ban- 
croft-Walker Company, and later with 
the Foot Delight Shoe Corporation, to 
which its name was changed after the 
death of Mr. Bancroft and the sale of 
his company to Louis H. Salvage. 
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It is understood that no immediate 
changes in store personnel are contem- 
plated by the new owners. 





Increased Demand for Shoes 
Noted in Up-State New York 


ExvmirA, N. Y.—Local shoe retailers 
noted a pleasing. upsurge in business 
during early September. A combination 
of favorable factors strengthened the 
belief that the improvement was more 
than a flash in the pan. Cooler weather 
came; slackening industrial layoffs im- 
proved consumer buying sentiment; and 
back-to-school buying crowded many 
shoe stores. 

Calculated to have a more perma- 
nent effect upon shoe business here dur- 
ing the next few months has been a re- 
adjustment of retail stores to meet a 
highly competitive situation. Gorton’s, 
which recently closed its children’s shoe 
department, has leased its women’s shoe 
section to Nusrala-Bowen of St. Louis. 
Julius Epstein, owner of the Shoe Cen- 
ter, is about to close that store because 
of inability to renew the lease. The 
shoe department of the Cameo Shops 
has been closed after a year’s trial. 
The Bootery, recently acquired by new 
irterests, is expanding its lines in upper 
price brackets. 

Clearance and reorganization sales 


RTY FLATS 


Style 1220 —Dyeabie white linen, 
$3.00 

Style 1221 —Satin in biack or dye- 
Style 1224—Gold or silver metallic 


Also available in 6 /8 outside leather 
heel, add Al to wedgie style nos. 






Oak leather sole and heel lift. 

Style 20 —Dyeable white linen, $2.85 

Style 21 —Satin in black or dyeable white, $2.85 
Style 22—Smooth Leather black or white, $3.00 
Style 24—Gold or silver metallic fabric, $3.00 
Style 25—Genuine 24-karat gold kid or silver kid, 
$4.50 

Also with soft retan leather sole. 

Style 70 —Dyeabie white linen, $1.85 

Style 71 —Satin in biack or dyeable white, $1.85 
Style 74—Gold or silver metallic fabric, $2.35 
Style 75—Genuine 24-karat gold. kid or silver kid, 
$3.45 


There is a service charge of 15c per pair on or- 
ders for less than 12 pairs of a style; 25¢ on 3 
pairs or less. Terms — Net 30 days. All styles (Qoyryrrzererze 
available in 5/10, N; 3/10 M. ORDER NOW! Bapcnre 


PRIMA, Ine. 


705 Ann Street, Columbus 6, Ohio 






have reduced shoe stocks to such an ex- 
tent that a few stores are short of 
needed merchandise, due to delay in 
placing orders. This situation is not 
general, however, and most stores have 
plenty of shoes in stock. 

For Fall wear, customers are buying 
many pumps and opened-up shoes. Me- 
dium heels appear to sell the best. but 
there is demand for both high heels and 
flats. Baby doll pumps continue in de- 
mand in inexpensive footwear. 

Black, of course, is the most wanted 
color. Browns have come back with a 
rush, blues are going very well, and 
there is a steady call for green. Shoe 
men also expect wine to be good here 
later this Fall. 


Chain Sold to Chain 


SEATTLE, WASH. — Fenton Winans, 
owner of a chain of shoe stores in the 
Northwest, has sold his interest to 
Jeraulds, who also own other shoe 
stores. 

The Winans’ stores include Baxter’s 
Fifth Avenue store, and shops at Rich- 
land, Auburn, Longview and Tacoma. 
Wash. The Jeraulds have shops at Mos- 
cow, Idaho, and at Hills in Spokane. 
The personnel at Baxter’s will remain 
the same. 
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Covered-Up Flat Look Wanted 
On West Coast 


SoUTHERN California. where even during the foggy. 
rainy days of Autumn almost two of every ten shoe sales | 
is a casual, is stressing the flat covered-up look in blue, | 


blue. blue. 
Navy suede led. in that order. black, brown, and red for 
the favor of UCLA collegiennes at Bullocks Westwood. The 


heavy campus shoe of yesteryear has given way to the flat _ 
wedge pump and to that whirlwind candidate. the square | 


dancer. 
Square dancers and the pert and pliable Pixie Boot share 
casual honors at Innes, Southland shoe chain. 


It was navy blue again at the Broadway Department | 


store, with a trapunto sabot the number one casual. A. E. | 
Schmidt, Broadway shoe buyer, noted that sales of casuals | 


were well ahead of last Fall. This, he believes, is no fad, 
but rather an indication of a new buying habit: women, 
who like the comfort of casuals, are beginning to accept 
them as a year-round style. 

Hand-tooled natural saddle leather is being promoted by 
Mandel’s to accessorize Western fashions in their Wilshire 
Boulevard and Hollywood suede departments. Casuals are 
increasingly important in the Tall and Smart departments 
for the added support they provide for the larger woman. 

Footnote to tweed fashion is the soft, flat, and very much 
closed shoe, reports Gude’s. The open toe, sling type has 
given way to the Winter casual. Phil Mashburn, buyer. 
reveals that Gude’s is trying to encourage this seasonal 
approach to the purchase of casual footwear, inasmuch as 
it insures an added Fall sale. 

“T feel,” he adds, “we may have overdone the carefree 
look. I hope the current trend indicates a return of a 
tailored, smarter low shoe with 8/8, 10/8 or 12/8 heels—a 
comfortable shoe that looks like a shoe.” 


Shoe Man Made Executive of 
Women’s Specialty Store 


DucLutH. Minn.—William Pharoah, well known in retail | 


shoe circles here as well as in other parts of the country, 
has been made assistant manager of the M. C. Albenberg 
Company, which operates a women’s specialty clothing 
store here. In addition, Mr. Pharoah will manage the 
shee salon. Announcement of the zppointment was made 
by Fred B. Albenberg. 

Mr. Pharoah has been in Duluth for 17 years as manager 
of the shoe department in another store. prior to which he 
was associated at various times with several stores in 
Minneapolis. 


Dollar Off on Birthday 


CotumsBus, O.—Minor’s Shoe Store. at East Broad and 
Third Street, recently celebrated its 13th anniversary by 
offering a $1 per pair discount on every pair of shoes in 
stock. 


Shoe Salon Opened 


Youncstown, O.—Livingston’s. women’s ready-to-wear 
store here, announced recently the opening of an exclusive 
shoe salon. featuring footwear at $7.95 to $32.95. 
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THE 
© Tru-Shu 
CASUAL 


NOW MADE BY 


FOOT CARESS SHOES, »«. 


37 Canal St., Rochester 3, N. Y. 


{A Division of W. B. Coon Co.) 












STYLED in the Casual manner... 
LASTED like a Regular Shoe... 
and featuring CUSTOM-SIZING: 


Lengths up to 12... 
Widths AAAAA to E 











Here's a rich new profit-line for dealers 
whose customers want casual-looking, 
casual-feeling shoes for ‘roundabout use 
but cannot do without the support given 
only by regular shoe-lasting. 

Dealers already stocking ‘‘CRIK-ETTS"’ find 
they sell as readily to “Miss 16°" as they 
do to “Mrs. 60." 
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IN STOCK FOR IMMEDIATE DELIVERY 


204 Black Calf 
205 Medium Brown (553) Calf 


AAAA to C—3'2 to 10 y 








National Shoe Fair, Chicago 
Palmer House, Rooms 750-751 


General Sales Office: 47 West 34th St., New York 
GRAY BROS. SHOES, INC., SYRACUSE, N. Y. 





| Set (With Guns). 5 Color Comb.: 


| No. 286—Gold-Plated Sr. 
| Gun. $16.00 Doz. 


No. 275—Cowboy Gun. 










| 


JUVENILE BOOTS WITH MATCHING COWBOY 
—- 



















BELT AND HOLSTER SETS. $3 60 
STYLE 300 — Genuine Leather s 
Single Holster Set (With Gun). PAIR 


Cut out Designs $36.00 Doz. 
STYLE 2300 — Double Holster 


Black, White, Burgundy, Red, 
Green. $48.00 Doz. 
No. 250—Texan, Jr. Gun. 
$8.00 Doz. 
No. 285—Texan Sr. Gun. 
$12.00 Doz. 





$19.00 Doz. . 
SPURS: No. 1301, $10.80 Doz.; No. 1305, 
$14.40 Doz. 
BOOTS of Fine Brown Eik Contrasting 


Uppers 
Full Sizes 8-13 and 1-3; STYLE 4503, 
Burgundy; STYLE 4504, Red; STYLE 
4505. Green. 


SERVICE MANUFACTURING CO., INC. 





120 EAST 16th STREET » NEW YORK 3,N. Y. 








Avenue, also in Detroit, but sold it 
about four years ago. 





Shoes Displayed on Pencils 


BuFFALo, N. Y.—L. L. Berger, Inc., 
women’s apparel store, ushered in its 
back-to-college shoe promotion with an 
eye-catching window display built 
around simulated slates and giant size 
pencils. Casual shoes were featured in 
the display, being spotted on the big 
pencils and on top of the slates. 

Card copy read: “See Berger’s col- 
lection of college wardrobe shoes that 
give each costume its meaning.” 





Fire-Damaged Store in 
Temporary Location 
ToLepo, O.—A recent fire which badly 


Chicago.—Modern sculpture was used recently as a background theme in both 4.ma ged the building occupied by 


advertising and window displays for "sculptured" 


shoes by Joseph Salon Earl’s Juvenile Shoe Store and three 


Shoes, Chicago. The promotion was timed to coincide with an exhibition of ieee: heiatiene enabled ge ys 
modern sculpture showing at the Chicago Art Institute, and the sculptured piece Se en Seer. ae P 
600 block of Adams Street, in down- 


“The Lady" by Laura Slobe, was reproduced in window displays and advertise- 


ments. 


town Toledo, did not interrupt pre- 
school business for long. 





Earl’s opened in a temporary loca- 





Suburban Store Sold 


DeEtTrROIT—Carey’s Shoe Store, oper- 
ated at 224 West Nine Mile Road in the 
North End suburb of Ferndale, has been 
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bought by Norman Noble of Akron 
Ohio. The former owner, J. Carey Ger- 
man, is retiring because of poor health. 
He formerly operated another store 
under the Carey name on East Jefferson 


tion at 424 St. Clair Street, seven days 
later, with a complete new stock. 

Stock and fixtures of the shoe store, 
owned by Earl Schwartz, were insured 
for $18,500. 
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Leather Market Is 
Active; Prices Up 


CHIcAGO—The leather market is 
generally firm and quite active. Cur- 
rency devaluation has had little effect 
on trading and has failed to check the 
upward price spiral of domestic 
leathers. Actually, nothing has yet hap- 
pened to change the picture at home. 
The trade is doing business on facts, 
rather than suppositions. In other 
words, it is making any effect of deval- 
uation prove itself and is taking noth- 
ing for granted. 

In the meantime, sole leather tan- 
ners particularly are jubilant. A few 
months back, they were very hard 
pressed. Now they can dispose of every 
type of sole leather on hand, and at 
premium prices for the better tannages. 
Business in sole leathers is picking up 
all along the line. The prices on both 
finding and factory bends are firm. 
Many tanners are cleaned out of bellies 
and heads, and where they are avail- 
able, they bring a good price. There is 
a shortage of many types of offal. The 
present changing market finds buyers 
active and dealers asking more for 
leathers that are in short supply. 
Whether the recent upsurge in trading 
is due to the entrance of speculators 
into the market or whether business is 
genuine, nevertheless there is a real 
market for leathers of almost every 
kind and description. 


Buyers Asking Prompt Delivery 


Buyers are all chanting the same re- 
frain, “prompt delivery,” but actually 
few are getting their leather that fast. 
Shipment in two weeks is more gen- 
erally the rule, and often it is longer. 

Increased demand for calf leathers 
is a hopeful sign to tanners. Despite 
price increases of several cents, shoe 
manufacturers continue to place sizable 
orders. The heaviest demand is for the 
lighter weights, but business is also 
better in men’s weights at prices that 
are stronger. A tight rawstock situa- 
tion in calfskins indicates that calf 
leather prices are apt to hold at cur- 
rent levels for a few weeks. Color is 
the big thing in women’s weights. Blues, 
greens, dark browns, and reds all move 
well. 

The side leather market is slightly 
stronger. Demand continues. Work elk 
is more active despite prices that are 
a trifle higher. There is a fairly good 
market for corrected extremes and full 
grain kips are moving moderately well. 

Black is very apt to carry through 
as an important Spring color, for black 
kid has sold extremely well in both 
suede and glazed. However, some busi- 
ness is being done in browns, blues, and 
some shades of red and green. Slipper 
manufacturers are buying heavily for 
the Christmas season, and slipper kid is 
selling in all the colors of the spectrum. 
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GRINNELL SPORT 
_ WELTS SOLVE MANY 
DEALER PROBLEMS! 


You can take the head- 
aches out of one depart- 


ment if you feature Grinnell Sport Welts. 


sized at frequent intervals. 


is no danger of costly clearance sales. 





The popularity of these 
shoes with ’teen and college girls continues through season after 
season. 

Order Grinnell Sport Welts from warehouse stock for immediate 
delivery. This gives you a practical, hard working stock that may be 


Your working capital is freed. There 


Profits go up. 


WRITE FOR PRICES AND SAMPLES TODAY 


' 


(Srtnneld SHOE COMPANY 


GRINNELL, IOWA 
MANUFACTURERS OF WOMEN'S AND GIRLS’ SPORT WELTS 





There appears little likelihood of eas- 
ier prices even in the split leather mar- 
ket. Tanners report prices are holding 
firm. Retan sole splits are rather ac- 
tive; work shoe splits move well; and 
there is good demand for finished lin- 
ings, with a number of volume sales 
taking place. Gussets, too, are active. 

Lower domestic and foreign skin sup- 
lies threaten to keep the sheep leather 
market in a tight situation. Russets 
sell well, and there is fairly good de- 
mand for shoe linings. The growing 
demand for lower-price shoes is re- 
flected in a firmer market. 


New Schiff Store to Open 


SouTH BEND, IND.—Schiff’s will soon 
open a new shoe store at South Michi- 
gan and Wayne Street, featuring foot- 
wear “From Factory To You.” The 
two storerooms at the corner are being 
remodeled into one much larger room 
for their new store. Burdeen’s Shoe 
Store, formerly at that address, will 
open in a new one-story building now 
under construction, the second store 
north of the corner location at South 
Michigan and Western, about December 
Ist. 
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Men's Brown Leather 


Profitable Cool Weather Promotion Svein dp. Fi Sheer 


SHEEPSKIN ne 











| | Rubber Heel. 
4811—-Men's Nat- $3.00 
ural Sheep i 
casin Loaf 


















POWELL & CAMPBELL, INC. 


: 5 Brown Caner | 4809 Men's 
> a a gh Natural | | Quarter and Mud-| Burgundy 
% ral I Cuff, Leather Sole, | guard, Leather; Leather 
* Rubber ‘Heel. ‘ Sole, Rubber Heel. | Sheps kin 
: oe _ Opera. Fu F 
ee ~~... $3.25 a $3. 50 Sheeps kin 7 M —_ a 
“ | Lining. Natura! 
‘ 4801 — Women’s | a 
Natural Sheep Leather aeera, 
4 Bootee. — r= Heel Brown Elk 
’ 3 ‘ Quarter. 
Cookies $3.00 & F ull Sheepskin 
Sole, Rub- Mt ng RY ny 
ber Heel. | Sole, t Heel. 
=. } io 
ee 95.00 Men's Sizes: 6 to 13 Full Sizes 
NET 30 DAYS Women’s Sizes: 5 to 9 Full Sizes 





TELEPHONE: 


WOrth 2-5425 


122 DUANE STREET, NEW YORK, N. Y. 


Let these sheepskin lined slippers build 
holiday and Winter long business for you. 











THANK YOU 


Hi! Jackson: 





MERCHANTS U.S.A. 


Some playshoe season—profits and happy customers. 
Would like to have sent you some of Bing-Cooper, Inc., 
Altoona, Pa., ““Play-Rounder” Casuals you requested but 
needed all I had. Believe me I won't be caught short 
again. How about meeting me with the boys in Suite 


Kee 














David R. Kreider 


ANNEVILLE, Pa.—David Robert Krei- 
der, son of the late A. S. Kreider, foun- 
der of the A. S. Kreider Shoe Company 
of Annville, died suddenly from an em- 
bolism recently at the Lebanon Sana- 
torium in Mt. Gretna, Pa. 

He had succeeded to the presidency 
of the company following the death of 
his father and had been active in its 
management until several years ago 
when illness forced him to retire. 

Mr. Kreider, who was 61 at the time 
of his death, received his advanced edu- 
cation at Lebanon Valley College and 
Yale University from which he gradu- 
ated and after which he became asso- 
ciated with his father in the shoe busi- 
ness which bears the Kreider name. 

He was an active clubman and held 
membership in the Yale Club, New 
York City, as well as the Lebanon 
Country Club, the Quentin Riding Club, 
the Steitz Club and the Lebanon Lodge 
ot Elks. He was also a member of Mt. 
Olivet Lodge of the Masonic fraternity. 

In addition to his mother, he is sur- 
vived by his widow and the following 
brothers and sisters: Aaron, Elizabeth- 
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town; Henry, Annville; Clement, Har- 
risburg; Howard, Annville; George, 
Lebanon; Mrs. Elizabeth Boger, Wash- 
ington, D. C.; Mrs. Cyrus K. Eckert, 
Lebanon; and Mrs. William H. Harris, 
Washington, D. C. 





Robert P. McElwain 


MARSHALL, Mo.—The superintendent 
of International Shoe Company’s plant 
here from 1917 to 1946, Robert Pear- 
son McElwain, 69, died recently after 
an illness of three years. 

Mr. McElwain also had been operat- 
ing head of International plants at 
Sweet Springs, Windsor and Higgins- 
ville, Mo., as well as of the cutting room 
at Carrollton, Mo. 

Surviving him is his widow, 
Jane Welsh McElwain. 


Mrs. 





Everett F. Combs 


EVANSVILLE, IND.—Everett F. Combs, 
71, founder of the Combs Shoe Com- 
pany at 219 Main Street, died recently 
at the Welborn-Baptist Hospital here, 
where he had been a patient for two 
weeks. 


Farry y 


Your Sample Shoes 
Looking NEW 


Custom-fitted Fairy Shoe Forms fit 
your samples perfectly, 
looking brand-new. 

Light weight —no excessive bulk. 
Flexible — easy to insert and remove. 











keep them 









735-A rey Lone Stevens Hotel, Oct. 31st-Nov. 3rd Scena wishe, adie ond alee Ger 
lo see the unusual as usual: men’s, women’s and children’s shoes. 
Regards, Sam. IN CANADA: United Last Co. Ltd. 
ALSO at New York, Nov. 27th-Dec. Ist. P.O. Bex 3000, Montreal, P.Q. 
attending both shows— 
BUD BING 6. O. LEVY N. SACHS SHOE FORM CO.INC., AUBURN, N. Y. 


Mr. Combs 


Born in Bridgeport, IIl., 
was active in the shoe business in Vin- 
cennes, Ind., for many years. He came 
to Evansville in 1927 to establish the 
company with his son, Walter Combs. 


He is survived by his widow, Mrs. 
Nellie Combs; two other sons in addi- 
tion to Walter Combs; a daughter, one 
brother and one sister. 





James W. chpeaa 


ROCHESTER, N. Y.—James W. Phelan, 
68, engaged in the shoe business here 
for many years, died recently. He was 
a native of Rochester and had been a 
partner at one time in the old Jeremiah 
Field & Son Shoe Co. At the time of his 
death he was employed by the Elam 
Shoe Company. 

He was the brother of Harry Phelan, 
owner of Phelan Shoes, here. A daugh- 
ter and two sisters also survive. 





Edward S. Bomar 


CHARLESTON, S. C.—Edward Sloan 
Bomar, president of the Bomar Shoe 
Company, which operates stores in 
Spartanburg, Charleston, Macon, Ga., 
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and Salisbury. N. C., died recently of a 
heart attack at his home in Charleston. 
Mr. Bomar also owned and operated 
the Kerrison shoe department in this 
city. A native of Montmorenci, he was 
widely known in South Carolina retail- 
ing circles. 

Mr. Bomar is survived by his widow, 
Mrs. Helen Elizabeth Bomar; a son, 
Edward S. Bomar, Jr., both of Charles- 
ton; two brothers, D. C. Bomar, of 
Ridge Springs. and Olin Bomar, of Co- 
lumbia; and a sister, Mrs. J. S. Jones, 
cf Ridge Springs, S. C. 


Paul Schechter 


BUFFALO, N. Y.—Paul Schechter, 43, 
operator of a shoe store at 1185 Broad- 
way, was killed in an automobile acci- 
dent near Old Bennington, Vt., re- 
cently. His son, Norbert, 15, was in- 
jured in the accident. 

Mr. Schechter, a native of Austria, 
came to Buffalo about ten years ago 
and opened a shoe store. He was a 
member of the Broadway-Fillmore As- 
sociation, the Greater Buffalo Shoe Re- 
tailers Association and Congregation 
Beth Abraham. 

Surviving are his widow, a son and 
daughter. 


Herbert B. Emley 


WILKES-BARRE, PA.—Herbert B. Em- 
ley, widely known in the industry and 
recently employed in the Thrift Shoe 
Store here, died suddenly recently at 
the age of 69. Death came at his home, 
6C North Main Street, this city. 

At various times, Mr. Emley was in 
the export-import business; the whole- 
saling business with headquarters in 
Philadelphia; and a manufacturing 
business in Derry, N. H. 

He is survived by his widow and one 
son who lives in Philadelphia. 


Ernest E. Tramp 


NoRTH PLATTE, NEBR.—Ernest E. 
Tramp, 82, pioneer shoe merchant here, 
died recently in a local hospital. He 
came to this community at the age of 
16 from his native Germany, and his 
first job was with Col. William F. 
(Buffalo Bill) Cody. 

In 1928. Mr. Tramp purchased a 
building and opened a shoe store, con- 
tinuing to operate it with his two sons, 
Arthur and Herbert, until September, 
1948, when they sold out. In addition 
to his two sons, he is survived by three 
sisters, three grandchildren and two 
great-grandchildren. 





Otto H. Bluhm 


CuicaGo—Otto H. Bluhm, treasurer 
of the Chicago Shoe Club, died recently 
after a brief illness. Mr. Bluhm, who 
retired from active work in the shoe 
field two years ago, formerly repre- 
sented the Central Shoe Co. He is sur- 
vived by three sisters and one brother. 
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e- See BARIS 
for CANCELLATIONS 
|e and SURPLUS STOCKS 
ICES 
le at REAL LOW PR 
2 = 
See Us At These BIG Shows 
e SHOE MANUFACTURERS SPRING OPENING. . . New York, Oct. 16-2), Hotel New 
Yorker, Room 740 
NATIONAL SHOE FAIR. . . Chicago, Oct. 30-Nov. 3, Hotel Morrison, Rooms 1120-1121 
& FASHION SHOE SHOW. . . New York, Week of Nov. 6, Hotel McAlpin 
WEST COAST SHOE TRAVELERS ASSOCIATES . . . Los Angeles, Nov. 13-16, 
Alexandria Hotel 
SOUTHWESTERN SHOE TRAVELERS ASSOCIATION . . . Dallas, Nov. /3-!6, Adol- 
e phus Hotel 
If you plan on starting a profitable Cancellation Shoe Store in 
e your town, call us. We will give you special attention and 
guidance. 
@ 
a 
: G; 
t 
® ‘Jobs In Fine Shoes From Fine Sources’ 
79-81 Reade Street, New York 7, N. Y. 
Ed Cable Address: ALBARISHOE ° Phone WOrth 2-5180-1 
Sample Office: Pacific Coast: Haas Bidg. Los Angeles 
ee2@e0e8te@ehlmlUctmlmUCc WUC OOHOmUC WC HOU OmhlU!O 
Leslie L. Weaver retired vice-president, died recently 


CLEBURNE, TEXAS—Leslie Langford 
Weaver, 66, owner of Weaver Shoe Com- 
pany here, died at his home recently. 

Survivors include his widow; a son, 
Alex; his mother, Mrs. Lottie Weaver 
of McKinney; and two sisters, Mrs. 
Eugene DeBogory of Dallas, and Mrs. 
Don Davis of McKinney. 


Mrs. William P. Mason 


St. Louis.—Mrs. William P. Mason, 
the wife of an International Shoe Co. 





while a passenger on a train near Junc- 
tion City, Kans. 

She was returning from a three- 
month visit with a daughter, Mrs. 
Thomas Canavan of Ouray, Colo. Be- 
sides her husband and daughter, she 
is survived by a stepson, William C. 
Mason, and a brother, Taylor Bowman. 





Peter J. Mentz 


Erie, Pa.—Peter J. Mentz, 71, em- 
ployed as a shoe salesman for many 
years at Kimmel & Son, died recently. 
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BRIARWOOD 
STYLE No. 209 





e Cordially 
Invite You 


to a showing of | 





America’s finest shoes 


National Shoe Fair—Chicago, Ill. | 


* 


October 31—November 5 


Palmer House ® Rooms 757-758 | 


HEYWOOD BOOT & SHOE CO. 


70 WINTER ST. - WORCESTER, MASS. 











Canada Expects Increase in Shoe Prices 





Devaluation of Dollar North of the Border May Cause Jump of 
About Ten Per Cent—Fall Trade Good in Montreal 


MONTREAL, CAN.—Women shoe deal- 
ers here said that no definite steps have 
been taken at present to meet the 
changed retail price situation that has 
been brought about by the devaluation 
of the pound sterling and the discount 
on the Canadian dollar in their ratios 
to the American dollar value. 

The consensus, however, would in- 
dicate that women’s footwear in retail 
shops here will advance about 10 per 
cent. No expression of opinion at the 
moment is made as to the advance on 
play and casual shoes that are im- 
ported from British sources. There is 
every indication that as soon as the 
trade becomes more familiar with pos- 
sible effects of devaluations, new prices 
will be posted. 

Retail demand in shops along St. 
Catherine Street is reported to be brisk. 
School and college openings have 
brought out good custom buying from 
the younger set, while American tour- 
ists were good customers somewhat 
earlier. 

Brown and black calf, plain designs 
with wall toe and Cuban heel, would 
appear to the best favored for street 
and semi-dress occasions. Blue suedes 
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also are popular choices with al] ages 
and some offerings stress the Con- 
tinental heel. 

Crepe-soled, wedged-heel casuals are 
having satisfactory sales. These are 
laced, or monk-strapped for the most 
part. Colors fancied in these lines are 
wine, blue, browns, green. Some of 
the higher-priced British casuals are 
the choice of the discriminating pur- 
chaser, but excellent copies of these 
designs are now being made in Canada 
at very much lower figures. 

Early October saw displays of Win- 
ter lines in women’s and students’ foot- 
wear. Some boots, electrified shearling- 
lined and zippered, made their appear- 
ance. 

Almost all the Winter styling is 
expected to run very much, insofar as 
casuals are concerned, to after-ski 
sandals with open-toes, and house 
sandal types. For the out-of-doors, both 
British and Continental styling in boots 
will be in demand. These, whether 
overseas or of domestic manufacture, 
will tend more to leather as a material. 
For extremes of temperature, the boot 
will be warmly lined, with zipper fast- 
ening. 


A summary of women’s footwear busi- 
ness this fall in the Montreal market 
would indicate that stores have en- 
joyed an average good Autumn trade. 
Demand is well up, and retail prices 
within the range of the average pur- 
chaser. There undoubtedly will be ad- 
justments to meet the changed condi- 
tions of manufacture in overseas mar- 
kets that have devalued their currency. 
Just what effect such conditions will 
have on retail shoe lines in this area, 
and in Canada, in general, is difficult 
to forecast. Britain has never been a 
large exporter of women’s shoes to this 
market. That country has been, how- 
ever, a contributor in leathers as has 
South Africa. 


Sirens Signal Opening of 
Cooperative Promotion 


LINCOLN, NeEB.—An estimated 100,000 
persons saw Fall and Winter fashions 
in shoes during the recent 28th Annual 
Lincoln Fall Window Display Night and 
the following day and evening. Shoe 
merchants were represented on the com- 
mittee in charge of the event by Fred 
Wells, president of Wells & Frost, Inc., 
the city’s largest family shoe store. 

Theme of this year’s display night 
was “Overture to Autumn,” which was 
carried out in dozens of shoe windows 
by use of Autumn backgrounds and 
simulated foliage. ‘Women’s shoes were 
featured generally as accessories, and 
the asymmetric pattern was much in 
evidence. There were more closed shoes 
shown than a year ago, but stocks still 
contain a high percentage of sling 
pumps and sandal models. The opera 
pump and filagree design were among 
the popular styles featured in windows 
of high-style stores. Gold, silver and 
jewel tones were displayed and brocade, 
velvet and satin were seen in shoes for 
formal dress wear. 

The innovation of playing appropri- 
ate background music over loud speak- 
ers which proved popular with the 
crowds a year ago, was featured again 
this year. Local newspapers and radio 
stations cooperated by featuring fash- 
ion news and spot announcements to 
build up the event. Windows were un- 
veiled simultaneously at a signal given 
by police sirens. 


All Clothing, Including 
Shoes, in One Department 


SEATTLE, WASH. — The Bon Marche, 
here, reports good business in its newly 
opened shoe salon, a part of the North- 
west Room. Frank Sullivan, divisional 
merchandise manager of shoes, has ap- 
pointed J. W. Goater as manager, with 
Harold Summerlin and C. A. Hart as 
his assistants. 

The Northwest Room is composed of 
specialty shops which feature high 
fashion names, and is a shop within a 
shop, where women can purchase an 
entire wardrobe within a few steps. 
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Attributes Good Business 
To Early Buying 


Ocprn, UTAH.—By featuring a bud- 
get shop in addition to the regular 
shoe salon, and by having a trained 
personnel with the right shoes at the 
right time, sales have been kept boom- 
ing at the L. R. Samuels Specialty 
Shop, 457 Washington Boulevard, this 
city, according to Herbert Menacker, 
shoe buyer. “Retail sales in casuals, 
for instance, have been doubled,” he 
reports. 


buy 

christmas seals 
help 

stamp out TB 





“Shoes must be on hand when the 
trade wants them,” he said. “We were 
selling back-to-school shoes, for ex- 
ample, in June and July, as well as in 
August. We knew what ‘hot merchan- 
dise’ was, and ordered sufficient mer- 
chandise in order to assure a good busi- 
ness. We featured the shoes in our 
window displays, about the store and 
in illustrated newspaper ads. Our be- 
lief is that shoes are to be worn with 
clothes—we buy them that way. And in 
our displays, we showed the proper 
matching wardrobes and accessories, 
and tied in with our shoes. 

“One of the most important parts of 
our operation is our education of our 
sales force in proper selling methods 
and fashions. No shoe is bought that 
is not first explained to the force. We 
tell them why it was purchased, how 
it should be sold, and what the proper 
clothes are to match the shoe. Cus- 
tomer courtesy is another main thing 
stressed by our company. 

“We have eight large windows, with 
the last two windows reserved for the 
new budget shop which has been opened 
to serve shoppers who are budget- 
minded. The budget shop is on a lower 
level, where patrons are given the same 
service that the upstairs salon gives. 
‘You May Charge It’—this is an added 
feature which is bringing up extra 
trade. 

“Daily records are kept of individual 
style sales—and a strict inventory con- 
trol is maintained. In this way, we 
know our customers’ wants and likes 
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UNIVERSITY 


| Ask about our famous 
Stock Control Turnover 
| Plan. 


HIGHEST RATING | 
BY GREAT EASTERN / 


pLAY-POISE 


SHOES FOR INFANTS AND CHILDREN 


/ Sthog, ,. 
| /2 OF py 


77? 


| 
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CUSHIONED 

1M THE HEEL 
TO BREAK THE 
SHOCK OF 
POUNDING FEET 


SE features bring repeat sales so 
Deal- 


important to dealer. Franchised 
ership—in your area may be available— 
write today for details. 


VIRGINIA SHOE COMPANY 


IN ATTENDANCE DURING THE 
NATIONAL SHOE FAIR © 


B.1. DRISCOLL «¢ R. H. FOSTER 


FREDERICKSBURG, VIRGINIA 


ROOMS 939A-940A, HOTEL STEVENS 


e A. METZGER -¢ WW. PALMER 





and dislikes, and we know our good 
and bad merchandise. Steps are im- 
mediately taken to correct any mistakes 
that were made in previous buying.” 





New Store Planned 


Macon, GA.—An application for a 
charter for a corporation to be known 
as Walden Shoe Store, Inc., has been 
filed in Bibb Superior Court here. The 
new firm will begin business with a 
capital of $15,000. The incorporators 
are Roy B. Walden, Ferrell R. Ard and 
Carl L. Beard. 


Army Orders Firemen’s Rubber 
Boots for Engineer Corps 


New YorK.—The New York Quar- 
termaster Purchasing Office here has 
awarded to the Bristol Manufacturing 
Corporation of Bristol, R. I., a contract 
to make 480 pairs of firemen’s rubber 
boots for use by the United States 
Army Engineer Corps. The contract 
was awarded at a price of $7.00 per 
pair. Half of the quantity is to be 
shipped to the Schenectady General 
Depot and half to the Utah General 
Depot. 
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Chico -Mous. 
FOR ALL WALKS /ff LIFE 








EXCLUSIVE DESIGN 
FLEECE LINED 


Concentrate 
Y our Buying 
AT THE 


MARBRIDGE BUILDING 


Here you hove the 
greatest continuous 
display of yy 3 
Women's and —  -. > 
dren's Shoes, Ploy jaeanaunam y, 
Shoes and Slippers Se a 


in the country. 


ATTENTION SHOE TRADE: This Hand-aced, Fleece Lined, 
Moccasin Type is a drawing substantially representing our 
design patent issued by the United States Patent Office 
Notice is hereby given that we are the owner under U. S. 
Patent D154,797 and we shall take all necessary measures 
to maintain and enforce our patent rights. The law holds re- 
tailers as well as manufacturers liable in case of infringement. 


DANVERS SHOE CO., INC. 


Manchester, N. H. 





Pecky Cypress Used on Walls in Store Accessories Department 








than that in the front of the store with drapery panels in 
oatmeal and green contrasted with soft green carpeting. 
Effect of this unusual treatment is very pleasing. 


Merchandise is displayed (above) in units with an unusual 
glass arrangement end the units are lighted by interior 
neon fixtures. The selling floor (right) has a ceiling lower 


has show window allowing The mirrored walls have a series of 





BALTIMORE, Mp.—Following expan- 
sion and complete modernization, I. 
Miller recently opened its new shoe and 
accessory store here at the same loca- 
tion, 218 North Charles Street. 

Designed in a modern setting, with a 
front of black marble, this new shop 
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an open 
complete visibility of the interior. The 
design embodies an unusual arrange- 
ment of a high ceiling in the front and 
lower to the rear, with built-in special 
flush down-lights, giving true values to 
color in shoes and accessories. 


staggered drapery panels of Yong and 
Yin fabrics in oatmeal and green to 
harmonize with the soft green carpet- 
ing. The furniture is of polished wal- 
nut and the materials are in a woven 
gold or copper color fabric with silver 
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INTRODUCING 
in conjunction with 


fowe 
NEWALINE 
COMPANION LINE IN HIGH STYLE 


to Gustinettes, still America's 
“first’’ in fine slippers. 


PRICED FOR VOLUME SELLING 


i for stores that can sell high 
i style at lower prices. 


$2.95 to $5.95 RETAIL 





Get all the details at our Chicago show 
display room. Exclusive franchise . . . 
sensational promotion features. 


greenies 





Original Creations since 1904 


metallic yarn. A beautiful accessory 
department is built of weathered pecky 
cypress and the display is a most un- 
usual glass arrangement flanked with 
vertical channels of enclosed neon 
lights. Accessories sold include hand- 
bags, hosiery and gloves. 

The store was designed by Carson 
and Lundin of New York City. 


Students Help Store Decide 
On Shoe Styles 


CASPER, Wyo.—When the time came 
several weeks ago to decide on the Fall 
selection of shoes, the management of 
the J. C. Penney Company store here 
asked the advice of high school students. 
T. C. Gould, manager, said this step 
was decided on as a means of selecting 
footwear that would meet with popular 
approval. 

The advice of the students was taken, 
and orders placed for a large amount 
of both men’s and women’s footwear. 
The boys and girls also benefited, be- 
cause they now know something of the 
business of buying. The young shoe 
judges learned that prices will be lower, 
and that there are a number of style 
changes. Both dress and sport shoes 
were purchased. Girls favored the 
heavier blue jean types in novelties. 
Boys liked heavy clog soles. 
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Merchant Sells Shoe Store 
To Small Chain 


GRAND ISLAND, NeEB.—Harold M. 
Steidley, who for many years has oper- 
ated a shoe store at 205 West Third 
Street, here, has sold his business to 
Csborne’s, Inc., which owns and oper- 
ates stores at O’Neill and Ord, also in 
this state. The former Steidley store 
will be managed by John Daly, one of 
the Osborne company’s partners. 

Other than spending the Winter in 
San Diego where his son, a naval offi- 
cer, is stationed, Mr. Steidley has made 
no plans for the future. He has been 
in the shoe business for the last 11 
years. Prior to that he was with the 
Wolbach store, this city. 





Two Anniversaries in 
One Month 


Miami, Fia.—September found the Lor- 
raine Children's Bootery here celebrat- 
ing two anniversaries at the same time 
—the twenty-fifth anniversary of the 
opening of the first store at 101 S. E. 
First Street; and the first anniversary of 
the opening of the firm's branch store 
at 237 Coral Way. Founders of the busi- 
ness are two sisters, Mrs. Florence Dor- 
othy Gallagher and Miss Sara Dorothy, 
who still own the business, with Robert 
E. Gallagher acting as manager. 








Features Custom Built 
Shoes for Women 


St. PauLt, MINN.—Eva’s, a smart 
fashion store featuring women’s ap- 
parel at 406 Robert Street, Saint Paul, 
kas opened a new shoe department. 

The new department is under the 
management of George C. Cheesebrow, 
who is also co-owner. Mr. Cheesebrow 
has been associated with leading shoe 
stores in the city for the last 30 years, 
most recently with Maurice L. Roths- 
child Co. as women’s shoe buyer. 

Custom-built high style and casual 
shoes will be featured. Casuals are to 
be beamed to "teen-agers io draw this 
group to the store, although selection 
is wide enough to provide this popular 
type shoe for all ages. 

The coler scheme is coral and green. 
Custom-built settees upholstered in 
leather match the walls. A mirrored 
wall is at one side and between the mir- 
rored sections are long-line wall Suor- 
escent lights. White framed shadow 
boxes hold displays. 


Shoe Department Enlarged 


OMAHA, NeEB.—Continuing its expan- 
sion program, Thomas Kilpatrick & 
Co. has opened an enlarged casual and 
children’s shoes department on the 
third floor. 














“Aradettes” 


STILL the BEST BUY 


on the market! 


YES! 
“ARADETTES” 


continue their tri- 
umphant fashion 
leadership with 
smartest creations 
. . earefully se- 
lected leathers . . . 
and skillful crafts- 
manship! 















See our brilliant 
new line at the 
HOTEL NEW 

YORKER, SUITE 
3621, Oct. 16 to Oct. 
231 in New York City. 


We'll also see you at 
ene og THE NATIONAL SHOE 

FAIR in CHICAGO Oct. 31 
to Nov. 3, HOTEL STEVENS, 
Room 1002 





NEWS...FOR VOLUME BUYERS, 
WHOLESALERS and CHAINS 


We have just created a line suitable for fast 
promotions . . . at an unusually low price! 














Selling Shoes Behind the fron Curtain 





New York.—Reports reaching this country indicate that, although socialized, the 
shoe industry in Czechoslovakia, particularly that part of it formerly owned and 
operated by the Bata interests, is equipped with modern machinery, and that re- 
tail distribution is effected through former Bata stores now an integral part of 
what is known as “Jas National Enterprise". The poster in the window announces 
a further reduction of price on the “free market". 
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What’s New 


New Clamp Perfected 
For Display Use 


LANSDALE, Pa.—A new clamp, in es- 
sence little more than a strip of high- 
grade spring steel tightly rolled from 
both ends toward the middle and for 
which the claim is made that it is 





Clamp comes in various sizes and can 

be used to hold display cards, shoes or 

even draperies used in window or in- 
terior trim. 


unique among clamps and readily 
adaptable for use in store display work 
of many kinds, has been developed by 
the Huftter Spring Company here, and 
patents have been applied for. 

It is known as the “Neg’ator Clamp,” 
and can be had in various sizes for dif- 
ferent purposes. It is claimed that, 
being inconspicuous, it is ideal for use 
in attaching display cards, signs and 
price tags to larger objects and will 
even grip shoes, draperies, flower pots 
and many other objects which the re- 
tailer may want to use in dressing a 
window or for interior display. 





Dispenser Used to Help Sell 
Latex Insoles 


New YorkK-——The E-Z Walk Corpora- 
tion of this city has devised for use by 
its retail customers a compact, attrac- 
tive dispenser to help increase sales of 
its “LaFome” insoles made of foam 
latex. The container, which can be dis- 
played on counter or table in the store, 
contains two dozen assorted sizes—two 
each of women’s sizes from 5 through 
9; and two each of men’s sizes from 7 
through 12 with the exception of 9 and 
10 of which there are three each. Each 
pair of insoles is packaged in dust- 
proof cellophane. 





Father and Son Buy Store 


NORFOLK, NEB.—Ralph and Ted Fin- 
ley, father and son, have purchased the 
Lenders Shoe Store here which was 
recently remodeled. Walter G. Landers, 
former owner, has opened a shoe store 
at Gothenberg, Neb. Ralph Finley was 
in the grain and coal business in Nor- 
folk for about 30 years, selling out last 
Fall. 
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National X-Ray Code to 
Be Recommended 


[CONTINUED FROM PAGE 289] 


tions shall be operated until a permit 
has been issued by the Health Officer. 
Said permit will be issued upon com- 
pliance with all regulations herein set 
forth. 

“(b) Permit not transferable. A 
permit shall not be valid for use by 
any person, corporation or company or 
for any equipment in any location other 
than described in the permit. 

“(c) Revocation of permit. A per- 
mit issued hereunder may be revoked 
at the discretion of the Health Officer 
for violation of the regulations herein 
set forth. 


Regulations for Fluoroscopic 
Shoe-Fitting Devices 

“2-1. Protection of Employees—(a) 
The X-ray tube shall be so shielded that 
the radiation rate is not more than 12.5 
milliroentgens per hour at all positions 
to the rear (operator’s station), sides 
and top of cabinet. Measurements will 
be made within 6 inches of the cabinet 
and at eye level on the viewing parts. 

“(b) The foot opening in the cabinet 
shall be so constructed and shielded 
that the radiation rate at a distance of 
10 feet forward shall not exceed 12.5 
milliroentgens per hour. 

“(c) The equipment shall be so lo- 
cated and oriented that scatter radia- 
tion from the foot opening is not di- 
rected toward occupied regions unless 
suitable protection screens are inter- 
posed. 

“2-2. Maximum Exposure—(a) The 
exposure to the foot shall not exceed 2 
roentgens per examination. The ex- 
posure will be measured on the base 
of the foot opening in the greatest in- 
tensity of the direct beam. The meas- 
urement will not be made within a shoe. 

“(b) Duration of exposure shall be 
limited by a reliable automatic timer. 

“2-3. Controls and Safeguards—(a) 
The floor of the foot opening shall be 
provided with a sheet of aluminum at 
least 1 millimeter thick and of equal 
or greater dimensions than the floor. 
The aluminum filter must be installed 
in such a fashion that its thickness can 
conveniently be determined. 

“(b) The starting mechanism shall 
be of sufficient complexity to prevent 
operation by most customers. 

“2-4, Warning and Instruction Signs 
—(a) A warning placard to be fur- 
nished by the Health Department must 
be conspicuously placed on or near each 
machine. The placard shall be worded 
as follows: 

“Warning” 

“Exposure to X-ray may be harmful. 
Customers must not operate this ma- 
chine. Limit for each customer: $ 
X-ray shoe fittings per day, yearly total 
not to exceed 12 fittings.” 

“(b) A list of instructions to be 
furnished by the Health Department 
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GOODYEAR WELTS 
incorporating 


FUTURA//EX 


PROCESS 





Illustrating THE FUTURA 


. . - beautifully set-off with 
Hi-Cuban Leather Heel. 


Profitable at Today’s 
Extremely Popular 
10 


Retail Traffic Price 


Other FUTUR Aflex Styles 
$10.95 - $12.95 


J. M. CONNELL SHOE COMPANY, So. Braintree, Mass. 





shall be posted on or near each ma- 
chine. It shall be the duty of the owner 
or manager to emphatically insist that 
these instructions be adhered to. 


“Safe Operation of X-Ray Shoe 
Fitting Machines” 


“Misuse of this machine may result 
in injury to either the operator or the 
customer. The following instructions 
must be closely observed: 

“1. Employes who work in one loca- 
tion only, such as cashiers and wrap- 
pers, must not be stationed in front 


of the machines, at any distance. Em- 
ployes who do not spend their time in 
one location, such as salesmen, should 
not regularly perform duties within ten 
feet of the front of the machine. 

“2. Restrict any one customer in any 
one day to 3 fittings. 

“3. The operation of the machine by 
customer must be strictly prohibited. 

“4. The operator of the machine 
must not use his own feet or hands for 
demonstrating X-ray fiuoroscopy. Chil- 
dren’s feet must not be held in position 

[TURN TO PAGE 324, PLEASE] 
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dance footwear and accessories.” 


STUDENT TAP | SOFT TOE BALLET 


“For a quarter-century we have dedicated our- 
selves exclusively to the development of finer 


SELVA & SONS, INC. 


Bring Dancing Dollars Into YOUR Shop With 


SELVA DANCE S 
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HOES 


HARD TOE 
SELVA DANCE FOOTWEAR IS THE CHOICE OF DANCE STUDIOS IN YOUR TOWN! 
Selva Dance Shoes Are Nationally Advertised. 


Acclaimed by the World's 
Dancers. 


MANUFACTURERS 
1607 BROADWAY, N.Y. 19 
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ACRO SANDALS 


Most Foremost 
Write For Price List. 














America's Foremost Specialists 
in Dance Footwear 





ACROBATIC SANDALS 
Top grade chrome split 
suede leather 

Colors: black and fawn 
Full sizes: 9 small to 9 large 
Elk sole 


Crepe sole 
All prices NET F.O.8. Boston 


BERNED SHOE CO. 
207 Essex Street, Boston, Massachusetts 
Manufacturers — Distributors 











Funeral Theme Used to 
Clear Summer Shoes 


Syracuse, N. Y.—The Pint Size shoe 
store, 704 Park Avenue, conducted an 
end-of-the-summer clearance on chil- 
dren’s shoes that was launched with a 
novel newspaper ad built around a fu- 
neral theme. 

The small ad had a heavy black bor- 
der on two sides, simulating a death 
announcement. Caption read: “Shoe 
Funeral,” and copy continued: 

“Closing out the dead Summer season 
with sensational bargains.in children’s 
shoes.” 
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National X-Ray Code to 
Be Recommended 


[CONTINUED FROM PAGE 323] 


by an employe. Such positioning of 
feet is preferably done by a parent or 
friend of the child. 

“5. The customer must have shoes 
on BOTH feet at the time of a fluoro- 
scopic examination.” 

In addition to the regulations on its 
statute books, the City of Detroit also 
distributes to the shoe trade the follow- 
ing documents, “Safe Operation of 
X-Ray Shoe Fitting Machine,” and 
“Requirements for the Safe Operation 
of Fluoroscopic Shoe Fitting Devices.” 
Both are being studied by USPHS with 
a view to circulating them among other 
municipal health authorities for the 
adoption by other cities. The texts of 
both follow: 


“Safe Operation of X-Ray Shoe 
Fitting Machine” 

“Misuse of this machine may result 
in injury to either the operator or the 
customer. The following instructions 
must be closely observed.” 

1. Locate machine as far as possible 
from frequently occupied areas. Em- 
ployes who work in one location only, 
such as cashiers and wrappers, must not 
be stationed in front of the machines, 
at any distance. Employes who do not 
spend their time in one location, such 
as salesmen, should not regularly per- 
form duties within ten feet of the front 
of the machine. 

“2. Limit the viewing time to the 
shortest time necessary to accomplish 
the fitting. 

“3. Restrict total exposure time for 
any one customer in any one day to 25 
seconds (5 fittings). 

“4. Each observation must be limited 
to 5 seconds or less. Do not use the ma- 
chine as a device for demonstrating fit 
or lack of fit to the customer, the cus- 
tomer’s relatives or friends. 


(KEE-WEE) 


POLISH 


rx 





It’s Going 
Like a House Afire! 


1, KIWI is by far the top-quality shoe 
polish in America! 
2. The favorite of millions of serv- 
icemen who tell their friends! 
3. Eye-catching, high-frequency 
KIWI advertising in leading 
newspapers and magazines! 

4, For your customers-—8 rich colors 
—plus transparent dressing! 


THE KIWI POLISH CO. PTY. LTD. 
836-844 South Swanson St., Philadelphia, Pa. 
Uae TES oF, a a 





“5. The operation of the machine by 
customers must be strictly prohibited. 

“6. The operator of the machine must 
not use his own feet or hands for demon- 
strating X-ray fluoroscopy. Children’s 
feet must not be held in position by an 
employe unless his hands and arms are 
protected by leaded gloves made for use 
in fluoroscopy. Such positioning of feet 
is preferably done by a parent or friend 
of the child. 


“7, The customer must have shoes on 
both feet at the time of a fluoroscopic 
examination.” 
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Requirements for the Safe Operation of 
Fluoroscopic Shoe Fitting Devices 
“TI. General—The hazards to health 

attendant to the operation of X-ray 

units are well known, and examples of 
injuries to X-ray technicians and others 
exposed to X-radiation are easily found. 

Fluoroscopic shoe fitting devices are 

specialized examples of X-ray units, 

and hence if not properly safeguarded 
are capable of inflicting injury to both 
salespeople and customers. 

“These instructions are the result of 
investigations made on all makes of 
fluoroscopic shoe fitting machines ex- 
tant in Detroit. Advice and assistance 
have been given by certified radiation 
physicists and reputable manufacturers 
of X-ray equipment. In addition, the 
views of both shoe merchants and fiuo- 
roscopic shoe fitting machine manufac- 
turers have been considered. Two broad 
classifications will be made: regulations 
pertaining to the direct beam, of sig- 
nificance mainly to customers; and regu- 
lations pertaining to stray radiation, of 
significance mainly to working person- 
nel. 


Aluminum Filter Suggested 


“II. Primary X-Ray Beams—(a) In- 
tensity. 1. The greatest intensity of 
the direct beam, measured on the base 
of the foot opening, shall not exceed 12 
roentgens per minute. 2. Two other 
intensities of less than 12 roentgens per 
minute shall be provided, one of suf- 
ficient strength to allow the fitting of 
women’s shoes and the other of suf- 
ficient strength to allow the fitting of 
children’s shoes. 

“(b) Filtration—1. The floor of the 
foot opening shall be provided with a 
sheet of aluminum at least 1 mm. thick 
and of equal or greater dimensions than 
the floor. The aluminum filter must not 
be part of the wearing surface of the 
floor and must be installed in such a 
fashion that its thickness can con- 
veniently be determined. 

“(c) Control—i. A reliable timer 
shall be provided that will limit the 
maximum exposure to five seconds. 2. 
A means shall be provided for making 
fittings at each of the three intensities 
previously listed. The words, CHIL- 
DREN, WOMEN AND MEN shall be 
posted to designate the lowest, inter- 
mediate and greatest intensities re- 
spectively. 3. The starting mechanism 
shall be of sufficient complexity to pre- 
vent operation by most customers. 

“III. Control of Stray Radiation— 
(a) the X-ray tube shall be so shielded 
that stray radiation is reduced to less 
than 12% milliroentgens per hour at all 
positions to the rear (operator’s sta- 
tion), sides, and top of the cabinet. 
Measurements will be made within 6 
inches of the cabinet and at eye level 
on the viewing ports. (b) The foot 
opening in the cabinet shall be so con- 
structed and shielded that stray radia- 
tion at a distance of 19 feet forward 
shall not exceed 12% milliroentgens 
per hour. 
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EPHRATA 


“TV. Warning and Instruction Signs 
—(a) A warning placard to be fur- 
nished by the Detrvit Health Depart- 
ment shall be posted on the customer’s 
side of each shoe fitting machine. This 
placard will be worded as follows: 


“Warning” 

“Exposure to X-ray may be harmful. 
Customer must not operate this ma- 
chine. Limit for each customer: 5 
X-ray shoe fittings per day, yearly total 
not to exceed 20 fittings. 

“(b) The following list of instruc- 
tions for the safe operation of shoe fit- 
ting machines, to be furnished by the 
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For A Successful Juvenile Business 


OUTSTANDING QUALITY MERCHANDISED 
VIGOROUSLY UNDER YOUR 6 
wn 





ATCH az successful juvenile merchant and 
you will nearly always find Ephrata Shoe 
Company's children's shoes sold and adver- 
tised under his own brand name. He knows 
they are backed up by undisputed quality and 
workmanship. Ask any juvenile merchant about 
children's shoes, he will invariably say, “Have 
you seen the Ephrata Shoe Company's line?" 


AT THE NATIONAL SHOE FAIR 
HOTEL MORRISON, CHICAGO 


ALL TERRITORIAL SALESMEN WILL BE IN ATTENDANCE 


a COMPANY 


EPHRATA PENNSYLVANIA | 














BRAND NAME 
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Detroit Health Department, shall be 
posted on or near each machine. 

“V. Electrical Safeguarding—(a) 
All metal non-current carrying parts 
must be grounded in accordance with 
the regulations of the Electrical Bu- 
reau of the Detroit Department of 
Buildings and Safety Engineering. (b) 
An interlocking switch must be pro- 
vided on the container housing the 
X-ray tube. This switch must operate 
to break the electrical circuit whenever 
the container is opened. (c) Any al- 
teration of the electrical circuit must 
be made by a licensed electrical con- 
tractor.” 
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No. 177 
Top grade ioe s 
tri Shearling % 
Scuff w/fine cape- a ; 
skin sole, ae | heel. ad 
Red, royal, pink, light blue. 

Sizes 4-9 (full sizes). 


$185 
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Finest electrified 












IMMEDIATE DELIVERY 


Write for FREE Women's Catalog . . . 
Attractive styles—great values! 


GLOBE SLIPPER CO. 


1140 Broadway New York 1, N. Y. 
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w/capeskin sole, spring 
$225 heel. In red, royal, pink, light | 
blue, white. Sizes 5-9 (full | 
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E-J St. Louis Division Holds Outing 





Winning members and their trophies, won in softball tournament sponsored by 
the St. Louis division of the Endicott-Johnson Corporation. 


St. Louis—St. Louis division of the 
Endicott-Johnson Corporation held its 
annual outing recently near Gerald, 
Mo. Special buses delivered everyone 
to the picnic grounds where food and 
refreshments were dispensed through- 
out the day. 

Charles F. Johnson, Jr., president of 
Endicott-Johnson, had intended to fly 
to St. Louis fer the occasion, but a last 


minute change in plans made it im- 
possible for him to attend and. he wired 
his congratulations to the division on 
having made September the greatest 
month in its history in terms of shoe 
shipments. 

Softball, corkball and horseshoe pitch- 
ing dominated the activities. Cups and 
trophies were awarded the winning 
teams. 





Vitality Salesman Retires 


St. Louis.—Jess L. Locke, who for 
the past 20 years represented the Vital- 
ity Shoe Company, division of Interna- 
tion Shoe Company, in the Southeastern 
territory, has announced his retirement 





JESS L. LOCKE 


from active road work as salesman. 

Mr. Locke’s retirement closes a long 
and distinguished career on the firing 
line, and his record for consistent vol- 
ume production long will stand to his 
credit. Through practically his entire 
career with the Vitality Shoe Company, 
his sales results earned for his terri- 
tory the number one spot. 


To Represent Craddock-Terry 
On West Coast 


Los ANGELES.—V. A. Jefferies has. 
joined the Craddock-Terry Shoe Cor- 
poration as West Coast representative 
and will carry the complete line of 
American Gentleman division shoes, 
and American Gentleman junior boys’ 
shoes. He will also represent the Na- 
tional Shoe Co. division brand lines— 
Sir Walter men’s shoes, American boys’ 
shoes, and Lion Brand work shoes. For 
the last twelve years, Mr. Jefferies has 
been associated with the General Shoe 
Corp. 


Buyer Resigns to Become 
Traveling Salesman 


NEw YoRK—Max Wieber, for the last 
seven years buyer of children’s shoes at 
Martin’s, Brooklyn, has resigned to be- 
come a member of the sales staff 
of Schawe-Gerwin Company, manufac- 
turers of the Gerwinette line of dress 
shoes for children, misses and teen- 
agers. Mr. Wieber will assist Frank 
Murphy, Eastern sales representative 
of the company, and will cover Long 
Island, parts of Brooklyn, Westchester 
county, Manhattan and parts of New 
Jersey. He is making his office at Room 
610, Marbridge Building, this city. 
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1912, AS AMENDED BY THE ACTS OF 
MARCH 3, 1933, AND JULY 2, 1946 

Of BOVT AND SHOE RECORDER, published 
semi-monthly at Philadelphia, Pa., for October 
1, 1949. 

State of New York ‘ 
County of New York | 


Before me, a Notary Public 


24, 


8s. 
in and for the 


State and county aforesaid, personally appeared | 


Everit B. Terhune, Sr., who, having been duly 
sworn according to law, deposes and says that 
he ig the Business Manager of the BOvT AND 
SHOE KECURVER and that the following is, to 
the best of his knowledge and belief, a true 
statement of the ownership, management (and if 
a daily, weekly, semiweekly or triweekly news- 
paper, the circulat.on}, etc.. of the aforesaid 
publication for the date shown in the above cap- 
tion, required by the act of August 24, 1912, 
as amended by the acts of March 3, 1933, and 
July 2, 1946 (section 537, Postal Laws and 
Regulations), printed on the reverse side of this 
form, to wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
managers are: Publisher, Chilton Co., Inc., 100 
E. 42nd St., New York 17, N. Y¥.; Editor, Ray- 
mond L. Fitzgerald, 9912 Guilford St., Forest 
Hills, L. L., N. ¥.; Managing Editor, Anne RB. 
David, 42- 20 Kissena Blvd., Flushing. L. l., 
N. Y¥.; Business Manager, Everit B. Terhune, 
Sr., 160 E. 48th St., New York 17, N. Y. 

2. That the owner is: (If owned by a cor- 
poration, its name and address must be stated 


and also immediately thereunder the names anJ | 
addresses of stockholders owning or holding | 


one per cent or more of total amount of stock. 
If not owned by a corporation, the names and 
addresses of the individual owners must be given. 
If owned by a firm, company, or other unincor- 
porated concern, its name and address. as well 
as those of each individual member, must be 
given.) 

HOLDERS OF MORE THAN 1% OF THE 
CAPITAL STOCK OUTSTANDING OF CHILTON 
COMPANY: Estate of C. A. Musselman, 260 
Sycamore Avenue, Merion Station, Pa.—Benefici- 
aries: Mabel M. Musselman. Mary M. Acton, 
David Acton; Charlotte M. Terhune, 160 E. 
48th Street, New York, N. ¥.; C. S. Baur, Thomas 
Jefferson Apts. No. B-51, 69-11 Yellowstone Blvd., 
Forest Hills, New York; Mrs. Beulah Fahren- 
dorf, 59 Drake Road, Scarsdale, N. Y.; Mary 
M. Acton, 260 Sycamore Avenue, Merion Sta- 
tion, Pa.; Mabel M. Musselman, 260 Sycamore 
Avenue, Merion Station, Pa.; Dorothy S. John- 
son, 1115 Fifth Avenue, New York, N. Y.; 
Ann E. Tomlinson, c/o Bankers Trust Company, 
P.O. Box 704 Church Street Annex, New York, 
N. Y.; Ethel G. Breen, Trustee u-w of Charles W. 
Anderson, Old Greenwich, Conn.—Beneficiaries : 
Robert C. Anderson, Percival E. Anderson, 
Charles W. Anderson, Jr., Annie L. Clark; John 
Blair Moffett, 1608 Walnut Street, Philadelphia, 
Pa.—Agent for J. Howard Pew, J. N. Pew. Jr.. 
Mabel P. Myrin, Mary Ethel Pew; Elizabeth J. 
Bailey and Eliwood B. Chapman, Trustees Estate 
ef James Artman, Deceased, 930 Real Estate 
Trust Building, Philadelphia, Pa.—Beneficiaries : 
Franklin Artman, Vera Watters, Alvin C. Art- 
man, Elizabeth J. Artman, Marion A. Pratt. 
George H. Pratt, by assignment, Edwin Moll. 
by assignment; Frederick S. Sly. 149-40 35th 
Avenue, Flushing. Long Island, New York. 

3. That the known bondholders, mortgagees. 
and other security holders owning or holding 
one per cent or more of total amount of bonds. 
mortgages, or other securities are: (If there 
are none, so state.) None. 

4. That the two paragraphs next above. giv- 
ing the names of the owners, stockholders, and 
security holders. if any. 
list of stockholders and _ security 
they appear upon the books of the company but 
also. in cases where the stockholder or security 
holder appears upon the books of the company 
as trustee or in any other fiduciary relation. the 
name of the person or corporation for whom 
such trustee is acting, is given: also that tue 
said two paragraphs contain statements embrac- 
ing affiant’s full knowledge and belief as to the 
circumstances and conditions under which steck- 
holders and security holders who do not apnenr 
upon the books of the company as trustees, hold 
stock and securities in a cavacitv other than 
that of a bona fide owner; and this affant has 
no reason to helieve that any other nerson. asso- 
ciation. or corporation has any interest direct 
or indirect in the said stock. bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of each 
issne of this rublication sold or distributed, 
throngh the matis or otherwise to paid snbscrib- 
ers during the twelve months preceding the date 
shown shove is . (This information 
is required from daily. weekly, semiweekly, and 
triweekly newsnaners ontv.) 

E. B. TERHUNE, Business Managor. 


a Ss ee oe eee ee 


day of September, 1 
mre A. GATZENMETER. 
(My commission exvires March 30, 1950). 
[sma] 
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Windows and Letters Win 
Rich Rewards 


[CONTINUED FROM PAGE 298] 


prize of $250; Bob Sanchez, of Nord- 
strom’s, Seattle, Wash., who won $100; 
and Walter Mueller, of Adler Shoes for 
Men, New York, who won $50. In addi- 
tion, every entrant in the contest was 
awarded $5 for sending in a photo. 
Winners in the letter contest are Ed- 
ward M. Dunn, Paul’s Shoes, Boston, 
whose outlines of his sales technique 
won him the grand prize of $250; Allen 
Victor, of Manufacturer’s Shoes, Syra- 
cuse, N. Y., who won $100; and L. J. 
Richland, of Mark’s Men’s Shoes, Glen- 
dale, Calif., who won third place with | 
$50. 


New Store Opened in 
Washington Suburb 


WASHINGTON, D. C.—The E. D. 
Edwards Shoes, a company which has 
eight stores in Washington, opened a 
new store in Arlington, Va., Sept. 24. 
Discussing the shoes most popular with 
tne women in this area, Abe Landau, 
who is manager of the main store in 
the District of Columbia, said: 

“To our amazement there is a great 
call for Navy shoes this Fall. Gen- 
erally this shade is most popular in 
Spring and early Summer. Apparently 
because of the popularity of blue suits 
and dresses this Fall, we have had a 
great call for this shade. Since we were 
not fully stocked with blue shoes this 
late in the season, we had to call for 
additional blue shoes from our fac- 
tories. As for the most popular styles, 
there is no doubt that casuals—the 
wedgie, the lower heel, the more com- 
fortable shoe—are the most popular.” 

The management expects that the 
new Arlington store will be popular 
since the town is one which has large 
apartment developments and_ single 
family dwellings have vastly increased 
in numbers. The manager is Dallas W. 
McCoy, who has been with this com- 
pany for more than 17 years. 


Chicago Store Buys Salon 


CuHicaco—The Walton Shoe Salon, 
located at 114 E. Walton, has been pur- 
chased by Wolock & Bauer and is now 
operated under that name. The former 
Walton Shoe Salon is now operating as 
a leased department in the recently 
epened Bonwit Teller store here and 
features Maurice Wolock shoes. 


Shoe Business Chartered 


GREENVILLE, N. C.—Security Shoe 
Stores, Inc., here, has just received a 
charter from the Secretary of State to 
engage in the shoe business. Author- 
ized capital stock is $100,000, with $350 | 
stock subscribed by Frank ee 
Charles Little and Medis Teel. 
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EASTLAND SHOES, Inc. 


FREEPORT, MAINE 
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See America's 
Most Complete Line 
of Footwear 
for Boys and Girls 
at 


NATIONAL SHOE FAIR 
Rooms 834-835 
MORRISON HOTEL 


Shoes with Features 
thot make feet feel good 
and customers feel satisfied 
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QUALITY VALUE 


Child’s Everette 


$125 









No. 566 


& quality, 
beautifully styled 
slipper of fine gen- 

uine lecther. Sturdy oak soles. Red, biue, 
brown. Sizes 5-3. Regular Half Sizes. 


IMMEDIATE DELIVERY 
Write for FREE Children’s Ceteleg—great Buys! 
GLOBE SLIPPER CO. 
Broadway 


New York 1, N. Y. 
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The Industry’s Great 
Shoe Market 


[CONTINUED FROM PAGE 287] 


Wolff-Tober Shoe Mfg. Co. Stevens 
St. Louis, Mo. 

Wolock, Lid.... “ee Stevens 
Los Angeles, Calif. 

Wood & Smith Shoe Co.. Morrison 


Auburn, Maine 


Woodsco, Inc.........Palmer Booth Ex. Hall 
Norwood, Cincinnati, Ohie 


Worcester Shoe Company Morrison 
Worcester, Mass. 
Wright, E. T., & Co., Inc Palmer 


Rockland, Mass. 
X-Ray Industries, Inc. 
Chicago. Ill. 
X-Ray Shoe Fitter, Inc. 
Palmer Booth Ex. Hall 


Palmer Booth Ex. Hall 


Milwaukee, Wis. 

Yale Footwear, Inc. Morrison 
Brooklyn, N. Y. 

Yankee Shoemakers, The Palmer 
Newmarket, N. H. 

Zulick, J. S., & Company Stevens 


Orwigsburg, Pa. 





Kenney with Ephrata Shoe Co. 


EPHRATA, Pa.—The Ephrata Shoe 
Corporation, manufacturers of juvenile 
footwear, have appointed a new sales- 


man, John C. Kenney. Mr. Kenney, 
who lives in Billings, Mont., will cover 
North and South Dakota, Montana, 


Wyoming, Idaho and Utah. The com- 
plete Ephrata line will be on display 
during the National Shoe Fair in Chi- 
cago at the Palmer House. 





Volume Price Casuals in 


New Brown Shoe Co. Line 





St. 
general manager of Brown Shee Com- 
pany's Robin Hood Division, discusses 
patterns in Robin Hood's new “Robin- 
ette™ line of women's volume-priced, 
sliplasted casuals with Ed Ruthsatz, styl- 
ist of the division. This line, recently an- 


Louwis—Osecar C. Orman Iieft!}, 


nounced, says Mr. Orman, “has beer 
designed to appeal fashion-wise and 
price-wise to all types of women, be 
they in schoo! or in business, at home or 
at play.” 
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MEN'S ROMEOS 
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LEADING AGAIN IN PRICE & QUALITY 


MEN’S BROWN KID ROMEOS 
AT ONCE DELIVERY 


See as at 
the Shee Fair 


Chicage 
Morrison Hote! 
Room 1062 






$265 


PER PAIR 


NET 10 DAYS 
Sizes: 6 to 13, 36 Pairs to a Case 
No. 510 Leather Quarter Lir.: “Trowe Rab tn- 


sole, Heavy Leather Outsole, “a 
Heel 






YOU CAN BUY ANY SIZE—ANY AMOUNT 
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THREE OUTSTANDING BOOKS 
ON SHOES AND FEET 


MECHANICAL FOOT THERAPY 

by BRACHMAN 

Contents: Mechanical Therapy, Diognosis, 
Postural Therapy and Exercises, the construc 
tion of casts, appliances and braces. = i 
Therapy. 304 pages, 1/82 illustrations. .$8.00 
SHOES AND FEET by CARLETON 
Contents: A brief history of foot gear, 
struction of the modern shoe, foot and ps 
types, meosurements and “Atting ot of footgear, 
the short limb and aanigedd 357 pages. 
346 illustrations ....- $6.60 
YOUR FEET, by NELSON 

Contents: Foot statistics, school children and 
infant's feet, industrial foot core, appliances, 


build-ups, ‘trappings, foot balance. The 

Bergmann method casts, Othotes Plastics, 

Shoelogy. Shoes made from plastic casts. 

*“Ful-vue" method of shoe fitting, die tech- 

nique of foot correction. 

216 pages, 364 illustrotions............. $8.00 
SENT POSTPAID 


Send Remittance with Order to 
UNIVERSAL PUBLISHERS 


229 N. Ashiend Ave., Chicago 7, Illinois 
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NEWS OF THE 


. SeStHEN ind. Sigyolters 


Men’s Shoe Factory Bought by Godman 





J. O. MOORE 


CoLuMBUs, O.—The H. C. Godman 
Company has announced, through J. O. 
Moore, president, the outright purchase 
of the Air-O-Magic men’s shoe factory, 
located at Marion, Ind. The Godman 
Company has acquired all brands, 
trade-marks and patents belonging to 
Air-O-Magic.. Mr. Moore announced at 
the same time the appointment of L. E. 
“Les” Hills as general manager of the 
new division which will be known as 
the Air-O-Magic Men’s Shoe division 
of the H. C. Godman Company. 

Mr. Hills comes to Godman with an 
impressive 16-year record as an execu- 
tive of the men’s division of the Crad- 
dock-Terry Company, Lynchburg, Va. 
He was formerly associated with Rice 
& Hutchins where he was export man- 
ager. Mr. Hills is well known as a 
men’s shoe stylist and merchandising 
expert. 

According to Mr. Hills, the Air-O- 
Magic sales force and executive staff 
will be taken over practically intact by 
Godman. Thus Air-O-Magic dealers 
throughout the United States, its pos- 
sessions and in several foreign coun- 
tries, will continue to be served by the 
same staff as formerly. 

Under Mr. Hills’ direction, Air-O- 
Magic men’s shoes will continue to 
maintain a strict policy of highest qual- 
ity consistent with popular prices. The 
line will be substantially backed by 
national advertising plus newspaper 
mat service, displays, signs and other 
dealer helps. 

Plans are under way to broaden the 
range of Air-O-Magic styles. Additions 
to the line will be focused to a great 
extent on young men’s numbers, al- 
though present so-called “staple” styles 
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L. E. HILLS 


will continue importantly in the Air-O- 
Magic picture. Exclusive Air-O-Magic 
comfort features will be continued. 
Plans also call for a production step-up 
at the Marion plant and an enlarged 
in-stock service. 

The addition of the Air-O-Magic 
Men’s Shoe Division gives Godman a 
third segment in its expansion pro- 
gram. The company has been in opera- 
tion for 65 years and its “Tarsal-Tred” 
women’s shoes are among the best- 
known lines in America. Godman also 
manufactures “Tarsal-Traveler” and 
“Travelite” casuals and sports to round 
out its women’s line. 

The new Air-O-Magic men’s shoe line 
will be on display at The Palmer 
House, Chicago, during the National 
Shoe Fair with Mr. Hills in attendance. 


General Shoe Leases Plant to 
Make Children’s Footwear 


CAMDEN, TENN.—General Shoe Cor- 
poration has taken a ten-year lease on 
a factory building here, and will start 
manufacturing children’s shoes as soon 
as the building can be completed, it 
was announced here recently by Benton 
County and Camden officials and Presi- 
dent Henry W. Boyd, Jr., of General 
Shoe, at Nashville. 

Work is goinz forward on the build- 
ing as rapidly as possible and shoe- 
making will start as soon as the build- 
ing is ready, which possibly could be 
during December. 

Genera] Shoe has an option to renew 
its lease beyond the original ten-year 
period. 


James S. Legg, Sales 
Executive, Resigns 

St. Lovurs—James S. Legg, well- 
known shoe executive, has resigned as 
secretary and sales manager of Moul- 
ton, Bartley, Inc. The resignation took 
effect Oct. 1. Mr. Legg’s present plans 
include a well-earned vacation after 
which, he says, his plans for the future 
will be announced. 


Warren Lane Heads Sales 
Of Stetson Men’s Shoes 


SouTH WEYMOUTH, Mass.—The Stet- 
son Shoe Company recently announced 
the appointment of Warren S. Lane as 
sales manager of the men’s division. 





WARREN S. LANE 


For the last ten years Mr. Lane has 
been traveling the East Central terri- 
tory for Stetson’s men’s division. This 
long term as a salesman, plus several 
years of previvus experience in the 
retail business fully equip him to han- 
dle the many phases of his new work. 

Both Mr. Lane and B. L. Wales, sales 
manager of the women’s division, will 
be at the National Shoe Fair in Chi- 
cago with their new Spring lines. The 
men’s linés, Stetson, Arnold and 
Banister; and Stetson shoes and Arnold 
Authentics for women will be on dis- 
play in the Palmer House. 





To Sell Colonial Leathers 


Boston—The Colonial Tanning Com- 
pany, Inc., announces the appointment 
of Samuel Allen, 193 Second Street, San 
Francisco, to represent Colonial lines in 
the San Francisco and Northwest areas. 
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Has Served American Public for 103 Years 





Worcester, Mass.—John A. Curtis (right), president of the Curtis Shoe Company 
of Mariboro, Mass., recentiy received for his company, Brand Names Foundation's 
Centennial “Certificate of Public Service" from Harold Manzer of the Worcester 
Telegram in recognition of the brand name, “Curtis,” which has served the Ameri- 
can public for 103 consecutive years. The citation was one of 27 made to Massa- 
chusetts products at “Brand Names Night," sponsored by the Advertising Club of 
Worcester, Mass., in cooperation with Brand Names Foundation. 





Made Divisional Executive 
Of Craddock-Terry 


LYNCHBURG, VA.— Craddock - Terry 
Shoe Corporation recently announced 
the appointment of George W. Dooley 





GEORGE W. DOOLEY 


as sales manager of their men’s make- 
up division, operating as Universal 
Shoe Manufacturing Company. He will 
also supervise standards of quality in 
all of the men’s factories. 

Mr. Dooley, whose service with the 
company numbers 28 years, was prior 
to his new appointment general super- 
intendent in charge of production for 
all Craddock-Terry factories. 

Mr. Dooley will be in Chicago at the 
National Shoe Fair, and will display 
the company’s Spring 1950 men’s make- 
up line at the Stevens Hotel. 
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Heppe Hudson Company Opens 
New Shoe Box Plant 


OZONE PaRK, N. Y.—Sol S. Pine of 
the Heppe Hudson Company, shoe car- 
ton manufacturers, announces the open- 
ing of a new plant in Lowell, Mass. 
The plant occupies 80,000 square feet 
in the Giant Building, a modern fire- 
proof structure. The Heppe Hudson 
Company is the Eastern distributor 
for Mendle Box Wrap and Label Cor- 
poration. Other Heppe Hudson facto- 
ries are located in Ozone Park, N. Y., 
and Schuylkill Haven, Pa. 

In addition to manufacturing boxes 
oun request, large quantities of finished 
cartons will be kept in stock for imme- 
diate deliveries. Samuel Gordon, for- 
merly of the Ozone Park plant, has 
been promoted to plant superintendent 
of the new Lowell plant. 





Schatzberg Promoted by 
Powell & Campbell 


New YorK.—In line with the expan- 
sion program undertaken by Powell & 
Campbell, Inc., Edward Lipkowitz, pres- 
ident, has announced that S. Schatz- 
berg, formerly sales representative in 
the state of New Jersey, has been ap- 
pointed credit and advertising manager. 
Manny Scheige replaces Mr. Schatzberg 
in the New Jersey territory. 

H. Eisworth, Connecticut salesman, 
and M. Harris, New York salesman, 
will celebrate their 50th anniversary 
with the organization in 1950. 

James Ryan and Harry Lipkowitz 
will continue to assist Mr. Lipkowitz. 


Armstrong Cork to Display 
Shoes at Chicago Show 


LANCASTER, Pa. — The Armstrong 
Cork Company’s full line of cork prod- 
ucts for shoes will be displayed at the 
National Shoe Fair to be held in Chi- 
cago, Oct. 31 and Nov. 1, 2, 3. Arm- 
strong’s display will include exhibits 
of the company’s platform and other 
midsoling materials, bottom fillers, 
cushion cork, and miscellaneous cork 
specialties. 

A feature of the Armstrong exhibit 
this year will be a display of many 
types of shoes in which Armstrong ma- 
terials are used. Included in the dis- 
play will be Turf Toppers, made by 
Joyce, Inc.; and Penaljo Shoes, manu- 
factured by the Hamilton Shoe Com- 
pany, St. Louis, and others. 

H. C. Stouffer, manager of Arm- 
strong’s shoe products department, will 
be in charge of the booth. Also on hand 
will be W. F. Mansur of the company’s 
Chicago office; C. P. Potts, St. Louis 
office; and L. W. Macomber, Cincin- 
nati office. 





Develops New Patent Leather 
For Sliplasted Shoes 


Boston.—Makers of sliplasted shoes 
are patting Harry E. Goldberg on the 
back for his timely accomplishment in 
developing Calipat, Colonial Tanning 
Company’s new type of patent leather 
especially for making sliplasted shoes. 

When it became apparent that a dif- 
ferent patent was needed for the Cali- 





HARRY E. 


GOLDBERG 


fornia process, the Colonial manage- 
ment decided that Mr. Goldberg was the 
man to develop it. Since he has had 
more than 30 years’ experience in the 
tanning and shoe manufacturing indus- 
tries, and has been an instructor for 
several years in pattern design at the 
Lynn Institute of Shoe Pattern Design- 
ing, the choice was a logical one. 

Mr. Goldberg worked for several 
months, doing research with last manu- 
facturers, thread and needle people, tan- 
neries and shoe manufacturers, and 
even worked out cutting charts for the 
leather’s most efficient and economical 
use. 
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QUALITY 
OPERA 


Top Grade Leather Uppers. Flexible Oak 
Leather Soles. Brown, Red, Wine, Blue— 
Full Sizes 5-3. 

* Selling territories still available 
Write for samples and new Fall catalog 


DARLING 
SHOE CO. 
769 GRAND ST. 

BROOKLYN 11, N. Y. 


BI-MOR 
a 
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SLIPPER SOCKS 
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ANNOUNCING !! 


* THE LONE RANGER 
* GENE AUTRY 
* SUPERMAN 
SLIPPER SOCKS 


(Three Distinct Styles) 


FOR FIRST TIME 
ON DISPLAY 
MORRISON HOTEL 
ROOM 1224 
DURING NATIONAL 
SHOE FAIR 
OCT. 31-NOV. 1-2-3 


Manufactured Exclusively by 


MIDWEST SHOE AND SLIPPER CO. 
1109 W. Washington Bivd., Chicago, Illinois 
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Robert T. Dawes Heads 
Thomas Taylor & Sons 


Hupson, Mass. — Robert Taylor 
Dawes was elected president and trea- 
surer of Thomas Taylor & Sons, Inc., 
of Hudson at a recent meeting of the 





ROBERT T. DAWES 


directors. He succeeds his uncle, Frank 
Taylor, who passed away July 8, 1949. 

Anthony Kerdok was elected vice- 
president, and August G. Bonazzoli, 
clerk of the corporation. Mr. Kerdok 
also assumes a new office as director of 
production. Ralph A. Parker has been 
appointed to a newly-created position 
as director of merchandising. He is 
also sales manager. Edward H. Bryant, 
Jr., is the new assistant sales manager. 

The firm’s products include Shugor 
elastic for shoes; Taylor-Top Elastic 


topline gore; Taylastix stretchable 
laces; Dawhide “better-than-rawhide” 
laces; Taylor-Maid shoe trimming 


braids; Taylormade shoe laces; and 
other elastic and non-elastic specialties. 

Robert Taylor Dawes’ election to the 
firm’s presidency makes him the third 
generation of the family to become the 
leading executive of the Taylor busi- 
ness, which was started by Frank 
Taylor’s father, Thomas Taylor, in 1864. 





To Represent Roger Kent in 
Minnesota and Louisiana 


St. Louris —Shur-Nuff, Inc., with 
showrooms at 24 South 6th Street, Min- 
neapolis, Minn., and at 401 Interna- 
tional Trade Mart, New Orleans, La., 
has been appointed a jobber-representa- 
tive for the Roger Kent Company, St. 
Louis, manufacturers of plastic display 
fixtures and store equipment. Shur- 
Nuff, Inc., will offer coverage in Minne- 
sota and Louisiana and their surround- 
ing territories. 





Joyce to Hold Sales 
Meeting in Chicago 


Los ANGELES—Joyce, Inc., will hold 
its sales meeting in Chicago on Oct. 29 
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SHOE MITTENS 
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IN STOCK IN FLORSHEIM, 
STETSON, NETTLETON AND 
OTHER BRANDS. 






BOXES 
Custom kalt 
Shoe Mittens 
ore back agcin 
with Brand Nomes 
knit in. Let us tell 
how you can 


store 
name knit Into each 
mitten AT NO EXTRA COST. SAMPLE BOX 
— $1.20 POSTPAID 


TREINIS BROTHERS, INC. 
120 PLYMOUTH ST., BROOKLYN I, N. Y. 
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WORK SHOES 
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Men's Goodyear Welt Work Shoes 
Men’s Steel Toe Safety Shoes 


Union Made 


GOODWILL SHOE COMPANY 
HOLLISTON, MASSACHUSETTS 
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and 30, 1949. On the morning of the 
29th, Mrs. Joyce will present her new 
line to the salesmen and this event will 
be followed by a series of group meet- 
ings. 
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No. 4 
All smooth 
leat r 
bootee. 
Hord. flexible leather soles. Leather 
collar. Colors: Blue, Red. Sizes: 5-8, 


82-12, 122-3. 

No. 351 All Smooth 
No. 40X Chubby's leather opera. Hard, 
Elk, EE, Hard, flex- flexible leather soles. 
ible leather soles.- Red, Blue, Brown. 
Red, Blue. Sizes: 5-12, Sizes: 5-8, 8'/.-12, 
Holf sizes. $2.05 12"/2-3. $1.40 
1017 Winthrop St. Brooklyn 12, N. Y. 
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SHOWER SANDALS 
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Reece “Perfect Rocker” wooden soles 
available with or without silencers. 
Colorful straps attached with rust 
proof nails. Maroon or brown for 
men — multicolored checks for ladies. 
No half sizes. Write for prices. 


REECE WOOD SOLE SHOE CO. 
Dept. 8-SI Columbus, Nebraska 





| Buy Savings Bonds 
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New Shoe Factory Planned 
By State of Israel 


New YorK—Israel’s shoe industry 
will undergo revolutionary changes 
with the establishment, within the next 
few months, of a large plant incorpora- 
ing the latest American machinery and 
techniques, and representing an invest- 
ment between $700,000 and $1,000,- 
000 of American and Israel] capital, it 
was announced recently by the Eco- 
nomic department of the Jewish Agency 
for Palestine, 16 East 66th Street. 

Negotiations have just been com- 
pleted with one of America’s largest 
concerns in this field, The General Shoe 
Corporation of Nashville, Tenn., to par- 
ticipate in the establishment of this 
modern factory, together with a group 
headed by Joseph Sugarman, Boston 
lawyer and businessman, and N. Habas 
of Tel Aviv. 


Operations will begin early next 
year. The plant will manufacture all 
types of shoes for men, women and 
children by modern production meth- 
ods at prices considerably lower than 
those now prevailing in Israel and will 
give employment to several hundred 
people. 

The new company has not released 
anticipated production figures, but it 
is expected that if will supply a sub- 
stantial part of the Israel market and 
in addition will produce for export. 





Saco-Moc Moves In-Stock 
Division to Factory 


PORTLAND, ME.—The Longwood Shoe 
Company, in-stock division of the Saco- 
Moc Shoe Corporation of Portland, an- 
nounces the resignation of Bernard 
Short as manager of the Boston office 
at 157 Lincoln Street. 

Leonard Karzmar, sales manager of 
the Longwood Shoe Company, operating 
out of the New York office, has been 
in charge of the Boston office since then. 
The in-stock division is now being 
moved to Portland, and when the move 
is completed, Mr. Karzmar will return 
to the New York office located in Room 
640, Marbridge Building. During Mr. 
Karzmar’s absence from New York, 
Miss Gloria Model has been in charge 
of the New York office. 


Peters Shoe Co. Announces 


1950 Ad Campaign 


St. Lours—Advertising and promo- 
tion plans for Spring were revealed at 
a recent series of sales meetings held by 
executives and salesmen of the Peters 
Shoe Company, division of the Interna- 
tional Shoe Company. 

Using the slogan “Weatherized 5 
Ways,” the Peters juvenile line will be 
promoted via a well-planned media 
schedule which opens with a full-page, 
feur-color advertisement in Life, fol- 
lowed by insertions, most of them in 
full color, in Parents’ Magazine, Wo- 
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The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 
This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75¢ per copy, prepaid 
BOOT and SHOE 


100 East 42nd Street 
RECORDER New York 17, N. Y. 


















man’s Home Companion, Good House- 
keeping, Household, Country Gentle- 
man, Progressive Farmer and the syn- 
dicated newspaper magazines, Parade 
and This Week. Weatherbird baby shoes 
will have a campaign of their own with 
continuing insertions during 1950 in 
Congratulations, Your New Baby, My 
Baby, Young Years and Baby Talk. 

Peters’ City Club shoes for men, it 
was announced at another sales meet- 
ing, will be advertised in time to create 
Spring sales in Esquire, Life and the 
Saturday Evening Post. 

Both juvenile and men’s lines will be 
exhibited in Chicago during the Na- 
tional Shoe Fair in the Hotel Stevens. 





Wolpe Selling Tico Shoes 


CuIcaco—Ralph Wolpe has recently 
taken on representation of the Tico 
Shoe Corporation of New York in Chi- 
cago and surrounding territory. Mr. 
Wolpe is president of the Chicago Shoe 
Club. 


Boot and Shoe Recorder 
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CANCELLATION STORES 


Select your needs from 

Lergest Quality Shoe Stocks ct 
REAL LOW PRICES. 

BARIS SHOE CO.., Inc. 


79-81 Reade St., WY. —  WOrth 2-5180-1 
Sample Office: Hoes Bidg., Les Angeles, Col. 


| 





America's 
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COWBOY BOOTS 
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You'll make more profits 


~* JUSTIN BOTS 


tustins . . . the beots most 
folks want . . . attrart the 
kind ef customers whe will 


tay te get what they want 

Make more sales with 

Justins, favorites since 1879. | 
Write for Cataleg of | 
styles in stock. | 


HJ. Justin & Sons, Ine. | 
Sex 548-K, Fort Worth 1, Texes 7 | 
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SHOE CLEANERS 


6 Ee, 8 


SPEED-AX 


SUEDE BRUSH 


Retail 25¢ 








Combination 
Rubber Bristle 
and Sponge 
Rubber with 
Beautiful Colored 
Plastic Handles 


Pocked | Doz. 
Assorted Colors 
In Display Carton 


i 


© 


Price—$1.75 doz.—$19.20 gross 
ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 
2611 So. Indiana Ave., Chicago 16, Ill. 
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Larger Factory Taken Over 
By Tower Grove Shoe Co. 


St. Lovis—The Tower Grove Shoe 
Company of St. Louis, manufacturers 
of the Tee Geez line of women’s and 
girls’ casuals, has announced the ap- 





A. H. BREMEHR 


pointment of A. H. Bremehr as general 
manager, and the company’s expansion 
to a new and larger plant at 1515 North 
25th Street. Approximately 15,000 
square feet of floor space will be util- 
ized in the new plant, with a produc- 
tion potential of about 1,000 pairs a 
day. 

Sales promotion and styling of the 
Tee Geez line will be under the direc- 
tion of Mr. Bremehr, who joined Tower 
Grove last year after an association of 
several years with the Tobo Shoe Com- 
pany. He has been active in the sales, 
advertising and administrative ends of 
manufacturing for many years. 

Featuring 10/8 to 17/8 heel heights 
in women’s and girls’ casuals, the Tee 
Geez line will be shown at the National 
Shoe Fair in Chicago. 





To Make Boys’ Cowboy Boots 


COOKEVILLE, TENN.—Harry Vise, 
president and genera] manager of the 
Atlas Boot Manufacturing Company, 
makers of the line of Tom Mix cowboy 
boots for infants, children and misses, 
announces that plans have been made 
largely to increase production capacity 
by building another factory adjoining 
the one now being used. The two build- 
ings will be joined by loading platforms. 
This additional capacity will enable the 
company to add to its present line 
another line, Tom Mix boots for boys 
up to size 6. 


Lorenz with P. W. Minor 


Los ANGELES—Harold A. Lorenz has 
taken over the California, Arizona, and 
Nevada territory for P. W. Minor and 
Sons, Batavia, N. Y., with their line 
of Treadeasy and Brougnetts. Head- 
quarters will be at 1006 W. Wanda, 
Beverly Hills, Calif. 
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EVENING SLIPPERS 
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SLIPPERS 
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STOP! LOOK! 

| f COMPARE... 
‘ Men's 

| Fine Kid 


No. 500R 
Calfsted 
quarter lining, 
leather innersole, brown rubber heels, genu- 
ine full oak sole. Sizes 6-12. 

No. 501 

Boys’ Romeo same as above. Sizes 2-6 $2.35 
No. 500L . $2.60 
Same as 500R only fuily leother lined.?Z. 


c Value! 








Write for FREE Men's coteleog—Top Svys! 


GLOBE SLIPPER CO. 
1149 Broadway New York 1, N. Y. 















| Buy Savings Bonds 
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FOR SPECIAL PROMOTIONS 











NATIONAL SHOE FAIR | 


ROOMS 1125-1126 | 


MORRISON HOTEL 
MOSINGER-COHN 


1235 Washington Ave. St. Louis, Mo. 
“Over A Quarter Century’ Fine Footwear 
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SHOE ORNAMENTS 
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RHINESTONE CREATIONS ARE NOW MANU- | 
FACTURING THE LATEST STYLE CUT STEEL 
BEADED SIDE ORNAMENTS IN ADDITION 

TO THEIR RHINESTONE LINE. 
* SAMPLES GCLADLY SUBMITTED * | 
LOWEST PRICES | 


RHINESTONE CREATIONS | 


751 NORTH 39TH STREET 
PHILADELPHIA 4, PA. 
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CHAIRS AND STOOLS 
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Exclusive distributor of the populor ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
pley room or write for illustrated folder 
and prices. 


| 
| 
LYONS & COMPANY 
| 








120 DUANE STREGT NEW YORK 7, N. Y. 








Now Selling Life Strides 
In Chicago and Ohio 


Cuicaco—Robert Newcomb of To- 
ledo, Ohio, is now representing the Life 
Stride Division of Brown Shoe Co. in 
Chicago and the major cities of Ohio. 


334 


Monogram Making Shoes in 
Two Illinois Plants 


St. Louis.— Monogram Footwear, 
Inc., is now concentrating its entire 
production in its Breece, Illinois, and 
Trenton, Illinois, plants. A recent addi- 
tion to its Trenton plant has increased 
floor space by 6,000 square feet. The 
Breece plant, formerly occupied by 
Huber Slipper Company of Aviston, 
Illinois, is being devoted entirely to cut- 
ting room operations; whereas, all as- 
sembling and finishing is being done 
at Trenton. Production is 2000 pairs 
per day. Offices and sales headquarters 
are to remain in the St. Louis plant at 
1512 Clark Street. 

Archie Bregman, president, states 
that business has been very good with 
orders booked well into November de- 
livery dates. 


Up-State New York City 
To Have Shoe Factory 


HERKIMER, N. Y.—A shoe factory 
that ultimately will employ approxi- 
mately 400 workers and have an an- 
nual payroll of more than $750,000 will 
be erected here. 

The Herkimer Industrial Progressive 
Corporation announced that Meier Bil- 
lig, operator of shoe plants in Brook- 
lyn and Peckville, Pa., would build the 
factory and had deposited a check for 
$25,000 toward its construction. 

The corporation, organized to secure 
new industries for Herkimer, said that 
the plant would cost about $125,000. 
Specifications for bids already have 
been issued. 


Hollywood-Inspired Campaign 
Continued by Tober-Saifer 


Sr. Louris—The Jolene “Hollywood 
Inspired” shoe advertising program for 
1950 will follow the pattern of pre- 
planned promotions for dealers that the 
Tober-Saifer Shoe Company of St. 
Louis initiated last year. By planning 
all promotions in advance and familiar- 
izing dealers with the merchandise to 
be featured in the national advertising, 
Tober-Saifer expects dealers to capital- 
ize to the fullest extent on the mer- 
chandising potentialties of the national 
advertising. 

The pre-planned promotions are also 
expected to expedite the manufacture 
of the various styles and assure deal- 
ers of delivery in time for the feature 
promotions. Complete window displays, 
newspaper mats, direct mail pieces and 
radio spot announcements, tying in with 
the national advertising, will be fur- 
nished. 


Tober-Saifer’s national advertising, 
scheduled to appear in the country’s 
fashion magazines, will gain feature 
indorsements of the Jolene line by well- 
known screen stars. The advertising 
program for 1950 also includes a series 
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© WHITE ELK 
LEATHER UPPERS $ 47 5 
© LEATHER SOLES _ 
© SILK TASSELS 
© STITCH DOWN Terme 
CONSTRUCTION 2/10 N/30 
© SIZES 4-9 jee Caml 
IMMEDIATE 
DELIVERY 


No. 3880 
ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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BOWLING SHOES 
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Send for complete 
catalogue. imme- 
diate Delivery 








ARNOFF SHOE CO.,INC.,101 Duane St.,N.Y.C 





of ads slated to appear in all shoe trade 
publications. A new theme, using ad- 
vertisements of a testimonial nature, 
has been developed. 





Cannon Shoe Pays Dividend 


BALTIMORE, Mp.— Directors of the 
Cannon Shoe Company, Baltimore, re- 
cently declared the regular quarterly 
dividend of 15 cents a share paid 
October 1 to stockholders of record Sep- 
tember 21. 





To Display Shoes at 
State Fair 


MANCHESTER, N. H.—The Sundial 
Shoe Co., U. S. Rubber Co., and Sara- 
nac Glove Co, were among the first 
New Hampshire industrial concerns to 
make arrangements for exhibits at the 
second annual New Hampshire Expo- 
sition to be held at the Armory here, 
Oct. 16-19, under sponsorship of the 
Manchester Chamber of Commerce. 
The exposition is expected to attract 
an attendance of more than 25,000 per- 
sons. The first exposition last year was 
attended by more than 16,000. 


Boot and Shoe Recorder 














assified and WavAds 


SALESMEN WANTED | SALESMEN WANTED | SALESMEN WANTED 























Perhaps THIS IS the Opportunity | SALESMEN 


You have been looking for | | Excellent opportunity to become as- 
One of tae largest and oldest manufacturers of Rubber, Fabric and Casual foot- | | sociated with one of the leading 
wear expects to add several Salesmen to its Sales Force later this year. Men | manufacturers of juvenile shoes. 
between 25 and 35 years of age with retail footwear experience who are free to | | Line consists of Misses’, Children’s, 
travel any place in the United States and who own or are in a position to purchase | | Growing Girls’, Little Gents’ and 
an automobile will be given preference. | | Boys’ to retail $4 to $6. The terri- 
This is an opportunity to represent an old established line which is backed by a tories open are: 

national advertising program featuring a trade-mark known to millions. 


If you are interested in starting a road selling career with a house that offers a L. Vieginia & West Vieginia 


future with security, a good living and where earnings can be increased in pro- | 2. Kentucky & Tennessee 
portion to hard intelligent work—then write—telling us all about yourself (in 3. Georgia 4. Florida 
confidence) in your first letter. 5. Mississippi 6. Alabama 


Address Box 497, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 








j 7. Louisiana 8. Texas 
§.Missouri 10.Kansas_ 11. lowa 
12. Minnesota, North & South Dakota 


| 
| | Will consider only experienced men 


| ALL who know the territories. Drawing 
of our present salesmen have account. Write full details in first 
been with us from 5 to 25 years. letter. 














SALESMEN WANTED 


Old established New England Concern 
has an outstanding line of nationally ad- 
vertised branded Infants’, Children's, 
Misses’ and Growing Girls’ Welt and 
Compo Shoes carried in stock to be re- 
tailed in the medium price field. Sales 
have been increasing each month—ex- 
cellent opportunity—commission basis. 
The following territories are open: |. 
Minnesota, Wisconsin; 2. lowa, Missouri; 
3. Illinois (except Chicago), Indiana; 4. 
Michigan; 5. No. and So. Carolina, Vir- 
ginia (except Eastern Shore); 6. Ala- 
bama, Georgia, Florida; 7. California; JOYCLOGS—Flexible clog with patented fea- 
8. Nebraska, Kansas. pape ot Re ry i, — men, 
Applicants must have travelled these ond children—tetell $3.95 to 94.9%. 

states. Write giving experience and back- SEE US AT THE ae 2. 2 


ground. Interviews will be held at the Cc H I Cc A S @) Ss bt Ow er & ae ph get nga asa 


Address Box 506, care aoer a es. 2 
WE 100 East 42nd Street, New , iw. 
are successful rubber footwear 


manufacturers . . . for over 100 years! | 


OPENINGS are now avilable 40 EXCELLENT OPPORTUNITY 


men who know their territory. In some For the Right Men 


cases we will consider our line being Two related sidelines that can be sold to the 
carried with another non-conflicting some customer. 
line. TONI-GAYS — Nationally known and adver- 
tised Sisals and Raffias for women — retail 
$3.95 to $6.%. 











If you are an experienced salesman: 


i i | All territori . Add letter, giv- 
Guicker ai Noobs tay 99" | | HOTEL MORRISON = | | | 5 i ucin"arn bochgrotad, 
ROOM 426 Ben Barnett, Sales Manager 
Address: AMERICAN GIRL SHOE CO. 47 West 34th St., New York City 
120 KINGSTON ST., BOSTON, MASS. | Gold Seal Rubber Company, 174 Lincoln St. 


























WANTED 






y AV PENIN SALESMEN | ‘ - i iv 
Wirt FOLLOWING IN METROPOLL | SIDELINE SHOE SALESMAN to carry a | | Ne "Mesico, Aricona, Utah, ‘Nevada and 
TAN TERRITORY. Outstanding Branded | Short Line of Men’s Fine Goodyear Welt | Calif. a Natior lly Known Manufac- 
Line of Children’s Slippers and Novelties. Re- | Dress ss to Retail aft» 00 and $6.00. tueur ef Tatenae’, “Children’s and Misses‘ 
ferences. Address $544, care Boot & Shoe | Address 34, care Boot & Shoe Recorder, 100 Stitchdowns and Compos. In Stock. Com- 


as 100 East 42nd Street, New York 17, East 42nd Street, New York 17, N. Y mission basis only. Also Representative 


for I-ennsylvania. 























F YOU CAN WORK WITH THE BIG- | GALESMEN—ALL TERRITORIES OPEN— ee ee eee a 
GEST VOLUME ACCOUNTS, Chain o carry as Side Line, in Stock Popular | 

Stores and Jobbers: Missouri, Kansas, Iowa, Priced Men’s Dress Welts and Slippers. Also 

Minnesota; Factory Direct, Stitchdown Popular Women’s Loafers. Our Shoes are Priced Right, bi 

Priced Line, Highly Styled; Write giving your | Styled Right and Built Right. Commission 

Experience, Background, all information and basis; Drawing Account After Ability is ALESMEN: Nationally Advertised, Popular 

references. This territory established; Active Proven. Producers can earn $300 and better | Priced Children’s Shoe, Slipper and Sandal 

accounts. Address #542, care Boot & Shoe monthly. Write giving full particulars. Ad- | Line. Territories still available) DARLING 

Recorder, 100 East 42nd Street, New York 17, dress #533, care Boot & Shoe Recorder, 100 SHOE CO., 769 Grand Street, Brooklyn 11, 

Rs ey 


East 42nd Street, New York 17, N. Y 





CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order w.ti your copy. No accounts are opened for classified ad- 
vertising excent for regular advertisers on contract. 

The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


=> Advertisements for this page must be in our New York Office 15 days preceding publication date “<j 
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HELP WANTED 











SALESMEN WANTED 


To carry a Line of Men’s Welt Shoes 
for an old-established New England 
firm. These Shoes carried Instock to 
retail at $895. Following territories 
open: 
No. Carolina. So. Carolina 
Georgia, Florida 
Ohio. Indiana, Ilinois, Michigan 
California. West Coast 
Tennessee, Kentucky 
Write giving experience and particu- 
lars. All replies held in confidence. 


Address Box 528, care BOOT & SHOE — 
100 East 42nd Strest, New York 17, 








SALESMEN WANTED 


We have on Opening on our Sales Force 
for a First Class Man to Sell Our Line of 
Sports, Casuals, Slippers, Retailing from 
$3 to $5. 

The Territory is: Western Ohio, 
Eastern Ohio, Northern W. Va. 
Applicants must be experienced within 
the territory. Drawing account. Submit 

complete information. 


GOLO FOOTWEAR CORPORATION 
129 Duane Street, New York 13, N. Y. 











SALESMEN WANTED: SLIPPERS AND 
WOMEN’S CASUALS. ive, alert 
New York Factory Distributor of outstanding 
Line of Women’s Casuals in $2.98 Retailers; 
also terrific Line of House Slippers, Men’s and 
Women’s, open for representation outside New 
York. 6% Commission. Th ds 


& Shoe Recorder, 
100 East 42nd Street, New York wo Ht. e. 





FOR NORTH CENTRAL STATES 


Topflight Men's Shoe Salesman who is now car- 

rying a Line of Men’s Quality Shoes to handle, 

in addition, original Line of Men's CASUALS 

covering principal cities in North Central 

States If Interested. communicate with 
MEL KAUFMANN 

Room 858 Paimer House, during Shoe Fair. 











OUR SALESMEN WANTED to join our 

Sales Staff to call upon the General Trade 
with our Branded Linus of Infants’, Children’s, 
Misses’ and Youths’ and Boys’ Shoes. We Manu- 
ufacture Ten Thousand Pairs of Shoes a day to 
back up our salesmen with at once service and 
satisfaction. Established producers only will be 
given consideration. Non-Conflicting Lines may 
be carried. The territories open at present are 
Southern States, East of the Mississippi, the 
Southwestern States. the Northeastern States, 
and the Middlewest, West of the Mississippi. 
Address #512, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. 3 


GALESMEN WANTED: We have a Short 
“ Line of Kesort and Summer Clog Shoes 
which promises to be an outstanding item. 
Retail price approximately $10.95. Will pay 5% 
Cc commission "re fer man cov ering Southern ter- 








ritory. Can be handled as side line. Write 
territory you cover and full details. Address 
3529. 100 East 


care Boot & Shoe Recorder, 
New York, 17, N. Y. 


LD ESTABLISHED, LARGE EASTERN 
FIRM requires experienced men of integrity 
and ability in the West Coast and Middle West 


42nd Street. 





areas Genera! Line staple, permanent connec- 
tion; attractive commissions, fast action. Ad- 
dress #530, care Boot & Shoe <a 100 


East 42nd Street. New York 17. N. 
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TWO REPRESENTATIVES WANTED 


For Ohio and Michigan. Must be experienced. 
with following. Territory established. To sel] 
Medium and Low-Priced Men's Dress and Work 
Shoes for immediate delivery. Drawing ac- 
count for qualified applicant. State your back- 
ground in reply. References required 

Address Box 536, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, N. Y. 











IDELINE OR FULL TIME SALESMAN 

WANTED for New York State (excluding 
New York City), Connecticut and Middle West 
by established Manufacturer with Instock De- 
partment on $4.00 and $5.00 retailers of Wo- 
men’s Corrective Shoes of Outstanding Values. 
Widths A to EEE. For Chain, Department 
and Independent Stores. State experience and 
references. All replies confidential. Address 

3526. care Boot & Shoe Recorder, 1090 East 
y. 2nd Street, New York 17, N. Y 


WANTED: MANUFACTUR- 

ER’S LINE OF WOMEN’S $3.00 Casual 
Retzilers to the Independent Trade. 7% Com- 
mission; Short Line of the Smartest Styles in 
America. Lucrative set-up for men with fol- 
All territories. Address 523, care Boot 


ALESMEN 


lowing 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 


SALESMEN WITH ESTABLISHED 
TRADE can earn substantial extra money 
selling featherweight Novel Plastic and Alumi- 
num Men’s and Women’s Shoe Trees to Retail 
Shoe Stores and Chains everywhere. Liberal 
commissions; Protected Territory; Full credit 
for re-orders. Write giving exact territory cov 


ered to: NOVEL PRODUCTS CORPORA.- 
TION, 415 North Dearborn Street, Chicago 
10, Ill. 





SIDE LINE SALESMAN WTD. 


RHINESTONE AND CUT STEEL BOWS, 
compact tray, terrific sellers. Address #290, 
care Boot & Shoe — 100 East 42nd 
Street, New York 17, N. Y. 


EST. ABLISHED AND COMPREHENSIVE 
LINE of Children’s Novelty Welts and Com- 
pos. in Widths, to retail about $5.00. 
vania, New York State, Ohio, Michigan, 








Pennsyl- 
Balti- 


more, Washington, Virginias. Address 2510, 
care Boot & Shoe Recorder, 100 East 42nd 
Street. New York 17, N. Y 


LOOKING FOR 
ADDITIONAL INCOME? 


Wonderful opportunity for extra 
commission by carrying our Line 
of approximately twenty instock 
Arch Shoes as a Sideline. We are 
interested in securing men for 
smaller towns and suburbs of large 
cities in all States. Write, giving 
full details as to what territory you 
are now covering and your present 
Lines. 





Address Bex 527, care BOOT & SHOE RECORDER 
100 East 42nd Street. New York 17. N. Y. 











EVERAL OPENINGS FOR SALESMEN 

WITH FOLLOWING to carry highly sale- 
able Line of Children’s Branded Slippers and 
Novelties. State territory. References. Com- 
mission basis. Address #545, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
me 








EN’'S UNLINED WORK SHOES, on 

straight Commission for North Texas and 
Oklahoma. North Lebanon Shoe Factory, 
Lebanon, Pa. 


WANTED: FACTORY SUPERINTEN- 
DENT IN CALIFORNIA. Experienced in 
Slip-Lasting and Capable of setting up Cement 
Lasting. Thoroughly familiar with Quality, 
Labor Costs and Labor Relations. Submit com- 
plete history and references for confidential 
use. Splendid opportunity. Address #532, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 








LINE WANTED 


XCELLENT CONTACTS WITH WO- 

MEN’S VOLUME CHAINS in Midwest. 
Desire Manufacturer’s Low Heel Line. Ad 
dress: Box #517, care Boot & Shoe Recorder, 
209 South State Street, Chicago 4, Il. 





UCCESSFUL SALESMAN WANTS MAN. 


UFACTURER’S LINE for Representation 
in Southeastern States. Address #539, care 
100 East 42nd Street, 


Boot & Shoe Recorder, 
York 17, N. Y. 


New 


DVERTISED MANUFACTURER’S LINE 

WANTED By Top-Notch Salesman for New 
York to Virginia. Address #538, care Boot & 
Shoe Recorder, 10 East 42nd Street. New 
Tom iy, B.. ¥- 


"M LOOKING FOR A GOOD LINE OF 

BASIC SHOES for Eastern Pennsylvania 
and Southern New Jersey. Want Factory that 
needs intensive development in this territory and 
is interested in ae agg connection on 
straight commission basis. No sidelines. Address 

#546, care Boot & Shoe Recorder, 100 East 42nd 
Rereet: New York 17, N. Y. 





FOR SALE 


HRISTMAS SPECIAL: Ladies’ Genuine 
Alligator Purses; Envelope Style, Light and 








Dark Brown, $9.75. J. W. WESTENDORFF, 
St. George, South Carolina. 
FAMILY SHOE STORE, WELL ESTAB- 
LISHED, New Stock and Fixtures; 100% 
Location in Northwestern part of Ohio. Ii 
health only reason for selling. Address #543, 
care Boot & Shoe Recorder, 190 East 42nd 
Street, New York 17, N. Y. 
O SETTLE ESTATE AT ONCE, Estab- 


lished, Nationally Advertised Mail Order 
Shoe Business Located in New York City; 
Mailing List of over 75,000 active Customers. 
$15,000 needed for quick sale. With or without 
{nventory. Wonderful opportunity for Shoe 
Manufacturer with In-Stock Department. Write 
Box 2537. care of Boot & Shoe Recorder, 191) 
East 42nd Street, New York 17, N. Y., or 
Phone: HYacinth &-2464. 





OR SALE: SHOE AND DRESS SHOP. 
Carry Women’s, Men's, Children’s Shoes. 
Florida town of 15,000 population. $3,000 plus 
inventory. Best location in town. Good volume. 
Owners selling because one of partners wants 





to sell. Address #525, care Boot & Shoe Re- 
corder, 100 East “$2nd - Street, New York 17, 
As & 

ELL ESTABLISHED LADIES’ AND 


JUNIOR MISS SHOE STORE, 100% loca- 
tion in Upper New York State. Will sell at 
stock inventory, 15,000 down. Address #524. 
care Boot & Shoe Recorder, 190 East 42nd 
Street, New York 17, N. Y. 





BUSINESS OPPORTUNITY 


WELL KNOWN SHOE FACTORY IN 
FRANCE Looks for Working Arrangement 
or Partnership with Leading U. S. Factory 
Specializing in Ladies’ Shoes and Slip Lasting 
Process. Address #541, care Boot & Shoe Re- 
ar 100 East 42nd Street, New York 17, 





Boot and Shoe Recorder 











POSITION WANTED WANTED TO PURCHASE WANTED TO PURCHASE 








SHOE DEPARTMENT MANAGER-BUYER 
Would Like Contact With Good, Growing CASH PAID FOR TOP DOLLAR! 
Con-ern; seventeen years’ experience, Men's, 
Women’s, Children’s. Prefer Better Grade. 33 SHOE STORES YOUR DS AND ENDS CLOSEOUTS 
Years of Age; Excellent references. Address CLOSE OUTS, JOB LOTS FOR YOUR OD - 
540, care Boot & Shoe Recorder, 14) East | SES MED OR COMPLETE STOCKS 
42nd Street. New York 17, N. Y. | “on =a ABI N EDDY SHOE COMPANY 
ALWAYS RELIABLE 
a - _ _— e 
?3 READE ST. NEW YORK 13, N. Y. eee. ae 
AA ANAGER OF WELL-KNOWN LOS AN Telephone WOrth 2-2515 : 
‘s GELES SHVUE STORE, Fifteen Years’ 











Experience as Buyer and Manager, thoroughly 
experienced in all phases of Retail Shoe Busi- 
ness; Three years in present position; desires 


























"portunity te riew Reliable Fi hich WILL BUY CLOSE OUTS AND 
can ofler a foture. Address #531, care Boot & MY HOBBY COMPLETE STOCKS 
a me 106 East 42nd Street. New York Buying, Selling Shoes for 35 years a der Stas, “Shetinn dad 
CASH TOP PRICES S26 
Se re eee ee tee scneieinngan SHOES, INC 
; HARRY HESS a 
148 Duane Street, New York 7, N. Y. 
Reade Street N. York 7, N. Y. . ™ 
tt. | ee Telephone BEalman 3.728 
PRICE TICKETS bring sales! 


Nun rele SEE WEIL SELL YOUR JOB LOTS 
MERCHANT'S SERVICE DEPT. C SAM CAMITTA & SONS 
BOOT AND SHOE RECORDER 


S AD 204 95 Reade St., New York 13, N. Y. 
209 So. STATE ST. CHICAGO 4 on Page Foremost Snse Sapes mes 1906 


























Children’s Slippers to Be 
Advertised Nationally BARIS BUYS for CASH 


Los ANGELES—Lambkins of Holly- Quality Shoes for Men, Women * 


wood, Los Angeles, manufacturers of and Children ; Short 8 Leases Assumed 
children’s bedtime slippers, have an- Scrupulous Protection fase. TTR putea eu eis ees 


nounced a new consumer advertising ARIS SHOE CO., Inc. 

campaign starting with the November : New York 7, N. Y. Tel.: WOrth 2-5180 
issue of Parents’ Magazine, designed ' 
to boost traffic in present dealer outlets 
from coast to coast. The new campaign 
will feature two af Lambkins most RCH TYPE SHOES FOR MEN. WOMEN 


popular slippers for holiday sales. A AND CHILDREN. Close-outs or com- 
f plete cane Will a top cash prices. 
To help retailers take advantage of STRAHL SHOE CO., Exporters and Import- 


this national advertising, a complete ‘ 175° SS é 70P CASH PRICES 



















promotion package of merchandising 



































aids such as counter cards, mats, the ee J " FOR CANCELLATIONS, 
Parents’ Magazine seal, and other dis- ILL PAY GOOD PRICE FOR JOB LOT % ODDS & ENDS, CLOSEOUTS 
play material, is available for immedi- ARCH SUPPORTS AND FOOT APPLI- and COMPLETE STOCKS 
ate delivery. CRAMER'S. 401-léth Street, Denver, Colo. Quelity Men's, Women's 

L. R. Shep, president of Lambkins, ond Children's Shoes Wanted. 
also announces that one the highest ; BRAND NAMES PROTECTED 
California State Fair Fashion Awards. é R-COHW 
the Certificate of Merit for outstanding GET TOP VALU E nlOSINGE N 
design and high quality of workman- In Selling Your Pine Footweer” 
skip, was made to Lambkins for one e SURPLUS STOCKS or 
of their children’s slippers at the fair’s e COMPLETE STORE 
annual fashion show in Sacramento, CAMITTA SHOE co. 
recently. 120 NO. 4th ST. PHILADELPHIA 6, PA. 

Peis Phone Lombard 3-2062 WE BUY 
SURPLUS AND COMPLETE STOCKS 

Lost, Strayed or Stolen—One eee —— ” te ona _— 
Red Jumping Back Boot Never one to withhold bad news, Mr. SHORT LEASES ASSUMED 

ROCHEsTER, N. Y.—If anything more yfalcolm called the attention of his op- YOUR NAME AND BRAND 
— Large’ eg to prove geil posite numbers in the United States to PROTECTED 

ris oe Co. executives that the an advertisement which appeared re- 
life of a child is just one misfortune cently in the “Lost and Pound” column IRVIN RUBIN, INC. 
after another, it was a letter received of a British Columbia newspaper. “The House of Jobs" 
recently from J. S. Malcolm, general “Taken off front steps,” the adver- 89 READE STREET 
sales manager of The Savage Shoe  tisement read, “red Jumping Jack boot, New York City 
Company, which has the Canadian man- size 5. 3348 E. King Edward. Phone BARCLAY 7-7887 
ufacturing rights to Jumping Jacks. DEx. 2594M.” ‘ 
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Sturdy Construction, will last a life time. 


WINDOW REACHER —A SALES SAVER 






























































$27.50 





FIT COMES FIRST. Make shoes 

fit around the ankle. Step gap- 
ping at the sides and slipping in 
the heel (ne more heel tiners | 
necessary). All fullness or wrink- | 
les in leather or fabric easily 
shrunk without harm. Assure fect 
comfort for hard-te-fit feet. 





Special combination offer $45.00 
(fiuids included in above prices) 
Send your order or write for detail information. 
E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, ind. 








General Shoe Wins Annual 
“Oscar of Industry” Trophy 


New YorkK—In the final ratings of 
an independent board of judges for 
the Financial World Annual Survey, 
General Shoe Corporation was judged 
as having the best annual report for 
the second consecutive year of the shoe 
and leather industry. General Shoe’s 
annual reports have also received this 
award for five of the last six years. 

The bronze “Oscar of Industry” 
trophy will be presented to Henry W. 
Boyd, Jr., president of General Shoe 
Corporation, at the annual awards ban- 
quet in the Hotel Statler, New York, 
Oct. 31. 

More than 4500 corporation annual 
reports were submitted in this national 
survey, the ninth in the series, and 
these were judged in one hundred in- 
dustrial classifications for “Best of 
Industry” awards. In the “shoe and 
leather industry” category, Interna- 
tional Shoe Company was runner-up 
fer top honors, while Edison Bros. 
Stores took third place. 

General Shoe’s prize-winning report 
was written and produced by its public 
relations department. 
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3 feot length.......-85.25 Spet new Rew merchandise ia your windows in on en instent's 

5 foot lemath.......- - 5.50 time. Save sales easily; try on my). athyhgagmaa 

7 feot lemgth...... «+ 5.75 it without your regular window trim. 

FLORO SALES SAVER COMPANY, Room 700, 503 M. Twelfth Bivd., St. Louis 1, Missoeri 
MAKE THAT SHOE FIT 
SHOE DOCTOR SHRINKERS 
Relier type device 
PATENTED 








Miuitary 
SHOE STAND 


Displays a man’s shoe as he sees it 


on his foot. 
Half Doz. — $5.00 
Full Doz. — $9.00 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 











NEW ADJUSTABLE | 


Price ns" Pony Cup 


remains in 
desired posi- 2 
for Price Tickets 


tion at all 
times. 

This is an ex- 
clusive pat- 
ented feature. 


$5 gross 


$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 


X-RAY 


PROTECTION 


@ Protection for operator, customer, and 


equipment. 
@ Machines modified to conform to 
recommendations of local health depart- 
ments, and insuraace companies. 
@ Special timing devices. 

Dealer’s inquiries welcomed. 


QUAD etectricar suprty, INC. 
1650 N. Damen Ave., Chicago 47, Ill. 

































To Travel in Southeast 
For Vitality Shoe Co. 












TROY M. ADAMS 


St. Louis. — Troy M. Adams has 
joined the Vitality sales force as a 
partner with Heyward E. Dillingham 
in the Southeastern territory. He 
comes to his new duties with a record 
of 20 years of successful retail experi- 
ence. 

Until he has an opportunity to estab- 
lish his family permanently, he will 
make his headquarters at the Henry 
Grady Hotel in Atlanta. 


Officers Are Elected by 
Colonial Tanning “Boosters” 


Boston.—Colonial Tanning’s “Boost- 
ers’ Council” got its third season off to 
a good start by electing Eliot Small, 
assistant credit manager, as president; 
William Bond, Silka suede division, as 
vice-president, and re-electing Lincoln 
Sullivan for a third time as secretary. 

Colonial’s “Boosters’ Council” is just 
what the name suggests. Their job is to 
endeavor to “boost” employee morale 
and efficiency by promoting such activi- 
ties as the Sunshine Fund, which takes 
particular note of both happy and sad 
oceasions; to arrange social evenings 
and sports programs; and to make sug- 
gestions to the management for greater 
efficiency and better employee relations. 

A program is planned for the coming 
year which will include a Hallowe’en 
party, a broad expansion of educational 
and sports activities, interesting guest 
speakers, educational trips to various 
tanneries and many other activities. 





Stylists in New Studio 


NEw YorkK—Jean Brock, well-known 
shoe stylist, and her staff now occupy 
new and larger quarters as a design 
studio at 45 W. 34th Street, New York 
City. Miss Brock reports the current 
season to be the most active she has 
ever experienced and plans a short 
visit in the near future to Italy and 
France. 
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Pou SHOE 
HoLver 


To properly display arch support branded 
shoes, golf shoes and fiber sole shoes. 
Always remains in the correct upright posi- j 
tion. Occupies little space. Almost in- | 
visible when in use. Will not fall over. 
Used for Men's and Women’s shoes. 

$3.50 per dozen $2.00 per 2 dozen 


M. D. POLLINGER CO. 
Holland Building St. Louis, Mo. 




















Wohl Shoe Co. Takes Over 
Fourteen New Departments 


St. Louis.—Wohl Shoe Company re- 
cently announced that it has taken over 
operation of 14 new departments in 
eight associated department stores. 
Executive Vice-President Milton Frank 
termed the move one of the most im- 
portant in the company’s long-range 
expansion program. The stores affected, 
and the departments acquired in each, 
are: 

Loveman’s, Inc., Chattanooga, Tenn., 
in which the entire shoe operation has 
been taken over, with Roger Ruhlman 
as manager of the main floor salon; 
Loyal Romberg as head of the chil- 
dren’s operation; and Jerry Lewis in 
charge of the men’s department. 

Milliron-Los Angeles and Milliron- 
Westchester. No managers have yet 
been named for these departments, 
which include women’s, children’s, and 
men’s sections in each store. Tempo- 
rarily in charge are three Wohl mer- 
chandise executives, Ben Peck, Robert 
Candal, and Jerry Vaughn. 

Robt. I. Cohen, Galveston, Tex., 
where two departments, a better-grade 
women’s and children’s operation and 
a budget women’s and children’s depart- 
ment, will be taken over about Octo- 
ber 15. 

Korrick’s, Phoenix, Ariz., where 
Wohl has assumed operation of the 
better-grade women’s and children’s de- 
partment and the men’s department 
under the direction of Wilbur Schwen- 
sen. 

M. L. Parker Co., Davenport, Iowa, 
where the women’s and children’s de- 
partment has been taken over under 
the managership of Bernard Connell. 

Hale Bros., San Francisco, where 
Wohl has leased the main floor women’s 
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1 GOT MY SHOES 

AT THE STORE 

THAT GIVES AWAY 
DIPCRAFT at 


YOUR wt: 


PRINTED ON ANY OF 
OUR REGULAR OR 
NOVELTY TOY BALLOONS 
DROP US A CARD NOW 
FOR SAMPLES & PRICES 


DIRECT FROM FACTORY TO YOU! 


DIPCRAFT MANUFACTURING CO. 


924 PENN AVE. PITTSBURGH 22, PA. 




















and children’s department in the Mis- 
sion Street Store, with Donald Randall 
as manager. 

Glasgow’s, Inc., Jackson, Mich., 
where Wohl has opened a 60-chair 
women’s and children’s department 
which will be managed by Harry Eppe- 
stine. 





Minnetonka Moccasin Co. 


Reports Increase 


MINNEAPOLIS, MINN. — “Increased 
sales activity during the last 30 days 
indicates a heavy demand for slippers 
and moccasins for Christmas selling,” 
stated J. D. “Bud” Wilson, president 
and sales manager of the Minnetonka 
Moccasin Company, recently. 

Phillip W. Miller, treasurer and gen- 
eral manager, reports that Minnetonka 
production has increased during its 
three-year life from 300 pairs a day to 
more than 1000 pairs, which has neces- 
sitated the utilization of greater floor 
space, added machinery and an in- 
creased staff. 

Minnetonka Moccasin will be at the 
National Shoe Fair in Chicago, dis- 
playing their new numbers, including 
new styles of indoor house slippers, 
and outdoor camp mocs. Their display 
will be in Room 807, Morrison Hotel. 





20th Century Footwear 
In New Location 


MILWAUKEE.— Because of the increase 
in new accounts, and the need for addi- 
tional warehouse space, the 20th Cen- 
tury Footwear Co. of Milwaukee, has 
found it necessary to move to larger 
and more modern quarters. The new 
home, located at 1321 North Third 
Street, includes a large showroom, mod- 
ern offices, and excellent parking facili- 
ties. 

Harry Pack and J. Roitburd, officers 
of the company, announce that one of 
the main reasons for this move is that 
they have just been appointed distrib- 
utors for the nationally advertised line 
of “Huskies” for Wisconsin, Minnesota, 
North Dakota, South Dakota, Montana, 





For More Attractive Displays 


It’s perfect for open heeled pumps and 
play shoes. Shoes are formed in less time 
and look worth twice their price with the 
least cost. Made from clock spring steel. 
$3.00 per dozen pairs. Cadmium plated 
or White Enameled $3.95 per dozen pairs. 


F.B.F. DISPLAY CO. 


Reute 2, Bex 646, Indianapolis 44, Indiana 
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—here's how to get 





More Business! 


THE Vincent Edwards Idea Clipping 
vice has over 2,000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use ceupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's me Advertising Service 
rganization 


342 Madison Ave., New York City 
Please tell me more about your news- 


paper ad clipping service and special short 
term trial offer. 


City 





Name 





Company 











Northern Iowa, and the upper penin- 
sula of Michigan. 





Moves Into New Factory 


WEEHAWKEN, N. J.—The Central 
Shoe Corporation has moved its opera- 
tions from West New York, N. J., to 
a new location in Weehawken. The com- 
pany has taken a substantially larger 
building, facing the Lincoln Tunnel, for 
the purpose of increasing its present 
volume. Lines remain nearly the same, 
sport shoes, casuals and ballerinas, plus 
other spot items. Meyer Epstein heads 
the business. 
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“..easy lo interest new customers... 











RODES-RAPIER CO 





LOUISVILLE 2. KENTUCKY 





September 15, 1949 






Mr. Bert Allen 
Allen Edmonds Shoe Corporation 
Belgius, Wisconsin 









Dear Mr. Allen: 





I thought you might be interested to have an exe 
pression from me after having sold your line of 
Allen Edmonds foctwear for some years. 






We have found it easy to get new customers by 
explaining the two exclusive features in your 
shoes — the nailless and flexible construction. 


New customers are added and kept, because these 
shoes do not need."breaking in” and their fine 
fitting qualities make repeat sales. 


... the two exclusive features 


We find that they also give excellent wear. The 





get new customers... a 
Wishing you continued success. 
... their fine fitting qualities sank tire, 








RODES-RAPIER CO. 


make repeat sales... 











Ait 13 rbler,. 


F. B. Kohler, Manager 
Shoe Department 


FEA :BJG Nstree 








That’s the whole story of 
successful shoe merchandising 


| efé CHICAGO SHOE FAIR 


Octo econ Fred B. Kohler of 
November 3 Rodes-Rapier Co., 
Room 800 


—— 


Glen Edmonds 















SHOE CORPORATION 
BELGIUM. WISCONSIN 
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Wilner Wood Products Co.. =) 295 
Winthrop Shoe wreveed ye? 209 
Wohl Shoe Co. : a cao dekego ue 
X-Ray Shoe Fitter Co.. es hwo wo Se 
Yankee Shoemaker: aa Sige 
341 








te se: oll ili ttiBe INE ans ab YE 





Wrinkle-Free Toe Linings 
AND NO QUESTION ABOUT IT! 








BUILD COMFORT AND SALES WITH *CELASTIC! 


For over twenty years Celastic box toes have brought positive 
toe comfort to men, women and children. The assurance that 


toe linings are permanently secure . . . in one style or one hun- 








dred . .. in one shoe or one million, is the Celastic contribution 

to toe comfort. Good will and consumer satisfaction accumu- UNITED SHOE MACHINERY 

lated by year after year of Celastic performance prove that it’s CORPORATION 

good business to provide your customers with the best. BOSTON, MASSACHUSETTS 
*“CELASTIC™ is a registered trade-mark of the Celastic Corporation 
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National Shoe Fair 
PALMER HOUSE 
Rooms 736 and 738 
October 30, 
Nov. 1, 2, 3, 1949 
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What is the ‘. R Set 
Streneth 

in the 

Nunn- Bush 
Franchise? ... 


e/ lorjelk est 
Style 2329 
Brown English Grain 


Heavyweight Sole 
Leather Heel 


In ever-increasing numbers the more 
solidly successful retailers are seeking 
the Nunn-Bush franchise. From the 
center of population in the United 
MOST STYLES 
States to Japan, the Phillipines and the $1595 to $1995 
Persian Gulf, important stores are 


asking for Nunn-Bush shoes. Why? 


We believe it is because they realize 
that a return to critical purchasing makes 
one repeat Customer worth at least five 


ordinary shoppers. And it is now a matter of HOLD 


_—s 


world knowledge that Nunn- Bush wearers are repeat customers. = |e 


We do endeavor to make Nunn-Bush shoes so fine that 


discriminating wearers will seek them out. 


NUNN-BUSH SHOE COMPANY - MILWAUKEE 1, WISCONSIN 
New Yeoerk Saies Office: Macthcidgec Butlding, 1328 Beoadway, New York 1, NY. 





Talk to a mother about her child and she’s interested. 

Show her that you are concerned about proper foot health 

and you will sell her. Mere lip service is not enough. It 

takes actual performance. . . sufficient time and care while the 

child is actually being fitted . . . timely reminders when the 
child’s feet should be checked for outgrown shoes. ..a sufficient 
stock to provide for every size and width requirement. 

STRIDE RITE gives you the quality, the lasts, the workmanship 


and the in-stock department to enable you to build a 





constantly growing repeat business. But the personal THE 


touch is also needed and you alone can provide it! TRIDE ITE 


Sia 1@) = 





GREEN SHOE MFG. CO., BOSTON, MASS. 


